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.» Fitzgibbons N° 770 Boiler-Burner Unit" 


sha say J. J. Morin, (at left) and V. J. Morin 
Principals of J. J. Morin Inc., plumbing and heating wholesalers, 
Laconia, New Hampshire. 


“The 770 has proved to be just what our trade wants —an oil 
fired unit that is really complete with everything needed for 
a fast, simple forced hot water installation. The practical 
design makes it ideal from the serviceman’s viewpoint, too. 
The combustion chamber and tubes can be reached quickly 
for inspection and cleaning. Best of all, our contractors like 
the Fitzgibbons Tanksaver® that never runs out of hot water.” 


More and more contractors in all parts of the country are 
figuring on the 770 for the same reasons. No matter how you 
figure it— from a comparative price standpoint, domestic hot 
water satisfaction, or servicing convenience, the pre-assembled 
and wired 770 is your best bet for a bright profit picture. Check 
with your Jobber or write Fitzgibbons Boiler Company, Inc., 
101 Park Avenue, New York 17, N. Y., for the full details in 
Catalog DE-8. 


Now available with Enclosing Jacket 


The Fitzgibbons Boiler ( 
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VOGEL PATENTED § 
VACUUM BREAKER 


DOMESTIC ENGINEERING 3 


You can depend on 


VOGEL 


FROST-PROOF CLOSETS 


The Vogel Number 15 Frost-Proof closet 
with vitreous china bowl illustrated here 
is a great convenience installed in an out- 
building or on the rear porch of a resi- 
dence. The number 15 is a neat durable 
outfit plus a real water saver. No mech- 


anism in tank to get out of order. 


FROST-PROOF HYDRANTS 


There is a big market for Vogel frost- 
proof hydrants on farms, in dairies, ga- 
rages, service stations, industrial plants 


or any place where running water is 


The handle in this 


enor thon the ater needed at all times of the year. It pro- 


is positively shut = 4 

: ae ; 
\ Soalest” takege ond vides positive year ’round fire protection 
freezing. 





even in coldest weather. 


Over 1,000,000 Vogel frost-proof closets and 
hydrants have been installed. Not one has 
ever frozen! 


JOSEPH A. VOGEL COMPANY 
WILMINGTON 99, DELAWARE 
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PAID CIRCULATION 
1S QUALITY CIRCULATION 


AIR CONDITIONING + APPLIANCES 


PLUMBING « 


HEATING ° 








$5.00. 
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New Dunham Valves and Fittings 
So different—they’re patented! 


Larger unrestricted 
waterways than any 


other hot water valve 


pooner deel 
ihe ass 





Graduated balance control— 
from full open 


to any degree of closure 


Dunham Circulator Valves (pat. pending) have a larger free water- 

way area than any other hot water valve to assure you full flow with 

minimum friction and circulator load. These new valves are self- 

cleaning and have a new T-type handle that fully opens and closes 

with 4% turn. 
Dunham Balancing Fittings, \ike Dunham Circulator Valves, have 

a unique sloping valve seat that modulates flow far more accurately 

than the usual vertical seat. You get full balance control from % 

open, 4%, % to full open... for faster balancing on any hot water 

job with fewer “‘callbacks.”’ New Dunhom Vent Tee. Complete line also 
For full information on the most complete line in the hot water ee ee ee 


: A 3 bows and Fittings, Union Elbows and Con- 
industry, clip and mail the coupon. nectors. Straight-way and angle patterns. 


Cc. A. DUNHAM COMPANY 
HOT WATER HEATING — =o 
Send complete Hot Water Line Literature. 


Name__ 


RADIATION * CONTROLS ¢ UNIT HEATERS * PUMPS « SPECIALTIES Kiem 
QUALITY FIRST FOR FIFTY-ONE YEARS 1! - 
C. A. DUNHAM COMPANY « CHICAGO « TORONTO * LONDON re Zone___State__ = 





DOMESTIC ENGINEERING August, 1954 


SPECIFY IT’S A WHALE OF A STALL SHOWER 


The 
Craft-Cut 











What makes a shower cabinet good—good for 

your customers, great for you? Anybody can 

make stall showers, and, as a matter of fact, 

many companies do. But it took 35 years of 

engineering know-how + quality materials + 

quality construction + streamlined styling to 

produce the Craft Shower Cabinet plus research, 

experiment, testing to guarantee its ease of assembly. 

That’s why, for instance, you’ll find it requires 

only 8 fine brass chrome-plated bolts to hold the 

unit together, or, to take another example, 

Galvanized and Bonderized heavy gauge steel panels 

are used throughout: they just can’t rust ever— ; The Craft 
and they’re reversible for right or left installation. Master 
Do this: match Craft Shower Cabinets against 

any others on the market today, point for point, 
style for style, price for price and see for yourself 
why men who know, in every section of the country, 
are advising: Specify Craft—It’s A Whale Of A 
Stall Shower. 





eine wit Slee nw2ey 


All Craft Showers carry a Special Guarantee. 
Models for every type of installation. Glass Doors 
available for all models. Immediate Delivery. 


CUTLER METAL PRODUCTS CO. 


1025 Line Street, Camden 3, New Jersey 


Shower Cabinets + Shower Doors + Shower Receptors 


Write for the Craft Shower Cabinet Catalog today. 
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TUTTLE @« BAILEY BASEBOARD 





MR. HOMEOWNER 


likes the way cold outside 

eS walls and glass areas, great- 

— est sources of heat losses in 

any room, are blanketed by 

a layer of warmth. He likes 

the constant, gentle circulation of room air, lower 

floor-to-ceiling temperature differential, with no 

cold spots, no stratification, no drafts. He likes 

their quick response to thermostatic control, their 
efficient, economical operation. 
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MRS. HOMEOWNER 


is pleased because there is 
more space for living... 
since she can arrange furni- 
ture as she pleases, can car- 
pet floors wall-to-wall. She 
likes the fact that walls don’t become dirt-streaked, 
that drapes stay cleaner. She is grateful that even 
heat distribution, with warmer floors and freedom 
from drafts, means more comfort in the living zone 
. on the coldest days. 


























1 DAMPER (optional) fits over lugs on hanger 
brackets. Easily operated, fully open to fully closed, 
from front of panel. 


2 COPPER TUBING is expanded to hold fins 
securely in place. 1” nominal diameter permits loop 
installation. 


These Design and Construction Features of 

Baseboard Heating Panels. . . provide 

ey the engineer, architect, builder, contractor 

*\  — and homeowner — with heat distribu- 

tion equipment designed, styled and built to meet 

the most rigid requirements of efficient perform- 
ance, appearance and installation ease. 


3 HANGER BRACKETS hold element in place. 

Slots in back panel allow for expansion of element 
. eliminate noise. 

4 BACK PANEL is of one-piece construction. Top 

closure with front panel forms airtight joint, 

prevents wall streaking. 

5 EXCLUSIVE FIN DESIGN insures maximum 

efficiency for greatest heating capacity. 

6 FRONT PANEL is beautifully styled. One- 

piece construction increases strength, simplifies 

installation. 
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HEATING PANELS... 


EVERYBODY ! 
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CONTRACTORS 


like best the savings in 
installation time and costs, 
because Tuttle & Bailey’s 
installation is simplest and 
easiest — each 5’ and 6’ fac- 
tory-assembled panel is packaged as a complete 
unit. To install, front panel is snapped off, back 
panel is nailed to studs without removing the ele- 
ment, front cover is snapped in place. 





ARCHITECTS 


admire their styling and 
appearance — from the 
drawing board of world- 
famous designer Walter 
Dorwin Teague. They like 
the way baseboard radiation adapts itself to any 
building plan . . . the prime-coated panels which 
can be painted to conform to any color scheme... 
the assurance that the system can be counted on 
for year-after-year satisfaction. 








Dollar-Saving Simplified Installation 





2. Install second length of back panel 


1. Install corner panel, and length of 
and make connections. 


back panel — don’t remove element. into place. 








4. Install joiner strips, corner pieces 
and end caps as required. 








NEW BRITAIN, CONNECTICUT 
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New Chevrolet Trucks 


deliver more power, more 
ruggedness, for less money! 


August, 1954 








va 


PORT WASHINGTON 
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Making sure the truck you buy has plenty of power and 
chassis ruggedness is good business in any man’s 
book. Getting the money-saving extra power and 


models; stronger, more rigid frames on all models. 
These features pay off in extra-low upkeep costs... 
extra miles of dependable truck life. 


But these while-you-drive savings aren’t all, by a long 
shot. You even save when you buy. For Chevrolet is 
America’s lowest-priced line of trucks. Stop by your 
Chevrolet dealer’s soon to see the “savingest” trucks on 
the road. He’ll show you models ideally suited to your 


ruggedness of Chevrolet trucks is better business in 
any man’s bookkeeping. 


EXTRA POWER MEANS BIGGER SAVINGS 


No doubt about it, the extra power you get from new 





high-compression Chevrolet truck engines means job, with facts to prove you'll get more for your money. Consis 
you’re going to pay out less for gasoline. Over a year, Chevrolet Division of General Motors, Detroit 2, Mich. 
that adds up to a sizeable savings. Increased power ly proc 
brings time-saving benefits, too—greater acceleration of Idea 
and hill-climbing ability ... you haul faster, get the sistent] 
job done quicker! pendal 
GREATER RUGGEDNESS CUTS OPERATING COSTS stampe 
Heavier axle shafts and wheel hubs on two-ton models; MOST TRUSTWORTHY TRUCKS your g 
bigger, more durable clutches on light- and heavy-duty ON ANY JOB! cordinc 

Sharpe 





THREE GREAT ENGINES—The new “Jobmaster 261” engine* for extra heavy hauling. The ‘‘Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION*—offered on 14-, 34- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD —for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING—easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on all cabs of 1'/2- and 2-ton models, standard cabs only in other models, ] 
“Jobmaster 261’ engine available on 2-ton models, truck Hydra-Masic transmission on 1/;-, %4- and 1-ton models. 9 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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DEAL TUBULAR 


Consistency is a virtue—especial- 
ly product consistency. The quality 
of Ideal tubular brass goods is con- 
sistently high, consistently de- 
pendable. The Idealco brand 
Stamped on our tubular items is 
your guarantee of full gauge, ac- 
cording to exacting Brown and 
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Ideal guarantees its products Fm i 


because Ideal manufactures the 
products it sells. Even without a 
micrometer, you know you are 
buying consistently fine brass 
goods when you buy Ideal! 


e + 
FREE CATALOG. Write today on 
your letterhead, c/o Dept. D. 
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IDEAL STRAINERS 
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Fit for an Emperor 
Haile Selassie, emperor of Eth- 


iopia, is the latest convert to Am- 
erican plumbing. 

He was particularly impressed 
by bathroom fixtures at Chicago’s 
Sherman Hotel and asked for a cat- 
alog of the manufacturer, Crane 
Company. 

When the Emperor departed for 
Africa he was equipped—like any 
good prospect for modern plumb- 
ing—with a load of sales brochures. 


Radiant Heat Charms Snakes 

You won’t be able to keep a 
snake in the grass once he’s seen 
New York’s Bronx zoo—thanks to 
heat. 

All 500 of the zoo’s snakes, alli- 
gators, crocodiles, lizards and tur- 
tles are enjoying temperatures ex- 
actly to their liking in cages and 
artificial ponds this summer. 

Zoo officials and Minneapolis- 
Honeywell engineers combined to 
figure out a radiant heating sys- 
tem that gives just the right 
amount of heat to each section of 
the reptile house. The idea is to 
make the reptiles healthy and also 
keep them from submerging in wa- 
ter or slinking into corners where 
the public can’t view them. 


One-Minute Drama 
The advantages of good tele- 


phone and plumbing services have 
been artfully combined in a radio 
commercial sponsored by the II- 
linois Bell Telephone Co. 

The one-minute vignette opens 
with a husband proudly “fixing” a 
water pipe . . . which reacts with 
a violent burst of water. This sends 
the wife rushing to her party-line 
telephone only to discover two 
neighbors chatting. 

But the good neighbor policy 


wins out when the wife explains 
she must reach a plumbing con- 
tractor to avoid a flooded basement. 

It’s a happy ending with the tele- 
phone company and the contractor 
coming to the rescue. What happens 
to the husband, however, is kindly 
omitted. 


Business Greetings 
Greeting cards are being used for 


everything from “Merry Christ- 
mas” to “Have a Hot Fourth of 
July.” So why not use them for 
business purposes, asks the Atlan- 
tic Advertising Co., Atlanta. 

The company has_ prepared 
greeting cards on “thank you” 
themes for new customers as well 
as cards asking lost customers to 
return to the fold. 

For delinquent accounts, one 





COLORADO'S lady plumber, Lucille 
Anderson, exhibits a symbol of her 
trade after passing a special test for 
a master plumber’s license. The story 
of the Montrose, Colo., mother is told 
in the May issue of Domestic Engi- 
neering (p. 14). 


card has a picture of famous his- 
torical sites like Faneuil Hall, Bos- 
ton. Inside, the card suggests that 
the customer’s bill not become 


12 


“historical, too.” A space is re- 
served for typing in the amount of 
“Ye Olde, Olde Bill.” 


News About Kitchens 
The Steel Kitchen Cabinet Manu- 


facturers Assn. is providing a col- 
lection of stories on kitchen plan- 
ning for newspaper publication. 
All stories are set up in news- 
paper format, including headlines, 
as a special appeal to hurried edi- 
tors. The stories contain no brand 
or trade names but promote the 
industry in general. Subjects cov- 
ered are steel cabinet sales, kitch- 
en financing, product news, etc. 


Roads Mean Prosperity 
The plumbing and heating indus- 


try has a big stake in the nation’s 
highway modernization program, 
says Arthur O. Dietz, president of 
the C.I.T. Financial Corp. 

Contractors, Dietz says, should 
join wholesalers and manufactur- 
ers in pressing for a solution to the 
nation’s road deficiency. 

All industry will benefit from 
modernization of roads, says Dietz, 
because it will increase suburban- 
ization and develop new commu- 
nities. These new communities 
present huge markets for new 
plumbing and heating units as well 
as air conditioners, food waste dis- 
posers, servicing, etc., he says. 


Winning Back Customers 

What happens to customers who 
don’t come back? 

The answer may not always be 
pleasant, but it’s good business to 
find out. That’s why the National 
Research Bureau has designed 
three letters to be used to win back 
lost customers. 

The first letter is a humorous 
one with a teardrop attached to 
show sorrow over the loss of an ac- 
count; the second is a giant tele- 
gram asking for future business; 
and the third is a serious appeal 
asking for the customer’s reason 
for deserting the business. 


Inspector Trouble 
Niagara Falls, N. Y., was threat- 


ened with the loss of its one and 
only plumbing inspector last month 
because of lack of help. 

Charles A. Schul, chief inspec- 


(Please turn to top of page 14) 
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THE ONLY NAME YOU NEED TO KNOW 





Now! a real plumbers’ line from a real plumbing firm! 


Eljer’s new line of steel cabinet sinks 
opens a great new field of profit for 
you. Here’s why: 

1 It is a line designed and priced for 
volume sales and fast turnover. 

2 It’s a complete line of many styles 
and sizes, and packed with exclu- 
sive features that make selling easy. 

3 You get the high quality of basic 
construction and finish that you 
naturally want for your customers. 

4 Kitchen remodeling is “hot”—and 
every cabinet sink sale can lead to 
other profitable tie-in sales. 


IN PLUMBING FIXTURES 


A SUBSIDIARY OF TRE 


Eljer has long’ believed that cabinet 
sink sales and profits should be in the 
hands of the plumbing contractor 
where they belong! That’s why Eljer’s 
new steel cabinet sinks are manufac- 
tured to true plumbing’ standards. 
That’s why they will be sold through 
the plumbing trade. 

You are invited to see for yourself 
what a difference it makes to sell 
cabinet sinks made especially for you 
by a manufacturer who knows plumb- 
ing. Call your Eljer distributor or write 
Eljer Co., Box 192, Ford City, Pa. 


ELJER 


CORPORATION OF AMERICA 

















OIL BURNER SERVICING 

Burrao, N. Y.—Thanks for your 
offer of reprints of DE’s series of 
articles on Oil Heating and Oil 
Burner Servicing for use in our 
Heating and Cooling School. 

I have read these articles and 
find them very comprehensive and 
well done. Our school convenes 
here in Buffalo in September and 
we would be delighted to have 
these articles for use by the stu- 
dents. 

CiypE A. McKEEMAN 

school supervisor 
American-Standard 
e Reprints of the first nine chapters 
of the Oil Burner Servicing series are 
available to subscribers of Domestic 
Engineering. Address all requests to 
the Editor, 1801 Prairie Ave., Chicago 


16. Chapter 11 of the s2ries appears on 
page 132, this issue. 


WANTS BAY CITY FILM 

LaANnsING, Micu.—I’ve been read- 
ing about the Bay City Story and 
am interested in showing the film 
to our association members here in 
Lansing. Our meetings are held the 
first Thursday of each month and 
we would prefer a date sometime 
in September or October. 

Can you arrange for us to have 
the film at that time? : 

D. D. Letts 
secretary 

Lansing Heating Assn. 
e Arrangements have been made. 
Other associations or companies who 
wish to show “The Bay City Story,” 
Domestic Engineering’s remodeling 
film, at regular meetings or a special 
remodeling sales clinic can obtain com- 


plete details by writing the Editor, 1801 
Prairie Ave., Chicago 16. 


BUSINESS AIDS 
East Peterspurc, Pa.—We have 


just purchased a two-story build- 
ing for the purpose of getting our 
plumbing and heating business on 
a main street downtown. We plan 
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to develop a showroom and office. 
Any help you can give in con- 
nection with plumbing and heating 
merchandising would be welcome. 
WALTER M. ERNST 

W. M. Ernst & Sons 

® Domestic Engineering’s Showr20m 
Book has been sent to Mr. Ernst along 
with information on DE’s remodeling 
sales kit—240 pieces of merchandising 
material designed to sell the big mod- 
ernization market. 


900, NOT 90 
Newark, N. J.—On page 23 of 


ycur July issue you have a brief 
review of our Oil Burner Nozzle 
Guide. However, we note the item 
states that the guide contains a list- 
ing of “90 burners.” Actually, it 
contains a listing of 900 burners, 
boilers and furnace units. This in- 
formation is furnished to us by 115 
different manufacturers. 
LAWRENCE KNAPP 
sales manager 
Wm. Steinen Mfg. Co. 


e Due to a typographical error, 900 
ended up as 90 in our July review of 
the Steinen Oil Burner Nozzle Guide. 
As noted in the above letter, the Guide 
actually contains a listing of 900 burn- 
ers, boiler units and furnace units to 
show the proper size, angle and type of 
nozzle as recommended by manufac- 
turers. 


BOILER ROOM SHOWPLACE 
New York City—We would like 


to purchase 2,000 reprints of the 
article “Boiler Room Showplace” 
which ran in your June, 1954 issue. 

H. E. HoersBer 
The Permutit Co. 


PLUMBING PIONEERS 
MontTREAL, CANADA—We are in- 


terested in obtaining some informa- 
tion and pictures of people or 
events depicting the pioneering as- 
pects of the plumbing industry. 
We have in mind an exhibit for 
(Please turn to top of page 18) 
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Between Ourselves 


(Continued from page 12) 
tor, threatened his _ resignation, 
charging city officials had made no 
effort to get him an assistant ‘in- 
spector. 

Finding another inspector is dif- 
ficult since the pay is $3,700. Regu- 
lar journeymen receive $3.15 an 
hour. Schul said he’ll give up his 
$4,970 a year job for “more gainful 
employment with less responsi- 
bility” if he didn’t get help—with a 
raise for himself and his assistant. 


Vacations at Home 
In 1922 only three companies 


were listed by ASHVE as being 
primarily concerned with air con- 
ditioning. Today there are 78 com- 
panies working in the industry. 

These figures lead Henry H. 
Saylor, editor of the Journal of the 
American Institute of Architects, to 
wonder about future vacations for 
Americans. For example, with per- 
fect weather right in your home, 
you might just disconnect the tele- 
phone, lock the front door and en- 
joy yourself, says Saylor. 


3-Way Heating Control 

A triple duty heating control for 
schools has been introduced by 
Minneapolis-Honeywell. 

The control permits teachers to 
adjust temperatures in each room; 
another control placed in the prin- 
cipal’s office allows control from 
a central point; and, third, the con- 
trol includes a fire-detecting ele- 
ment which sounds an alarm and 
indicates on the master control 
panel where the fire is located. 





JUST PRESS a button and tempera- 
tures in any room of a school building 
can be adjusted. The new Minne- 
apolis-Honeywell central control per- 
mits a principal or teacher to gear 
room temperatures to class activities. 











. ugust 





lif- 


su- 


his 
ful 
si- 


ha 


7 we as 


. ugust, 1954 DOMESTIC ENGINEERING 15 











in place! a Tip lifts the drain! 
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Homemakers love 'em because 
they eliminate the messy, some- 
times painful, job of fumbling in 
hot, greasy water to empty the 
sink .. . as is necessary with all 
other types of crumb cup sink 
strainers. 


A tip sets the stopper to one side 
for instant drainage . . . a tip 
returns it to ‘‘full stop’’ position. 
Only the BLOCH “‘TIPPIT”’ has this 
feature . . . it’s patented! 


® The BLOCH “‘TIPPIT” sink strainer responds with positive action at 
the touch of a finger or any kitchen utensil. The unique all-in-one 
design of the stopper and strainer make for easy cleaning. These 
features plus the low cost of this high quality strainer add up to 
increased sales and complete customer satisfaction. WRITE FOR 
FREE LITERATURE. 


BRASS COMPANY 


4748 HOUGH AVE., CLEVELAND, OHIO 
FACTORIES: Cleveland, Ohio and Reedsville, W. Va. 
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They fit any home, new or old— 





flat top, standard roof, Rela 


and r 





Short 


one- or two-story residences; goes i 


basements; slab-floor dwellings Ny, 


n 
These heaters provide quick, comfortable heating for the DIRE 
home, without costly alterations or expense. They fit smoothly comp 
between standard 2” x 4” centered studs and are ideal for 











installation in new homes or dwellings being modernized. new | 
No basement, special excavation or duct work needed. Beauti- Delive 
fully styled and a real space saver in small homes, upstairs to the 
rooms, basements, tourist cabins, etc. Also available in Dual tion, — 
Wall Models to heat two separated areas at the same time. comfo 
Install singly to heat a few rooms or use multiple installations Contre 
to zone-heat larger residences. Write us and we'll have our matica 
nearest distributor give you all the details. The Coleman of bur 
Company, Inc., Wichita 1, Kansas. omizes 
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heaters are /ow in cost 








MEW snort economizer 


puts more heat into room 


Fits in wall above the heater. 
Reclaims heat from flue area 
and returns it to the room. 
Short enough to fit flat roof, 
goes in buildings with attic or 
upper stories. 


NEW 


DIRECTIONAIR BLOWER 





or the 

_ completely automatic with 
cae new Fan and Limit Control 
eauti- Delivers tempered warmth clear 
stairs to the floor. Increases circula- 


Dual tion, prevents cold-floor dis- 


LN A meee news iin 


time. comfort. New Fan and Limit 

ations Control on some models auto- 

e our matically regulates operation 

eman of burner and blower and econ- 
omizes on fuel. 


New Low Prices on Coleman 
Floor Furnaces 
OIL GAS LP-GAS 


Flat Register and Dual Wall Models 
to fit low-cost homes 


Complete in-floor furnaces that need no basement, no air 
ducts. Like Coleman Wall Heaters, they can be used singly 
or in multiple installation for zone heating. The famous 
Coleman Shalloflow is the industry’s shallowest gas model. 
On oil furnaces, a special Fuel-Air Control saves up to 
25% on fuel. 



















WE’RE BETTING ON YOUR 


FUTURE 


on Cllon Krome 


President of the Coleman Company 


“The manufacturer and the dealer that get the business 
must ‘deliver’ the goods. Coleman delivers the full line. 
the individual product variety, the improved features, the 
appealing low prices—all a neat package that gives the 
Coleman dealer a real selling edge. Guaranteed perform- 
ance for the buyer, guaranteed buyer appeal for you.” 





Comfort costs so little with a 








THE COLEMAN COMPANY, INC. 

Dept. 500-DE, Wichita 1, Kansas 
Please have a Coleman distributor give me full infor 
mation on Coleman Wall Heaters and Floor Furnaces. 









Name __ 





Firm 









Street 









City Zone State 
Equipment AGA approved or listed with Underwriters’ Laboratories 















(Continued from page 14) 

our showroom that will help create 
additional interest in the plumbing 
industry in the minds of our cus- 
tomers. Anything you can do to 
help us will be appreciated. 

Do you think the idea is a good 
one? 

J. A. WHIPPIE 

Main Plbg. & Htg. Supplies Co. 


e Sounds like an excellent idea! A 
selection of historical pictures and data 


has been sent Mr. Whippie for a start 


on his exhibit. 


SHOP ON WHEELS 
Lake Cuartes, La. — Sometime 
ago you published an article about 
a shop on wheels. I have misplaced 
that issue and would appreciate 
another as I am interested in the 
list of materials carried by the 
shop. 
Joun P. Normann, Jr. 
Better Plumbing & Heating 
e Articles on trucks from the April, 
1952, and March, 1954, issues of Do- 


mestic Engineering have been for- 
warded. 


LIKES WHOLESALER BULLETIN 
BraprorD, Pa.—I recently re- 
ceived the third issue of DE’s 
WHOLESALER BULLETIN and liked it 
very much. You are certainly to 
be complimented on an outstanding 
and newsworthy publication for the 

plumbing and heating industry. 

W. C. THompson, JR. 

manager distr. sales 


Dresser Mfg. Industries 


PAST DUE PROBLEM 
WATERLOO, ONTARIO, Can.—Yes 


sir, we do like the WHOLESALER 
Bu.ieTiIn. That article on “The 
Past Due Problem” is well worth 
the purchase price. How much is it? 
(No charge for one sub.) 

Our problems in Canada are the 
same as in the U.S.A. excepting for 
a few small details. One is we only 
have one-tenth the population and 
this is stretched over twice the area 
of the U.S.A. 

We like Domestic ENGINEERING 
and the fine articles it contains. 
Down to earth, to the point, but 


above all very educational .. . 
that’s the way we would put it. 
S. H. Jessop 
president 
Imperial Refractories & 
Equipment, Ltd. 


SALES CLINIC A SUCCESS 

Toronto, CANADA— We want to 
thank Domestic ENGINEERING for 
helping make our recent Modern- 
ization Sales Clinic a success. 

Nearly 300 contractors attended 
the clinic and saw your film, “The 
Bay City Story,” and learned about 
the remodeling sales kit. 

Both provided our contractor- 
customers with a wealth of infor- 
mation on the remodeling market 
and how it can be sold. 

M. L. Grice 
executive secretary 
The Ontario Plbg. & Htg. 
Council 
@ A full report of the sales clinic spon- 
sored by this association of manufac- 
turers and wholesalers is given in the 


July issue of Domestic Engineering 
(p. 130). 


CARTOON ADVERTISING 
SHaron, Vt. — Sometime back I 


wrote you (see March, p. 16) for 
permission to use a cartoon which 
appeared in Domestic ENGINEERING 
as the subject of a direct mail piece 
I was working on. 

I thought you might be interested 














in the result so am enclosing a 
sample of my new postcard mailer 
using the cartoon. 

Howarp M. Srmonps 
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| Good Reading 


Heat pump catalog. Catalog de- 
scribes uses of water in both heat- 
ing and cooling and the functions 
in each operation of the heat 
pump. Six models for heating and 
cooling are described as well as six 
models for heating alone. 

Available from: Dept. FT-50A, 
Acme Industries, Inc., Jackson, 
Mich. 


Water systems bulletin. Six page 
publication describes packaged 


units for shallow and deep wells re- 
cently added to line. The 4% and % 
hp systems are illustrated with se- 
lection and rating tables and fit- 
tings. 

Available from: The Deming Co., 
543 Broadway, Salem, Ohio. 


Valve comparison chart. Lists 
valve figure numbers of 15 manu- 
facturers and Ohio Injector Com- 
pany equivalent valve figure num- 
bers. In booklet form. Listings are 
broken down to include descrip- 
tions of the various valve lines. 

Available from: The Ohio In- 
jector Co., Wadsworth, Ohio. 


Warm air systems brochure. An 
illustrated, 12-page booklet (“You 
Can Measure Heating Quality”) in- 
terprets for homeowners the con- 
struction and operation of automa- 
tic forced warm air furnaces. Points 
stressed are durability, cleanliness, 
economy, safety and comfort. 

Available from: Janitrol Heating 
& Air Conditioning Div., Surface 
Combustion Corp., Columbus, Ohio. 


Room air conditioner booklet. 
Twenty-eight pages. Non-techni- 
cal, to provide contractors and con- 
sumers a better understanding of 
such units in general. Size is 5% 
by 8% in. Provides concise an- 
swers to “hundreds of air condi- 
tioning questions.” 

Available from: Dearborn Stove 


Co., Box 5527, Dallas, Tex. 


Heating equipment catalog. Ex- 
plains why the heating plant may 
be the most important single de- 
vice for the home, and tells how it 
can be a source of comfort and de- 
pendable service rather than a 
built-in headache. Includes speci- 
fications on certain furnaces and 
central cooling units, with a card to 
be sent for further information. 

Available from: Perfection Stove 
Co., 7609 Platt Ave., Cleveland 4. 

(Please turn to top of page 23) 
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Here’s the Complete Line 
of ELECTRIC 
C-E Heatmaster Automatic Water Heaters 











Here's the Complete Line 


With these 36 basic C-E Units to choose from you can sell 
HEATMASTER Automatic Water Heating to any customer 


Three dozen different C-E HEATMASTERS! 
In table tops and rounds, with capacities 
from 20 to 75 gallons, HEATMASTER gives 
you gas or electric water heating units to 
meet the precise needs of any and every 
customer. 

Built by one of the world’s largest 
manufacturers of water heaters, every 
HEATMASTER in this line will give the en- 
during, trouble-free performance and sat- 


isfying fuel economy that add so much to 
your own reputation in the field. If you 
are a HEATMASTER dealer, you know the 
profitable truth of this statement. 

If you are not a HEATMASTER dealer, 
write us. Find out NOW, about the com- 
plete line of HEATMASTER water heaters. 
It means a model for every customer, for 
every pocket book, for every size of fam- 
ily and household. 


Available in ali models and sizes, both gas and elec- 


tric. Gas medels available te vse Netural, Manufac- 
tured or Liquefied Petroleum (bottled) Gas. 


of GAS 


C-E Heatmaster Automatic Water Heaters 


Save time —save 
money with the C-E 
Complete line: 
SUPERSPUN Cast Iron 
Pipe and Fittings 


Electric—approved and listed by Underwriters’ Laboratories 
Ges-—carries A.G.A. seal of approval 


Manvtactured by COMBUSTION ENGINEERING, INC. Water Heater and Soil Pipe Division, Chattanooga 1, Tennessee 





















































Ingersoll 


=P-biahiel ol 


are 
sales makers! 


1 ACID-RESISTING PORCELAIN finish is 

absolutely the finest. Fade-proof, it will not discolor 
due to light. Stain-proof, it is not effected by soap, 
bleaches or medicines. Ingersoll bathtubs are 
completely enameled ... top and bottom. 

2 HIGH TILING-IN FLANGE assures positive, 
permanent waterproof seal between tub and wall— 
pre-drilled for easy anchoring. 

3 STRAIGHT BOTTOM AND ENDS eliminate 
special, expensive cutting of floor and wall tile. 

4 PERMA-LEVEL FRAME allows bathtub to rest 
directly on subfloor, assures correct drainage —no 
hangefs—no adjustments—no settling! 

5 SAFETY SEAT provided on wide, flat tub rim 
affords more flexible usage—simplifies 

bathing children. 

6 CONVENIENT HAND GRIP full length of tub permits 
safe entry and exit—ideal for oldsters and invalids. 
7 LIGHT WEIGHT makes installation a quick, 

easy one-man job—reduces shipping costs along 
with storage and handling expense. 
8 DIE-FORMED STEEL assures exact dimensions. 
Rough-ins never need altering—wall finishing 

meets tub rim accurately. 

9 NEW, BEAUTIFUL DESIGN is perfect with either 
modern or traditional decoration. Smooth, classic 
lines give appearance of value far beyond cost. 


Get all the sales making, profit making angles. Write to — 


INGERSOLL PRODUCTS DIVISION + 310 S. Michigan Ave., Chicago 4 
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Heating check booklet. A 16-page 
publication (“Clean up Time”) fea- 
tures field checks to determine 
whether either the fuel unit of an 
oil burner or the stack relay is 
in condition to operate without 
trouble. Checks do not require unit 
removal. Booklet also contains 13 
illustrated pages of parts and sup- 
plies needed for routine summer 
clean up of automatic heating sys- 
tems. 

Available from: Sid Harvey, Inc., 
104 Mineola Ave., Valley Stream, 
im. ¥. 


Shower fixture booklet. A review 
of various type showers for home 
basements, schools, clubs, summer 
cottages, gymnasiums and industri- 
al installations. Booklet points out 


easy installation procedures and 
how to function on low water pres- 


sures. ; 

Available from: Milwaukee Fau- 
cets, Inc., 317 E. Reservoir, Milwau- 
kee. 


Thermostatic temperature regula- 
tor catalog. A 12-page book giving 
specifications, description and ap- 
plications of complete regulator 
line. Cutaway illustrations show 
functioning of various type regula- 
tors. 

Available from: Lawler Auto- 
matic Controls, Inc., 453 North 
MacQuesten Parkway, Mt. Vernon, 
N. Y. 


Unit ventilator booklet. Eight 
pages. Describes units for school- 
room heating and ventilating and 
discusses basic requirements for 
schoolroom comfort and _ health. 
Features of various units are de- 
scribed and illustrated. 

Available from: Jchn J. Nesbitt, 
Inc., State Rd. & Rhawn St., Phila- 
delphia 36. 


Zone-controlled air conditioning 
system bulletin. Describes commer- 
cial and industrial refrigerated 
units for year-around conditioning 


with either hot or cold water. In- 
cludes dimensional diagrams, selec- 
tion table and a photo of an instal- 
lation. 

Available from: Drayer-Hanson, 
Inc., 3301 Medford St., Los Angeles 
63. 


Kitchen catalog. Four-color, 16- 
page booklet describes wall and 
base cabinets, sinks and disposers. 
Included are specially designed 
kitchens and decorating and plan- 
ning ideas with specifications and 
measurements needed to figure ac- 
tual installations. 

Available from: Universal-Run- 
dle Corp., Box 960, New Castle, Pa. 


Pipe and fittings catalog. Two- 
color 3l-page book contains 1,250 
fittings including baseboard diffuser 
adapters, collars, dampers, ducts, 
elbows, stackheads, tee joints, etc. 
Diagrams are provided for installa- 
tion procedures as well as helpful 
engineering data and sizing short 
cuts. 

Available from: Williamson 
Heater Co., 3500 Madison Rd., Cin- 


cinnati. 


Controls bulletin. Discusses how 
to improve the installation of con- 
trols for heating, ventilating, air 
conditioning with automatic elec- 
tric “Control Centers.” Specifica- 
tions are designed to permit the 
contractor to prepare an exact bid. 
Bulletin F 5265-1. 

Available from: Barber-Colman 
Co., Rockford, III. 


Baseboard diffuser folder. Four 
pages give information and draw- 
ings on diffusers for heating and 
cooling. Included are photographs 
and drawings of built-in dampers, 
installation procedures, perform- 
ance data, specifications and prices. 

Available from: The Lima Reg- 
ister Company, 651 N. Baxter, Lima, 
Ohio. 


Product line literature. Describes 
the lines of packaged water chillers 
(Bulletin DS-352); the reciprocat- 
ing compressor (Bulletin DS-361) 
and the self-contained air condi- 
tioner with capacities from three to 
20 tons. (Bulletin DS-362). 

Available from: The Trane Co., 
2006 Cameron Ave., La Crosse, Wis. 


Duct system booklet. Thirty-two 
pages. Covers friction losses in the 
design of air conditioning duct sys- 
tems. Provides friction loss charts, 


23 


graphic solutions for finding fric- 
tion losses through fittings and 
charts for calculating needed air 
volumes and rates of heat loss. In- 
cludes step-by-step procedures for 
sizing round and rectangular ducts. 
Available from: Kaiser Alumi- 
num & Chemical Sales Inc., 1924 
Broadway, Oakland, Calif. 


Residential cooling tower catalog. 
Eight pages. Describes in detail me- 
chanical, physical and operating 
characteristics. Tower capacities for 
various wet bulb temperatures are 
presented graphically. Indoor and 
outdoor tower installations are 
shown in full-page line diagrams. 

Available from: Halstead & 
Mitchell, Bessemer Building, Pitts- 
burgh. 


Home heating and cooling sys- 
tems booklet. A 32-page illustrated 
consumer piece with diagrams dis- 
cusses steam, hot water and warm 
air heating systems. Also base- 
board, perimeter, convector and ra- 
diant panel systems and equip- 
ment for firing gas, oil or coal. 
Window and central cooling units 
are described with methods of re- 
ducing the cooling load. 

Available from: Iron Fireman 
Mfg. Co., 3170 W. 106th St., Cleve- 
land. 


Air conditioning bulletin. Bulle- 
tin (C-1100-B33B) illustrates and 
gives specifications, dimensions, ac- 
cessories, physical data and features 
of ceiling and floor mounted 
central station air conditioning 
units for commercial and industrial 
applications. 

Available from: Worthington 
Corp., Worthington Ave., Harrison, 
N. J. 


Boiler catalog. Four-page catalog 
giving fuel data on the four size 
boilers in the line. The boilers were 
in sizes from 1100 to 3000 net sq ft 
steam and are now in sizes up to 
5000 net sq ft steam. 

Available from: Fitzgibbons Boiler 
Co., Inc., 101 Park Ave., New York 
If. 


Gas-fired unit heater booklet. 
Pocket-sized 20-page booklet (SA- 
541-A) gives how, why and when of 
unit uses. Selection, installation, 
working diagrams, heating survey 
outline, tips on estimating heat loss 
and computing gas line require- 
ments are included. 

Available from: Reznor Mfg. Co., 
604 James St., Mercer, Pa. 









































Let Your Customers Sell for You 


NEXT TIME you take your tape 
measure, sales kit and estimating 
forms on a remodeling job, also 
pack a camera. Youll find it, too, 
can act as a tool for you. As a 
matter of fact, you’ll get double 
duty from this equipment. 

The idea is to take a picture 
of the original installation—say, 
a kitchen or a bathroom. Home- 
owners won't object to picture 
taking if you promise them 
prints of the before and after 
features of their new installation. 
After the job is over, you'll take 
a second series showing the dif- 
ference between old and new. 

Your customer will, of course 
get one set of pictures. The value 
of this gift is that it will bring 
many happy returns to you. 


They'll Show Their Friends 

Most proud homeowners will 
show these pictures to friends, 
relatives and neighbors with the 
same enthusiasm they would 
show snapshots of their newest 
baby or latest vacation. Using 
satisfied customers to bring in 
new trade has always been good 
business—but equipping these 
“bird doggers” with a first-class 
selling tool is putting new blood 
into an old idea. 

Contractors who have tried 
indirect selling with the aid of 
photos say their customers go 
all out praising the new installa- 
tion when they can show pic- 
tures to back up their pride. 

The contractor’s personal use 


of before-and-after photographs 
is limitless. With these shots, 
he can present graphic evidence 
of the quality and beauty of his 
work. Even written endorse- 
ments have a hard time match- 
ing this pictorial proof. 

Another advantage of building 
up a file of such photographs is 
to give prospects an idea of bath- 
room and kitchen remodeling 
ideas. Photos of this nature fre- 
quently carry more weight with 
the prospect than even the most 
handsome brochures or style- 
setting literature. The reason is 
because they depict kitchens or 
bathrooms belonging to people 
in the same vicinity and usually 
with the same practical tastes 
and general income. 

As far as taking the pictures, 
the contractor with a modern 
camera should have little diffi- 
culty. However, there are a few 
things to watch in order to get 
the full measure from his be- 
fore-and after shots. 


How to Present Them 

For one thing, pictures should 
be presented in attractive form. 
A good picture will look even 
better if it’s shown off against 
the proper background. Cus- 
tomer’s photos should be mount- 
ed neatly on heavy stock paper 
that presents a sharp contrast to 
the shadings of the picture. 

For the contractor’s own use 
something more elaborate should 
be used—perhaps a portfolio of 


24 


TIPS FOR MANAGEMENT 





installations presented in an at- 
tractive photo album. 

As for composing the picture, 
the contractor should remember 
that people and action bring a 
photo to life. For example, why 
not pose one of the family’s chil- 
dren using the lavatory?—or, if 
practical, a housewife reaching 
into an old medicine cabinet 
much too small for her family’s 
needs? The follow up shot for 
this could have the housewife 
using a new cabinet with ade- 
quate space for all tubes, jars, 
etc. The selling message then is 
right before the prospect’s eyes, 
probably showing a troublesome 
scene from his own life. 


Make Them Life-Like 

One more tip . . contractors 
should learn to operate the cam- 
era rapidly. Not only will this 
avoid impatience on the part of 
cooperative customers, but it 
will also help get that much 
needed naturalness in pictures. 
In posing shots, the tendency to 
stiffen and look like a statue 
grows with each minute the ama- 
teur photographer fumbles with 
his apparatus. So first pose the 
shot for life-like effect and then 
be ready to take immediate ad- 
vantage of the naturalness. 

Contractors experienced in 
this type of promotion empha- 
size, however, that it isn’t neces- 
sary to be a camera genius to get 
value received from these photo- 
graphs. The _installations—be- 
fore and after—will make the 
pictures, and the pictures will 
help make the sale. END 
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J&L’s close quality control 
practices—all the way from the 
ore mines, through the blast furnaces, 
rolling mills, and finishing mills 
assure the superiority of J&L Steel Pipe. 
In plumbing and heating applications, 
J&L steel pipe contributes to good workmanship and ensures 
a long-lasting trouble-free installation. 


J&L distributors are located in all principal industrial 
communities. Just call the one near you and you'll benefit from: 


1. Quick service. 

2. Complete stocks near at hand. 

3. The right pipe for every job. 

4. Technical service by steel pipe specialists. 


Sones ¢ Laughtin 


STEEL CORPORATION — Pittsburgh 


WELDED PIPE 
1/6” TO 4” 
SEAMLESS PIPE 


YER 400 LEADING DISTRIBUTORS CARRY J&L 


























LP-GAS twins, Miss Butane and Miss Pro- HEDDA HOPPER would have loved the Iowa Master Plumbers 
pane, (Dorothy and Patricia Van Keulen) Assn.’s 65th annual convention in Des Moines, but the Holly- 






brightened the Chicago convention of the wood columnist wouldn’t have won a prize for the “craziest ‘ 
LP-Gas Assn. which attracted 3,100 persons, hat.” Those prizes went to Mrs. Wayne Boston, Sioux City, 
including many from our industry. (closet tank assembly); Mrs. Harold Paschau, Fort Dodge, i 





(miniature fixtures), and H. H. Salisbury, Clarion, (fittings, etc.). 





Picture 
Paragraphs 












J. W. KOCH (right), Waterloo, Iowa re- 
ceives a gold plated wrench from Wendell } 
Fields, Jr. of A. O. Smith Corp. Koch had 
the key to open a “treasurer chest” at the 
recent plumbing show in Washington. 
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ALL HATTED UP for 18 shady holes of golf 
are these fashion-setters from the Associated 
Plumbing Contractors of California. They were 
attending the 53rd annual convention of the 
APCC held in Long Beach recently. 









VIKING’S new blower assembly, says manufac- 
turer, kicks up quite a breeze without making 
a noisy fuss about it. 
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Profit withWEATHERBRAI 


the completely mechanical 








indoor-outdoor control for forced 






hot-water heating systems 





CHECK THESE FEATURES 


ic @ 7 @ Varies the water temperature 
Completely automatic ¢ Inexpensive e+ ee Ragen 


° ° ° in exact accordance with the 

No electronic tubes, relays or delicate mechanisms pa lor = ager 
Easily installed ¢ Assures constant comfort © Good for sone systems due to 
simplicity and reasonable cost. 


@ Gradual changes in water tem- 


Now you can cash in on big, new profits in outside temperature and responds in- perature in the system minimise 


the hot water heating field with Detroit’s stantly by supplying the exact amount of - 

amazing new Weatherbrain Control. heat to keep room temperature right where pt undesirable ce nile bra 
That’s because Weatherbrain indoor- it should be! And because it is entirely Fo a ee 
outdoor control offers heating comfort mechanical in operation with no expensive, @ Very valuable where more than 
never before possible in forced hot-water complicated electronic circuits, Weather. one type of radiation is used or 
heating systems—constantly uniform and brain Control costs less and is easily domestic hot water is heated by 
completely automatic with no manual installed. See your Detroit Controls whole- the boiler, in which cases the 
adjustment required. The Weatherbrain saler today or write us direct at the factory electrical boiler resetting type 
Control’s outdoor bulb senses changes in for bulletin No. 254. control can not be used. 





DETROIT CONTROLS Corporation 


- 8900 TRUMBULL + DETROIT 8, MICHIGAN 


Division of AMERICAN RADIATOR & STANDARD SANITARY Corporation 
Representatives in Principal Cities « Canadian Representatives in Montreal, Toronto, Winnipeg—Railway and Engineering Specialties, Ltd. 


AUTOMATIC CONTROLS for REFRIGERATION 
AIR CONDITIONING + DOMESTIC HEATING + AVIATION + TRANSPORTATION + HOME APPLIANCES + INDUSTRIAL USES 


Seung home amd madustry 


HURCH SEATS & WALL THLE © DETROIT INTROLS « KEWANEE BOILERS - ROSS - SUNBEAM BIR CONDITIONERS 
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ANOTHER WAY YOU SAVE WITH FORD TRIPLE ECONOMY 





How Fordomatic Drive saves time 
on and off the road 


Test Drive a new Ford Pickup 
with fully-automatic 
Fordomatic Drive! See how it 
gives you all these advantages! 


There’s big power in the new Ford 
“light duty” models. You get fullest 
advantage of this power to haul 
heavy loads off the road with Fordo- 
matic Drive. 


Fordomatic gives you double the 
engine starting torque for starting 
in heavy going. It shifts at just the 
right point without loss of truck 
momentum. Engine, drive line and 
rear axle are protected from the 
shock and strain of even full-throttle 
starts . . . burned out clutches are 


a thing of the past. 


On the road, Fordomatic gets you 
there faster by cutting time from 


full stop to road speed—a big ad- 
vantage for men who haul through 
traffic. And gone is the fatigue of 
constant clutch and gear shift han- 
dling. The driver stays alert. He can 
concentrate on driving the truck .. . 
avoid costly traffic mishaps. 


For complete details, see your 
Ford Dealer today! Or write: Ford 


Division, Ford Motor Co., Dept. 
T-21, Box 658, Dearborn, Michigan. 


SAVE WITH ALL THREE 


1. Gas-Saving Power! 
2. Driver-Saving Ease! 
3. Money-Saving Capacities! 


And... 
Ford Trucks last longer, too! 


FORDOMATIC DRIVE takes up to 90% of 
the work out of driving. New Safety- 


Drive Selector has convenient settings 
for full safety and ease of operation. 


FORD 


TRIPLE ECONOMY 


TRUCKS 


MORE TRUCK FOR YOUR MONEY! 
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Year after year Orangeburg has led the field So look for the mame — make sure that 

in national advertising campaigns. the man who pays the bills gets the genuine 
Plumbers, builders, architects and home Orangeburg quality. 

owners all know that the Orangeburg trade- Remember that Orangeburg is the only pipe 


mark is the emblem of top quality and value. _ of this type which has a proven record of per- 
formance going back 48 
years. Orangeburg is the 





to F-350. Insist on genuine 
Orangeburg! Pipe of simi- 
pioneer . . . the leader. 

Go to the AUTHOR- 


IZED Orangeburg distrib- 


' lar appearance is some- 
times mistakenly sold as 
Orangeburg. But only pipe 
bearing our bright orange 
trademark is the genuine. 


: Look For The Name On the Pipe 


ORANGEBUR 


| ROOT-PROOF PIPE AND FITTINGS 


ORANGEBURG MANUFACTURING CO., INC. + Orangeburg, N.Y. * West Coast Plant, Newark, Calif. 


utor — he will make sure 





you get the real thing. 








I% of 
Safety- ) 
ettings 
ration. 





























Things to Remember 
When Selling Out 


WHEN A PLUMBING contractor 
sells his business and promises 
not to open a competitive firm, 
he doesn’t necessarily exclude 
himself from every phase of com- 
petitive business. 

In one recent case, a contrac- 
tor sold his business with a 
clause stating he would not es- 
tablish a new business “directly 
or indirectly for himself or in 
association with others.” 

Later the contractor loaned 
his wife money to enter a part- 
nership in a new plumbing firm. 

He was sued by the purchaser 
of his business for breaking the 
restrictive clause. The suit, how- 
ever, was dismissed because the 
courts felt loaning money to 





By Leo T. Parker, Attorney 
Cincinnati, Ohio 


others—even though the money 
was used to set up a competing 
business—was not included in 
the restrictive clause. 

Citation: Adams v. Willis, 58 
N. W. (2d) 172. 

On the other hand, courts 
sometimes have held that the 
seller under such contracts can 
be liable for damages by setting 
up a competitive business. Such 
decisions usually are based on 
restrictive clauses which read: 

“It is hereby agreed that the 
seller of said plumbing business 
will not in any way assist, have 
part in or otherwise enter or be- 
come interested in a _ business 
competing with the purchaser 
for a period of five years in said 
county.” 

Citation: Personal v. Hynes, 
265 N. W. 541, 542. 





Who Pays for the “Extras” When 
They're Not in the Contract? 


ANYTIME a property owner 
asks a plumbing contractor for 
extras not included in specifica- 
tions, the contractor had better 
be sure who will pay for them. 

The contractor should remem- 
ber that an oral contract can be 
binding only on the people di- 
rectly involved—that is, the 
property owner and the plumb- 
ing contractor. The property 
owner, for example, cannot ask 
for extras and promise the gen- 
eral contractor will pay. 


In one recent case, a plumbing 
contractor received a job that 
cost $8,857.17 with extras. How- 
ever, after being paid $4,500 the 
plumbing contractor refused to 
continue work because the gen- 
eral contractor could not make 
any further payments. 

At this point, the property 
owner appeared and promised to 
pay for the work. The plumbing 
contractor proceeded with the 
job, but upon its completion the 
property owner refused pay- 
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ment. He said the general con- 
tractor was licble and that his 
oral contract was invalid be- 
cause there was no “considera- 
tion” and that such contracts 
must be in writing. 

The court upheld the oral con- 
tract because it was made by the 
two parties directly concerned— 
the general contractor being by- 
passed by the sub-contractor’s 
refusal to deal further with him, 
and by the property owner bar- 
gaining directly with the sub- 
contractor. 

The key to the plumbing con- 
tractor’s victory was his refusal 
to continue work for the general 
contractor, indicating he had 
broken off dealing with that 
party and would proceed only 
upon the guarantee of someone 
else—in this case the property 
owner. 

Citation: Eilert v. Weber, 255 
Pac. (2d) 150. 


The Job Must Be Safe 

CoURT DECISIONS are constant- 
ly emphasizing the legal respon- 
sibilities of the employer to fur- 
nish a safe place to work for his 
employees. 

One of the latest decisions con- 
cerned a contractor whose em- 
ployee was injured when a wall 
collapsed. 

The employee sued and won 
$100,000 from the contractor be- 
cause the latter had failed to pro- 
vide support for the wall and 
was responsible for its weakened 
condition. 

Higher courts reduced the 
damage allowance to $60,000. 

Citation: McGillick v. Valcan, 
117 N.Y.S. 886. 


What's Your Legal Problem? 


Past issues of Domestic ENGI- 
NEERING have reviewed many 
problems covering a wide variety 
of legal decisions. Readers who 
are faced with a current problem 
are invited to write us for a re- 
view of similar cases as a refer- 
ence to past court decisions. 

END 
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THE. VAST MAJORITY OF THE NATION'S FINE BUILDINGS ARE SLOAN EQUIPPED 














CLAUDE E. HOOTEN 

architect 

DE LAUREAL & MOSES 

engineers 

HAASE CONSTRUCTION CO., INC. 
general contractor 

JAMES F, O'NEILL CO. 
plumbing contractor 
CRANE CO. 
plumbing wholesaler 
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Fresh air is supplied to individual air conditioning 
units through intake louvers on the exterior face of the 
new TEXACO building, between the vertical fins 

which decrease the sun heat load. (See circle above.) 


17 STORIES- NO BASEMENT! 


porcelain enamel panels. On exposures subject to 









e If you were in New Orleans and stopped to admire 
the 17 stories of architectural beauty bearing the 
well-known name TEXACO you would have no reason 
to suspect that under this modern building there is 
no basement. Because the site was soggy soil it was 
necessary to drive clusters of concrete piling to a 
depth of 85 feet and set the welded steel building 
frame on top of the groups of piling. To reduce the 
building load the frame was enclosed within curtain 
walls of aluminum and glass, and the broad vertical 
section which carries the TEXACO sign was faced with 


mere ston Sith VALVES 


are bought than all other makes combined 





direct sunlight aluminum fins decrease the heat load 
and reduce air conditioning costs. Individual air 
conditioning units, automatically controlled, are 
located beneath window sills: Two 200-ton refriger- 
ating machines and two gas-fired steam boilers deliver 
cooling and heating to these units. As in a high 
majority of notable buildings of all kinds throughout 
the nation, SLOAN Flush vaLves, famous for effi- 
ciency, durability and economy were installed 
throughout the new TExaco building—more evi- 
dence of preference that explains why... 






SLOAN VALVE COMPANY ¢ CHICAGO ¢ ILLINOIS—— Le ~ 

Another achievement in efficiency, endurance and econ- 

omy is the sLoaNn Act-O-Matic sHoWER HEAD, which is 

automatically self-cleaning each time it is used! No clog- 

ging. No dripping. Architects specify, and Wholesalers 

and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


Write for completely descriptive folder 
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Use Chase Copper Tube in your next radiant heating installation, and 
you'll do a quality job better...and faster. 
Copper adds Because Chase Copper Tube comes in compact coils, it’s easier to 
handle, saves you time. And since Chase Copper Tube comes in /ong 
extra value length coils, you reduce the number of joints, save the cost of many 
fittings. 
to any home! And the joints you do make with Chase Copper Tube fittings are 
leak-proof and strong as the tube itself! 
A radiant heating installation of Chase Copper Tube and solder- 
joint fittings is pressure-tight for good...it’s a job you can be proud of! 
~~ <a Ask your Wholesaler for Chase Copper Tube and Fittings. 


a ae a pe = 
— 5 eal . @ 


BRASS & COPPER CO. 





ae T, 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION The Nation’s Headquarters for Brass & Copper 


Aibenyt  Chicage  Denvert = — Kansas City, Mo. Newark Pittsburgh San Francises 
Attents Cincinnati Detroit Los Angeles New Orleans Providence Seattle 

Baltimore Cleveland = Heuston =» Milwaukee NewYork Rochestert Waterbury 

Boston Oslies Indianapolis Minneapolis Philadelphia St.Louis (tales office only) 
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expansion leakage and 
pipe creeping noises 
in steam and hot water 
heating systems 


a 









DESIGN DETAILS 








The Flexon Expansion Compensator consists 
of a two ply phosphor bronze bellows with 
copper tube end connections (sizes 3/4,” to 
11%”) enclosed in a floating protective 
shroud of brass. All joints are electronically 
sealed with silver solder for long leak-proof 
life. The 2” size has standard threaded fit- 
tings. Threaded fittings for other sizes are 
also available. A single compensator will 
handle total piping motion up to 54” (1/2” 
in compression, Yg” in extension). Suitable 
for temperatures from —60° F. to 250° F. 
and for pressures up to 40 psig. 





FLEXON compensaron 


FOR LOW PRESSURE SYSTEMS r 








with the 


NEW FLEXON 


EXPANSION 


COMPENSATOR 


Now, for the first time, there is a practical, economical answer 
to the problem of expansion control in low pressure steam and 
hot water heating systems—the new FLEXON Expansion Com- 
pensator. It is especially designed and manufactured for finned 
type convectors, baseboard, radiator or heating supply lines. 
The FLEXON Expansion Compensator absorbs thermal expan- 
sion and puts an end to the danger of leakage that often results 
from the stresses set up by uncontrolled expansion. At the same 
time it eliminates the pipe creeping noises that frequently ac- 
company expansion. Important, too, is the fact that FLEXON 
Expansion Compensators are made to outlast the building in 


which they are installed. There is no maintenance .. . just put 
them in and forget them. 
FLEXON Expansion Compensators are made in 4", 1", 114" 


and 2” sizes. Contact your local distributor for further informa- 
tion, or use the coupon below to get the descriptive bulletin. 


Flexonics Corporation 
1324 S. Third Ave. 
Maywood, Ill. 


Please send me the bulletin which describes and gives full 








COMPORY 2c ccccccccsccccccccccsscecccevescesceeccceces 


EXPANSION JOINT DIVISION 


Flexon identifies 
products of Flexonics 
Corporation that 
have served industry 
for ever 52 yeors. 





1324 S. Third Avenue 
Maywood, Illinois 
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A NEW IMPROVED 


HAMMOND VALV 


No. 616 | 


. . . especially engineered to meet the need 
for a quality, utility valve, with price attraction 





Augu 

























Every plumbing and heating con- 
tractor will be able to make good 
use of this reliable New Hammond 
Valve. 








All bronze gate valve Full heavy stuffing box 

Nonrising stem, wedge disc Colored hand wheel 

Sizes 2" to 2” inclusive Hammond trade marked | elie 
“Brite-Kote” finish For service up to 125 lb. pressure 





Sold through wholesalers only 


HAMMOND BRASS WORKS  sannono, moun 


STANDARD OF VALUE WITH PLUMBING AND HEATING CONTRACTORS FOR OVER 40 YEARS 
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MORE Re-ROUGHING 


Case now presents the 


CAMEL water-saver 


in 1O'...12...14" roughe 


@ Eliminates need for re-roughing when you modernize—a 
favorite for new installations too. 

@ Installation is simplified by exclusive patented bolt connection 
between tank and bowl. 

» Water-Saver feature means permanent economy Ww herever 
meters are in use. 

* Special reverse trap bowl, 14” high, with jet, free-standing 
china tank with high-grade fittings and shelf cover. 





@ See and compare! Catalog #1325. In white and 32 colors. 





U. S. PATENT 1869401, 1970789 


CHINA. «°° 
case WINCHESTER 


...vitreous china quality 





at a market-wise price 


@ Where every dollar counts, this fixture makes them 
count for more! 


a Roomy Case quality vitreous china basin in 19”x 17” and 
18” x 154” overall size. White and 32 colors. 

@ Concealed front overflow, integral shelf. 

@ Chrome plated fittings with pop-up waste valve. 

aa Catalog #923. 





With fixtures like these, Case enables you to provide the finest material 
known—vitreous china—plus high grade mechanical construction—at a cost in keeping 
with today’s insistance on economy. See your Classified Telephone Directory— 
or write W.A. Case & Son Mfg. Co., 33 Main Street, Buffalo 3, New York. 


| ® 
1853-1954 a - 
Our 1O01st Year tine Vcioous fina 
































CONTRACTORS * WHOLESALERS * MANUFACTURERS 


CONTRACTOR ASSNS. 
... State 


Sept. 10-11—Utah—Annual conven- 
tion of the Utah Plumbing & Heating 
Contractors Assn.; Elks Club, Salt 
Lake City. 


Jan. 31-Feb. 1-2 (1955)—Wisconsin 
—60th annual convention of the Wis- 
consin Master Plumbers Assn., Inc.; 
Schroeder Hotel, Milwaukee. 


Feb. 10-12 (1955)—Minnesota—An- 
nual convention of the Minnesota 
Master Plumbers Assn.; St. Paul Ho- 
tel, St. Paul. 


Feb. 14-16—Ohio—64th annual con- 
vention of the Ohio State Assn. of 
Plumbing Contractors, Inc.; Dayton- 
Biltmore Hotel, Dayton. 


Mar. 3-5 (1955)—Oklahoma—An- 
nual convention of the Associated 
Plumbing and Heating Contractors of 
Oklahoma; Skirvin Hotel, Oklahoma 
City. 


Mar. 17-18 (1955)—Maine—Annual 
convention of the Maine State Assn. 
of Master Plumbers; Eastland Hotel, 
Portland. 


Mar. 24-26 (1955)—Colorado—58th 
annual convention of the Colorado 
Assn. of Plumbing Contractors; Shir- 
ley Savoy Hotel, Denver. 


Mar. 25-26—Mississippi — Annual 
convention of the Mississippi State 
Master Plumbers Assn., Edgewater 
Gulf Hotel, Biloxi. 


April 12-16 (1955)—New York— 
Annual convention of the New York 
State Assn. of Master Plumbers; Hotel 
St. George, Brooklyn. 


April 14-16 (1955)—Iowa—Annual 
convention of the Iowa Master Plumb- 
ers Assn.; Roosevelt Hotel, Cedar Rap- 
ids 


April 14-16 (1955)—New Mexico— 
Annual convention of the Associated 
Plumbing, Heating and Piping Con- 
tractors of New Mexico; Auditorium, 
Roswell. 


April 15-16 (1955)—Tennessee—An- 
nual convention of the Associated 
Master Plumbers of Tennessee; Her- 
mitage Hotel, Nashville. 


April 15-16 (1955)—Virginia—An- 
nual convention of the Virginia Asso- 
ciated Plumbing & Heating Contrac- 
tors; Hotel Chamberlain, Old Point 
Comfort. 


April 21-23 (1955)—Michigan—An- 
nual convention of the Michigan Assn. 
of Plumbing Contractors, Inc.; Hotel 
Olds, Lansing, Mich. 


April 21-23 (1955)—Montana—7th 
annual convention of the Associated 
Plumbing & Heating Contractors of 
Montana; Northern Hotel, Billings. 


April 21-23 (1955)—New Jersey— 
54th annual convention of the New 
Jersey State Assn. of Master Plumb- 
ers; Chalfonte-Haddon Hall Hotel, 
Atlantic City. 


April 28-30 (1955)—Pennsylvania— 





CONTRACTOR ASSNS. . . . National 


Aug. 8-12—ASSE—48th annual 
meeting of the American Society of 
Sanitary Engineering; Muehlebach 
Hotel, Kansas City, Mo. 


Jan. 24-27 (1955)—ASHVE—6lst 
annual meeting of the American 
Society of Heating and Ventilating 
Engineers; Bellevue-Stratford Hotel, 
Philadelphia. 


May 10-13 (1955)—NAPC—73rd an- 
nual convention and exposition of the 
National Assn. of Plumbing Contrac- 
tors; Navy Pier, Chicago. 


May 10-13 (1955)—HPACCNA—66th 
annual convention of the Heating, Pip- 
ing and Air Conditioning Contractors 
National Assn.; The Shamrock; Hous- 
ton, Tex. 
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Annual convention of the Pennsyl- 
vania Assn. of Plumbing Contractors, 
Inc., Altamont Hotel, Hazelton. 


May 3-5 (1955)—California—54th 
annual convention of the Associated 
Plumbing Contractors of California; 
Fairmont Hotel, San Francisco. 


WHOLESALER ASSNS. 


Sept. 19-22—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing and Heating Supply 
Assns.; Roosevelt Hotel, New Orleans. 


Sept. 20-22—MAWA—13th annual 
meeting of the Middle Atlantic Whole- 
salers Assn.; Roosevelt Hotel, New 
Orleans. 


Oct. 13-15—CSA—60th annual meet- 
ing of the Central Supply Assn.; 


Palmer House, Chicago. 


Oct. 21-23—REWA—19th annual 
meeting of the Refrigeration Equip- 
ment Wholesalers Assn.; Jefferson Ho- 
tel; St. Louis, Mo. 


Jan. 19-22 (1955)—NHWA—Annual 
convention of the National Heating 
Wholesalers Assn.; Bellevue-Stratford 
Hotel, Philadelphia. 


Jan. 24-25 (1955)—PHWNE—Annu- 
al convention of the Plumbing & 
Heating Wholesalers of New England; 
Hotel Statler, Boston. 


Feb. 17-19 (1955)—WDA—26th an- 
nual convention of the Wholesale Dis- 
tributors Assn.; Shamrock Hotel, 
Houston, Texas. 


Mar. 27-29 (1955)—MAWA-—Spring 
meeting of the Middle Atlantic Whole- 
salers Assn.; Shoreham Hotel, Wash- 
ington, D. C. 


April 3-5 (1955)—SWA—Annual 
meeting of the Southern Wholesalers 
Assn.; Palm Beach Biltmore Hotel, 
Palm Beach, Fla. 


MANUFACTURER ASSNS. 


Sept. 9-10—SBI—Annual meeting of 
the Sanitary Brass Institute; Milwau- 
kee Athletic Club, Milwaukee. 


Sept. 15—SKCMA—Quarterly meet- 
ing of the Steel Kitchen Cabinet Man- 
ufacturers Assn.; Hotel Cleveland, 
Cleveland. 


Sept. 29-Oct. 1—PEI—Annual meet- 
ing of the Porcelain Enamel Institute; 
The Greenbrier, White Sulphur 
Springs, W. Va. 


Oct. 7-8—NADFPM—22nd annual 
meeting of the National Assn. of Do- 
mestic and Farm Pump Mfrs.; Sher- 
man Hotel, Chicago. 


Oct. 11-14—AGA—Annual conven- 
tion of the American Gas Assn.; Audi- 
torium, Atlantic City. 


Oct. 15—WCF—Annual sales con- 
ference of the Water Conditioning 
Foundation; Sherman Hotel, Chicago. 




































FOR 
Autc 
part 
of ¢ 
elim 
feat 
veg or 
















syl- 
tors, 


54th 
ated 


nia; 


tion 
ole- 
oply 
ans. 


nual 
ole- 
New 


eet- 
$sn.; 





\ugust, 1954 DOMESTIC ENGINEERING 37 





»» HERE ARE 
THE REASONS 










Evaporation of water in pan is replenished 
by counterbalancing principle thru large 
size orifice. 


Evaporator plates are 
ss equipped with drain 

<b ¢lips* to prevent 
: water dripping. 






Fits all furnaces— 
: adaptable to any 
— type bonnet. 


FOR MORE SALES AND PROFITS —LESS SERVICING 


Auto-Flo’s new principle of operation, with no moving 
parts to adjust... stick or wear out, guarantees years 
of trouble-free service. You increase your profits by 
eliminating expensive service call-backs when you stock, 
feature, and install the revolutionary new Auto-Flo 
“100” Humidifier. 





Only one opening to 
cut—installation time 
cut in half. 





| 
{ 


Each unit complete 
with evaporator = 
plates, saddle 
valve, tubing and < 
all fittings. 







*PATENTED 


Auto-Flo Corporation 
14590 Schaefer Hwy. 
Detroit 27, Michigan 


Please send me full information on: 


(_] Auto-Flo "100" Automatic Humidifier 
[] New Auto-Flo Fuel Oil Filter 





PMU cer jem) meri mia 111470 Lhe Address nscale 
DETROIT 27, MICHIGAN City Zone___ State 4 
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BEING UNDERSOLD 
BY ADS LIKE THIS... 


Regular *168.00 White 
3-PC. ENSEMBLE|® 


* St Cast tron Bethtae q 
*22:18-in. Chine t y 
* viet Reverse Trap Toitep 152°) 
© Chreme-Ploted Trim $10 Meare 


0" Gesy Poy Pies 





Add the COMPETITIVE 


GERBER une 


Want to KEEP the customers you're presently losing? You can... 





rnin an 






Only (7 & Gay boys & beautins now 
Gate Bathicom 


my = WITHOUT cutting your profit margin. Here’s how. Add the competitive 
: Gerber line and you'll be able to sell in competition with anybody. 
; tater rekeey. | | Remember, a big segment of the market shops on price. Price business 
f is big business...and it’s good business if you don’t have to cut 


i your profit margin. 


/ 





FULL PAGE, FULL COLOR NATIONAL ADS TELL YOUR CUSTOMERS... 


17¢ A DAY* Buys A GERBER satu 


To capitalize on this huge “new” market, *Plus installation 


HOUSE BEAUTIFUL's Gerber backs you up with a smashing national 
d campaign. It’s a hard hitti i 
Buildin \: ad campaign. It’s a hard hitting campaign 


that emphasizes price and merchandising. It’s aa e ” ° 
an effective campaign spear-headed by a Start Cashing in on “PRICE” Business. 


full color, full page ad in LOOK. It'sa broad Send for complete information today. 
campaign that blankets the entire building and 
remodeling fields with ads in such publications 





as GOOD HOUSKEEPING, HOUSE BEAUTIFUL’S Gentlemen, please send me complete information 
“BUILDING MANUAL,’ and LOOK MAGAZINE. on how to become a Gerber Guild Plumbing 
It’s a campaign that builds confidence Specialist. 


in you and your work because it emphasizes 
the advisability of considering a “Gerber 
Guild Plumbing Specialist:’ ne 


PLUMBING FIXTURES 
232 N. Clark St., Chicago 1, Illinois 


EASTERN DIVISION SOUTHERN DIVISION cITy. ZONE STATE__ 


500 Green $1., Woodbridge, N.J. RO. Bex 815, Gadsden Ala. 
SIX GREAT FACTORIES: Delphi, Ind. © Kekomo, Ind. © West Delphi, ind. © Weedbridge,N.J. * Gadsden, Ala. © Plymouth, Ind. 





ADDRESS__ rah cians siete mnstammiciiaitnins 
























— 


~ 














ist, 1954 


. ese ee eee te tt 


WASHINGTON REPORT 


oo W177) 
* 
2 2. 2.2 ees 2 2 


WASHINGTON REPORT @ WASHINGTON REPORT © WASHINGTON REPORT @ WASHINGTON REPORT 


























The President's housing bill survived Congress in sur- 
prisingly good shape despite the alleged "windfalls"in FHA 
activities. 

The final bill, it now appears, will be neither as good 
as_ some had hoped, nor as bad as others had feared. 

Chief disappointment for plumbing and heating contrac- 
tors is that the existing terms and maturities of the Title 
I home repair and improvement bill were not increased. 








Tees scares” Maximum amount of loans remains at $2500, with a matur- 
PROGRAM ity of three years, 32 days. It had been proposed that 
the loans be raised to $3,000 with five years to pay. 


On the plus side is the open-end provision for mort- 
gages, enabling homeowners to "add on" to their present 
mortgage any necessary home improvements. 
At press time, rulings are being sought from FHA to 
include appliances under the loan provisions. 
If approved, the measure would provide an excellent 
selling tool for kitchen and laundry remodeling. 
eee 
A government official has predicted that more new homes 
will be built this year since the 1950 record of 1,552,000. 
June starts totalled 106,000, a 12 percent increase over 
Maye Normally, housing activity falls off in June. 














SECOND BIGGEST 





9 
HOUSING YEAR’ The projected rate for 1954 now stands at 1,206,000 
units, which would make it the second biggest housing year. 
Pritt} 





In general, business in the plumbing and heating indus- 
try remains at high levels, may even be turning up as 


fears of a recession are pushed farther and farther into the 

















background. 
New construction continues to play a leading role in the 
RS... nation's economy. Housing (see above) is booming. New 
) schools, hospitals, factories and commercial buildings are 
keeping pace, too. 
HOW'S BUSINESS? Other factors behind the high level of business activ- 
itys 
“ Consumer income . - . Still high, with little or no 
. change noted in the past few months. 
ysiness. Defense contracts for hard goods . . . on the increase 
today. again. ; 

Retail sales .. .»- brisk, but suffered a minor setback 
cn with the advent of scorching weather around the country. 
— Employment . - » on the upturn once more. 
lumbing 

EEK 


Sales of home laundry appliances in the second half of 
1954 may show gains of up to 50 percent over a year ago. 
— W. Homer Reeve, president of the American Home Laundry 

LAUNDRY APPLIANCES Mfrs. Assn., said a poll of members shows some expecting 
a TO BOOM second half sales of 20 to 25 percent over the first six 


months. 
Oe Some are predicting increases as high as 50 percent 


iad compared with the second half of 1955. 
jouth, ing. 
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INDUSTRIAL 
EXPANSION. . 
ANOTHER PROP 

FOR P & H 


ANNUAL SERVICE 
FEES STUDIED 


SEES GOOD YEAR 
FOR OIL HEAT 


I-B-R OFFERS 
NEW SERVICES 


GOOD READING 
FOR CONTRACTORS 


HOTPOINT LAUNCHES 
"DIRECT TO DEALER" 
TEST IN TOLEDO 


Here's another prop for business that bodes well for 
plumbing and heating contractors: 

If American business goes ahead with what it now plans 
to do, it will spend the second largest sum on record for 
new plants and equipment in 1954. 

Improvement of existing facilities is also high on the 
list, as industrial plants, like houses, grow older each 
year and require extensive renovation. 

Right now, it's an estimated $27 billion market. 

Plumbing, heating and air conditioning naturally will 
be a factor in new and improved plants for the nation's 


industry. 











ERE 
Can plumbing repairs be sold on an annual fee basis? 
You'll find the answer to that question and many others 

on page 112 in this issue as Ed Zien, president of the 

Zien Company in Milwaukee, sums up the pros and cons of 


such a plan. 
For eight years the company has been selling repair work 


on an annual fee basis at a flat rate averaging less than 
$20 per home. 

Don't miss this interesting analysis. 

eK K 

Shipments for residential burners, furnace-burner and 
boiler-burner units are less than one-half of one percent 
behind the same period in 1953, according to the O0il-Heat 
Institute. 

Commercial-industrial burner shipments through May 
were off 15 percent from 1953, but more large units are be- 
ing shipped. 

Installations are off about five percent, but are ex- 
pected to equal or exceed last year by the end of 1954. 

Dealers seem more optimistic than they were up to the 


half-year mark. 











a 

A move to new and larger offices at 608 Fifth Avenue, 
New York, by the Institute of Boiler and Radiator Manufac- 
turers is scheduled for Aug. ll. 

Robert E. Ferry, general manager, told Domestic Engi- 
neering that the move marks a major expansion of operations 
and services to industry and public by the I-B-R. 

New functions and services planned include the addition 
of a heating engineer as technical secretary, who will 
handle requests for technical information from contractors 
and engineerSe 

New technical bulletins and installations guides for use 
by the industry will be provided under the new plans, 


Ferry said. ‘ 








eeES 
Some good reading for this months 
A study by the U.S. Bureau of Standards on performance 
of plumbing fixtures offers some useful information for 
plumbing and heating contractors. 
You'll find the story on page 135. 
RES 


A new "direct to dealer" selling program in the Toledo, 
Ohio area was launched last month by Hotpoint Co., major 
appliance manufacturer. 

John McDaniel, vice president of marketing, told 
Domestic Engineering the plan will begin immediately and is 
believed to be the first tried by a full line manufacturer. 

Under the plan, 80 percent of the distribution function 
will be handled by Hotpoint, with 20 percent by the dealer. 

The manufacturer will direct promotion, field contact, 
shipping, co-op advertising and dealer development programs. 

The dealers will be responsible for warehousing, local 
promotion and ordering of the material. 

The company will carefully watch dealer reaction and 
results of the program as a guide toward future policy, 


McDaniel said. 
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€APITALIZE on €APITOL 
scieetaaiiiiiames to save TIME 
CO rssa anc MOQ’ ¥ 



























You save when filling orders and when 
you place them, too. When you order 
| the complete CAPITOL line you simplify 
your stock, upgrade quality, obtain the 
benefit of freight allowance and cut 
operating costs. All CAPITOL fittings 
are packaged for positive identification, 
easier handling and perfect protection. 


CAPITOL 


STEEL 


WEX BUSHINGS 






ep 5 
in ee as 


ONE ORDER ¢° ONE BILLING 


| | Al QUALITY | 
‘3 and packaged for easier handling 
| \ PIPE COUPLINGS HEX BUSHINGS 
Capitol makes them all All taper threads 





NIPPLES REDUCING COUPLINGS 
Standard and extra heavy Seamless steel 


WELL-POINTS SQUARE HEAD PI 


Protecto-Screen and Brass Jackets Sizes /,” threugh-2” 


UNIONS REDI-BENDS 

250# and 300# U.L. approved For radiant heating 
PIPE CAPS FURNACE COILS 
Seamless steel Contour and straight loop 












—_ 


L ss & SUPPLY CO. 










COLUMBUS, OHIO 
UNIONS — RADIANT HEAT FITTINGS 
— STEEL PIPE FITTINGS 
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Pull up a Chair! 





j 
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FAIRBANKS-MORSE quality products are ‘‘bread-and-| bu 






“High in profit proteins! 
You can meet any need 
your customers have 
for water systems— 
shallow well, deep well, 
l or submersible. 





S/' Meat on the table! Potatoes too! 


eee amen 






A 
es 


A water system installed 
sharpens customers’ 
appetites for a 
Fairbanks-Morse water 
heater. You'll be able to give 
them what they want in 

any type and capacity. 





Ww 


Long green =, as by 
| move eS 
{FAIRBANKS - he Lae 


\ 






Soft water is a real need 
in 46 of our 48 states! 
Fairbanks-Morse quality 
softeners come in 
capacities to match your 
customers’ needs. 





Y 






immediate prospects. Our 





Powerful 
hot dish! 


There’s a year-round 

market for Fairbanks- 
Morse generating sets. 
Farms, stores, theaters, 
airports, etc., offer 


generators are famous 
for low-cost service. 








Fairbanks-Morse power 

mower line makes hay in 
the good old summer time! 
You have a full line 


& available from an 
Fak amazing automatic that 
S——=— propels and guides ‘itself, 

to a quiet, powerful 


electric that city 
folk like! 














buttered with sales! Sur 





Pudding! 


Everybody wants 
cellar protection 
against flash floods, 
heavy rains, 
seepage, sewer 
backups. 
Fairbanks-Morse has 
the sumps that . 

help you pull profit « 
plums out of these 
opportunities. 
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There’s a place for you at the 











. | FAIRBANKS-MORSE table! 
und-'| butter’’ lines on which business success is built! 


Hungry for good, solid lines that nourish a business 
every month in the year? 


We've got ‘em! 
And so have more than 5,000 Fairbanks-Morse dealers! 
For good reasons, too! Such as... 


Ample mark-up 
Quality products that justify price 


Performance that keeps customers happy 


Worth-while engineering consulting service 
National advertising campaigns 


Cooperative advertising program that really 


, works 
Fast service for parts 
i Movie-TV trailers for local use 
Handy warehouse facilities help keep your in- 
ventories low without sacrificing service to 


your customers 





Radio scripts 


Point-of-purchase display materials free or at 


Complete lines—meet customers’ needs, even St 
unusual ones 


Fairbanks-Morse reputation for quality and fair 
dealing with their dealers during the pest 
124 years! 
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“aN FAIRBANKS- MORSE eee i 
@ name worth remembering when you want the best Sentence 2 Until y 
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WATER SYSTEMS ° GENERATING SETS * MOWERS Ve / 


HAMMER MILLS * MAGNETOS * PUMPS * MOTORS 
SCALES © DIESEL LOCOMOTIVES AND ENGINES 
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THE NEW Qsveacly TANK 


WITH AIR CONTROL vores & 


6 gallon operation which gives .8 gallon draw 
between 20-40#. 


trol, prime plug and 





Price includes tank, air con- 


%”” galvanized nipple. 





Model T-6 

















0 Good Reasons Why 





You Should Investigate the 
NEW BRADY TANK 


| Guaranteed for 1 year 
against defects. 


2 Light weight permits 
mounting on dis- 
charge line. 


3 Each tank tested at 
200# pressure, hydro- 
static. 


a Save as much 
as 50%. 


gy Formed from ZiNCcGRIP 
galvanized steel. 


6 Inside galvanized sur- 

face coated with new 
plastic finish. 

7 Extra inside joint ring 
of zinc coated steel. 

8 Heavy bronze weld 
around circumference. 


9 Longer life and more 
efficient operation. 


10 Ideal for installation 
where space is 
limited. 








Contact your supplier, pump manufacturer, 
or write direct for new brochure. 


Em ady AIR CONTROLS, INC. 


1000 East 18th Street, Muncie, Indiana 
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5 MINUTES WITH BERGEE 


By Hal Bergdahl, manager of dealer sales, Crane Co., Ch'cago 


Liberace Gives a Lesson in Selling 


WHO EVER HEARD of a piano 
player drawing the largest and 
most tumultuous audience ever 
to enter Madison Square Gar- 
den? Well, according to several 
newspaper accounts, it was done 
a few weeks ago by a dimpled, 
curly haired piano playing phe- 
nomenon called Liberace. 

It is difficult to explain this 
particular brand of idolatry. 
What there is about him that 
stirs up such a fanatic following 
is difficult to perceive. Certainly 
there are better piano players 
around, better singers and better 
story tellers. But we can not 
deny the fact that Liberace has 
been able to blend all of these 
talents in such a way that the 
audiences knock themselves out 
with laughter and applause. And 
he’s paid handsomely. 


The Why of Success 

You and I as business people 
would do well to take a good long 
look at the “why” of his business 
success. There must be a reason 
—let’s see if we can figure it out. 
Even those who can’t stand the 
guy must admit that he makes 
his customers genuinely inter- 
ested. To a lot of people he has a 
radiant warmth and friendliness 
that goes over big. If it goes over 
big for him, there is a good 
chance it would go over big for 
us also. 

This logically brings up the 
question “what kind of warmth 
do you and I exhibit in contacts 
with customers and prospects?” 


Are we able to evince an aura 
that attracts people to us? Or 
are we a little stiff? Ought we 
to bend a little more? We cer- 
tainly have here an excellent ex- 
hibit of what this “bending a 
little” does in attempts to win 
people. 


How Humans Respond 

It seems rather safe to say that 
we learn from this modern casa- 
nova that human beings do re- 
spond to human treatment. To 
me it is as simple as that. Oh yes, 
I will admit we’re all apt to run 
across a stinker now and then but 
for the most part, in most people, 
the response is genuine. 

Do our customers feel a 
warmth and friendliness toward 
us? If they don’t, it is our own 
fault. Please understand I don’t 
claim that a “honey and dear” 
attitude will of itself create busi- 
ness, but it does bring about a 
“climate” in which business has 
a good chance to flourish. 

Let me illustrate this. In my 
travels around the U.S.A., I still 
find plumbing contractors who 
will have nothing to do with the 
sale and installation of complete 
kitchens. “Too many headaches” 
they say. That’s an unbending 
rigid attitude that’s out of tune 
with our times. Very few buy a 
sink from one fellow, counter 
tops from another, cabinets from 
another, food waste disposer 
from another, etc. Consumers 
just don’t have the time, the in- 
clination nor the ability. 
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In my humble opinion, we’re 
only kidding ourselves if we re- 
fuse to accept the basic premise 
that people desire to buy a pack- 
age rather than components. 

And we are by no means the 
only people who must “bend” 
and change. It wasn’t many years 
ago that screening against insects 
was made mostly of steel wire. 
Some was made of copper but not 
much. A few years ago, a plastic 
screen was introduced and it had 
many sales features. Now some- 
one else comes along and enters 
the market with an aluminum 
shade screen. There is every in- 
dication that those who insist on 
selling only one will soon find 
the parade has passed them by. 


Get Rid of Dead Weight 

Seems to me we ought to oc- 
casionally take a good look at 
everything we do. Resolve to 
change anything that doesn’t fit 
into modern requirements and in 
that way rid ourselves of a lot of 
dead weight. 

Some people are looking for 
business to be better and more 
profitable in the days ahead. I 
think people with that kind of 
determination will find just that. 
Better business—more profitable 
business; Liberace did, so can we 
if we will put our minds to it. 

My wife says I am nuts for 
even mentioning Liberace; she 
may be right but to me it is no 
sin to take a good look at suc- 
cessful people in the hope that I 
might find therein something that 
will make my efforts more fruit- 
ful. Hope you do, too! END 





... the nation’s most complete lane! 


Whatever your radiation 





From killing icy drafts under picture windows in homes 
to meeting tight heating budgets in schools . . . from 
providing rugged radiation equipment for factories to 
meeting rigid standards of styling and efficiency in ho- 
tels, hospitals, churches, offices! 

No matter what your radiation problem—you can 
solve it with TRANE-engineered radiation products. 
TRANE manufactures the nation’s most complete line of 











fin-type radiation . .. makes it easy for you to save time 
by concentrating responsibility in one reliable source. 

Since 1925 TRANE has led the way in developing and 
improving radiation products. You can depend on TRANE 
quality and TRANE ratings in job after job after job. 

So make your next job a one-order job. Call your 
nearby TRANE Sales Office, or write TRANE, La Crosse, 
Wisconsin, for complete information. 


TRANE Baseboard Convectors 
assure your homeowner cli- 
ents greater comfort by heat- 
ing where the cold begins— 
along outer walls, under win- 
dows. Give greater freedom 
of furniture arrangement, 
add beauty to any home. 
And they may be installed 
up to 50% faster because 
cabinet and coil come pre- 
assembled, closures snap to- 
gether. Nonferrous heating 
element. 814” and 12” heights. 


TRANE Wall Line Convectors 
combine low initial cost with 
low installation cost to meet 
even the tightest heating 
budgets. Designed for at- 
tractive wall-to-wall applica- 
tions in schools, office build- 
ings, institutions, wherever 
high capacity and economy 
are paramount. Rugged con- 
struction, extra reinforce- 
ments and full back. Cabinet 
heights 14”, 20”, 26”; depths 
4” and 6’; lengths to 72’. 
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need — Trane can supply it! 


for all your 
radiation needs 


4 MANUFACTURING ENGINEERS OF AIR CONDITIONING, HEATING, VENTILATING AND HEAT TRANSFER EQUIPMENT 


The Trane Company, La Crosse, Wis. « East. Mfg. Div., Scranton, Penn.« Trane Co. of Canada, Ltd., Toronto 
90 U.S. and 15 Canadian Offices 


TRANE Wall-Fin brings draft- 
free heating to long wall and 
window areas. Large tube 
diameters make it especially 
suitable for loop systems 
where pressure drop is criti- 
cal. Use single element where 
capacity requirements are 
low, multi-tiered elements 
where high capacity per lin- 
eal foot is required. Sloping- 
top cabinets or expanded 
metal grilles. Choice of 114” 
or 2” steel or 1” or 114” nom- 
inal copper elements. 











TRANE Convectors combine 
efficiency with compactness 
and beauty. Aluminum-cop- 
per heating element responds 
quickly, provides heat in- 
stantly . . . eliminates waste- 
ful overheating common to 
cast iron radiation. Ideal for 
homes, offices, institutions. 
Can be installed free-stand- 
ing, recessed or wall-hung. 
21 cabinet styles with flat or 
sloping tops. Knob or chain 


dampers optional. 
pm it 
' 
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THE READING PLANT... agd- what. 
IT MEANS TO, OUR: BUSINESS 


wat, : sit allliciniiacs -_ 
READING TUBE CORPORATION 
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Reading Tube Corporation 
Plent ct Reading, Peo. 
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Tie Reading reputation for quality and service 
is second to none in the industry. This is the plant 
behind that reputation—a. plant dedicated to 
supplying your copper tube needs with a prod- 
uct of dependable, uniform quality that you can 
sell or install with complete confidence. 

Here, in one of America’s largest, completely inte- 
grated mills, specializing in the processing of cop- 
per tube from basic metal to finished tubing, 


Reading Copper tube is produced with the newest, 
most modern equipment known to metallurgical REA 1) | a] 
science. 
Reading's unique 4-way inspection checks and cer- patl:j mee) d-te)-F. Bale) | 
tifles accurate adherence to the most exacting EMPIRE STATE BUILDING 
sanderds. ; ; NEW YORK 1, N. Y. 
Reading's superior service and quality place you 
in a better position to supply your customers’ needs ‘ ras 
—help you build your business. Next time you Oe Pots: eek moh oil 7 
order copper tube, specify Reading—for quality * READING, PA * ATLANTA, GA 

e WOODSIDE, lL. !., N. Y 690 Murphy Ave., 5S. W 


and service you can depend on! 
57-15 Northern Blvd Unit 5, Bdg. B 
* CHICAGO, ILL ® CLEVELAND, OHIO 
724 W. 50th St 4615 Perkins Ave 
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The Change From 
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ANNOUNCES A COMPLETELY NEW LINE 


or CAPITOL stecu kitcHEN CABINETS 





NEW COLOR! The new CAPITOL NEW SALES APPEAL! \<. 


color, new design and new features add up to 
make this new CAPITOL line the hottest in 


the industry, sure to develop more store and 


line will include 12 exciting colors plus white 
... featuring 6 colors in a revolutionary “Color- 
flecked” finish of amazing durability .. . all co- 


ordinated with famous House & Garden colors! model home traffic for dealers and builders 


everywhere! 


ba Cee DESIGN! The most modern, NEW SALES OPPORTUNITIES! 


the most functional CAPITOL Kitchens you 


pile eet lcd seer teataines than ever helore A limited number of choice distributor and 


— . , dealer franchises are still open. Write today! 
...and you'll see them all in these pages next ‘“ 


month, with a preview of new promotional 


plans! 





CAPITOL KITCHENS 
division of Hubeny Brothers, Inc. 
610 East First Ave., Roselle, N. J. 
Please send complete information about the new CAPITOL 
Kitchens. 


= 
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g 

1 am a [J distributor [_] dealer (_} builder a 
a 

a 

4 

a 

wed 


NAME . 


KITCHENS 


DIVISION OF HUBENY BROTHERS, INC. 


STREET & NO 





STATE. 





city ZONE 





610 East First Ave. Roselle, N. J. 
“CABINETS OF STEEL FOR LASTING APPEAL” | SSrrrrreeriereertierirrtirtr. 
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PREPARED ESPECIALLY FoR YOU! 


WEIL-McLAIN SALES TOOLS 


TO HELP YOU i. NEW AND MODERNIZED WET HEAT 





FULL ASSORTMENT OF EFFECTIVE BUSINESS-BUILDERS 
IN STURDY, FILE-SIZE KIT 


COOPERATIVE Packed with selling literature on Weil-McLain Boilers, Baseboards 
NEWSPAPER and Radiators...4 color Radiant Heating booklet for consumers 
PROGRAM ...Baseboard Modernizing booklet...Envelope stuffers. . .Direct 

The most effective way Mail circulars...Newspaper Ad Mat booklet...Proposal Covers 
to obtain genuine leads ... Decals, Installation Signs, Window Banners, Matches, Pencils. 


2 : F 
on see ree — In the Weil-McLain Sales Tool Kit you are given every means 
plete assortment of Weil- fi d selli ts fi k 4 mea 
a ho siguencame oir ae or uncovering and selling prospects for new work and modern- 
: ities izing jobs. You'll be impressed with the completeness of this sales 
= offered for your = promotion package...it will give you a lot of new ideas for 
covering new work, boiler stepping- up your business. 
replacement and mod- In the Weil-McLain line of heating equipment you’ll find an 
ernizing—a real oppor- amazing array of ‘“‘extra values’’...design and construction fea- 
tunity to put on a profit- tures which assure efficiency, long ‘life, easy selling and customer 
making sales drive! satisfaction. 

Get set now for fall profits! Ask your nearest Weil-McLain 
Distributor how to get your set of Weil-McLain Sales Tools. 














OlL BOILERS GAS BOILERS ALL-FUEL BOILERS HEAVY DUTY BOILERS BASEBOARDS RADIATORS 


WEIL-McLAIN CHR PrP AN Y 


DEPT. A-84, MICHIGAN CITY, INDIANA 
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AIR-SCOOP SALES 


still ZOOMING eee 
after Two Years yay 
Steady Climb! 










so Contractors Keep Buying Because 
IT STOPS AIR NOISE! 


in Hot Water Heating Systems 





TO EXPANSION TANK 








pe Scoops air from water before it circulates 

CONNECTION FOR through main.. 
AIR -, aitcine Air from chamber number 1 1s re- 
\ moved by air vent. Air from chamber 





CC CHAMBER N01) (CHAMBER NO. ? 


: N number 2 goes to expansion tank, 
\\ When tank ts filled. air backs down 
« A 












ae eas and is removed through chamber 
an = EGE me — {FLOM number | 
HZ ew << Sizes 347217211 211 2722221 9" 





BAFFLES’ 






Better Heating-Better with Taco 





NC. 1160 Cranston Street, Cranston 9, R. |. 





TACO HEATERS, 
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NEW PRODUCTS + NEW PRODUCTS + NEW PRODUCTS 


Plastic Pipe Adapter 

A new metal adapter for plastic 
pipe has been introduced by Capi- 
tol. The adapter has a flat clamp- 
ing surface as well as four heavy 
serrations on the plastic pipe end, 





and threads on the end for metal 
pipe. The fitting is available for 
either male or female pipe connec- 
tions, in galvanized steel or brass. 
Also offered is a long pattern 
adapter of 6, 8, 10 and 12-in. length 
for connecting plastic pipe directly 
to a jet assembly. The adapter is 
available in sizes of % through 2 
in., and + atbcnicnthy 

Manufacturer: The Capitol Mfg. 
& Supply Co., 153 W. Fulton St., 
Columbus 16, Ohio. 


Domestic Cooling Unit 
A new electric refrigeration unit 
for central residential air con- 





ditioning systems has been an- 
nounced by Century Engineering. 
The unit is designed for use with a 
furnace, using the furnace ducts, 
blower and filters. The switch from 
heating to cooling is made by a 
damper. The hermetic unit is rub- 
ber mounted and free of the jacket 


x * & & 2 2 2 F&F BF 


to eliminate the transmission of 
vibrations. A bypass permits hu- 
midity control. 

Manufacturer: Century Engi- 
neering Corp., 401-17 Third St., 
S.E., Cedar Rapids, Iowa. 


Shower Head 

A new, smaller size adjustable 
shower head has been introduced 
ky Speakman. The unit will fit any 
size shower arm with a 14 in. con- 
nection. By turning the lever han- 


dle the bather can vary the spray 
from coarse to medium to fine. The 
“Anystream” head (the S-2250 
model 3) is designed to be self- 


cleaning and free from clogging, 
and has an adjustable ball joint. 

Manufacturer: Speakman Co., 
30th & Spruce Sts., Wilmington 99, 
Del. 


Submergible Pump 

A new submergible pump intro- 
duced by Flint & Walling has been 
designed for wells to 1,000 ft. The 
unit is available in 14, %4, 1, 14%, 2 
and 3 hp sizes, with capacities to 
3,360 gph. Sizes to 22% hp are 
available on special order. The 
pump is a multi-stage centrifugal 


unit close coupled to a submergible 
motor, and is for 4-in. or larger 
wells. The water cooled motor is 
sealed in oil for permanent lubrica- 
tion. 

Manufacturer: Flint & Walling 
Mfg. Co., Inc., 76 Oak St., Kendall- 
ville, Ind. 


Furnace Cleaner Package 

A new furnace cleaner package 
introduced by Ideal Industries in- 
cludes complete vacuum equipment 
and attachments. The 12-gal. tank 
assembly is on rollers and has an 
over-size dust bag and bag support. 

(Please turn to top of page 54) 


Convector for Big Buildings Offered by Trane 


Trane has announced a new con- 
vector for institutional and indus- 
trial buildings with bands of win- 
dows. The convector is available 
in 14, 20 and 26-in. heights and in 
lengths from 2 to 6 ft in increments 
of 4-in. Cabinet depths are 4 and 6 
in. The unit (the Wall Line) has a 
heating element of copper tubing 
with mechanically bonded alumi- 
num fins. The cabinet locks snugly 
into an adjoining one to form a con- 
tinuous heating unit. A screw ad- 
justment on the element support 
bracket permits obtaining the pro- 
per pitch of the heating element. 
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Corner cabinets are available to 
permit continuous installation on 
two walls, and end caps permit a 


finished appearance for shorter 
convector lengths. 
Manufacturer: The Trane Co., 


2006 Cameron Ave., La Crosse, Wis. 


———————e— 
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nk Designed to meet your requirements for a quality recess tub 
an with all the advantages of AllianceWare formed steel construc- 
ort. tion yet in a popular price range, the Champion is a tub with 
which you can meet any competitive situation. 
Formed from 14 gauge enameling steel—finished with gleaming 
“wet process”’ porcelain enamel, the Champion possesses every 
AllianceWare quality and construction feature. 
4 The attractive panelled apron fits into any modern bathroom 
design. A full 5-inch seat along the outside edge has the 
AllianceWare patented “grab-rail”’ the entire length of the tub. 
A leak-proof flange at the wall line keeps water from seeping 
behind the tub—a must where shower facilities are provided. 
AllianceWare’s patented wall-hung installation prevents the 
Champion from settling or pulling away from the wall. The over- 
all depth of the Champion is 15 inches. Overall length is 5 feet. 
| Like all AllianceWare bathroom fixtures, the Champion is 
to available in white and five colors—blue, pink, green, tan, and 
on | grey. Write for complete details and installation diagram. 
a 
ler 
ALLIANCEWARE, INC. ¢ Alliance, Ohio 
0. Bathtubs + Lavatories « Closets + Sinks 


is. Plants in Alliance, Ohio and Colton, California 
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The extra-large bag surface area 
permits low velocity air to exhaust 
through the pores of the cloth, 
while filtering out soot and other 
dirt. 

Manufacturer: Ideal Industries, 
Inc., 4195 Park Ave., Sycamore, III. 


Conversion Burner 
A restyled and improved gas con- 


version burner has been introduced 
by H-P Products. In addition to 





extra heavy refractories of previous 
models, improvements made _in- 
clude an adjustable orifice, self- 
generating control, runner lighter, 
tripod levelling and adjusting 
stand, adjustable burner tube and 
independent primary and secondary 
air adjustments. Capacities range 
from 65,000 to 375,000 Btu. 
Manufacturer: H-P Products 
Inc., 510 W. Broad., Louisville, Ky. 


Lavatory Dressing Tables 

A line of lavatory-dressing tables 
bas been re-designed by American- 
Standard for easier installation and 





wider consumer appeal. The New 
Dresslyn lavatory is shipped as- 
sembled and ready to install. The 
center fitting is packaged with the 
lavatory and can be quickly at- 
tached. The lavatory is available 
in three colors with a contour de- 
sign countertop in a plastic lami- 
rate. The lavatory is available in 
two sizes, 24 by 18 in. and 20 by 18 
in. The Merrilyn and Highlyn lava- 
tories are designed for those who 
prefer a flat rim lavatory for coun- 
tertop installation. The Merrilyn 


lavatory is constructed of vitreous 
china; the Highlyn of cast iron. 

Manufacturer: American Radia- 
tor and Standard Sanitary Corp, 
P. O. 1226, Pittsburgh 30. 


Lubricating Oil 

A new lubricating oil for oil 
burner and circulator motors has 
been announced by Sid Harvey. 
The premium oil was developed to 
prolong the lives of intermittently 
operating electric motors. 

Manufacturer: Sid Harvey, Inc., 
104 E. Mineola Ave., Valley Stream, 
IY Ge . Bae 


Oil Tank Filter Valve 


Rockford Brass has announced a 
new oil tank filter valve that has 
a bottom outlet. Elbow length is 
long enough to assure ample clear- 
ance between the tank and valve 
handle during installation. The 
handle is easily accessible from the 
side, although the valve is installed 





on the bottom. The valve (No. 807) 
is available in I.P.S. sizes of % by 
3, and in % by %% in. 

Manufacturer: Rockford Brass 
Works, Rockford, III. 


Sink Installer Tool 
A new tool for driving sink lug 
bolts has been announced by 


Springload to ease sink installation. 
The tool holds the lug bolt under a 
collar while the bolt is being placed 
and tightened, to eliminate the pos- 
sibility of dropping the bolt while 
positioning it. The tool is released 
from the bolt by a downward pull 
and sideward snap. The one-hand 





oat. 
—_— 





tool has a universal socket head so 
the tool may be held at as much as 
a 20 deg angle and still turn the 
bolt freely. The tool fits standard 
12-24 hexagon head bolts. 
Manufacturer: Springload Mfg. 
Corp., 2412 Aurora Ave., Seattle 9. 


Packaged Burner 

A new forced draft packaged 
burner has been introduced by Ray 
for pressurized operation of indus- 
trial-commercial boilers and other 
heat receivers. Models are avail- 


able for high or low pressure gas, 
light to heavy oil or a combination 
of the two fuels. Fuel change is 
accomplished by a switch. Included 
(Please turn to top of page 56) 








Sit-Down Sink Launched by Elkay 





A new sit-down kitchen sink in- 
troduced by Elkay features a shal- 
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low bowl that allows plenty of 
knee room underneath. The stain- 
less steel sink is available in 72, 
84 and 96-in. lengths for conven- 
tional counter arrangement or in a 
40% by 544-in. peninsula model 
for island or peninsula installation. 
The peninsula model has two deep 
bowls for normal sink uses and a 
shallow bow] for sit-down use. The 
counter model has one deep bow! 
and one sit-down bowl. The swivel 
faucet serves all three bowls. 
Manufacturer: Elkay Mfg. Co., 
1874 S. 54th Ave., Chicago 50. 
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Manufacturing the world’s finest pumps is only part of our | 
job. The other part, equally important, is helping you SELL | 
those pumps to your prospects! That's why we have de- | 
veloped, for your use, a complete pump promotion plan | 
—everything you need to successfully sell Goulds Pumps | 
in your store! Included in this plan, for example, is a wide | 
selection of... 


| 
OUTSIDE STORE IDENTIFICATION 


—to tell people you sell Goulds Pumps! 









Believe it or not, letting people know what 


GOULDS Backs YOU Up with: 


1. Exclusives in Pump Design 


you have to sell is still the best possible 
sales insurance! And you can do it easily 
2. Prompt Distributor Service 


a. Pump supply NEAR you 
b. Repair parts NEAR you 


—and inexpensively—with Goulds Outside 


Store Identification material. You'll find 





3. Complete, Informative Catalogs and Literature colorful metal signs, decals, 
4. Helpful Dealer Training service stickers, shop coat 
5. Powerful National Advertising emblems — everything you 
——- need to remind customers 

6. Outside Store Identification 
. and prospects alike that your 

7. Window Display 

store is headquarters for 
+ oa ee Goulds Pumps. For complete 
9. Pump Demonstration details, ask your Goulds Dis- 


tributor, or write Dept. DE-17 


Goulds Pumps Inc., Seneca Falls, N.Y. 


..... the line that backs YOU up 
COU WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 


10. Local Advertising Material 
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are a fan, windbox with integral 
refractory, wired enclosed control 
panel, ignition and electronic safe- 
guard systems and constant veloci- 
ty air control assembly. Compo- 
nents are wired, piped and mounted 
on a steel base. 

Manufacturer: Ray Burner Cc., 
1301 San Jose Ave., San Francisco. 


Unit Heater 
Delta has added ten smaller sizes 
to its line of oil-fired unit heaters. 





The line now includes capacities 
from 112,000 to 200,000 Btu. A pro- 
peller fan is designed to throw air 
for distances of from 37 to 75 ft. The 
factory wired heater has adjustable 
louvers, oil burner with two-stage 
fuel unit, controls, draft regulator 
and anti-siphon valve. 
Manufacturer: Delta Heating 
Corp., 1 Cole St., Trenton 8, N. J. 


Venting Assembly 

A new purging and venting as- 
sembly for two or more circuit hot 
water baseboard heating systems 
has been introduced by Hi-Flow 





Products. The valve assembly (the 
Equa-Valve )is designed to permit 
guick and easy air purging when 
starting a heating system, and also 
to provide for the proper balancing 
of heat flow through the several 
circuits of the system. 

Manufacturer: Hi-Flow Prod- 
ucts, Inc., 4254 Harford Rd., Balti - 
more 14. 


Clothes Dryer 
A new model gas clothes dryer 
with automatic ignition and safety 


controls has been announced by 
Norge. The medium-priced model 
has an automatic drying time con- 
trol marked in five-minute seg- 
ments. Drying operation stops if 
gas supply is interrupted, or if tem- 
perature rises to 200 F in the heat- 
ing chamber or 140F in the lint 
duct. The unit uses a drying tem- 
perature of 110F and an airflow of 
150 cfm. 

Manufacturer: Norge Div., Borg- 
Warner Corp., Merchandise Mart, 
Chicago. 


Furnace Control 

A new bimetallic element furnace 
control has been designed by Min- 
neapolis-Honeywell for both gas 
and oil heating systems. The con- 
trol will be the firm’s standard 
model. The unit (the L498B) is 





one-third smaller than previous 
models. It uses two micro switches 
operated through lever and roller 
assemblies that ride on disk cams 
driven by the bimetal sensing ele- 
ment. Response rate has been in- 
creased by increasing the ratio of 
bimetal surface to exposed bimetal 
mass. The control includes a man- 


‘ 


New Convector Simplifies 
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ual fan switch for independent fan 
or blower operation. 
Manufacturer: Minne- 
apolis-Honeywell Regulator Co., 
2753 Fourth Ave., S., Minneapolis 8. 


Ratchet Wrench 

A new roller ratchet wrench for 
chrome-plated fittings has been in- 
troduced by Peerless Industries. 


SS =. 


The open end wrench makes a five- 
point contact without pinching or 
rubbing, for installing or removing 
a fitting without damage. 

Manufacturer: Peerless Indus- 
tries, Inc., 8050 N. Territorial Rd., 
Plymouth, Mich. 


i. => 





Shower Enclosure 

A new aluminum roll-door show- 
er enclosure has been introduced 
by Lehman for recessed bathtubs. 
The standard-size packaged unit 
is adjustable for wall variations 
and off-level rims. The lower track 
is designed without a gutter and the 
overhead track has two rollers. 

(Please turn to top of page 60) 





Installation 


A convector-radiator with a new 
slide-in front panel has been intro- 
duced by Fedder-Quigan. The 
slide-in feature is designed to cut 
installation time as well as present 
a uniformly smooth surface. Elimi- 
nation of drilling and driving of 
screws also will reduce any chip- 
ping of the finish. The slide-in 
front panels are available on Type 
F, FE and FB convectors. Time- 
saving features are particularly ef- 
fective on multiple housing jobs. 

Manufacturér: Fedders-Quigan 
Corp., Dept. NR, Hancock & Lalor 
Sts., Trenton 7, N. J. 
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WHY PERMIT 
BACKWATER 
IN ANY 
BASEMENT 


when there is an easy-to-install 


BACKWATER 
CONTROL? 


Every year hundreds of thousands of dollars are spent 
unnecessarily to repair the damage to buildings caused 
by backwater...only because proper safeguards were 
not provided. Every building, home, school or factory 
—connected to a sewer line is subject to this danger 
because when water from a sewer backs up from the 
street due to excessive rain, thaws or flood, it flows 
into basements with destructive force. Foundations are 
weakened, floors broken, equipment and merchandise 
are covered with filth. In most cases, unfortunately, 
this damage is not covered by insurance. 


So why take chances when it is so easy to provide 
positive protection against the ever-present danger of 
backwater. Josam provides a wide range of backwater 
controls tested and proved by thousands of different 
installations. In every case the super-sensitive mecha- 
nism permits speedy drainage but closes instantly at the 
slightest backflow. Send coupon for full information. 


JOSAM MANUFACTURING COMPANY 
Dept. DE * MICHIGAN CITY, INDIANA 


Please send free literature on BACKWATER. 
NAME . BUSINESS .. 
FIRM 


ADDRESS 


WEAKENS 
FOUNDATIONS 


August, 1954 
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JOSAM 


Series No. 1170-T 
Backwater Valve 


Series No. 680-V 
Floor Drain with Tractor 
Grate and Backwater Valve 


Ur" & 


Series No. 850-V 
Floor Drain with Flush Cleanout 
and Backwater Valve 


sean ste. 
Peeee@everes 
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Series No. 6040-V 
Floor Drain with Hinged Grate 
and Backwater Valve 


Series No. 380-J 
Floor Drain with Adjustable 
Strainer and Backwater Valve 





Series No. 840-V 
Floor Drain with Floor Cleanout 
and Backwater Valve 


JOSAM MANUFACTURING COMPANY 


GENERAL OFFICES AND MANUFACTURING DIVISION 
MICHIGAN CITY, INDIANA 


Representatives In All Principol Cities 


West Coast Distributer 


JOSAM PACIFIC CO., San Francisco, Calif. 


JOSAM CANADA LIMITED, Toronto, Canada » 
‘ ‘ z 4 
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) GLASS LINED ¢ 





DOMESTIC ENGINEERING 


announces 
a new 
glass-lined 
water heater 


Assures freedom from rust and 
corrosion, gives longer life 


Here’s a real sure-seller to head your line of Crane 
domestic water heaters! 


It’s the new Crane ‘‘Keystone”’ heater with a 
durable glass lining guaranteed for extra-long, 
trouble-free life. 
All Crane water heaters are easy to install and 
easy to sell. Your customers know the name Crane 
means quality and want the many features of the 
new Crane ‘“‘Keystone”’: 


® Glass-lined tank for longer life. 


@ Fiberglas insulation to save fuel. 


Gas-firing for economy and quick recovery. 


Automatic operation. 


100 per cent safety shut-off. 


10-year guarantee. 


YOU CAN OFFER THIS NEW WATER HEATER 
IN ALL THREE POPULAR SIZES 


Heater 
Model 


Gallons 
Capacity 


B.T.U. 
Rating 


Recovery 
Gallons per hour 
60° rise— 100° rise 





KT-20 
KT-30 
KT-40 





30 
40 








21,000 
28,000 
28,000 


29.4 17.6 
39.2 23.5 
39.2 23.5 











CRANE CO. 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 


VALVES e¢ FITTINGS ¢« PIPE «+ 


PLUMBING AND HEATING 
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Clear glass is standard equipment 
and obscure pattern glass is op- 
tional. Also standard are a towel 
bar, hand grip, grille and leveler. 
Off-size enclosures are available. 

Manufacturer: Lehman Spray- 
shield Co., 3355 York Rd., Phila- 
delphia 40. 


Oil Burner 

Sun-Ray has announced a new 
bantam-size oil burner designed to 
fit the smallest jacket extensions. 





The unit fits a minimum extension 
of 8% in. and is 15'%6 in. wide. 
Also featured is a one-piece casting, 
a meter to provide uniform air in- 
take, air volume dial control and 
a bulkhead to seal low pressure 
from high pressure air to eliminate 
pulsation. Flange or base mounted 
models are available with capaci- 
ties of .5 to 2 gph. 

Manufacturer: Sun-Ray Mfg. 
Corp., 139-24 Queens Blvd., Jamai- 
ca, N. Y. 


Lavatory Leg Escutcheon 
A new lavatory leg escutcheon 
has been introduced by Reed-Cro- 


mex. The “jewel” design is hexa- 
gon-shaped in a two-step design. 
The escutcheon is for the Reed- 
Cromex “Lok-Flange” lavatory 
legs, designed to fit all vitreous 





china lavatories, to adjust vertical- 
ly up to 3 in. and to be self-locking. 

Manufacturer: Reed-Cromex 
Corp., 492 S. Green Rd., Cleveland. 


Tankless Water Heater 

A new tankless water heater in- 
troduced by Portmar has been de- 
signed for minimum temperature 
recovery time. Submerged twin 
coils are next to each other hori- 
zontally across the top section of 
the heater, one coil acting as a pre- 
heater. The two coils, being sur- 
rounded by fast circulation hot 





Heating-Cooling Unit Offered by Modine 





A heating and cooling unit for 
use with new or existing hot water 
heating systems has been intro- 
duced by Modine. The unit can be 
concealed in an outside wall under 
a window sill and behind a finished 
wall panel. Conditioned air is dis- 
charged from the top of the unit 
into a duct connected to an out- 


let grille in the window sill or 
wall. Air is returned through an 
inlet opening provided in the fin- 
ished wall at the floor line. Water 
is piped from a central chiller to 
individual units in the summer. 
Heating is accomplished with hot 
water from a central heating plant. 
The same water supply and return 
and condensate drain piping serves 
each unit for both cooling and heat- 
ing. Other models are the Over- 
head, the Deluxe Ceiling type and 
the Console type. Each unit is 
available in 34%, 1%, and 2 ton ca- 
pacities. Units are powered by %%0, 
\%s5 and %2 hp motors. 
Manufacturer: Modine Mfg. Co., 
1534 Dekoven Ave., Racine, Wis. 
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water, accomplish the quick tem- 
perature pickup. Temperatures of 
140F for general use and 180F for 
appliances can be supplied from the 
same unit through copper coils. 
The oil or gas-fired heater is avail- 
able in nine sizes with capacities 
of from 300 to 5,000 gph. 
Manufacturer: Portmar Boiler 
Co., Inc., 193 Seventh St., Brooklyn. 


Centrifugal Pump 

A new centrifugal pump for pres- 
sure boosting has been introduced 
by Bell & Gossett. The compact 
bronze unit can be installed in the 





lead-in pipe from the water main. 
It is operated automatically by 
changes in water pressure. Models 
are available for small residences to 
large hotels or apartments, in 
capacities to 1,200 gph. 

Manufacturer: Bell & Gossett 
Co., 8200 N. Austin Ave., Morton 
Grove, IIl. 


Tank Ball 


A new tank ball designed to as- 
sure a positive seat has been an- 
nounced by Reichart Float & Mfg. 
Co. Marketed as the “Spin Seat,” 
the unit features a spinning action 
upon flushing. A positive closing is 





assured since, in the revolving pro - 
cess, the ball seats in a different 
position every time. The ball fits 
all standard tanks and is made of 
live rubber. The unit comes pack- 
aged in individual boxes and in 
dozen-lot counter display cartons. 

Manufacturer: Reichart Float & 
Mfg. Co., 2230 Smead Ave., Toledo 
6. Ohio. 


Range Burner Safety Valve 
A new range burner safety valve 
has been introduced by Pyro-Chek. 
The miniature unit is installed be- 
(Please turn to top of page 62) 
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1. ROLLS OUT EASILY. 2” Anaconda Type K Soft Copper Tube in 45-foot coils lies flat. Compact package makes coils easy to handle. 





2. CUTS EASILY 
++. Minimizes scrap. 





3. UNIFORM TEMPER 
. . flares readily. 
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4. LESS EXCAVATING 5. EASILY PULLED THROUGH 6. SEPARATE GOOSENECK 


required. 


small openings. 





COPPER TUBING 


~ 





not needed. 


Now-2” Anaconda Type K Soft Copper Tube in 45-foot coils 


Available for immediate delivery — makes it easier to install water and gas 


service lines... saves handling, saves time, saves fittings 


Now you can install water and gas 
service lines easier, faster and better. 
Actual installation photos, like those 
above, prove it. 

Compactly packaged, Anaconda’s 
45-foot coil of 2” Type K Soft Copper 
Tube can be loaded, unloaded and un- 
rolled quickly and easily. Complete 
package weighs only 105 |b. 

Cutting is easy, too —and with little 
scrap. These tubes are uniformly round 
—easy to flare, Fittings? They go on 


fast. And you need fewer of them. 

Because these 2” tubes, furnished in 
soft temper, are flexible, they allow for 
expansion and contraction, and for set- 
tling of the soil. 

You can bury service lines of copper 
without a worry. Inside surfaces never 
become rust-clogged; maximum flow 
capacity is always maintained. And 
copper’s resistance to corrosion means 
longer life. 

The next time you have a 2” service 


installation, try the Anaconda 45-foot 
coil. It will save money for you. Check 
your complete materials list for the job 
with your Anaconda distributor. He’s 
ready to serve you. The American Brass 
Company, Waterbury 20, Conn. In 
Canada: Anaconda American Brass 
Ltd., New Toronto, Ontario. bb 


for copper tubes see your 


A ag. Ary £3° 


distributor 
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tween the carbon stack and tubing 
from the tank to provide automatic 
shutoff. The compression fitting is 
disconnected at the stack and the 
safety valve connected between the 
stack and the tank tubing. 

Manufacturer: Pyro-Chek Prod- 
ucts, Division of Cambridge Tool & 
Mfg. Co., 63 Gorham St., Somer- 
ville, Mass. 


Conditioner Thermostat 
A new thermostat introduced by 
White-Rodgers for window-type 


room air conditioners has been de- 
signed to make such units auto- 
matic. The control may be in- 
stalled simply. It is rated at 1 hp, 
to handle almost all 115-volt con- 
ditioners and window fans. The 
thermostat is finished in ivory and 
chrome and has a 6-ft cord and 
special adapter plug. 

Manufacturer: White-Rodgers 
Electric Co., 1209 Cass Ave., St. 
Louis 6. 


Gas Furnace 


A new gas furnace has been in- 
troduced by Firewel in both high- 
boy and counterflow models. Two 





capacities are offered for each 
model, with Btu outputs of 64,000 
and 80,000. The packaged unit is 
wired and ready to install. Features 
are a 10-in. blower, adjustable fan 





and limit control, a filter for bottom, 


side or rear placement, adjustable 

air flow and draft diverter. 
Manufacturer: The Firewel Co., 

3685 Broadway, Buffalo 25, N. Y. 


Air Filter Gage 

A new one-piece air filter gage 
has been announced by Bacharach. 
The plastic gage determines the 





filter’s resistance to the free passage 
of filtered air, as well as its capacity 
to clean the air. It automatically 
indicates when the filter has be- 
come dirty and should be replaced. 

Manufacturer: Bacharach Indus- 
trial Instrument Co., 7301 Penn 
Ave., Pittsburgh 8. 


Baseboard 
Three lines of baseboard radia- 





tion have been added to Dunkirk 
Radiator’s Blue Circle Heating 





Package. A copper-aluminum base- 
board features seamless copper 
tube with aluminum fins to give 
maximum heat transfer and quick 
sensitivity to temperature demands. 
Covers are available with or with- 
out dampers. Steel tube-steel 
finned elements are packaged in 
lengths as specified for on-the-job 
installation. A steel tube, steel fin 
heating element also is available. 
Another line is the cast iron base- 
board panel for forced hot water 
and two-pipe steam systems. 

Manufacturer: Dunkirk Radia- 
tor Corp., 85 Middle Road, Dunkirk, 
N.. 2. 


Water Heater 

Koven has introduced a new gas 
water heater with a double glass 
lined tank. The seamless lining is 
designed not to chip, crumble or 
crack and is molded to the steel 








tank. The tank is expanded under 
350 lbs hydrostatic pressure before 
being lined. The heater is designed 
to provide low operation cost and 
trouble-free performance. 

Manufacturer: L. O. Koven & 
Bro., Inc., 154 Ogden Ave., Jersey 
City 7, N. J. 

(Please turn to top of page 66) 


Crane Introduces Non-Sweat Urinal 


A new urinal designed to reduce 
sweating has been introduced by 
Crane Co. The tank is fitted with 
a rubber insulating liner which 
prevents excessive condensation 
when the humidity is high and wa- 
ter supply cold. The photo shows 
a sectional view of the Bellemeade- 
Sahara urinal tank which is recom- 
mended for Crane’s No. 4 Belle- 
meade tank. The No. 4 Bellemeade 
so equipped has the equivalent ca- 
pacity of the No. 3 tank. 

The unit supplements the Sahara 
closet tank, introduced in 1952. 
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Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 
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U. S. Packaged Gas Boiler 


A new, completely equipped, factory- 
assembled, satkiagel boiler that cuts instal- 
lation time and costs to the minimum. 
Designed for economy and reliability. Made 
of cast iron—the lifetime metal. Seven 
sizes from 45,000 to 180,000 btu to provide 
comfortable hot-water heating for small 
and medium-sized homes and commercial 
buildings. Approved by A.G.A. and your 
local gas company for natural, manu- 
factured, ained, L.P. and L.P. Air gases. 
Ask for catalog. 
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U.S. Self-Contained Air 
Conditioners 


Versatile new U.S. Air Conditioner that 
cools, heats, ventilates, filters, circulates, 
dehumidifies! Installed quickly, simply, 
anywhere—no ducts required. Available 
in 2, 3, 5, 8, 11 & 15 ton sizes for auto- 
matic operation in old or new stores, 
offices, a rooms, etc., of any size. Other 
types of U.S. air conditioning units are 
immediately available for remote or self- 
contained installations, chilled water or 
forced air. Ask for catalog. 
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U.S. Super-Pak Steel Boiler 


A completely preassembled, oil-fired steel 
boiler-burner unit that gives you un- 
matched ease of installation. Space-saver 
size and attractive jacket let you place it 
anywhere—in the basement, utility room, 
kitchen or closet. The Super-Pak package 
is shipped with everything needed for 
quick installation, including all controls, 
fittings, circulating pump and tankless hot- 
water heater. Just connect to piping and 
wiring, and it’s ready to go. Ask for 
catalog. 


New product news from U.S. Radiator 


You get the latest developments—in engineering, 
research and manufacturing—when you select 
U.S. To fill your every need for indoor comfort job.. 
conditioning equipment—summer and winter— 
it’s easy to do business with U.S. Radiator. There 
are U.S. Branch Offices and Sales Representatives 
in every section of the United States. The U.S. 





U.S. Cast Iron Radiant Baseboard 


Handsome cast iron baseboard of advanced design for steam or 
hot-water heating. Made in 1! and 2-foot sections, with adjustable eg tube-aluminum 
accessories to fit runs of any length. Simple hangers make it quick 

and easy to install, recessed or flush, in homes, offices and com- 
mercial buildings. Few parts and only two radiator lengths simplify 


your stock. Ask for catalog. 


VER 


Ask for catalog. 


A CENTURY A 


Representative will be glad to recommend the 
right units you need for every heating or cooling 
. boilers, furnaces, radiation and summer 
air conditioning. He will assist you with your 
plans. Write us today for the name of your nearest 
U.S. Representative or for further information on 
new U.S. products. 





U.S. Copper-Aluminum Baseboard Radiation 


No baseboard radiation is easier to stock and install than the new 
fin U.S. Fin-Ray—Model CA. Made in 
6-foot lengths—easily cuts to any length. Backplate positions all 
parts. All accessories quickly install by slip-fit ... no sheet metal 
screws required . . . tubing is connected by simple sweat fittings. 


HEATING 


UNITED STATES RADIATOR (ORPORATION~ 


GENERAL OFFICES « DETROIT 31, 


UNITED STATES RADIATOR CORPORATION: Boilers, Radiators, Heating Accessories Pacific Boilers « Cyclotherm Steam Generators » Metal Products » Drayer-Hanson Air Conditioning and Commercial Refrigeration 
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Look at these 


THREE NEW 
TIMESAVERS 
YOU GET WITH 
NIBCO VALVES 





PLUS FULL NIBCO QUALITY 


In these pressure rated valves you find all the extra qualities 
that assure dependability and long life. ¢ NIBCOLOY high 
tensile stem © Each valve pressure tested ©@ No-friction stem 
thread @ Non-rising stem ® Quality control throughout manufac- 
ture makes sure every valve meets or exceeds Federal specifications. 
In the NIBCO line you’ll find valves for every job. Write for 
new easy-to-use valve catalog NVC-1. 


NORTHERN INDIANA BRASS CO., 804 Plum St., Elkhart, Ind. 
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Facts about the 


We have appreciated the patience of the trade, as 
well as the many expressions of understanding that 
have come to us during the strike at Kohler Co. 


The issues involved in this strike are of far-reach- 
ing importance. How they are settled, as well as 
when they are settled, concerns your interests as 
well as ours. We therefore want you to know the 
facts. 


Plant operations, of course, have been restricted. 
Naturally, we could not fill orders in a normal way 
during this difficult period. 


The number of workers returning to their jobs has 
steadily increased during times when illegal methods 
of restraint and intimidation were curtailed. At no 
time during the strike were such methods wholly 
eliminated. ; 


The anxiety of Kohler workers to come back to 
their jobs, ever since the beginning of the strike, is 
not surprising in view of the working conditions 
that exist at Kohler Co. 


Here are some illuminating facts: 


The average weekly wage at Kohler Co. is 
higher than in the plumbing industry as a 
whole, as revealed by U. S. Department of 
Labor statistics—and higher than the aver- 
age in any city in Wisconsin reported in the 
Wisconsin Industrial Commission statistics. 


The Kohler Pension Plan, fully funded and 
insured, cannot be nullified as the union- 
proposed plan could be. Kohler Co. has of- 
fered to meet any retirement benefits specified 
in the union plan that are higher than those 
in the Kohler plan. 


The Kohler Quarter Century Club, consist- 
ing of men and women who have worked 


KOHLER CO., Kohler, Wisconsin. 


Strike at Kohler 


continuously for 25 years or more at Kohler 
Co., has over 800 living members. 


Kohler Co. has not laid off any regular em- 
ployees in 16 years. 


More than 80% of Kohler workers own their 
own homes. 


Medical, recreational and other facilities for 
the well-being of Kohler workers are above 
average. 


You might well ask: How could such conditions 
lead to a strike? 


What led to the strike was the ambition of UAW- 
CIO officials at Detroit to gain power through dom- 
ination. Outsiders have been brought to Kohler in 
attempts to coerce law-abiding citizens. 


The union itself has publicly requested that queries 
regarding the strike be sent to union headquarters 
at Detroit—not to any group of workers at Kohler. 


Among the main issues of this strike have been 
the automatically renewable ‘‘check-off’’, which 
means that a worker’s dues must be deducted from 
his pay year after year without his agreement—and 
the ‘‘union shop’’, which means compulsory union 
membership. 


To grant these demands would benefit only the 
union’s own organization — and be detrimental to 
the interests of our business, our workers, and all 
the people with whom we deal. 


The union has pressed us to make our business an 
instrument for violating the freedom of workers to 
join or not to join any organization they choose. 


We will not do so. 


Established 1873 
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(Continued from page 62) 


Packaged Blower 

A new blower assembly package 
for furnaces and air conditioners 
has been introduced by Lau. The 
package includes an assembled 
blower, motor mount, housing sup- 
ports and hardware. Also included, 
are two pulleys that are shipped 
separately. The prime purpose of 
the package is to provide five posi- 
tions of air discharge and 10 varia- 
tions in motor mounting with the 
single unit. With the five pulley 
combinations available, the blower 
can deliver from 800 to 1,800 cfm 
under 14-in. static pressure. 





mg 


Manufacturer: Lau Blower Co., 
2001 Home Ave., Dayton 7, Ohio. 


Heat Recorder 

Heat-Timer Corporation has in- 
troduced a new heating system re- 
corder that will provide a record 
of the on-and-off time and also 
the total use time. Chronological 
use of a heating plant is shown on 
a roll of tape and the operation 
time is totalled on a meter similar 
to an automobile mileage meter. 
One roll of tape will last almost 
a year, even if the heating plant 
is in operation in the summer as 


well as the winter. The time total- 
izer is designed to serve as a refer- 
ence to determine when the sys- 





tem and its components need 
servicing. 
Manufacturer: Heat-Timer 


Corp., 657 Broadway, New York 12. 


Cast Iron Boiler 

Crane has introduced a new cast 
iron residential automatic boiler for 
firing with either gas or oil. An in- 
tegral tankless water heater is 
available with either fuel firing. 
The boiler (the Sunnyday) is de- 


signed in four assemblies with 





capacities of from 67,000 to 156,000 
Btu. The smallest model is less 
than 3 ft long, less than 4 ft high 
and is 2 ft wide. The largest model 


is 15 in. longer. The mounting plate 


Kitchen Sink Line Offered in Five Colors 





A double-compartment sink 
(The Wilshire) by Kohler Com- 
pany has been made available in 
five new colors as well as in white. 
The enameled cast iron sink is 
available in peachblow, cerulean 
blue, sunrise, spruce green and ar- 
gent to meet an increasing demand 
for colored fixtures. The sink is 
designed for building into metal 
cabinets. It is 25 in. deep and is 
available in five and six ft lengths. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 
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and flue cover are bolted on and 
sealed. The jacket has Fiberglas in- 
sulation. 

Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 


Dishwasher 

A new under-counter dishwasher 
that preheats each washing cycle 
has been introduced by James, Inc. 
The appliance is designed to fit 
smoothly flush with kitchen cabi- 
nets. A removable front panel per- 





mits matching of custom kitchen 

cabinet installations, either metal or 

wood. 
Manufacturer: 


dependence, Kan. 


James, Inc., In- 


Packaged Boiler 

Ames has announced a new 
“pocket size” package boiler for 
firing with light oil, gas or light oil- 
gas combination. The boiler is 
available in seven sizes from 15 to 


60 hp. The steam or hot water unit 





is 71 in. long, 54 in. high and has a 
35 in. base width in the medium- 
size 30 hp model. Boiler outlet 
valve, safety valve and breeching 
will add some to the height space 
needed. Fiberglas insulation, jacket, 
a condensate unit, boiler outlet 
valve and injector are optional. 
Manufacturer: Ames Iron Works, 
Inc., Oswego, N. Y. 
(Please turn to top of page 68) 
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IMPROVED / to give you 


more Circulator for your money 









TIME- 
TESTED 
COUPLING 







OVERLOAD 
PROTECTION 










TWO-BOLT FULLY POWERED 





BALANCED 
IMPELLER “> 







SEALED-IN 
LUBRICATION 






ADJUSTABLE 
BRACKET 












RUBBER CUSHIONED 
MOTOR 


QUIETER - GREATER CAPACITY » RUGGEDLY BUILT ¢ COMPACT 


FOR REAL dependability and fine performance choose Thrush Water Circulators. Time- 
tested design, improved in efficiency, increased in capacity, with job-rated power for each size... 
Thrush offers the greatest value per dollar in Circulators today. 


The rubber-cushioned motor mounting eliminates noise and vibra- 
tion. The adjustable bracket makes motor change easy. The pat- 
ented spring coupling transmits power evenly. It’s trouble-free. 
Lubrication is sealed in . . . with double seals that rarely if ever 








need replacement. 


See your wholesaler today or write Dept. A-8. 


H. A. THRUSH & COMPANY ° PERU, INDIANA 


THRUSH 


Water Circulators 
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(Continued from page 66) 


Refrigerator 

Deepfreeze has announced a new 
11.5 cu ft refrigerator with pushbut- 
ton defrost. Also featured are five 
specialized door storage sections, 
including an egg shelf, butter box 
with spread control, two quart-size 
beverage jugs, removable storage 
bin and bottle shelf. 








Manufacturer: Deepfreeze Ap- 
pliance Div., Motor Products Corp., 
North Chicago, III. 


Portable Power Drive 

A new portable power drive for 
hand pipe tools has been announced 
by Oster. The new unit (No. 432 
Power Vise Stand) has a capacity 
of ¥% in. to 2 in. pipe and up to 8 in. 
when hooked up to a geared drive 
shaft. Features of the unit include 
lighter weight, a more powerful 
motor, unbreakable steel welded 
case, two driving arms on center 
line with spindle and wrenchless 
front chuck that insures positive 





grip in both right and left hand di- 
rection. In addition to driving die- 
stocks, pipe cutters and reamers, 
the new model can be used to turn 
up or back off fittings. 

Manufacturer: The Oster Mfg. 
Co., Cleveland 3. 


Automatic Washer 

A new automatic clothes washer 
introduced by Westinghouse fea- 
tures a built-in instruction booklet. 
The booklet provides the housewife 


with ready information on _ the 
proper way to wash any type 
clothes or fabric. The washer also 
features an adjustable control for 
starting, stopping, repeating or 
eliminating any portion of the 
washing cycle to meet the needs of 
the fabric being laundered. Casters 
can replace leveling feet to permit 
the washer to be moved easily. 
Manufacturer: Westing- 
house Electric Corp., Electric Ap- 
pliance Div., Mansfield, Ohio. 


Gas Shutoff 

A new high temperature gas 
shutoff has been introduced by 
Titan Valve. The device is a rod 
and tube type that interrupts the 
main gas supply when the temper- 
ature .exceeds a_ pre-determined 
limit. Gas supply remains shut off 





until the trouble is corrected and 

the valve is reset manually. 
Manufacturer: Titan Valve and 

Mfg. Co., 9913 Elk Ave., Cleveland. 


Incinerator 

A new gas incinerator with a 
porcelain enamel combustion cham- 
ber has been introduced by Har- 
mond. The unit also is porcelained 
inside and out. The 2-bushel unit 
has safety controls and dehydration 


speeds that can be geared to vari- 
ous sized families. Btu settings 
range from 1,500 to 7,000. Sides of 





the lid are tapered to provide a 
tight seat. Top, sides and bottom 
have glass fiber insulation and the 
grate automatically sifts ashes into 
the ash pan. 

Manufacturer: The Harmond Co., 
2114 Woodland Ave., Cleveland 15. 


Air Conditioner 

A new residential central station 
air conditioner announced by Rich- 
mond Radiator has been designed 


(Please turn to top of page 76) 





New Baseboard Line Launched By Kritzer 





Kritzer has introduced a new line 
of radiant baseboard for residential 
and commercial use. The back and 
top are of one piece for strength 
and rigidity and to act as a heat loss 
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barrier between the unit and walls. 
The support bracket snaps both the 
back plate and the return edge of 
the top. The slide cradle, which 
does not touch the front or back 
plate, moves with the coil during 
expansion and contraction, riding 
on the ribbed bracket to assure 
quiet operation. Optional equip- 
ment includes such accessories as 
end enclosures, access panels, in- 
side and outside corners, joint 
covers and dampers. 

Manufacturer: Kritzer Radiant 
Coils, Inc., 2901 W. Lawrence Ave., 
Chicago 25. 
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sie Modine builds 13 sizes of 
. vertical delivery units with 
ca | choice of 5 easily attached 
optional deflectors. Hori- 
zontals in 19 standard and 
; low - outlet temperature 
models. 
. Your choice of 13 vertical 
Mm =) delivery units with 5 easily 


attached deflectors. Five 
» sizes of horizontal models, 
) ¢ 


designed specifically for 
0 ee ®@ 4 


hot water. 


\ugust, 1954 





Only Modine gas-fired 
units have stainless steel 
burners and a choice of 
stainless or aluminized 
steel heat exchangers. 
Seven sizes — 25,000 to 
220,000 Btu. 





offers the unit heater 


to do it better...at lower cos 


Modine gas-fired 
unit heaters 


Compare Modine 
steam and hot 
water units cost less to 

with all other install, less 
makes to operate 





In addition to greatly extended life, Modine Gas- 


For over 25 years, Modine has paced the field in 
Fired Unit Heaters cost less to install. That's be- 


unit heating. Every model provides perfect heat- 





ing comfort plus lowest possible fuel cost. This 
balanced heating is the result of the discharge 
temperatures of 110 to 120° F being correctly re- 
lated to heat throw and air volume. For the com- 
plete story, see the Modine representative listed 
in your classified telephone directory, or write 
today for Bulletin 154. 


cause they’re only half the weight, half the size of 
other leading units. And this lighter weight— 
coupled with direct firing of tubes and reduction 
of heat exchanger mass—gives you heat within 5 
seconds of thermostat’s call. Write for Bulletin 
654. Modine Mfg. Co., 1502 DeKoven Avenue, 
Racine, Wisconsin. 
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SEND THIS COUPON 
FOR NEW CATALOG 
AND PRICE LIST 





TEMCO, Inc., Dept. B-636 Nashville, Tenn. 
Please rush catalog and complete informa- 
tion on Temco Automatic Gas Floor Furnaces. 














eee ee ee eeeecescecesst 





NO DIGGING REQUIRED 

To a prospect that means the TEMco gas floor furnace is a compact 
unit (just 25% inches deep) that eliminates the need for costly 
excavation. 


NO DIGGING REQUIRED 

Means something else to you as a dealer? Certainly it does. When 
you sell Temco gas floor furnaces, you find you no longer have to 
dig deep for prospects. 

Of course, you still have to go after the sale! But you don’t have 
to break down consumer resistance . . . for TEMCO advertising over 
the years and its reputation for quality merchandise has your pros- 
pects pre-sold on the TEMco Floor Furnace. 

TEMCO Automatic Gas Floor Furnaces (all of which carry the 
Good Housekeeping guaranty seal) have been designed to dupli- 
cate the comfort of the most expensive heating systems. Yet the cost 
to the homeowner is but a fraction of the expense involved in the 
installation of central heating. Operation of TEMco floor furnaces 
is thrifty in farm and urban areas alike, because the TEMco gas floor 
furnace is engineered to operate at maximum efficiency on natural, 
manufactured or L.P. gas. 


TEMCO, Inc. 


NASHVILLE, TENNESSEE 


Buildar of wer (2 million, gus ypplianctr- 
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POWERS No. 11 Self-Operating REGULATOR 
with 3-way Valve. Thermostatically mixes 
hot and cold water. Delivers a mixture at any 
temperature desired. Valve sizes 12” thru 2”. 
Capacities 20 to 250 gpm @ 45 psi. Write 


for Bulletin 329. 


i POWERS Type H Thermo- 
i static Water Mixer. Used 
' for many processes. Users 
} report aecuracy of + 4° 
F, Insures utmost comfort 
and safety in showers and 
hand washing fountains 


@ 45 psi. Write for Bulletin 365. 


§ WATER OUTLET 





TEMPERATURE 
ADJUSTMENT 





therapy. Write for Bulletin 361. 


peemecece-4 







REGULATOR 
TEMPERED / 
| water oumer 


| aoeend 
POWERS 3-WAY | 
FLOWRITE 











or Water operated Temperature Regulator. 
Capacities 20 to 1200 gpm @ 45 psi. Temp. 
| Ranges: 50° F. to 250° F. and 150° to 350° F. 


| Write for Bulletin 316. 


THE POWERS REGULATOR COMPANY 


Offices in over 50 Cities in U. $. A.. CANADA and MEXICO °* See Your Phone Book 


OF AUTOMATIC TEMPERATURE CONTROL 


(b71) SKOKIE, ILLINOIS 


OVER 6 YEARS 








and hydro-therapy. Capacities: 2 to 10 gpm 





POWERS Thermostatic Water Controller. 
Capacities 22 to 125 gpm @ 45 psi. Used for 
gang showers, pr and hospital hydro- 


POWERS ACCRITEM 






TEMPERATURE 
ADJUSTMENT 


POWERS Large Capacity Thermostatic Water 
| Mixing Valve. Controlled by an ACCRITEM Air 
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Laboratories 
got the Right Type of Control 































for this testing operation | 


For Accurate Temperature Control of Water used in testing 
solubility rate of Nalco water treatment formulas, National 
Aluminate Corp. installed Powers Type H Thermostatic 
Water Mixers shown above. This is only one of many pos- 
sible applications for this versatile temperature regulator. 
















Double-Safety of Powers Type H Mixers enable them to 
deliver water at a constant temperature regardless of pres- 
sure or temperature changes in water supply lines. Failure 
of cold water supply instantly shuts off delivery. Some users 
report + %° F. control. They often pay back their cost 
several times a year. Fully described in Bulletin 365. 









Check your temperature control requirements with an ex- 
perienced Powers engineer. Contact our nearest office or 
write us direct. 







Some of POWERS Many Types of Controls that 
thermostatically mix hot and cold water and deliver a 
mixture at a pre-determined temperature are shown: 
above. All are described in Condensed Catalog WC, 
May we send you a copy? 
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Join the 
























PLUMBERS | 








Efficient design and engineering . . . con- 
trolled production . . . elimination of unnec- 
essary overhead and frills . . . all combine 
to make Chicago Pottery one of the best 
plumbing buys that you have ever seen. The 
reduced costs which the wholesaler may 
pass on to the master plumber and thence to 
the consumer result in increased sales and 


ascending profits. 


What makes Chicago Pottery products so 
extremely popular is that economy has been 
achieved while maintaining style and dura- 
bility. All types of plumbing fixtures are 
available in a variety of modern designs— 


in white or attractive pastel colors 





If you are interested in greater sales 
and greater profits, you will investigate 
what Chicago Pottery has to offer. 


CHICAGO Portrery 


1920 CLYBOURN AVENUE *® CHICAGO 
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PROFIT MAKING BRIGADE 














VITREOUS CHINA FIXTURES 
PORCELAIN ENAMEL PRESSED STEEL FIXTURES 









( OMPANY 


14, 


ILLINOIS 





August, 
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_ | MUELLER BRASS CO. — 97 
“a COPPER TUBE AND FITTINGS | | 
—— , 
ARE EASY TO INS! ™ | 
ail —A 


Take a tip from the little fellow shown above and install Stream- 
line all-copper tube and fittings for both supply and drainage 
plumbing. You'll make a better profit because you can install more 
jobs. Streamline copper tube and fittings are light and easy to 
handle. Prefabricated sections can be assembled and soldered at the shop 
and easily delivered to the job. Standard 20’ lengths of copper tube eliminate 
many fittings. And when you do make joints, it’s a good deal easier to solder 
[RES them than thread them. When you get a Streamline installation 
completed, your job is done. You spend no extra time repairing caulked 
joints, for it tests leakproof on the first try, and stays rust-free, clog-free 
and tight for years. Your customers will be more than 
satisfied with a lifetime Streamline all-copper installation. Write today for our latest 


catalog of Streamline plumb- 
ing and heating products. 





127 


Ea MUELLER BRASS co. PORT HURON 4, MICHIGAN 
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OVAL PIPE 
AND 


FITTINGS 
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ROUND PIPE 
AND 


FITTINGS 








This full TRANSITE line makes 


easy-to-install, efficient 
domestic gas venting jobs 





» « e Economical! 
..- Approved! 
... Safe! 


TRansitE gas vent pipes and fittings 
are furnished in both round and oval 
styles. They include Type B for a wide 
range of appliances and Type B-W for 
recessed wall heaters. They make an 
all Transite passageway available to 
vent all types of domestic gas heaters 
with any type of house construction. 


Transite Gas Vent Pipe, a Johns- 





Manville asbestos-cement product, is 
accepted throughout the industry as a 
standard for safe, efficient venting. 
Millions and millions of feet have been 
installed year after year since it first 
came on the market more than twenty 
years ago. 


Designed and engineered for its job, 
this asbestos-cement pipe is the only 
vent pipe continuously listed by Under- 
writers’ Laboratories, Inc. since 1932. 
Transite resists heat, resists corrosion, 
is easy to handle on the job. 


For further information, 
please write Johns-Manville, 
Box 60, New York 16, N. Y. 





INCLUDING RECESSED 
WALL HEATERS 





The Transite B-W Gas Vent is 
available with oval bell for con- 
nection to oval pipe extending 
through roof. Also with built- 
in, oval-to-round adaptor when 
such extensions are made with 
round pipe. 


N/V Johns-Manville TRANSITE GAS VENT PIPES 
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Vexed by 
Xenophobia? 


- 
if Gee nm 
Bids Th 


George Hochstein 


Sales Manager, 
Heil Heating Division 


THE HEIL CO. 


Xenophobia, “fear of the stranger,” 
is one of the toughest obstacles a 
salesman encounters when he at- 
tempts to open new accounts. All too 
often the prospect’s attitude is that of 
the English toughie who was with a 
friend when another fellow ap- 
proached. 
“Who is it Alf?” he asked. “I don’t 
know,” said Alf. “Strynger. ’Eave a 
brick at ’im.” 
Most people naturally regard strang- 
ers with distrust. So the salesman 
making cold calls finds it of first im- 
portance to establish the confidence 
that comes with friendship and un- 
derstanding. 
Lincoln said it: “If you would win a 
man to your cause, first convince him 
that you are his sincere friend.” 
One way to do this is to get as many 
facts as possible about the prospect 
in advance. This enables you to di- 
rect the conversation into channels 
that interest him. It may be in the 
area of mutual friends, avocations, 
associations, his job, his company, its 
products or services. Common in- 
terests, mutual understanding, and 
confidence are closely related. 
Frequent and consistent contact on 
the part of a salesman who “wears 
well” can eventually lead to the es- 
tablishment of confidence. Especial- 
ly when it is based on good perform- 
ance, But first calls can only be pro- 
ductive when the caller has a thor- 
ough knowledge of his product and 
his prospect’s requirements. 
When you know in your heart that 
your product is worth more to the 
buyer than the money it costs; when 
you know his operation and can 
make specific recommendations that 
will benefit him; then you have con- 
fidence. And your confidence can be 
transmitted to the buyer. Confidence 
is the root of all satisfactory relations 
between men. 

(Advertisement) 
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your needs—at once 


People don’t like to stand in line. When they want something, 
they want it now... not two or three weeks from now. Sure, it 
may have taken your customer eight months to decide to buy a 
new furnace. but when he’s made his decision, he wants that 
furnace “yesterday.” 

That’s even more true when there’s a breakdown. Repairs 


can’t wait while you wire the factory and wait for parts. 


Somebody’s going to take care of those customers fast. It 
might as well be you. And the only way you can give fast service 
is to get fast service. That's one important reason why your 
wholesaler is in business. He has those heating units you need, 
in stock. He has those parts, in stock. Name the equipment you 
need, and he'll have it for you—NOW. 

Mighty few dealers are big enough to carry all the inventory 
they need of units and parts to give that important fast service. 
And most of those big dealers know that it’s better to let the 
wholesaler take care of stocking. Better, yes, and more economi- 
cal, too, because the wholesaler is set up to do it efficiently, on 
a quantity basis. 

It Pays to Buy from Your Wholesaler 
It’s easy to say, “eliminate the middleman,” but it just doesn’t 
work. Someone has to perform the services, and your wholesaler 
is equipped to do so with maximum economy. Wholesalers are 
more than worth every cent of their charges in terms of not only 
service for their dealers, but in actual cold cash. If dealers didn’t 
actually profit by buying from them, these “middlemen” would 


long since have been out of business. 


One of a series of advertisements presented in the interests 
of better distribution of heating equipment all over America 
by THE HEIL CO., makers a HEIL Automatic Heat. This 
series is prepared in co-operation with the National Heating 
Wholesalers Association and the Central Supply Association. 
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(Continued from page 68) 


with low horsepower requirements. 
The unit uses suction cooling with 
refrigerant vapor for the motor 
compartment, permitting a 142-hp 
compressor in the 2-ton model and 
a 2 hp compressor in the 3-ton. 

Manufacturer: Richmond Radia- 
tor Co., 16 Pearl St., Metuchen, N.J. 


Lavatory Storage Cabinet 
A new wood storage cabinet has 
been designed for use with an 





American-Standard shelf-back lav- 
atory. Double doors open onto 
ample storage space for bathroom 
supplies. A sliding shelf provides 
access to supply and waste lines. 
The cabinet is available in two 
sizes, 22 by 18 and 26 by 22 in. It is 
offered in white and four pastel 
colors. 

Manufacturer: Bath Maid, Inc., 
division of The Kitchen Maid 
Corp., Andrews, Ind. 


Summer Air Conditioner 
Utility Appliance has designed a 

new summer air conditioner as a 

companion unit for forced air fur- 





naces or for operation as a sepa- 
rate console conditioner. The unit 
is offered in 2 and 3-ton capacities. 
Resilient rubber mounts isolate 
the refrigeration unit and blower 
from the cabinet, providing maxi- 
mum quietness of operation. 

Manufacturer: Utility Appliance 
Corp., 4851 S. Alameda St., Los 
Angeles 11. 


Diffuser Grille 

A new diffuser-type grille has 
been announced by Air-Factors. 
The grille has adjustable scoop- 
type air proportioning vanes that 
are designed to balance the air vol- 





ume for a given supply outlet. The 
quick opening features provides for 
extracting air without the scoop 
entering the main duct over 2% in., 
insuring reduction of air velocity, 
even distribution and full shutoff. 

Manufacturer: Air-Factors, Inc., 
Monrovia, Calif. 


Bathroom Cabinet 

Grote has announced a new 
sliding door bathroom wall cabinet 
for new construction or remodeling. 


The new model (No. S-600) has 


more shelf space and mirror sur- 





face than previous models. Two 
plate glass mirrors slide quietly on 
glides that have stainless steel rims. 
The recessed cabinet is finished in 
white baked-on enamel, and has 
shelves of heavy plate glass with 
bulb edges for safety. 

Manufacturer: The Grote Mfg. 
Co., Inc., Bellevue, Ky. 


Time Switch 

Paragon has introduced a new 
time switch to provide automatic 
control for window-type air condi- 
tioners. The seven-day dial allows 
for different settings for each day 
as well as Sunday and holiday cut- 
out. The switch also can be man- 





ually operated without disturbing 
the sequence of automatic opera- 
tion. The “on” time is adjustable 
on a 24-hour dial, within 15-minute 
periods, permitting conditioners to 
begin early to provide the desired 
temperature, humidity and ventila- 
tion. 

Manufacturer: Paragon Electric 
Co., Two Rivers, Wis. 

(Please turn to top of page 79) 


Portable Pipe Saw Cuts Cast Iron or Steel 


A new portable power pipe saw 
for on-the-job cutting of 2 to 8 in. 
cast iron or steel pipe has been in- 
troduced by E. H. Wachs Co. 
Called the Guillotine, the saw is 
designed to speed cuts in tight 
places, operating in a 25 in. space. 
The unit weighs 120 Ibs and can be 
set up quickly by one man. A 
chain pipe vise clamps the saw to 
the pipe. A machined cast steel V 
saddle base assures a square cut 
at right angle to the pipe with the 
pipe itself acting as the tool base. 

Manufacturer: The E. H. Wachs 
Company, 1525 North Dayton St., 
Chicago 22. 
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Xational magazine advertisements 
ke this one are carrying the Briggs 

autyware story to millions of 
American readers. Besides selling 
Briggs fixtures in beautiful color, these 
eye-catching ads are urging potential 
tustomers everywhere to demand the 
convenience of two Briggs bathrooms! 
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BRIGGS BEAUTYWARE helps you to 
cash in on two-bathroom profits! 


Briggs’ ‘wo-bathroom advertising is helping to build 
business for plumbing contractors all over the country. 
This powerful promotion is tailor-made to increase 


your sales of handsome Briggs Beautyware. 


Convincing trade and national advertisements urge 
architects, ‘builders and home buyers to specify the 
second Briggs bathroom that adds so much value to 
any,new home. Folks know how convenient it can be. 
When they find how economical it is—they’re sold! 


BRIGGS MANUFACTURING COMPANY 








The high quality and dependability of each Briggs 
fixture helps you, too. Acid-resistant, with non-fading 
decorator colors, Briggs Beautyware is built to stay 
brand-new looking for years—even under the hardest 
use. That means satisfied customers who will boost your 
reputation. 


Get on the Briggs bandwagon, now! Double your 


Install ¢w#o bathrooms of popular 


©1954 


fixture profits. 


Briggs Beautyware every chance you get. 


ER 
BRIGGS 
“ 


DETROIT 26, MICHIGAN 
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KLIXON 


Relief Valves 


FOR 
PERMANENT 
RELIEF AGAINST HOT 
WATER TANK 
EXPLOSIONS 


These dependable relief valves stand constant 
watch over hot water tanks ... prevent explosions 
by relieving excess temperatures or pressures. 
Simple and easy to install, Klixon Relief Valves 
give positive protection for the life of the tank. 
They are available in many types for every appli- 
cation. Bulletin PR224 gives complete data speci- 
fications and typical mounting drawings. Write 
for your copy, today. 


—KLrxon— 


METALS & CONTROLS CORPORATION 


SPENCER THERMOSTAT DIVISION 
1808 FOREST ST., ATTLEBORO, MASS. 


Klixon Type RV-3 Temperature 
and Pressure Relief Valve. 
Equipped with test handle. 


INSTALLATIONS OF 
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Klixon RV-1 Pressure Relief Valve. 
Equipped with test handle. 


Klixon RV-O 
Pressure Relief Valve, 





Klixon RV-4 Temper- 
ature and Pressure 
Relief Valves. With 
fuse plug extension. 
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(Continued from page 76) 
Water Heater 


A new stone-lined gas water 


heater has been introduced by Mor- 
Flo. The %-in. stone lining is de- 
signed to prevent rust and corro- 
sion. The heater is available in 30 
and 45-gal. models. A two-piece 
heavy gauge steel flue baffle ex- 
tends the height of the tank for 





maximum heat transfer. The heat- 
er has a snap-action, dial thermo- 
stat with safety pilot control and a 
one-piece raised port burner. 
Manufacturer: Mor-Flo Heater 
Corp,, 2176 E. 76th St., Cleveland 3. 


Rubber Specialties 

A new line of rubber plumbing 
specialty products has been intro- 
duced by Radiator Specialty Co. 
More than 600 individual rubber 
items plus a complete selection of 
chemical products now make up the 
line. Included in the specialty line 
are washers, stoppers, gaskets, etc. 

Manufacturer: Radiator Special- 
ty Co., 1700-1900 Dowd Road, 
Charlotte 1, N. C. 


Lavatory Sink 

Lawndale has announced a new 
flat rim lavatory sink with an em- 
bossed ledge for counter top pro- 
tection. The sink (model 195-V) 
measures 19% by 15% by 5'M%e 





in, deep. Also featured are two 
embossed soap dishes and a front 
overflow. The sink is available in 
white and three pastel colors. 
Manufacturer: Lawndale Enam- 
eling Co., 1137 W. 14th St., Chicago. 


Selector Switch 
A new combination selector 


switch and fractional horsepower 


manual starter has been introduced 
by the Square D Company for heat- 





ing and air conditioning uses. The 
device permits remote control from 
a thermostat or local control from 
the starter. The manual starter 
provides overload protection. Two 
manual starters, without the selec- 
tor switch, also are available. 

Manufacturer: Square D Com- 
pany, 4041 N. Richards St., Milwau- 
kee 12. 


Air Conditioner 

A new central station air con- 
ditioner introduced by General 
Electric features an air-cooled con- 
denser that may be remotely 
located. The condenser section of 
coil, blower and liquid receiver may 





be placed in crawl space, attic, 
garage or yard. The evaporator sec- 
tion contains the cooling coil, her- 
metic compressor, electrical equip- 
ment and pressure switches. The 
conditioner is available in 2, 2% 
and 3 ton models. 

Manufacturer: General Electric 
Co., Air Conditicning Div., 5 
Lawrence St., Bloomfield, N. J. 


Pipe Leak Tester 

General Air Products has an- 
nounced a new pressure testing de- 
vice for detecting leaks in radiant 


ue 


heating, gas, air conditioning and 
water lines. The device can be 
operated by one man and is com- 
plete with pressure gage, valves 
and tank. One tank will test about 
10 average-size homes. Refills are 
available at carbon dioxide refill 
stations or from the factory. The 
tester also can be used to remove 
water from lines in preparation for 
freezing weather. 

Manufacturer: General Ajir 
Products Corp, 5345 N. Kedzie 
Ave., Chicago 25. 

(Please turn to top of page 88) 


Steel Cabinet Line Features Wood Doors 


A new line of kitchen cabinets 
and sinks combining steel and wocd 
has been introduced by American 
Kitchens. The company’s Ameri- 
can Pioneer line offers a choice of 
all steel cabinets and sinks with 
birch wood doors in natural finish, 
plus antique copper-toned drawer 
panels. The new features are avail- 
able in the 42, 48, 54, 66 in. and 8 
ft. sizes. All models have a heavy 
gauged steel all welded sink chas- 
sis. Cabinets are bonderized for 
rust resistance before being fin- 
ished with a double coat of baked 
enamel. Each size is available in 
deluxe and economy models. The 
deluxe models feature divided cut- 
lery drawer, hardwood cutting 
board, aerator and push button 
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spray. Steel and wood models are 
also available with white drawer 
panels instead of copper-toned. 

Manufacturer: American Kitch- 
ens Div., Avco Mfg. Corp., Con- 
norsville, Ind. 





DOMESTIC ENGINEERING August, 1954 





NEWS w=! 


a 


True to Republic Heater’s long history of 
manufacturing only the VERY BEST...the NEW 
THERMOGLAS Water Heater is the finest 
glass-lined heater that modern industry can 
produce. When you sell Republic’s 
THERMOGLAS you know you have a satisfied 
customer. THERMOGLAS heaters now 
available in quantity. 


Shown here SUPER DE LUXE SERIES 
THERMOGLAS; also available in 
STANDARD SERIES 


© 100% Control 

® Magnesium anode rod 
® 20, 30, 40, 50 gal. sizes 
® 10 year Warranty 
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You get added saleability and your customers 
get top operating performance with automatic 
water heaters equipped with UNITROL.® 
Robertshaw-Grayson’s extensive national 
advertising has educated your prospects to 
accept the fact that the performance of a 
water heater depends upon the Control’s 
performance...and that when the heater 
they buy is Robertshaw-Grayson controlled, 
they get the very best in quality performance. 


100% 
SHUT-OFF 






THE “CADILLAC” OF 
WATER HEATER CONTROLS 


Kobectshaw Fulton 


r CONTROLS COMPANY 


Grayson Controls Division, Lynwood, California * Robertshaw Thermostat Division, Youngwood, Pennsylvania 





































| ODAY’S modern snow melting installations have sent 
5 ives a snow shovel into retirement. In addition to 
being used for residential sidewalks and driveways, 
hundreds of snow melting systems have been installed 
at hotels, office buildings, church entrances, theaters, 
train platforms, and bus terminals throughout the 
snowfall areas of the United States. 

Besides taking the aching back out of a tiresome 
winter chore, snow melting systems take the accident 
and lawsuit hazard out of dangerous, icy sidewalks. 
Moreover, when used in front of theaters, around de- 
partment stores and other business establishments, they 
offer a wonderful psychological advantage. People tend 
to congregate in these clear areas on bad winter days. 

Thus, the snow-free sidewalks before a place of business 
create good will, and the merchandise on display there 
is seen by large groups of people. 

For over 50 years, architects, engineers and contrac- 
tors have been specifying NATIONAL Steel Pipe for con- 
ventional plumbing and heating systems until it has 
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The old snow shovel’s gathering dust 





NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


U-S°S NATIONAL Sicc/ PIPE 


August, 154 





become the nation’s standard for such applications. 
It is only natural, then, that they should turn to 
INATIONAL for this relatively new application—snow 
melting systems. They know that NATIONAL Pipe has 
the inherent characteristics necessary to meet the re- 
quirements of such applications — smooth, uniform 
bending; sound, strong welding properties; and long 
service life. Small wonder that such con- 
fidence has made NATIONAL Steel Pipe 
America’s largest selling pipe for snow 


melting service. 





* UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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A pipe dream 


| come true ! 


ust, 1954 
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; Made in pre-formed sections, new Fiberglas Low 
i Pressure Pipe Insulation is easily and economically 


applied. Comes in sizes to fit standard pipe up to 12", 
all copper tubing up to 3" in diameter. Suitable 
\ finishes, including vapor barrier jackets for cold line 
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anti-sweat purposes, are factory applied. 








New, rot-proof, shrink-proof, high thermal efliciency 


FIBERGLAS’ LOW PRESSURE PIPE INSULATION 


cold water lines! 


for low pressure steam lines, hot and 


The problem is solved—no more rot- 
ting, shrinking, adsorbent, costly in- 
sulation on your low pressure steam 
lines, your hot and cold water lines! 

New Fiberglas Low Pressure Pipe 
Insulation is here—the first major im- 
provement in low pressure pipe insu- 
lation in over 30 years—tested and 
proved in three years of trial applica- 
tions! 

Made of inert fibers of glass, this 
pipe dream come true will not rot, 
shrink, swell, buckle, or sag. It’s light- 
weight, resilient, moisture resistant, 


OWENS-CORNIN 


FIBERGLAS 





and up to 50°; more efficient thermally 
than old insulations used in low pressure 
service. Best of all... 
New Fiberglas Low Pressure Pipe In- 
sulation is priced right in line with 
ordinary insulations! 

Which means that for any given 
installation it’s actually cheaper. For 
thanks to higher efficiency, !2" of Fiber- 
glas Low Pressure Pipe Insulation does 
the same insulating job on hot piping 
as 1" of less efficient old type insulation 
—and it lasts and lasts. The properly 
located vapor barrier (on outside of 


insulation) helps avoid condensation, 
adsorption and resultant corrosion of 
pipe and deterioration of insulation. 

Whatever the application—low 
pressure steam, hot water or anti-sweat 
for cold water lines—Fiberglas Low 
Pressure Pipe Insulation pays for it- 
self time and time again. Moreover, 
it’s easy to cut and handle, fast and 
economical to install. 


Mail coupon now for / —~ 

new 4-page bulletin | a 5 

giving full | 
x 


technical data! 





G 
. Dept. 172-H 
Toledo 1, Ohio 


Owens-Corning Fiberglas Corporation 





Please send me a free copy of your new 4-page technical bulletin on new, rot- 
proof, shrink-proof, high efficiency Fiberglas Low Pressure Pipe Insulation 


*T. M. Reg. U.S. Pat. Off. 
IS 200 59d vi do gk ck 0 i.65.e 8 eRe ees > ewes 
PIPE INSULATIONS * ROOF INSULATIONS « DUCT INSULATIONS ee ae 
EQUIPMENT INSULATIONS « LOW TEMPERATURE INSULATIONS MI 2 pit tthe Rk 8 
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INSTALLATION 


is only HALF the job... 


Lasting performance 
is the final proof! 




















Industry's most complete line. 
4” through 3” sizes meet 
requirements of the small 
residence to multi-family is 
apartment house. 


Type TV Thermostatic Tempering Valves 


Easily adjusted to desired temperature. Powerful non- 
ferrous thermostatic element gives quick, positive, accur- 
ate temperature control. 

Customer satisfaction is the foundation of YOUR McC 
REPUTATION and depends upon excellent performance “ ‘G 
for years after the installation. ) 





Lawler’s “Performance-Tested” design combines ay 
pioneering experience with engineering leadership. , e 
Specially chosen non-ferrous metals assure years of posi- tele 
tive accurate temperature control with lowest mainte- cogil 
nance cost . . . the best insurance YOUR REPUTATION r _— 
can have. ate 

asen 

provi 

“Performance Tested” for _— Life refrig. 

> Q ads f 3 Econ 
ote bis ¥ 

STEAM TEMPERATURE — SHOWER MIXING WATE TEMPERING 

Pa \ REGULATORS VALVES nore VALVES 














of Thermostatic Controls 


LAWLER AUTOMATIC CONTROLS, INC. 453 North MacQuesten Parkway, Mount Vernon, N. Y. 101 Park 
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DOMESTIC 


IS A PLEASANT PLACE TO SHOP 


ENGINEERING 
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An engineer from Quinn & Feiner, 
Refrigeration and Air Conditioning 
contractors, shown checking the 


largest reciprocating compres 
sor installation in the East 





plc COOLERS ARE INSTALLED HERE 


McCrory’s spacious and sparkling new store 
at Livingston Street in Brooklyn is the 
world’s largest variety store. Careful plan- 
ning has made it an inviting place to shop. 


pc dry expansion freon coolers, an integral 
part of the air conditioning system, supply 
chilled water to eight remote conditioners. 
Four of these coolers —three in the sub- 
basement and one on the second floor — 
provide a total capacity of 350 tons of 
refrigeration in which they cool 1000 GPM 
of water to 44 deg. F. 


Economical and efficient, p-le coolers have 





earned a place for themselves in commer- 
cial and industrial building. A pioneer in 
the development of many types of heat 
exchange equipment, plc has provided ex- 
changers for virtually every type of appli- 
cation. 


What are your heat exchange needs? Heat- 
ing? Cooling? Custom built or standard 
units? ple has a wealth of experience in 
helping people like yourself select the 
proper equipment for their particular appli- 
cations. p-ke catalog +101-A gives standard 
range of freon coolers. 


580 Burson Street, East Stroudsburg, Penna. 


the Patterson-Kelley Co., inc. 


101 Pork Avenue, New York 17 ° Railway Exchange Building, Chicago 4 * 1700 Walnut Street, Philadelphia 3 * 96-A Huntington Avenue, Boston 16 * and other principal cities 
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Call the plumber! 


Every time a water heater goes ‘‘out of 
whack,’’ who’s the man the householder 
calls? You—the plumber! 


Then you have two choices. You can 
patch up the old one—which even then 
may not last for any length of time. Or— 
you can be a merchant plumber. 


You can suggest that your customer be 
modern electrically and let you install a 
new Electric Water Heater of adequate 
size—one that will have enough hot 
water in reserve for a good shower even 
after Mrs. Customer has done the wash- 
ing, or the children have had their baths. 


You can explain the cleanness, the econ- 
omy, the long life of the Electric Water 
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ere’s no hot water! 


Heater, and its completely automatic 
operation. You can make the installation 
anywhere that’s most convenient, inde- 
pendent of any flue or vent. You can 
give your customer a choice of Electric 
Water Heater types—upright or table- 
top. 


You can make yourself a tidy profit— 
and a happy customer. The new Electric 
Water Heater will forestall the costly 
call-backs which sometimes follow re- 
pairs—but your customers will call you 
back with pleasure when they need other 
appliances or services. So, you see, when 
you sell the Electric Water Heater, 
everybody benefits —not only immediately, 
but in the future as well. 


ELECTRIC WATER HEATER SECTION 





National Electrical M facturers A lati 


, 155 East 44th Street, New York 17, N.Y. 


Sell and install 
ELECTRIC 


WATER 
HEATERS 







... They're what people want! 


Be modern... 
live Electrically! 


ALLCRAFT * BAUER®C-E HEATMASTER ® CRANE-LINE SELECTRIC ¢ CROSLEY * DEEPFREEZE * FAIRBANKS-MORSE* FRIGIDAIRE®GENERAL ELECTRIC*@HOTPOINTeHOTSTREAM 
JOHN WOOD ¢ KELVINATOR * LAWSON ¢ MERTLAND * MONARCH © NORGE « PEMCO » REX © RHEEM © SEPCO © A. 0. SMITH © THERMOGRAY © WESTINGHOUSE 
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MORE AND MORE USES FOR 


WHEATLAND STEEL PIPE 
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(Continued from page 79) 
Filter Check 


A new instrument for determin- 
ing when air filters need cleaning 
or replacing has been announced by 
Rex Metal-Craft. The instrument 
(the RMC filter-chek) detects the 
loss of heat flow due to filter 





clogging by measuring the drop in 
static pressure. The drop is regis- 
tered by an indicator on the scale. 
The instrument is for mounting on 
the warm air chamber above the 
furnace. Maximum sensitivity is 
achieved by a bronze shaft in glass 
jewels for suspension of the in- 
dicator vane. An air tube project- 
ing inside the duct system trans- 
mits pressure variations to the 
vane. An orifice can be calibrated 
to a wide range of initial settings. 
The instrument is intended for air 
conditioning as well as heating. 
Manufacturer: Rex Metal-Craft, 
Inc., 1710 Gent St., Indianapolis. 


Double Plastic Pipe 

Crescent has introduced a new 
two-sized plastic pipe combination 
for jet pump installations. The 
pipe (Cresline Double-Jet) has 
the two sizes in one coil. It is de- 
signed to be easily worked into 
the well without forcing. The 
non-toxic polyethylene product is 
available in % by 1 in., 1 by 1% 
in., 1% by 1% in. and 1% by 1% 
in. sizes. 

Manufacturer: Crescent Plastics. 
Inc., 955 Diamond Ave., Evansville 
13, Ind. 


Water Heater 

Handley Brown has announced a 
new model of its “U” tube gas 
water heater. A preheater chamber 
built into the top of the tank tem- 
pers cold water to protect the ther- 
mostat from fluctuating on and off. 
The new model offers low and 
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“Potwatcher’ Turns Gas Range On and Off 
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Robertshaw-Fulton has _ an- 
nounced a new automatic timer for 
the top burners of gas ranges. The 
control (the Potwatcher) will shut 
off gas supply at the end of a de- 
sired time, so the housewife needs 
only to adjust the flame and set 
the timer. The control can be set 
to shut off gas in one minute inter- 
vals up to one hour. The timer 


and gas cock are in the one con- 
trol, which has a manual position 
to permit conventional use. The 
set handle of the timer returns 
to the “off” position at the end of 
the automatic cycles. The control 
is available with dual and single 
valves. The single valve model has 
a low simmer position and the 
dual model has both high and low 
simmer positions. The timing mech- 
anism is enclosed within a small 
control knob and can be replaced 
as a unit. A new companion oven 
control (the Temp ’n Time) can 
be set at 15-minute intervals to 
shut off gas up to four hours after 
setting. It also has a manual set- 
ting. 

Manufacturer: Robertshaw Ther- 
mostat Div., Robertshaw-Fulton 
Controls Co., Youngswood, Pa. 
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medium input capacities. A plastic 
cip tube is designed to prevent cor- 
rosive action. The heater has a 
built-in drip tray. The inverted 
“U” tube design forces heat through 
the cold water twice before being 
vented. Highboy and _ tabletop 
models are available. 

Manufacturer: Handley Brown 
Heater Co., 2549 Brooklyn Rd., 
Jackson, Mich. 


Central Air Conditioner 

A new residential central station 
air conditioner for use with warm 
air furnaces has been introduced by 





Union Asbestos. The unit is de- 
signed to house its own fan, in 
order to provide maximum forced 
air conditioning and to change 
gravity systems into forced air. 
The conditioner is available in 2 
and 3-ton capacities. The refriger- 
ation unit can be connected either 
to a cooling tower or to regular 
water supply. The conditioner is 
designed to operate at low air 
velocity to insure maximum hu- 
midity removal. Quiet operation is 
achieved by an insulated cabinet. 

Manufacturer: Union Asbestos & 
Rubber Co., Heating and Cooling 
Div., 332 S. Michigan Ave., Chicago. 


Combustion Chamber 

A new pre-cast combustion 
chamber has been introduced by 
York Insulation that is cast in four 
sections. The insulating refractory 
material of the chamber is designed 
to reach the proper red heat glow 
quickly after oil burning begins. 
Each section is cast with one-fourth 
of the chamber floor attached to it, 
to insure a positive lineup. The 
chamber is available in various 
sizes and shapes to fit various boil- 
ers, and is packaged in a strong 
carton tested for its resistance to 
rough handling. 

Manufacturer: York Insulation 
Co., Inc., Hoffman PI., Hillside, N. J. 

(Please turn to top of page 98) 
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NEW PUMP! NEW FEATURE! § 


7\ 














NO ADAPTERS! 
NO THREADS NEEDED! 
NO CLAMPS! NO UNION! 
NO SLIP COUPLING! 












The 
sain, wit 
ths PIPES i 











(*'Quick-Connect’’ Flange Unit, Patents Pending) 


NSIGNATURE” 


Faster, easier installations! Exclusive, 
“Quick-Connect” flange unit speeds connec- 
tions with plastic or steel pipe—saves time, work 
and money. Just slide pipe into pump—tighten 
two bolts—get a fool-proof hook-up. Brass in- 
serts for plastic pipe (included with pump at no 


+ 
THE DAYTON PUMP & MFG. COMPANY 
DAYTON 1, OHIO 























. : / extra cost) eliminate adapters and clamps. . 

er 

° True convertibility! Same ejector works on wit 

an 09 50 shallow or deep (4” or larger) wells. And you loc 

wd only + can get low-priced models with ‘“Quad-Volute” the 

hr 

ital: climates design and other quality features for 82% of the om 

jet pump market: Both 1% and % HP. sizes wit 

Ciitaehics TE chelate iatee in “package” systems, vertical tank systems, - 

system with 13-gallon tank, ejector and air pumps only. Single-pipe deep well models, too. “' 

harger. Y et th feat ; 

ee ee Full trade discounts. Call your Rapidayton for 
“Quick-Connect” Flange Unit... Larger ‘ ° 

pump bedy—looks bigger, primes easier wholesaler today or write for his name and by 

... plus all that ‘‘Rapidayton Champion” address. visi 

means... at NO INCREASE IN PRICE! mea 


Better-Than-Ever Performance 
At a Lower-Than-Ever Price 


Here’s a disposer with the toughest shredders in the business .. ; 
with tolerances so close no flow interlock is needed (except where 
local codes insist) because food waste can’t get into the drain unless 
the water is running. Here’s capacity so superior that food waste is 
shredded as fast as it can be loaded. Here’s truly quiet operation 
with all metal-to-metal contacts cushioned with Neoprene “shock 
absorbers”. A reversing switch doubles the unit’s life by allowing 


use of both edges of the double-edged shredders. 
The Westinghouse A-1B Food Waste Disposer is yours to sell 


for only $95.67—an unheard of price for a quality product. Backed 
by the biggest Westinghouse push ever in magazines and on tele- 
vision, you will find brand-new selling opportunities as you feature 


freedom from garbage handling at a price within the reach of all. 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division © Mansfield, Ohio 


you can Be SURE... iF ws Westinghouse 

















UNIFORM SHREDDING— Waste is reduced to fine 


particles that scour drain lines, keep them clean, 


and 


allow efficient 


reduction in septic tanks. 


EASIER TO INSTALL — 
Easily installed by one 
man, this unit fits all stand- 
ard sinks, requires no 
| extra plumbing fittings, 
| is 50% lighter in weight 
than previous models. 
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HERE’S A REALLY 


bE 


HERE AT LAST is a compact, dependable, efficient V,” and ¥/,” sizes for low or high voltage applica- 


gas valve that eliminates slam-bang operation. It’s tions. Get the full story,write Penn Controls, Inc., 
entirely new in design, with years ahead features. Goshen, Indiana. Export Division: 13 E. 40th Street, 
Try the new Penn Series 926 and you'll agree it’s New York 16, N. Y., U. S. A. In Canada: Penn 
the best gas valve on the market; built in 1/,”, 3”, Controls Limited, Toronto, Ontario. 














FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGI! 
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EVERYTHING IN ONE PACKAGE 


National Art Baseboard comes to you completely 
packaged in 8 foot lengths . . . ready for installation. 
Saves inventory and handling costs . . . convenient 
to deliver and handle on the job. 





























more profits for the installer 
more advantages for the buyer 


Nationa GZ Baseeoaro 


DESIGNED FOR THE MODERN HOME 


This is the modern hot water heat distributor that 
builders and home owners now demand .. . perfectly 
combined radiant and convected true perimeter heating 
for healthful home heating comfort. 


IBR APPROVED RATINGS 

Both high and standard capacity National Art Baseboard 
are IBR rated. 

TWO STYLES 

One type for flush against plaster installation . . 
type for recessed under plaster installation. 

TWO CAPACITIES 


Heating elements come in either standard capacity or high 
Capacity types. 


. another 


The NaTIonNAL Raoiator Company 


JOHNSTOWN, PA. 


} / / 
iy 4, ty y yfhyrf 


/ 


_) fa NATIONAL 





National Art Baseboard assures completely satisfactory 
functional heating for every room in the home—clean, 
inconspicuous, convenient, space-saving heating that wins 
new friends with every installation . . . heating results 
that build profitable business. 





DE 
The National Radiator Company 


Johnstown, Pennsylvania 


Please send Bulletin #666 on NATIONAL ART BASEBOARD. 


Name 
Company 


Address : ee CLO ee ae 2T le TS 
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STANDS ONLY 
WAIST HIGH! a 













ALDRICH 
Gulf Stream 


BOILER-BURNERS 


This compact GULF STREAM C-10 model stands 
only as high as a man’s belt and is only 22 inches 
in diameter. With an SBI net rating of 66,000 BTU 
per hour, it is ideal for the modern small home 
and especially popular with owners of split-level 
homes, where minimum height is essential. 

With the GULF STREAM range of 5 sizes and 
ratings, you can give every size home the proper 
size heating unit, save space and fuel and assure 
adequate heat. 








With a tankless coil installed, the unit also 
furnishes ample domestic hot water supply, with 
instant response. 


Feature the ALDRICH line and get more busi- 
ness. You'll make warm friends, too. Write us! 





STANDS ONLY SLIGHTLY HIGHER 
THAN WASHER OR DRYER A LO RIC lhl COMPANY Wyoming, Illinois 113 Williams Street 


A Subsidiary of Breeze Corporations, Inc, oF suc 
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Processing E Locker Installations . Cold Storage Rooms : Food Warehouses | 


hE REY 


ALL KINDS OF REFRIGERATING JOBS 
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Offices 











Large Buildings | 


Businesses 


AIR CONDITIONING JOBS—BIG AND SMALL | 








Room Air Conditioners Condensing Units up to 80 Tons 








Packaged Air Conditioners 
2 to 10 tons 


Combination Heating-Cooling Units 
When you handle the Curtis Line, you're ready for practically any 
profitable job in the field of air conditioning and refrigeration. You're ready 


to satisfy customers with the industry's top quality equipment line. You're 





ready to take advantage of Curtis’ national advertising in Saturday 
Evaporative Condensers, 
Cooling Towers, 

Matching Air Handling Units 


Evening Post, Time, Newsweek and other well-read publications. 


It makes profit sense to sell Curtis. To learn if you qualify for a direct 


factory franchise, write on your company letterhead. 


354 Fee 1453 [A_ REFRIGERATING MACHINE DIVISION 


street Yeas of Curtis Manufacturing Company 
1951 Kienlen Avenue, St. Lovis 20, Missouri 809 





OF SUCCESSFUL MANUFACTURING EXPERIENCE 
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, Dependable Service... 


Call Your Republic Pipe Distributor 


@ His operation is geared to handle rush 
orders. A phone call will usually speed his 


truck on its way in a matter of minutes, 


Of course, if you can anticipate your require- 
ments, he’ll appreciate the advance notice— 
but he’s prepared for emergencies. That’s 
because he carries pipe in all sizes and 


lengths — plus fixtures, controls, tools and 


other items—for every type of installation. 


@ Easy to bend, thread, and close coil 

@ Easy to weld by all methods 

@ Uniformly ductile 

e Uniformly strong 

e Uniformly clean and scale-free 

e@ Uniform wall thickness, diameter, 
concentricity 

@Economical uniform lengths, extra 

long lengths 


So why worry about maintaining a large pip- 
ing inventory? Make his stockroom your 
stockroom. You save capital investment. You 
save handling costs and insurance. You save 


valuable storage space. 


Get to know your Republic Pipe Distributor 
and the top-quality materials he stocks. At 
this very moment he’s as close as your tele- 
phone... and he’ll be glad to hear from you. 







REPUBLIC 








STEEL PIPE 
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of Fin-Tube All-Copper 





Tankless 
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Here’s the biggest advance in tankless water heaters 
since the introduction of all-copper construction! 
General Fittings now offers a complete line of all- 
copper tankless heaters made with the new integral- 
finned copper tubing that gives these famous heaters 
better heating efficiency than ever before. 

Eight sizes from 4 to 25 g.p.m. supply this ultra- 
modern design in sizes for every job. The new finned 
tubing provides higher heat transfer without any 


Water Heaters! 


sacrifice of compactness. And it’s tough... fully equals 


smooth tubing in strength and corrosion-resistance. 

Other outstanding features of GENERAL AIll- 
Copper Tankless Water Heaters include: rugged 
octagon wrench grips, easy drainage of coil and boiler 
water, and fiber-glass insulation. Available in 4, 6, 8, 
10, 12, 16, 20 and 25 g.p.m. capacities. Write for new, 
illustrated folder. General Fittings Co., 118 Georgia 
Avenue, Providence 5, Rhode Island. 


Gt GENERAL FITTINGS comany 





INDIRECT WATER HEATERS AND HEATING SPECIALTIES 
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(Continued from page 88) 


Oil Tank-Filter Valve 

A new oil tank-filter hookup 
valve introduced by Guardian has 
been designed for easy installation 
and servicing. The valve direct- 
cennects the oil filter to the under- 





side oil tank discharge outlet and 
permits the filter to be placed be- 
yond the tank rim. The valve (No. 
1910) has an adjustable packing 
nut, metal to metal seating, brazed 
body connections, packing designed 
for long life and a body of brass. 

Manufacturer: Guardian Prod- 
ucts Corp., 1243 E. Second St., 
Michigan City, Ind. 


Central Cooler 

A new packaged central cooling 
unit has been introduced by Shana 
Manufacturing. The unit is de- 
signed for easy installation with a 








new or existing duct system. Am- 
ple flanges are provided for the at- 
tachment of ducts. An _ optional 
plenum is available for commercial 
use where duct work is not neces- 
sary. The entire refrigeration as- 
sembly slides out of the cabinet for 
easy inspection and service. The 
electric control box is conveniently 
located behind a mounted hinged 
door at the front of the unit and is 
equipped with a thermostat to con- 
trol temperature and a _ selector 


switch to permit running of the 
blower fan alone or the complete 
unit. The conditioner is available 
in 2, 3 and 5-ton units. 
Manufacturer: The Shana Mfg. 
Co., 188 W. Randolph St., Chicago. 


Range Color 

Hotpoint has announced a new 
colored electric range in a push- 
button model. The color is a pastel 
fusion of blue-gray, with a green 
overtone. The color has_ been 
named “Tusque.” 

Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. 


Table-top Water Heater 
National Steel has announced a 
new table-top gas water heater 
with a 40-gal. capacity. The unit 
is housed in the same cabinet as 


_ 
® 


Ne 


the National 30-gal. model. The 
burner has ports drilled hoizontal- 


ly along the side to prevent con- 
densation clogging. 

Manufacturer: National Steel 
Construction Co., Logansport, Ind. 


Heat Pump 


A new 10 hp air-source heat 





pump introduced by General Elec- 
tric has been designed for larger 
homes and commercial buildings. It 
is powered by two modulated 5 hp 
hermetic compressors and will han- 
dle up to 3,000 cfm of air. The unit 
(model 98B Weathertron) extracts 
heat from indoor air in the summer 
and pumps it outside. In winter, 
it reverses automatically to pump 
heat from outside to the inside. 
Manufacturer: General Electric 
Co,, Air Conditioning Div., 5 Law- 
rence St., Bloomfield, N. J. 


Horizontal Furnace 

A new gas-fired horizontal fur- 
nace has been introduced by Iron 
Fireman for limited spaces in 
homes or for unit heater-type in- 
stallations. The packaged unit is 
shipped with all controls mounted 

(Please turn to top of page 102) 


Kitchen Sink Line Launched by Active 


A new line of drainboard sinks is 
among several new products in the 
plumbing ware line announced by 
Active Tool. The line features both 
double and_ single drainboard 
models offering plenty of working 
area and easy to clean contours. 
Other features include acid resist- 
ant porcelain enamel finish, and 
seamless one-piece draw construc- 
tion. Units are available with three 
or four faucet holes allowing for 
optional spray hose. Illustrated are 
the double drainboard Model VI- 
2554 and Model VI-2543 R or L 
(available with bowl at right or 
left side) which is designed for in- 
stallation with compact kitchen 
cabinets. Other new sink models 
and plumbingware products in the 
Active line will be described in 
forthcoming issues. 


O8 











Manufacturer: The Active Tool & 
Mfg. Co., 888 Clairpointe Ave., De- 
troit 14. 
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10 Sink-Cabinet Combinations 
available...at bargain prices! 


@ Win new customers! Make bigger profits! It’s easy 
... Just take advantage of the big bargain offered by 
American-Standard from September 1 through October 
31. During this period, you can sell an American- 
Standard Starter Kitchen as low as $183.95. 

Included in this special offer are single-bowl sinks 
with rolled rims, and twin-bow] sinks with flat rims. . . 
all sinks are white enameled cast iron. The undersink 
and base cabinets are made of sturdy steel and have an 
exclusive convertibility feature which permits a wide 
variety of drawer and shelf combinations to meet 
changing storage needs. The counter tops are one-piece 
Micarta front to back . . . have no joints or crevices to 
catch dirt and water. Each sink combination comes 
equipped with quality American-Standard fittings, in- 
cluding soap dish, strainer and spray. 

Your customers will be quick to recognize the value 
of this special offer. So make your plans now and be 
ready to cash in on the big sales-building campaign. 
See your wholesaler or American-Standard sales office 
about getting your promotion and display material. 


American Radiator & Standard Sanitary Corporation 
P. O. Box 1226, Pittsburgh 30, Pennsylvania 


= American-Standard Kitchen Units! 


Three-way promotion with special prices 
offers you opportunity to boost profits 






look! Special Promotion Kit... 


A big promotion package is available to help you get your 
share of this business. Ask your wholesaler or American- 
Standard sales office for details. Here’s what the kit contains: 


Window Banner e Ad Reprints ¢ Brochure on Starter Kitchens 
Colorful Home Books « Cooperative Ad Mats « Counter Card 


More Gide. eee 


There’s also a special merchandising prize pack- 

age to help you sell more American-Standard tI > 
cabinets. You can purchase a set of wall what-not * >| 
shelves at a low bargain price that enables you to __ | 
offer them to your customers—free—when they || 
purchase two or more wall cabinets with their || 
Starter Kitchen. Be sure to order a merchandising || 
prize package with each American-Standard lL 
Starter Kitchen combination. 








KITCHENS 





Kitchens of Steel for Lasting Appeal 


Serving home and industry: AMERICAN-STANDARD + AMERICAN BLOWER - CHURCH SEATS & WALL TILE + DETROIT CONTROLS + KEWANEE BOILERS - ROSS EXCHANGERS - SUNBEAM AIR CONDITIONERS 





that’s why there is no 
substitute for Field 
Quality and Accuracy 


An inaccurate draft control can com- 
monly cost your customers up to $10 
a year in extra fuel — and cost you a 


satisfied customer. That is why wise 
dealers insist that a Field Control be 
part of every heating installation. A 
score of years and over 12,000,000 
installations have proved that a dealer 
can depend on Field. 


*Fuel waste without any draft control runs up to 20%. 
With an inaccurate control 5% fvel wastes are common. 


QUALITY CONTROL: Field 
Draft Controls are inspected 
against a 23 point check list which 
includes such items as thickness 
and weights of materials, proper 
forming of parts, correct assembly, 
counter balancing to offset varia- 
tions in steel thickness, gate sen- 
sitivity. 


Sess ore Sa 





1— Made of heavy materials — Field controls 
last longer. 


MEH Mikey 


2— Balanced at factory — Eliminating weight 
variations which could affect control's accu- 
racy. 


32— Rocker type hinge pin — Quickly respon- 
sive, no friction. No sticking. 


4— Long Collar — No warping or clogging due 
to heat or soot, no service calls. 


5—Free smoke passage A Field Control 
never blocks the flue. 


6— Side wings and fitted gate — More accu- 


rate because opening in control increases 


more uniformly. 


7— Factory adjusted — Set to maintain .06” 
drab vnii) instrument setting is made. y/ 
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EVERY TENANT 
HIS OWN 
WEATHER-MAKER 


Nine B & G Boosters, individually controlled by room thermostats, B & G Flo-Control Valves, installed in the supply mains, prevent an 
circulate hot water to each zone. override in temperature when the Boosters shut off. 


Some like it warm, some like it cool... but in this apartment 
building, B & G Hydro-Flo Heating keeps everybody happy. 
Each tenant can have the tempefature considered most 
comfortable—and raise or lower it at will! 

The building is divided into nine zones, each equipped 
with a thermostatically controlled B & G Booster and a 
B & G Flo-Control Valve. Economy of operation as well as 
comfort is achieved, since zoning permits compensation for 
differences in exposure, solar effect and temperature 
preference. 

When you install a B & G Hydro-Flo Forced Hot Water 
System, you've laid the groundwork for the most modern 
comforts and conveniences. You've provided better heating 

..uniform temperature—warm floors—draftless rooms. 
You've assured fuel economy and the convenience of low- 
cost, all-year domestic hot water. Snow-melting and summer 


For QUIET operation and cooling equipment can be added at any time. 
long, trouble-free life, Send today for catalog of B & G Hydro-Flo Products. 


you can depend on the 
B & G Booster. Send for 


tha reasons why Wi zi 6 
pump is the biggest BELL & OSSETT 
seller in the field. ¢ Oo M P A N 


Dept. DN-1, Morton Grove, I[l[linois 
*Reg. U.S. Pat. Off. Saal Canadian Licensee: §. A. Armstrong, Ltd., 1400 0' Connor Drive, Toronto, Canada 
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(Continued from page 98) 


except the thermostat. Flue and 
draft diverter connections may be 
attached at either side. as may the 
burner and control assembly. The 
welded heavy steel heat exchanger 
is designed to prevent expansion 
and contraction noises. Four mod- 
els range in capacity from 64,000 
to 112,000 Btu. 

Manufacturer: Iron Fireman 
Mfg. Co., 3170 W. 106th St.. Cleve- 
land 11. 


Outside Wall Faucet 


A new outside wall faucet intro- 
duced by Woodmanse has been de- 
signed to provide water service 


ry 





even during sub-zero weather. The 
faucet (the Freez-Free) is avail- 
able assembled ready for installa- 
tion simply by threading it onto 
standard 1%-in. service pipe. The 
faucet valve consists of a metal ball 
closing against a brass seat. The 
faucet is made of bronze, brass, 
copper and monel metal, and is de- 
signed to be rust and corrosion 
proof. 

Manufacturer: Woodmanse Mfg. 
Co., 230 E. Main St., Freeport, Il. 


Baseboard Diffuser 

U. S. Register has introduced a 
new baseboard diffuser designed to 
deliver radiant heat when the dam- 
per is closed. The closed-damper 
position is recommended for re- 
moving the chill from bedrooms. 
The damper controls the entire 
length of the grille outlet. The dif- 
fuser may be installed against stud- 
ding before lathing and plastering, 
affording a deep top as a stop ledge 
for the plaster. The front bead de- 
flects air outward 15 deg from the 
wall. An _ adjustable  slide-plate 
bottom opening can be set to the 
desired length of the 2'4-in. boot 
opening, to avoid joists. 

Manufacturer: United States 
Register Co., 344 E. Burnham St.. 
Battle Creek 4. Mich. 


Distribution Box 


A cast stone distribution box de- 
signed to assure balanced field 
drainage with controlled directional 
distribution has been introduced by 
Myrastone. The outlets are blanked 
for 4 in. drain tile allowing option- 
al 2, 3 or 4 way distribution. Sized 





22 in. in diameter by 16 in., the unit 
has a shipping weight with lid of 
240 lbs uncrated. 

Manufacturer: Myrastone Prod- 
ucts Co., 7044 State Rd., Philadel- 
phia 35. 


New Oil Burner Introduced By Johnson 


A rotary-type oil burner has 
been designed by S. T. Johnson to 
provide automatic starts when put 
into operation after a lengthy shut 
down. The burner features a posi- 
tive displacement metering pump, 
a three-way magnetic oil valve and 
a high-efficiency suction pump. It 
is designed to automatically main- 
tain a fixed air-fuel ratio regardless 


of changes in oil temperature and 
viscosity. The burner is available 
in sizes ranging from 25 to 400 hp 
with each having a maximum ca- 
pacity of 125 percent of its nominal 
rating. Various combinations of 
operating accessories are available 
to fit special requirements. 
Manufacturer: S. T. Johnson Co., 


Arlington Ave., Oakland 8, Calif. 
102 


Window Unit Cover 

A new protective covering for 
window-type air conditioning units 
has been introduced by Weather- 
Ban Products. The cover is pitched 
to shed rain and other weather, and 
to decrease the effect of sunlight 
on the conditioner casing by using 





Fiberglas insulation under the main 
portion of the cover. Reducing 
heat on the outside of a conditioner 
is designed to decrease heat norm- 
ally transmitted to motor and com- 
pressor. The unit is made of a 
galvanized steel alloy in four colors. 
Installation is by two clamps which 
fasten to either side louvers or the 
conditioner bottom. Also, tension 
springs are fastened to the window 
side of the unit. 

Manufacturer: Weather - Ban 
Products, Inc., 19 Commercial Ave., 


New Brunswick, N. J. 


Utility Kitchen Cabinet 

Geneva has introduced a new 
kitchen base utility cabinet that 
may be used either for cleaning 
equipment or for pots and pans, 
Jinens cr canned food. Various kits 
available will prepare the cabinet 
for the desired use. When used 
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with the shelf kit, a plate may be 
inserted to make the bottom shelf 
level with the door bottom. When 
used for cleaning equipment, the 
plate is not used, providing a re- 
cessed bottom. The cabinet is of- 
fered in either a 13 or 24%-in. 
depth. 

Manufacturer: Geneva Modern 
Kitchens, Inc., Geneva, II]. 
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MR. PLUMBER: 


BUILDERS and ARCHITECTS are de- 
manding ACTIVE Quality Ware for both 
Stainless Steel and Porcelain Enamel sinks 
... are you prepared to serve them? 


Pictured above are just some of the many 
sinks available for the KITCHEN, LAUN- 
DRY ROOM, BATHROOM, RECREATION 
ROOM, OFFICE, BAR, etc. Active sinks are 
all DESIGNED RIGHT—MADE RIGHT 
and PRICED RIGHT. 


The name of ACTIVE QUALITY WARE 


ACTIVE QUALITY 


888 CLAIRPOINTE 


DOMESTIC ENGINEERING 





is backed by over a Quarter Century of 


production skill and manufacturing know- 
how. Active’s vast experience has made 
possible these ever-popular quality seam- 
less single and double bow] sinks in all sizes. 
Whether it’s Stainless or Porcelain—you 
can count on ACTIVE. If you recommend 
QUALITY you are bound to recommend AC- 
TIVE QUALITY WARE! 

For the finest plumbing ware line write to- 
day about information as to how you can be- 
come a successful ACTIVE DEALER. 


WARE 


e DETROIT 15, MICHIGAN 


DIVISION OF: ACTIVE TOOL G MFG. CO. 
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General Motors Delco-Heat assures | 
F 
with Winter-Summer Conditionair ° | 
HEATS BY 
FORCED WARM AIR d 
IN WINTER ! 








SIMPLE, COMPACT... | 
A SINGLE INTEGRATED 

UNIT FOR TODAY'S 
BUILDING NEEDS 











COOLS BY 
REFRIGERATION 
IN SUMMER! 








Reap the cash rewards in 
year ‘round air conditioning 


Now General Motors opens up great new profit opportunities for dealers 
with a combination heating-cooling unit that answers builders’ needs 
for low-cost, packaged, year ’round air conditioning. 

The Delco Winter-Summer Conditionair is a compact central unit for 
forced warm air heating with oil or gas, and for cooling by refrigeration. 
Even, low-cost comfort assured by Circle-Air heat transfer system and 
centrifugal blower. Includes filtering, ventilation, complete humidity con- 
trol. It offers home builders greater freedom in home planning because it 
permits elimination of many design compromises that add to the cost of 
a house. Items like breezeways, porches, screens, movable sashes can 
he forgotten when Delco Winter-Summer Conditionairs are installed! 





Write or wire: Delco Appliance Division, Dept. DEH, General Motors a 
Corp., Rochester 1, N. Y. In Canada, Deleo-Heat, Toronto 13, Ontario. : 


AY) DELCO CONDITIONAIR 


GENERAL || For a good deal. . . deal with DELCO 


MOTORS . a complete line of automatic oil and gas fired conversion burners, Conditionair forced warm 
air furnaces and heating and cooling units, boilers, water heaters and electric water systems, 
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Make your next 
s | paseboard job 
better with 


KEENEY 
































































KEENEY Chamber OMOQWENTS are 


best for Baseboard because... | 


>» Chamber creates high point for 
collection of air. 


» Readily accessible from any 
angle, no screwdriver needed. 


>» Automatic and manual action. 


» Automatic venting is factory- 
set, no adjustment needed. 


>» Eliminate several joint connec- 
tions and nipples. . 


>» Hundreds of thousands in suc- 
cessful operation. No failures! 
No returns! 





THE KEENEY MANUFACTURING CO. 


Since 1923, Manufacturers of Plumbers’ Brass Goods and Heating Specialties 
NEWINGTON, CONNECTICUT 
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Multi-stop leader goes automatic with... "yA 
ng 4 


new METRO -7latic.. transmission aX fas 



































METRO-Matic in models with METRO® bodies offer 
many time- and money-saving benefits in plumbing 
service. Available as optional equipment at moder- 
ate extra cost. Automatic transmission also avail 
able in other INTERNATIONAL light-duty models. 





Here is the news multi-stop truck buyers have been METRO -7latic..... 
waiting for! Here is new economy, efficiency, driving ease, the Modern Automatic 
and value added to INTERNATIONAL— the multi-stop delivery —— 
leader for 16 straight years! © Torque converter coupling provides smooth 
; a , transfer—multiplies t to 2.16 to 1 
The new METRO- Matic Transmission is what you’d expect Loans Git friar ate 4 = 4 
from the leader. It is a perfected torque converter type with © My@ractiedlipanetrélied glantiery wennb- 


built-in direct drive combined with an automatic three-speed sion shifts automatically through three forward 

transmission. It offers every automatic transmission benefit speeds, has constant mesh helical gears for clash- 
. nae less, ‘‘bumpless” operation. 

plus the economy of a conventional transmission. 


Converter lock-out gives 1 to 1 ratio direct- 





METRO-Matic adds further to the many exclusive cost- drive high gear operation—reducing slippage and 
saving features of famous INTERNATIONAL multi-stop trucks. ineroming questias and of > ee 
ms i ‘ ‘ r accelerator-controlled downshift restores converter 

It provides the effort-saving, engine-saving, fuel-saving ad- action for quick bursts of speed. 
vantages of correctly-timed, always smooth automatic shift- © Steering column selector lever permits simple 


ing — reduces maintenance costs — saves time in traffic and on accelerator and brake driving—allows locking of 
routes—saves driver energy—makes possible more deliveries transmission in low gear for heavy pulling or 
aes maximum downhill braking. 
per day. Visit your INTERNATIONAL Dealer or Branch and . ‘ hiites 
. . . ae * Low and reverse selector lever positions per- 
take a demonstration drive with METRO-Matic. Your trade- mit easy “rocking” in med or snow. 
in may cover the down payment. Convenient terms arranged. 


Mechanical type governor in transmission pro- 
vides always-smooth shifting regardless of tem- 


INTERNATIONAL HARVESTER COMPANY e« CHICAGO perature changes. 


international Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers 


Better roads mean a better America 


4 TULLE Td C 


‘Standard of the Highway 
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| Selling HOT WATER Heat? 


Then Give Yourself a Chance 


! (The Chance of a Lifetime !) 





yodies offer 


om Now —at a Popular Price — 


also avail- 


ene Hot Water Heat Combined with 
MECHANICAL AIR CONDITIONING! 


th The booming market today is for equipment that 
combines summer cooling with winter heating. In this 


ee ee 
noe’ 


: market, wet heat men once had little chance against rtlse 
of warm air’s price competition. P : PENN 
h- Now they’ve discovered Penn’s Air-rad — and it’s 
giving them the chance of a lifetime! Here’s Air-rad’s j Packaged Heat 
#" sales-winning triple play: (1) Air-rad provides clean, 
“ luxurious hot water heat (2) combined with mechani- A complete line of oil il 
P rae . fired boiler-busner units with 
er cal air conditioning (3) at a low price. tl: tanie sab dailinn 
In addition, Air-rads give full zone-control . . . both factory mounted and wired. 
. in heating and cooling. They can be installed for 
. heating only . . . and the cooling feature added at 
any future date without changing a single pipe. Pua ee cy oa ee 
7 Air-rads just slip between standard studs . . . use only . Department R 
smaller pipe sizes. Installation savings average 39% | Penn Boiler and Burner Mfg. Corp. 
0- on labor . . . 18% on materials. | Lancaster, Pa. 
; Mail that —— today! [] Send free Air-rad Bulletin and price list. 
| [] Send free Packaged Heat Bulletins and price list. 
Approved by Underwriter’s Laboratories 
d Freezers Oo EE EE IE RE OE EE ET OE 
America TH oa ies N N tin- nad SeITEREMMAINNE S: 65.5c/ «o's a omatalc ee Walaa Mpa acne oho 
Nh bie hacne yt aiautdsawaebae wie 
S Made by 
ee PENN BOILER & BURNER MFG. CORP. iliccied: .  abenma 





LANCASTER, PA. 
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Ah... heres snow melting £° 





sign of a progressive business 


People who buy are often unfairly referred to as 
the “fickle public.” Nothing is further from the 
truth ... for there is nowhere displayed greater 
constancy than by a really satisfied public. 

Progressive, successful businesses are increas- 
ingly aware of their obligation to perpetuate this 
public loyalty by making it easy, convenient and 
comfortable for customers to do business. Hence 
snow melting has taken its place along with air 
conditioning, good lighting, adequate rest rooms, 
ample parking facilities and other conveniences 
that win public esteem. 


Sreel Pige 


\s Fk Chace 


For sidewalk, driveway, and parking area snow 
melting and ice removal systems, steel pipe is the 
overwhelming choice. For steel pipe is economi- 
cal, formable and weldable for grid and coil 
fabrication, and has been proved in more than 60 
years of conventional hot water and steam heating 
applications. In fact it is the most widely used 
pipe in the world for plumbing, heating, fire 
sprinkler systems, air, gas and water lines! 

Ask for the new 32 page color booklet, “Steel 
Pipe Snow Melting and Ice Removal Systems.” It 
is yours, free and without obligation. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 


August, 1954 
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SUMMER AIR CONDITIONERS 







First, the many thou- 
sands of satisfied do- 
mestic owners of Jani- 
trol heating equip- 
ment are prime pros- 
pects for the addition % 
of a Janitrol Summer ~ 
Conditioner. 


They like their quality heating and will 


% a 
want to get the same dependable per- 
formance in Janitrol summer comfort. 


Then there’s the fast-growing new house 
market where complete year ‘round 
comfort is becoming a modern “must” 
if the house is to be saleable. 





econ fwo 
| RR 


. For easy and attractive “twin” installa- 
rofitable markets! tions, the 2, 3 or 5 ton models are the 
a s same height and depth as all Janitrol 
Gas-Fired Winter Conditioners built 
over the past 5% years. 









Designed especially 
for commercial instal- 
lations, Janitrol cool- 
ing units feature a one 
piece chassis with a 
complete inner lining 
of thermal and acous- : 

tical insulation, completely isolated from 
the smart grey casing for unusual quiet- 
ness. Here’s equipment you can install 
with confidence, requiring a minimum of 
servicing. The hermetically sealed re- 
frigerating unit carries a 5 year warranty, 










WHOLESALERS © CONTRACTORS 


Get complete details on Janitrol’s many sales 
features to make your selling in both the resi- 
dential and commercial fields easier and more 


profitable. 
When temperatures climb higher, the 


second stage automatically cuts in for 


HEATING AND AIR-CONDITIONING the peak load, providing 5 ton cooling 
DIVIS 10 N 3 capacity. 


The 5 ton model is designed so you can 
sell 2-stage operating economy and per- 
formance. 


During sticky, warm days when de- 
humidification is more necessary than 
cooling, only the low stage operates. 





SURFACE COMBUSTION CORPORATION ° COLUMBUS 16, OHIO 


in Canada: Alvar Simpson Ltd., Toronte 13. 
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st pennies 
a year for m 








Other Webster Heating Equip- 
ment for commercial and in- 
dustrial use includes Webster 
Tru-Perimeter Heating with 
steam or forced hot water; 
Webster Convectors; Webster 
Moderator Systems of Steam 
Heating and continuous flow 
controls for hot water heating — 
both with outdoor thermostat; 
and Unit Heaters. Data on 
request. 


Webster Heating experience in- 
cludes the field of vacuum, 
vapor and low pressure steam 
heating of buildings . . . medium 
pressure steam in industrial and 
process heating applications . . . 
and hot water heating systems 
for all types of building. 
Webster's specialized experience 
is available to you through engi- 
neers at the Home Office and 
through Representatives in 65 
cities across the nation. 














++ not first cost 


Six engineers reported average 
costs of less than one cent per year 
to maintain a Webster Radiator 
Trap in service. The average of 16 
installations was only 2.8¢ per year. 


Webster Radiator Trap installations 
customarily give from 15 to 30 years 
of satisfactory service. And a sur- 
vey covering 16 installations and a 
total of 51,816 Webster Traps in 
service showed average length of 
service at that time to be 30.3 years. 


Those Webster Traps are still giving 
efficient service. They continue to 
save fuel; prevent steam loss; hold 
steam within the radiators or steam- 
using equipment until it has given 
up all its useful heat. Year after 
year, Webster Traps provide con- 
tinuous, complete, automatic dis- 
charge of air and water of conden- 
sation. Even under severe operating 
conditions, Webster Traps give 
extra years of trouble-free service. 


Furthermore, when Webster Traps 
finally do show signs of wear, 
Webster Trap Attachments will 
bring them up to date quickly and 









aintenance 


inexpensively, re-using all service- 
able parts. 


Webster Traps are available in 
1/2”, 3/4” and 1” sizes and in 
many body models. Choice of Dia- 
phragm or Sylphon Bellows type. 


Before your next trap purchase, get 
facts and figures from your Webster 
Representative. He can give you 
full details of Webster Radiator 
Traps, Radiator Valves, Float and 
Thermostatic Traps, Dirt Strainers 
and other equipment for steam 
heating or process steam applica- 
tions. 


Address Dept. DE-& 
WARREN WEBSTER & CO. 


Camden 5, N.J. Representatives in Principal Cities 
In Canada, Darling Brothers, Limited, Montreal 


=since 1888 
Y Z ag) 


Systems of 
Steam Heating 
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The Social Revolution and You 


THERE’s A “social revolution” going on in Amer- 
ica. Maybe you’ve never called it by this high 
flying phrase, but you’ve definitely seen it, been 
amazed by it and commented on it. 

We’re talking about the increasing number of 
women with jobs—10 million of them housewives. 
This phenomenon is something that’s getting a lot 
of study by sociologists—but it also deserves a lot 
of study by plumbing and heating contractors. 

Working women represent purchasing power of 
53 billion dollars a year, according to a survey by 
the Bureau of Advertising of the American News- 
paper Publishers Assn. Yet this survey says: 
“Few retailers have attempted any direct efforts 
to cultivate this market.” 

There’s one thing Americans have never been 
accused of—neglecting their women, particularly 
when they have money. So it seems obvious that 
these working women will soon be courted, wooed 
and won by shrewd merchandisers who are quick 
to overcome a blind spot in their selling. 

The retailer in the best position to reach this 
market is the plumbing and heating contractor. 
He has more to sell the working woman in every- 
day benefits than any other businessman. 

The working woman is in a hurry. In the 
morning—in her rush to get herself and her fam- 
ily off to work and school—what would be a bet- 


"Them that Does, Gets .. ." (The Bay City Story in Action) 





ter investment for her than a modern kitchen” 
A dishwasher, disposer and appliances would 
make her work-away-from-work easier. 

What’s a greater time and money saver for 
working women than an automatic clothes washer 
and dryer? If she’s in a hurry, what’s better than 
a shower-tub and, of course, plenty of hot water? 
And what’s more essential to easy living than an 
automatic heating system on which controls do all 
the work? 

Some might say 
and let it go at that. But that isn’t enough. When 
the smooth-talking boys from other industries 
start telling the working woman how much she 
needs her own car, TV set, etc., plumbing and 
heating, as necessary as it is, will be brushed off 
with that fatal phrase—“we’ll buy that a little 
later.” 

The working woman will have to be impressed 
through contractor advertising directed at her 
needs, that it’s to her own advantage to buy mod- 
ern plumbing and heating and that it is the other 
products that can wait. 

She'll be glad to buy on that basis. As it is, the 
working woman has been neglected too long by 
merchandisers. She’s the most attractive woman 
in the country, and she’ll bestow her favors on 
the most sincere suitor—provided he isn’t like 
Miles Standish who let his rival do the talking 
and lost the gal. 


“those are the facts, ma’am” 


saw DE’s Modernization Sales 
Kit with its 240 promotional 


A PLUMBING and heating con- 
tractor in Western Pennsylvania 
is demonstrating what people 
mean when they say “them that 
does, gets.” Out of 10 calls made 
in one day, he sold eight com- 
plete heating modernization jobs. 

Other contractors in the area 
(Pittsburgh) are also making 
calls and getting business. It 
proves the point that there’s 
plenty of business around re- 
gardless of season and economic 
conditions. But you have to go 
out to get it. 

The question is—where do you 


go and how do you get it? The 
case of the Pittsburgh contractor 
provides the answer. 

The day before he batted .800 
in the salesmanship league, he 
got some powerful pointers from 
a sales meeting at Eckstein Sup- 
ply Company. 

Featured at the meeting was 
DomEsTIC ENGINEERING’S “Bay 
City Story” film. That showed 
where the business was—in re- 
modeling. And it showed how to 
get the business—by aggressive 
selling. 

As another aid, the contractor 
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pieces designed to make the pub- 
lic remodeling conscious. 

It was an impressive show— 
it must have been to inspire such 
an impressive selling record the 
very next day. Eugene Hannon, 
sales manager for Eckstein, calls 
the film and kit “priceless 
selling tools that can improve 
any contractor’s business.” 

The tools that worked in Pitts- 
burgh have already worked in 
Dallas, Milwaukee and scores of 
other cities. They’ll do the same 
in your town if you really want 
o “go and get” the business. 
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-Are-they the answer fo your 


“plumbing repair headaches? 


CAN PLUMBING REPAIRS be sold 
on an annual fee basis? 

In May, 1946, Domestic EncI- 
NEERING reported the inception 
of a plan to do just that by the 
Zien Plumbing and Heating 
Company of Milwaukee. 

Now, after eight years of sell- 
ing repair work at flat annual 
rates averaging less than $20 per 
home, president Ed Zien sums up 
the pros and cons of the plan this 
way: 

“The maintenance program 
has been worthwhile to us be- 
cause it brought us a certain 
number of new customers when 
we started it and, more import- 
ant, because it has been valuable 
in strengthening good customer 
relations. It keeps us in close 
touch with our customers and 
avoids squabbles over repair 
charges. 

“Financially, the program just 
about breaks even at our current 
prices. It helps to stabilize our 
labor demands on a year-round 
basis, but, on the other hand, it 
often ties up one or more of our 
best craftsmen. 


Aim of the Program 

“Although one aim of the pro- 
gram is to build customer fidelity 
and thus increase sales of appli- 
ances and major equipment, it 
actually has that effect only in a 
limited number of cases. Most 
people still shop for the best 
price on major purchases, and 
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The Zien Plan Will Answer These Questions: 


© Can | make money by doing plumbing repairs for a 
2-bath home at a flat fee of $17 per year? 


@ What will this plan do for customer relations? 


© Will the plumbing repair fee plan give me the inside 
track on remodeling jobs planned by the customer? 


@ Will a similar plan work for heating repairs? 
@ Is this plan the answer to customer complaints about 


“high” repair charges? 





Find the answers to these questions in the article, then send any 
additional ones you want answered about plumbing repairs on 
an annual fee basis to the editors, Domestic Engineering, 1801 


Prairie Ave., Chicago. 
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they shop us amang others. 

“In many of our creative sell- 
ing efforts, such as gas conver- 
sions or kitchen remodeling, the 
good customer relationship built 
by the maintenance program has 
been a distinct advantage.” 

Getting down to facts and 
figures, here’s what the plan pro- 
vides for and how it has worked 
out in practice: 

In several Milwaukee suburbs 
where homes are predominantly 
new, the Zien Company signs 
agreements with home-owners to 
provide labor on all plumbing re- 
pairs for an annual fee. Charges 
start at $17 for a small home 
with one bath and one powder 
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room, and go up $3 for each addi- 
tional bath or powder room. On 
all repair work, customers pay 
only for materials used. (See 
agreement for full provisions). 
When the plan was started 
early in 1946, it was promoted 
aggressively in the selected areas 
via newspapers, publicity efforts, 
personal selling and other 
methods. Within a few months 
hundreds of prospects had 
signed up, and in two years the 
list went over 1,000. Except for 
mailing customers a_ renewal 
contract each year, the firm has 
not pushed its “Zienize Your 
Home” plan in any way over the 
past five years. The list now 
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totals about 700. An average of 
25 home-owners per year learn 
of the plan from friends and sign 
up, replacing some of those who 
drop out. 

Since the contracts are offered 
only in Milwaukee’s better resi- 
dential areas, most of the homes 
cn the list have two or more 
bathrooms. The average annual 
fee is between $17 and $20, 
bringing in approximately $13,- 
000 per year for the total pro- 
gram. 

This figure is just about equal 
to—or perhaps a trifle below— 
the total labor charges that the 
Zien Company would make for 
plumbing repairs on these homes 
if they were not covered by an- 
nual retainers. This was shown 
recently by a spot check of serv- 
ice call records kept for the past 
two years by Bert Zien, one of 
the four brothers who manage 
the firm. 

The records show that most of 
the homes under the plan are 
taking between three and six 
hours of service time per year. 
At the Zien Company’s $4.70 per 
hour labor charge, this totals 
$14.10 to $28.20. These are retail 
labor prices, however, and they 
include some profit. 

This means that if the program 
calls for perhaps $14,000 worth 
of labor per year at retail prices, 
the plan is still paying its own 
way, because it costs the Zien 
Company somewhat less than 
that $14,000 to provide the labor. 
The added overhead costs in- 
volved in signing agreements 
and keeping records of them is 
certainly not greater than the 
overhead saved by eliminating 
the billing on perhaps 2,000 re- 
pair jobs per year. Many more 
than 2,000 calls are made at 
homes under the plan, but in 
many cases materials are used 
and a bill is sent. 

The figures make it clear that 




















The Plumbing Repair Plan in Action: 
Case Study No. 1 


This home was signed up by its owner in 
1951 for a $17 a year contract. It has 
averaged only 2% hours of labor per 
year, or $11.75 at retail. About a year 
ago, the homeowner decided he needed 
an incinerator. Zien received the order for the incinerator 
at $55. The owner is presently considering a second bath and 
while Zien says there is no assurance he will get the job be- 
cause of the annual repair fee plan, his chances are good. 





Case Study No. 2 


4 6This home, covered by a modest $17 per 
» year contract, has required an average 
of 5% hours of labor per year, amount- 
ing to $25.85 at retail. Starting on the 

= plan in 1946, the owner bought no ma- 
terials for six years. However, in December, 1952, Zien was 
called in for an estimate on a kitchen remodeling job for 
which he got the contract. The sale, which included several 
kitchen appliances, amounted to $1,300. 







Case Study No. 3 


The Zien Company calls this home a 
fairly representative example of its an- 
nual fee service: The contract is for $20 
per year. It has recently averaged six 
hours of service at a retail labor cost of 
$28.20 per year. No appreciable materials or major jobs have 
been sold in the eight years the contract has been in force. 
Losses on some plumbing repair contracts, like this one, are 
balanced out by profits on others. 





Y Case Study No. 4 


A home with one bath and a powder 
room, paying $17 per year, was under 
the plan for four years (June ’49 to June 
53) and finally had to be taken off be- 
' cause of the loss entailed in carrying it. 
High mineral content in the home’s well water caused chronic 
clogging in the lines, requiring 40-50 hours of labor per year. 
This was just one of two cases in 1,000 that Zien had to cancel 
out during the eight years of the plan to date. 





Case Study No. 5 


This large home pays $26 per year. Over 
the past two years it has averaged 61% 
hours of service per year, or $30.55 of 
labor at the retail price. No appreciable 
materials have been used on the calls, 
which were of a varied nature. The records show no major 
installations, appliances or fixtures sold to this home during 
its eight years under the program. 
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» +» » continued 





Here’s the Contract: 





Annual Service Fees 
(Continued from preceding pages) 


the maintenance program does 
not bring a profit, but does pay 
for itself and even carries its 
share of the overhead. 

“We're satisfied with it that 
way,” Ed Zien says. “The good 
customer relations it develops 
make it worthwhile. Let me 
stress very strongly, though, that 
this type of program is not an 
effective tool for creating or 
building business in itself. At 
best, it is one small prop to a 
business building program. 

“We do not automatically get 
the plumbing, heating and appli- 
ance business of anyone under 
the plan. The majority of them 
shop for the best deal, like any- 
one else. A typical example is 
one that happened recently. A 
man we had worked for under 
the plan for six years needed a 
water heater. We quoted him a 
price of $260. He bought the 
heater somewhere else at $250. 





4. This con jy to remode pa 
It does nok STeating FePsirs OF 









“The opposite type of case 
sometimes does happen,” Zien 
admits. “A woman came into the 
showroom recently to pay a 77 
cent bill for materials on a call 
where the labor was covered 
under the program. She saw a 
dishwasher, became _ interested 
in it, went home and sold her 
husband on a small kitchen re- 
modeling job that came to $600.” 

To illustrate how the losses on 
some homes are evened out by 
profits on others, here are five 
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REPAIR CONTRACT: For an 
annual fee of $17, homeowners 
get free labor on the 13 items 
listed on left of agreement. 
Three dollars is charged for 
each extra bathroom or pow- 
der room. Parts also cost extra. 


SEVEN HUNDRED home- 
owners signed up for Zien’s 
plan last year. Here, Al Zien 


















% period of 
furnace coll. ‘or septic tank ones in effect for * locates another service ac- 
replace shower 5, This contract ~ * og membership count in Shorewood, one of 
" one oe for the first year § _ Milwaukee’s residential sec- 
pasis ic ! ; 
install sink oF 6. Th 7.00. In anos 38 tions. 
ete 
have more —_ two soressed 
aad will 
5: throom. 
ae plumbing repait stem in besetions] complete veerminated 
4 plum : contract can “yher party: 





representative cases from a 
larger sampling cited recently by 
Bert Zien: 

(1) A home with one bath 
and one powder room, paying 
$17 per year, was under the plan 
from June °49 to June ’53, and 
had to be taken off the plan be- 
cause of the very large loss en- 
tailed in carrying it. This home 
has its own well, and over the 
years the high mineral content 
of the water has caused serious 
clogging and corrosion in the 
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ENTRY into a prospect’s home is made 
easier through use of the service pro- 
gram. Zien says good customer rela- 
tions resulting from the program have 
helped the firm’s creative selling. 
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lines. Each time the company 
was called to clean them out, the 
job took five to seven hours. The 
firm sent the home owner a 
polite letter explaining in detail 
why it could not renew the 
plumbing repair contract. 


Two Out of 1,000 Canceled 


This was one of just two 
cases, out of more than 1,000 
homes that have been under the 
program, that were canceled out 
by the Zien Company. The other 
case was a home where the firm 
was making calls at a rate of 40 
per year to clean clogged water 
closets. In spite of the Zien 
Company’s polite explanation 
that “Q-sticks” caused this clog- 
ging, the maids or occupants 
continued to toss these cotton- 
wrapped sticks into the bowls. 
The Zien Company canceled out 
politely enough to remain on 
good terms with the owner of 
this four-bathroom home. This 
home still calls regularly to have 
its water closets cleaned—at 
$4.70 minimum per call. 

(2) This large home pays $26 
per year. Over the past two 


LARGER SALES also result from the 
program. When servicemen see an 
opportunity for a major appliance 
sale, they suggest the prospect visit 
the showroom for a demonstration. 





years it has averaged 64% hours 
of service per year, which would 
be $30.55 at the retail price. No 
appreciable materials have been 
used on the calls and the records 
show no major installations, ap- 
pliances or fixtures sold to this 
home during its eight years 
under the program. 

(3) This home pays $20, has 
recently averaged 6 hours of 
service, or $28.20 retail, per year. 
No appreciable materials sold in 
eight years. 

(4) This home pays $17, 
signed up in 1951. It has aver- 
aged 214 hours of calls per year, 
or $11.75. One incinerator, at 
$55, has been sold to this home. 


Repair Client Buys Kitchen 

(5) This home pays $17 a 
year, has recently averaged 512 
hours, or $25.85 of retail labor, 
per year. Starting on the plan in 
1946, it bought no appreciable 
materials for six years. In De- 
cember, 1952, this home owner 
had the Zien Company do a 
kitchen remodeling job, includ- 
ing appliances, for $1,300. 

The Zien brothers point out 
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FOLLOW UP sales in the home are 
an important by-product of the pro- 
gram. Servicemen often spot an open- 
ing for a sale. Al Zien (below) then 
visits the home where entree is easy. 





that the sale of an incinerator or 
kitchen job to a home under the 
program doesn’t necessarily 
mean that the program was re- 
sponsible for the sale. The 
homes under the plan are in the 
suburban areas where the firm’s 
best merchandising efforts are 
concentrated, so the program is 
usually just one contributing 
factor in the sale. 


Plan Not Used as Wedge 


“Above all, we don’t use the 
program as a wedge,” cautions 
Bert Zien, “or in any way to add 
pressure to a sale.” , 

“Keeping on good terms with 
customers through this program 
is very worthwhile,” Al Zien 
says. “When the non-plan cus- 
tomer calls for a minor repair, 
our man spends ten minutes in 
the home, and we bill our $4.70 
minimum, we’re sure to get a 
‘kick’ on the price. We can't 
start explaining the business 
overhead, the time it took the 
man to get to her house, and the 
fact that he drove up in a shop- 
on-wheels worth $6,000. The 


(Please turn to top of next page) 














(Continued from preceding pages) 
maintenance program sidesteps 
that problem. It makes sales pos- 
sible, even though it doesn’t 
create them.” 

A look at the Zien Company’s 
sales records in the years follow 
ing the inception of the mainten- 
ance program indicates that 
there must certainly have been 
much more than just “good cus- 
tomer relations” powering the 


firm’s growth. In 1946, the year 
the program was started, the 
company doubled its 1945 vol- 
ume. In ’47 appliance sales were 
added and volume jumped to 
four times the 1945 level. By 
1950, campaigns on dishwashers, 
disposers and gas conversions 
pushed business to six times 
what it had been in ’45. The up- 
ward trend has continued. 
These increases were the re- 





STRATEGY MEETING: The Zien’s put their heads together to study the 
service plan which breaks even on labor but has a big payoff in customer 
good will. Reviewing the plan are Ed, father Herman, Al, and Bob, 


Old Hands at Merchandising . . . 


When it comes to merchandising, Zien Plumbing and 
Heating of Milwaukee are proven veterans. Their plumb- 
ing repair plan described in the adjoining columns is 
only one example of the imaginative techniques they 
have used to build business. 

These techniques paid off in 1950 when Zien won a top 
prize in Domestic ENGINEERING’s All-Industry Merchan- 
dising contest. In competition with contractors from 
throughout the country—contractors with a total of 4,000 
years experience in merchandising—Zien won second 
prize among the 181 awards given. 

Judges said Zien typified the most progressive think- 
ing in plumbing and heating merchandising. 

Zien has a long list of such achievements. For two con- 
secutive years, the firm won General Electric’s contest 
for the outstanding merchandising of plumbing connected 
appliances like disposers and dishwashers. 
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sults of carefully planned, 
aggressive merchandising pro- 
grams and repeat business re- 
sulting from quality work. Using 
time-proven promotion methods 
and aiming at the most recep- 
tive areas of the Milwaukee 
market, the four brothers—Bert, 
Bob, Al and Ed Zien—entered 
their father’s long-established 
business after World War II and 
built one of the outstanding 
plumbing - heating - appliance 
operations in the country. The 
maintenance program, they em- 
phasize, was one of a number of 
progress factors from 1946 to 
1950, but is not as important 
now. 

“While we continue it for its 
valuable customer relations aid,” 
says Ed Zien, “the value of the 
plan to another plumbing firm 
might lie in its stabilizing effect 
on the firm’s labor. Leveling off 
those seasonal dips is always im- 
portant, and the program could 
be a vital factor in maintaining 
business for a contractor who 
faced a receding market. 

“Our own business is not re- 
ceding. Right now (end of May) 
we have bona fide contracts for 
600 new homes going up in 1954. 
We did 400 homes in all of 753. 
The maintenance program isn’t 
helping us to get these contracts 
or make them pay. That takes 
good buying and mass produc- 
tion installation methods . . . but 
that’s another story!” END 





Crane Planning Birthday 

July 4, 1955, will see the celebra- 
tion of an American success story 
on the biggest American holiday. 

Crane Co. is already getting 
ready for its centennial celebra- 
tion which will be held through- 
out the year with the birthday par- 
ty planned for Independence Day. 

On July 4, 1855, Richard Teller 
Crane founded the Crane Co. in a 
one-room, self-built shop in Chica- 
go (pop. 75,000). 

In 100 years the firm has grown 
to a corporation with $315 million in 
sales and some 40,000 products. 
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Installation 
and Service Tips 

for Summer & » 
Air Conditioning ae 


IN LAST MONTH’S REPORT on air conditioning (p. 
124), C. W. Nessel, industry consultant for Min- 
neapolis-Honeywell Regulator Co., gave some 
installation and service tips on residential cooling 
designed to keep contractors out of trouble before 
they get into it. 

The first article discussed the importance of 
calculating heat and moisture gain in residences 
and pointed out ways they can be reduced to pro- 
vide a better installation. ° 

In this second article, the question of proper 
location of the cooling equipment is discussed, 
along with additional tips on design, service and 
installation. 

These tips were given by Mr. Nessel in a talk 
at the annual convention of the Oil Heat Institute 
of America held in Philadelphia in May. 

Excerpts from Mr. Nessel’s talk follow: 

As we mentioned previously, field observations 
indicate a preference for a thermostat setting of 
about 76 to 78F and a relative humidity of 50 per- 
cent or less. 


Check Thermostat Setting 

Most cooling jobs are designed for an indoor 
temperature of 80F, but find out in advance if the 
customer expects to carry a thermostat setting of 
65F or 70F all summer long. If he does and you 
don’t, you will be in trouble. 

Instances have been observed where there ap- 
pears to be no fixed thermostat setting in a home. 
It seems that the family changes it from time to 
time. There is obviously a relationship between 
the desired indoor temperature and the health and 
metabolism of the occupants. One mother who 
believed it was not “healthy” for her children to 
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run in and out of an air conditioned space turned 
the equipment off and opened the windows just 
before the children arrived home from school. 
This practice will soak the wallpaper off the walls 
and cause rugs to mildew. 

One individual insisted on a higher temperature 
indoors with warmer outdoor weather on the pre- 
mise that the thermal shock of moving from a cool 
atmosphere to the warmer one outdoors was bad 
for the health. This does not appear to be a sub- 


Sales Opportunities in Residential 
Cooling . . . page 229 


stantiated fear except for a person in poor health. 

It is not always possible to maintain the desired 
50 percent or lower indoor relative humidity un- 
less additional equipment, including a “re-heat” 
cycle, is introduced. Sometimes, two-stage opera- 
tion of the cooling compressor or compressors will 
help but it is difficult to maintain a low relative 
humidity continuously hour after hour and day 
after day. This equipment removes moisture only 
when it is in operation. When it stops the dehu- 
midification process stops too, since most systems 
operate only in response to air temperatures and 
not to the indoor relative humidity. 

On a day when the outdoor temperatures are at 
the designed temperatures the cooling equipment 
will probably operate continuously from mid- 
morning to late afternoon. This extended opera- 
tion usually results in a continuous reduction of 
indoor relative humidity. However, with shorter 
cycles during the evening the humidity will grad- 

(Please turn to top of page 184) 








A New Kind of 
Technical Specialist Is 


Coming 


A NEW FRONTIER in technical 
education is being explored these 
days in Southern California, 
where a new curriculum—de- 
scribed simply as “Plumbing En- 
gineering’ —has been established 
in the engineering department of 
the Los Angeles City and State 
College. 

The course is designed to pro- 
vide our industry with a new 
kind of technical specialist: the 
“plumbing engineer,” who will 
be well grounded in all phases of 
basic engineering, yet will pos- 
cess an intimate knowledge of 
the complex details of modern 
plumbing. Already, the new 
course has aroused the interest 
of contractors, educators, archi- 
tects, builders, and city officials 
across the nation. Since the 
course was established, the Los 
Angeles school has received a 
mounting volume of inquiries 
from plumbing and heating con- 
tractors asking detailed informa- 
tion about this unique training 
program. 


Exclusive Interview 

To provide these details, 
Domestic ENGINEERING recently 
assigned a reporter to interview 
George Duncan, head of the en- 
gineering department at Los An- 
geles City and State College. 
Here is the interview: 

Q. Mr. Duncan, we have been 
hearing that you are “sending 


plumbing industry personnel to 


Your Way 


college” here in Los Angeles. 
Would you tell us just how this 
new curriculum came into be- 
ing? 

A. In the first place, the course 
has been the result of a great 
deal of thinking and planning on 
the part of people in and out of 
the plumbing industry in this 
area. These people, who include 
leading plumbing and heating 


contractors, designers, architects, 


Out in Los Angeles, 


plumbing contractors 
are getting behind 
a training program 
which is designed to 
provide our industry 
with a new kind of 


plumbing engineer 





mechanical engineers, municipal 
building and safety officials, and 
utility company officials, have 
long recognized the growing 
need for professionally trained 
plumbing engineers who would 
be capable of handling the most 
difficult planning assignments in 
major building projects—hospi- 
tals, office buildings, industrial 
plants, hotels, and other large 
installations where plumbing en- 


What the Plumbing Students Will Learn: 


First Year Credits Second Year Credits 
Surveying 3 Engineering Mathematics 3 
Engineering Mathematics 10 Chemistry 5 
Engineering Drawing 2 U.S. History 6 
Engineering Orientation ] Speech 3 
English 3 Principles of Economics 3 
Physics 7 Drawing 3 
Personal Hygiene 2 Electives a 
Physical Education | 32 
Electives i 

32 

Third Year Credits Fourth Year Credits 
Electric Circuits 4 Electric Machines 3 
Strength of Materials 4 Heat Power 3 
Engineering Mechanics 6 Engineering Economics 3 
Fluid Mechanics 3 Sanitation & Bacteriology 3 
Electric Mechanics 3 Literature & Philosophy 3 
Thermodynamics 3 Heating, Airconditioning 
Basic Electronics 3 and Refrigeration 4 
Commercial Law 3 Structural Layouts 3 
Pre-professional writing 3 Fire Sprinkler Systems 2 
Oral Expression 3 Plumbing Estimating 2 

kL Water Treatment and 
Sewage Disposal : 
Electives 
3 
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gineering must be closely coordinated with the 
other phases of civil, structural, mechanical and 
electrical engineering. 

Until recently, no institution has been training 
young men for exactly this sort of a professional 
career. Yet it is a profession that has unlimited 
opportunities, because it would provide trained 
specialists who, with ample practical experience, 
could save their employers many thousands of 
dollars. 

Q. In other words, this new curriculum was 
actually initiated outside the college? 

A. That is correct. The course was developed 
upon the request of the Associated Plumbing 
Contractors of Los Angeles, together with the 
Western Plumbing Officials Assn., the Los An- 
geles city health department, the city department 
of building and safety, organized labor, the South- 
ern California Gas Company and the Los Angeles 
Department of Water and Power. 

Q. Are these organizations actively participat- 
ing in the development of the curriculum? 

A. Very definitely. We have a 15-man advisory 
committee that works very closely with us at all 
times. The committee, which includes represen- 
tatives of all of these organizations, as well as our 
own faculty members, has been specifically re- 
sponsible for selecting the various courses in the 
four-year program. It has also been instrumental 
in procuring outstanding industry leaders to con- 
duct our advanced courses in specialized plumb- 
ing engineering. 

Q. Now, exactly what kind of training are these 
prospective “plumbing engineers” receiving? 

A. In the first two years we give a student a 
well-rounded background in fundamental engi- 
neering. For example, he studies engineering 
mathematics, engineering drawing, engineering 
orientation, physics, surveying, chemistry, and 
economic principals. Since we expect to turn out 
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INTERVIEW: Domestic Engi- 
neering reporter interviews 


George Duncan (center), head of 


engineering department of Los 
Angeles City & State College and 


Jack Parker (right), city plumb- 


ing inspector, in connection with 
plumbing engineering course. 


TYPICAL CLASSROOM scene shows plumbing 
students with George Duncan (center). Students 
get shop work in engineering as well as plumbing. 





INDUSTRY BACKING: A $10,000 scholarship has been set 
up for the plumbing course by the Familian Pipe & Supply 
Co. At a scholarship dinner are (left to right) C. L. Free- 
man, Los Angeles plumbing contractor; G. W. Duncan and 
Dr. Willis M. Keanely of Los Angeles City & State Col- 
lege; Frank Brown, Sr., chairman of educational commit- 
tee of the Associated Plumbing Contractors of Los 
Angeles; Dr. Howard McDonald, L. A. City & State Col- 
lege president, and George Familian, president of the 
Familian Pipe and Supply Co., Los Angeles. 


well-rounded citizens, as well as technically 

trained engineers, our first and second year 

undergraduates also study English, personal hy- 

giene, physical education, U. S. history and 
(Please turn to center of page 221) 





















This management survey by Monroe Bros. can 
help other contractor-dealers make a profitable 
reappraisal of their own business... 


A PLUMBING, HEATING and air 
conditioning business started 
from scratch with very little 
capital that grows to a half-mil- 
lion dollar sales volume in eight 
years can expect some severe 
growing pains. Certainly that 
was the case of Birmingham 
Heating & Air Conditioning Co., 
started in 1945 by Harry, George, 
Dennis and Charles Monroe. 

Five years later growing pains 
had just about paralyzed the 
business despite the fact that 
gross volume had reached $250,- 
000. How a management survey 
and developments in the field 
of air conditioning pulled the 
firm out of a critical situation 
and into a highly successful posi- 
tion in three years is a dramatic 
story revealed by Dennis Mon- 
roe, president and manager. 


Profits Fell to One Percent 
By 1950 equipment and instal- 


lations amounted to 61 percent 
of the gross, and services 39 


percent. Not much thought had 
been given to establishment of 
policies, objectives and planning. 
The Monroe brothers didn’t have 
much time for objective study of 
their operation after coping with 
the day-to-day problems of a 
growing business and _ profits 
shrunk to less than one percent 
of gross. 


Reappraisal Was Needed 


The owners recognized that in- 
adequacies existed and were 
anxious to correct them. This 
lead to the grasping of a fortu- 
nate opportunity in the way of a 
management survey offered by 
a manufacturer late in 1950. 

Results of the management 
survey were presented in Janu- 
ary, 1951, in the form of a typed 
report and organization manual 
of 30 pages covering the history, 
background, analysis and ap- 
praisal, program recommenda- 
tions and recommended steps to 
put the program into effect. 
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Dennis Monroe (right), 
president and general 
manager, is shown 
checking plans on a big 
job with sales engineer 
Hilton Smith. The two 
work closely together on 
all phases of estima’ing. 


The owners reviewed the pro- 
gram, adopted it as a guide, and 
set out to put into effect the 
recommendations. Briefly the 
step-by-step program covered 
the following corrections and 
additions to the firm’s physical 
plant, personnel and operating 
procedures: 

1. A planned building program 
was completed and inside facili- 
ties remodeled. The original one- 
story building owned by the 
business was 38 ft wide and 60 ft 
deep on a lot 217 ft deep. It 
housed the offices, salesroom, 
shop and warehouse. An addi- 
tion 38 ft by 40 ft had been 
started to relieve the crowded 
condition. This addition was 
completed and a modern private 
office provided for the president’s 
use in confidential conferences. 
Offices were also provided for the 
sales engineer and office man- 
ager and enclosures constructed 
in the warehouse for material, 
parts, stock and tools. 


Purchasing Is Centralized 

2. Purchasing was centralized 
under the sales engineer so that 
all purchases, regardless of 
amount, are covered by num- 
bered purchase orders submitted 
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Turned Volume Into Profits 


... with a management survey 
... with reorganization 


to the suppliers. All purchase 
orders are accounted for and 
copies referred to the office man- 
ager for subsequent matching 
with the supplier’s in voices. 
Emergency purchases at the job 
site are relayed to the office for 
contact with the supplier and 
followed by a written purchase 
order confirmation from the 
office. 

3. Responsibility was assigned 
for simplified tool control to the 
supervisor of stockroom and 
equipment. Sheet metal mechan- 
ics employed by the firm furnish 
their own tools but other em- 
ployees are furnished tools by 





Charles Monroe, in charge of installa- 
tion and service, is shown ordering 
material from a supplier. All pur- 
chase orders are written as each order 
is placed. List prices also are recorded. 


the company. A record is made 
of in and out movement of tools 
and stock to journeymen. 

4. A full time qualified office 
manager was employed to exer- 
cise supervision over office per- 
sonnel, records and routine, and 
with the specific duties of inves- 
tigating and approving all appli- 
cations for credit as well as for 
proposed contracts. The new 
office manager was sent to the 
University of Alabama School of 
Business Administration for a 
refresher course in cost account- 
ing. Besides maintaining cost 
records the office manager sub- 
mits periodically for approval of 
the president, plans, budgets and 
progress reports covering finan- 
cial and accounting activities of 
the company. 


Profit Reports Are Made 

5. The accounting set-up was 
revised to provide for reports of 
gross profit on: (1) air condi- 
tioning and industrial heating 
sales, (2) residential heating and 
appliance sales, (3) service sales. 

In order to enable the indus- 
trial and commercial air condi- 
tioning and heating division 
to be segregated for profit analy- 
sis departmentally and by indi- 
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The company’s technical li- 
brary helps George Monroe, 
in charge of warehousing and 
tool control, check details of 
new equipment to be ordered. 


vidual contract, a job cost system 
was inaugurated by which all 
direct costs on each contract are 
accumulated and distributed ac- 
cordingly in general ledger ac- 
counts. In order to enable clear 
analysis and sound profit control 
a similar segregation of residen- 
tial air conditioning, heating and 
appliance sales and service sales 
was instituted and accounted for 
on a departmental basis. 

“The revision in our account- 
ing system to accomplish these 
objectives was time consuming,” 


(Please turn to top of next page) 








We Turned Volume Into Profits 


. continued 


As the first step in 
its reorganization, the 
company made a list of 
every job that had to 
be done. The list was 






































then divided into de- 
partments for the as- 
signment of personnel 





























to the various respon- 
sibilities. This step re- 
sulted in the organiza- 
tion chart shown here. 
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says Dennis Monroe, “but it was 
an important and sound manage- 
ment step for us.” 

6. Another important manage- 
ment step was to advance plan- 
ning in detail. Sales, expendi- 
tures and profit forecasts are re- 
duced to written form and util- 
ized for guidance of day-to-day 
and month-to-month business 
operation. Budget preparation 
begins with sales forecasts by 
departments (service, residential 
heating, residential air condi- 
tioning, industrial air condition- 
ing and heating) and by com- 
modity. This is followed by gross 
operating profit, expense and net 
profit estimates. 


Working Capital Improved 


7. Working capital, one of the 
major problems of the business, 
was approached with a detailed 
analysis. The objective: to pre- 
serve existing working capital, 
create new, and to conduct busi- 
ness on a higher plane. 

Steps already mentioned had 
a direct bearing on creating ad- 


ditional working capital for the 
business from such sources as: 
(A) Conservation of existing as- 
sets through tighter control of 
operations, inventory and _ tool 
control and better utilization and 
control of personnel; (B) High- 
er turnover on accounts receiv- 
able investment and reduction 
of credit losses through better 
credit and collection procedures; 
(C) Higher gross operating 
profit. Normal gross operating 
profit, ranging around 25 per- 
cent, was obtained through high- 
er mark-up on labor and mate- 
rials without loss of sales vol- 
ume. This contrasts with oper- 
ating profit averaging 20 percent 
in 1950; (D) More open account 
purchases were instituted with 
suppliers thus converting pur- 
chases restricted to cash basis 
into additional working capital 
in the form of open credit, and 
(E) Controlled operations insti- 
tuted by the company were soon 
given greater recognition by 
credit grantors. 

Other changes took place in 


122 


the organization. Harry Monroe, 
who had conducted the electric 
wiring and contracting end of 
the business, withdrew the elec- 
trical department and set it up 
as an independent contractor 
under the name of Monroe Elec- 
tric Co. but operating from the 
same location. This was consid- 
ered an advisable management 
procedure. The three brothers 
remaining in the original busi- 
ness realigned their duties for a 
better and more distinct division 
of responsibility. 


Personnel Duties Defined 


Dennis Monroe, in addition to 
serving as president and gen- 
eral manager, handles work out- 
side of the city, which includes 
that in surrounding states. 
Charles Monroe handles service 
operations and work in the city 
of Birmingham, and George 
Monroe looks after the building, 
warehouse, tools and supplies. 

The final and challenging step 
in the management program was 
the formulation of a definite pro- 
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gram for sales activity and mer- 
chandising as well as bid and 
specification contracts. The sales 
program fully considered the 
three broad fields of sales ac- 
tivity—service, residential air 
conditioning and heating, and 
commercial-industrial air condi- 
tioning and heating. Included 
were the following basic factors 
applied to these three fields: 

1. Potential sales for both the 
industrial and commercial mar- 
kets were determined on the 
basis of business classification 
and product line. 

2. A specific percentage of 
over-all sales potentials was fig- 
ured out for each department. 

3. Individual sales campaigns 
were charted for each prospect 
classification. 


Sales Leads Developed 


4. Methods were adopted to 
help all employees develop sales 
leads, including followup. 

5. A training program for 
service and installation person- 
nel was introduced to help em- 
ployees uncover sales, leads 
through their contacts. 

6. Definite office procedures 
were inaugurated to keep a 
check on all sales activities. 

7. A list of possible business 
sources, particularly in the con- 
tracting field, was prepared as 
well as a program of regular con- 
tact with prospects. 

Each business classification 
was provided with its own for- 
mulas to assure an adequate 
profit. Transactions were ex- 
cluded which did not provide a 
gross profit of 25 percent on 
equipment, installation, material 
and labor. 


Sales Volume Doubled 


The effectiveness of the re- 
vamped program is demon- 
strated by the following sum- 
mary: (1) Sales volume was 
doubled in the three years (1951- 
53) without appreciable increase 
in overhead. (2) Costs were held 


down to 13 percent which had 
been the most favorable figure 
in 1950. (3) New fields of activi- 
ty, including air conditioning, 
were expanded into surrounding 
states. (4) The bank voluntarily 
raised its loan limit by an addi- 
tional $10,000. (5) The growing 
reputation of the firm helped set 


up more negotiated contracts. 
(6) Collection turnover acceler- 
ated and the general capital po- 
sition was strengthened. 

“The management survey was 
one of the most fortunate things 
that ever happened to our busi- 
ness,” says Dennis Monroe, “and 

(Please turn to page 211) 


How the Monroe Brothers reorganized ... a 
checklist for your own business 


As a first step, every type of job or activity for which 
someone had to be responsible to operate the business was 
listed. The list was then divided into logical departments 
for the assignment of responsibility. 


A full-time office manager was hired to exercise super- 
vision over office personnel and all records. She was as- 
signed the specific duties of investigating credit applica- 
tions and preparing financial reports. 


Purchasing was centralized under one person so that all 
orders carried an order number when submitted to the 
supplier. All numbers were to be accounted for and 
matched up with the supplier’s invoices. 


The accounting set-up was revised to provide for separate 
reports and control of profits on a departmental basis as 
follows: air conditioning, industrial heating, residential 
heating, appliances, servicing. 


Warehousing, tool and equipment control was centralized 
in one department. A simplified control system was de- 
vised to record the movement of tools and stock to service 
and installation men. 


Responsibilities were defined and key personnel assigned 
to the various departments and fufctions. An organization 
chart was drawn up (see facing page) to further clarify the 
chain of command within the company. 


A system of detailed advance planning of sales, expendi- 
tures and profit forecasts was devised to provide for day- 
to-day guidance in the business operation and the prepa- 
ration of a budget for each department. 


A definite program for sales activity, including sales meet- 
ings, advertising, promotion and follow-up procedure was 
outlined in detail as a further guide in the operation of the 
business. 


A profit policy designed to eliminate price cutting and 
assure an adequate profit was adopted. Any sale, contract 
bid or service job which did not provide a 25 percent gross 
margin was to be rejected. 


As a final step, a 30-page organization manual covering the 
history, analysis, recommendations and procedures of the 
new program was drawn up, providing a written record 
for operation of the business. 
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A SHOWROOM helps bring in new installation jobs, the 
Fred L. Huber Co., Indianapolis, has found. Huber’s concen- 
trat'on on quality brings in 100 new home jobs a year. 
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INDIVIDUAL homeowners enter Huber’s show- 
room as often as builders. Frequently, they base 
selection on price—until they see quality displays. 


“We're never the low bidder, but . . .” 





New Jobs Keep Walking in 


How Huber sells 


ATTRACTIVE SHOWROOMS for the 
merchandising plumbing and 
heating contractor have become 
a familiar sight in every com- 
munity. In Indianapolis, how- 
ever, at least one plumbing and 
heating showroom is being used 
to sell—and sell up—new con- 
struction. 

It’s this showroom, built like 
a modern home itself, that is 
credited by the Fred L. Huber 
Company with keeping a steady 
stream of new jobs coming in 
despite a tightening market in 
the area. 


Rarely Talks Price 

Huber does about 100 new 
residential jobs a year, most of 
them individual homes in the 
$20,000 range. He does no project 
work, rarely enters the price 
competition on a_ speculative 
home, does little to solicit jobs 
to bid. Yet he’s busy all the time. 


up in new work 


His customers, quality-conscious 
builders and individuals, simply 
“walk in the door.” 

“That doesn’t mean they show 
us the plans, tell us what they 
want, then sign the contract at 
our price,” cautions Huber. 
“They come in because they’ve 
dealt with us before or because 
they’ve heard something favor- 
able about us. But we still have 
to win the contract in competi- 
tion with other plumbing con- 
tractors. To do that we rely on 
a quality reputation, a nice 
showroom, and a price that is 
fair if not necessarily the low- 
est.” 

Huber’s stepson, Robert Carl- 
son, who manages the store, has 
made the showroom pay off in 
selling new-home jobs. 

“About 75 percent of our con- 
tracts,” Carlson explains, “come 
from builders who work with us 
regularly. They take other bids 
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on their jobs, but only to check 
if we’re in line. We get the con- 
tract even if we’re slightly high- 
er. Our reputation and the build- 
er’s own experience with us ac- 
count for some of that edge. 

“But the showroom is part of 
it, too. Even a builder leans to- 
ward us because he’s not em- 
barrassed to send the home- 
owner in here to look over fix- 
tures. The same builder might 
not want to send the owner to a 
second-rate place. 


Quality Story Predominates 


“It’s with the people who are 
contracting out the work on their 
own new homes, though, that the 
showroom really counts,” Carl- 
son says. “It helps bring them 
in because they’ve seen the 
showroom often and associated 
it with what they’ve heard about 
us from friends. And the dis- 
plays help us sell our job on 
the basis of quality, not price, 
after they come in.” 

Selling quality is of prime im- 
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FIXTURE TOUR conducted by Carlson covers a wide range of products. 


= HOMEOWNERS first submit specifica- 
oll tions to Robert Carlson, Huber’s step- This is the time, says Carlson, to build up the sale. By visual comparisons, 
lane son, for bids and advice on fixtures. a quality line of products will sell itself to prospects, he says. 











n the Door... 














eck portance to this firm, because 
-on- Huber has been building a repu- 
igh- tation for top materials, work- 
ild- manship and service for 37 years 
ac- in Indianapolis. He doesn’t want 
to do sub-par work merely to 
t of undercut competition . . . and 
to- destroy 37 year’s work. The A BIG SELECTION appeals to the female trade, Carlson finds. He 
em- showroom helps Carlson explain says women shop for beauty, men for price, but a good display will 
i, this quality story. convince both of the advantages of building with the best. 
fix- Most individuals building their 
ight own homes, Carlson finds, simply - 
‘oa take their plans around to many 
contractors and shop for the low- 
est price in each type of work, 
5 including plumbing and heating. 
ere In the process of this “price shop- 
wale ping,” they learn at Huber’s that 
the the job one contractor will do 
ari- may be different from another’s. 
om They end up by buying the best. 
the The Story of a Sale 
ited In a typical case, a customer 
out will start by walking into the 
dis- showroom with a blueprint and 
i asking Carlson to “figure on my i" “a ori ae 
_ new house.” TAKE YOUR TIME, Carlson tells his home-owner shoppers. The 
; Carlson first looks over the more a customer studies such products, the better line she buys, says 
im- (Please turn to center of next page) Carlson. Quality trade keeps Huber out of price-cut competition. 
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How Huber Sells Up . . . continued 


CUSTOMER’S CHOICE isn’t listed until all fixtures are 


studied. These special touches build customer confidence. 











PRICE-TAGGED products help customers and Carlson in 
selecting the right line without needless price haggling. 





PRICE PROPOSAL identifies all material to simplify bid 
comparisons. Huber wins jobs on a reputation for quality. 


(Continued from preceding pages) 
plans, then asks the customer for 
some additional details—site, 
septic system and tank size, size 
of family, and type of fixtures. 
When it comes to the fixtures, 
the customer often has no defi- 
nite ideas. Men are interested in 
price primarily, and ask for a 
quotation on that basis. Women, 


however, usually want to look 
over the fixtures and pick out 
the ones they like. But Carlson 
gets every customer to take a 
look through the showroom. 
Before the customer chooses 
anything, Carlson makes sure 
everything in the showroom has 
been seen. To appeal to all bud- 
gets, the Huber showroom dis- 
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HARRY HUBER does the final estimate for new-home 
buyers. He checks over product selection and layout plans. 


plays a wide price range of items 
—fixtures, fittings, shower cabi- 
nets and water-connected appli- 
ances. 

Every major item on display is 
price-tagged. When the customer 
has seen everything—and that 
may take from five minutes to 
an hour—Carlson has a clear 

(Please turn to center of page 130) 





New Facts on 
Plumbing Fixture 
Performance... 














EDITOR’S NOTE: This article is the first of a four part series 
presenting the results of research on plumbing fixtures and 
drainage systems recently conducted by the Bureau of Stand- 
ards, U.S. Department of Commerce. The material is based on 
findings summarized in Housing Research Paper No. 31, “Per- 
formance of Plumbing Fixtures and Drainage Stacks” issued 
by the Housing and Home Finance Agency. Reports in this 
booklet include: “The Diffusion of Gases Through Water Seals 
of Plumbing Fixture Traps,” “Evaporation of Water Seals of 
Plumbing Fixture Traps,” “Report on Discharge Characteristics 
of Household Plumbing Fixtures,” and “Hydraulics and Pneu- 





mm in 
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matics of 2-in. Building Drainage Stacks.” 


Part 1—Diffusion of Gases Through Traps 


THE POSSIBLE ABSORPTION, diffusion, and trans- 
mission of sewer gases through the water seals of 
fixture traps has been frequently discussed by 
sanitary engineers, plumbing contractors and local 
code authorities, and constitutes the subject of this 
discussion, the first part of a series. 

The percentage composition of the gases found 
in sewers is, of course, highly variable and is 
related to temperature; size, length, and slope of 
sewers; geographical location; proximity to indus- 
try; and many other factors. 

Combustible gases frequently found in sewers 
originate either from the leakage of gas mains, 
decomposition of organic matter, or from spillage 
of solvents, gasolines, and other volatiles. 





breathed for a long period may be harmful to the 
human body. 

With respect to the transmission of disease by 
sewer gas, it is generally concluded that patho- 
genic bacteria and viruses are not directly carried 
or transported as an identifiable part of the gas or 
vapor. However, flies and other insects which 
obtain access to sewage are known carriers. 

The rate at which a gas, such as hydrogen sul- 
fide, will pass through the water seal of a fixture 
trap into the atmosphere of a room depends pri- 
marily on four factors: (1) the concentration of 
the gas in the drain pipe, (2) the cross-sectional 
area of the trap, (3) the developed length of the 
trap seal, and (4) the diffusion characteristics of 
the gas. In general, the deeper the trap seal, the 
smaller the trap cross section, and the lower the 


_— Nearly all of these gases and vapors willexplode —_ gas concentration—the slower will be the rate of 
lans. when ignited, if they have accumulated in critical gas transmission through the trap seal. 
concentrations. Fortunately, the composite atmos- Bee of Phlaies a Factor 
ems phere usually found in sewers is non-explosive Another factor which may influence diffusion is 
abi- due to the high-nitrogen and low-oxygen content; the length of time between uses of a fixture—the 
pli- however, it probably will ignite when the neces- longer the time, the greater the rate of diffusion 
sary amount of oxygen is furnished. The specific up to a certain saturation limit 
y is gravity of sewer gas is about the same as normal Assuming a: concentration of 20°p.pam: by vol- 
ound air at about the same temperature. ume of ammonia in the air in contact with the 
that Many of the constituents of sewer gas, including _— drain side of a 1%-in. P trap having a water sur- 
dng methane, carbon monoxide, and phosphine, are _ face of 11.4 cm.?, and a developed length of trap 
lear toxic in relatively small concentrations. Their seal of 17.5 cm.—and further assuming that the 
D) presence in “more than normal” quantities in air (Please turn to center of page 218) 
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Not always, but he thinks he is. So try these 


proven methods for handling adjustments .. 


WHEN THE CUSTOMER entered 
the plumbing and heating shop 
with a package under his arm, 
the contractor braced himself. 
He was ready to battle for his 
rights with these people who 
were always taking advantage of 
his general policy—‘“the cus- 


tomer is always right.” 


“This closet seat I got the oth- 


began the customer. 
” 


er day,” 
b 
“Doesn't 


The Contractor's Viewpoint 


At this point the contractor 
interrupted by saying, “We do 
not guarantee this brand of 
closet seat, and we cannot make 


an exchange after they have 
been used.” 

“Now wait a minute,” said the 
customer, bristling, “All I 


wanted to say was that you evi- 
dently forgot to put nuts for 
fastening it in the box when you 
wrapped it. All I wanted were 
nuts so I could use it, but now 
I don’t want it at all. I want my 
money back.” 

Needless to say the customer 
got his money back in this myth- 
ical case, and the plumbing and 
heating contractor lost a cus- 
tomer, All this unpleasantness 
could have been avoided by ap- 
plying a few rules for handling 
returns and adjustments 
to make the customer want to re- 
turn after the return. 

Application of these funda- 
mental principles will help elim- 
inate the unpleasantness con- 
nected with customer returns. 
They will save plumbing and 
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heating contractors time in han- 
dling adjustments, and will turn 
customer dissatisfaction into sat- 
isfaction and good will. 


1. Assume the Customer Is 

Justified 

If this plumbing and heating 
contractor had started on the 
assumption that the customer’s 
complaint was justified, he 
would still have a customer, and 
the merchandise would be in the 
customer’s possession instead of 
back in the shop. Most cus- 
tomers hesitate to seek an ad- 
justment unless they sincerely 
feel they have a just cause. 

Surveys taken on customer 


complaints and returns have re- 
vealed that almost 95 percent of 
the returns are justified. Based 
on these figures, it is safe for a 
contractor to assume that almost 
every customer making a return 
at least feels he has good reason. 


2. Listen to the Whole Story 

When our mythical plumbing 
and heating contractor inter- 
rupted the customer, he reduced 
chances for making a satisfactory 
settlement, By listening to the 
whole story before making a de- 
cision, he would have seen that 
the customer only brought the 
merchandise along to be sure the 
nuts would fit. 

Even if the customer is seeking 
a return or an adjustment on the 
merchandise, it is advisable to 
let him tell his whole story. 
When the customer comes into 
the shop, he is steamed up over 
the “injustice” done him. But as 
he talks, his wrath melts away. 
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If the customer is interrupted 
during the story, he may go back 
and repeat the story for fear 
some important detail was 
omitted. With each re-telling the 
importance of the injustice takes 
on added emphasis. This need- 
less repetition can be eliminated 
and the adjustment handled 
much quicker if the customer 
is allowed to talk himself down. 


3. Develop a Plan for 

Settlement 

While listening to the custom- 
er’s story, some plumbing and 
heating contractors have discov- 
ered that it is advisable to be 
formulating plans for a settle- 
ment. This technique accom- 
plishes two things for the con- 
tractor: (1) it gives the cus- 
tomer the impression that the 
contractor is interested in his 
problem and will give him a fair 
adjustment; and (2) it gives the 
contractor a chance to collect his 
thoughts and plan some action. 

With this method, the contrac- 
tor knows exactly what he is go- 
ing to say when the customer has 
finished and can make his offer 
in a more confident manner. 
Since confidence is contagious, 
the customer will receive this 
same feeling and usually will be 
satishied with the contractor’s 
offer. 


4. Make a Quick Decision 

Plumbing and heating contrac- 
tors who have employed this 
technique have discovered that 
it takes the customer off guard. 
Most customers feel that they 
will have to present further ar- 
guments to gain their point. 
When a quick decision is offered, 
they are pleasantly surprised. 

Delayed action in making a 
decision on the adjustment gives 
the' customer the impression that 
the contractor isn’t interested in 
his problem. These customers 
think the contractor is stalling 
or trying to out-smart them. 


5. Hear the Customer's 
Suggestion 
The first decision is not always 
satisfactory to the complaining 
customer. It may be that some 


6. Promptly Acknowledge 
Mistakes 
Common courtesy and good 
business ethics makes this rule 
a must for handling returns and 


7 Ways to Turn Complaints 
Into Compliments 


| Assume the Customer Is Justified 


2 Listen to the Whole Story 

3} Develop a Plan for Settlement 
A Wake a Quick Decision 

5) Hear the Customer’s Suggestion 
(5) Promptly Acknowledge Mistakes 
7/ Be Fait, But Firm 


detail has been overlooked in the 
story, and a decision based on in- 
adequate information fails to 
give complete satisfaction. Then 
there are some customers who 
are not satisfied with the first 
offer made by the contractor re- 
gardless of what it is. 

To handle this problem, some 
plumbing and heating contrac- 
tors have found it a good idea to 
let the customer suggest an ad- 
justment. Usually he is fair in 
the demands he makes, and, in 
some cases reported, the cus- 
tomer’s suggestion has been less 
costly than the one offered by the 


plumbing-heating contractor. 
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adjustments. In some cases, the 
merchandise is faulty or the con- 
tractor has made a mistake in the 
transaction. By admitting the 
mistake freely, the customer is 
made to feel he will receive a 
fair settlement. 

If the hypothetical contractor 
hadn’t been so tactless in his 
opening remarks, he would have 
had a wonderful chance to build 
future sales by admitting a mis- 
take. When the mistake is ad- 
mitted, there is usually an oppor- 
tunity to explain that this is an 
unusual situation, and the cus- 
tomer can be thanked for calling 


(Please turn to top of next page) 





Is the Customer Right? 


(Continued from preceding pages) 
it to the contractor’s attention. 

To prove the rule that almost 
all customer’s complaints are 
justified, we have the exception 
in the five percent minority who 
complain or make returns un- 
fairly. These few customers will 
try to impose on the plumbing 
and heating contractor’s good 
nature in seeking adjustments or 
returning merchandise. Although 
this group is in the minority, it 
can cause trouble and consume 
valuable time. 


7. Be Fair, But Firm 

These customers are composed 
of two groups: (1) chronic com- 
plainers; and (2) professional 
adjustment seekers. Both take 
advantage of the plumbing and 
heating contractor’s police y— 
“The customer is always right.” 

Chronic complainers usually 
seek some adjustment on every 
purchase. Nothing seems to sat- 
isfy them. In fact, it seems that 
the only reason they make a re- 
turn is to get special attention. 

Professional adjustment seek- 
ers try to obtain lower prices 
after using the article a short 
time by getting some rebate on 
the original purchase price. 


With these customers it is best 
to follow the rule: Be fair, but 
firm. These people will spread 
the bad word quickly if they 
have been treated impolitely by 
the contractor. 

Application of these rules will 
not change a tactless approach 





into a good will building device, 
but they will make return and 
adjustment handling more plea- 
sant. They will speed up trans- 
actions, add up to more satisfied 
customers, and make greater 
profits for plumbing and heating 
contractors. END 


How Huber Sells Up in New Work 


(Continued from page 126) 
idea what the quotation should 
be based on. 

During this time, and in a sub- 
sequent conversation on installa- 
tion, the customer usually asks 
for quite a bit of information 
and expert advice. Explaining 
everything about the job in full 
detail, Carlson finds, helps the 
customer understand Huber’s at- 
tention to details. This makes it 
less necessary to sell a job of 
competitive quality at competi- 
tive prices. 

Before the customer leaves, he 
is introduced to Huber himself, 
who does the actual estimating, 
for any final discussion of details. 

Occasionally, Carlson goes be- 
yond the showroom tour in 
showing products and building 
confidence. Often he takes pros- 
pects to see the layout of fixtures 
and the baseboard heating in- 





selling-up-manship. 


DomeEsTIC ENGINEERING. 





Water Systems Lead to Big Ticket Jobs 


‘In sports, they always talk about the importance 
of ‘follow through,’” says A. V. Moos of San An- 
tonio. “I’ve found ‘follow through’ just as important 
in selling water systems. That bit of extra swing 
makes a water system sale go a lot farther.” 

Moos ought to know. He’s one of the most success- 
ful water system merchandisers in southern Texas. 
“Follow through” in Moos’ vocabulary means first 
getting the water systems business and then running 
up those hundred dollar deals into thousands through 


How Moos sells up to big ticket business will be 
told in an informative article in next month’s 
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stallation in his own home which 
he built just a year ago. The fact 
that a plumbing contractor has 
selected certain equipment for 
his own home, Carlson has 
found, builds customer confi- 
dence in those materials. 

With all details settled, Huber 
takes over to prepare the esti- 
mate. When he mails it to the 
customer, the proposal specifies 
every piece of equipment by 
make and model number, so 
there can be no question about 
what is being offered when the 
estimate is compared with oth- 
ers. Huber figures the same price 
on a job brought in by an indi- 
vidual as on one from a general 
contractor. 

Carlson spends a lot of time 
building customer confidence in 
his showroom sessions. But it 
pays off by bringing Huber one- 
third of the jobs bid on—al- 
though Huber seldom submits 
the low bid. 

Carlson adds that the “selling 
up” part of his showroom ses- 
sions isn’t necessary with cus- 
tomers sent to him by many gen- 
eral contractors who already 
have awarded the plumbing con- 
tract to Huber’s. Most of the 
time, these contractors specify a 
high grade of fixtures. 

But with individuals and some 
contractors who specify competi- 
tive grades, Carlson has found 
that the showroom has a magic 
effect. 

“We keep on stressing quality 
and customer confidence and 
that showroom door just keeps 
swinging open with new cus- 
tomers.” END 
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A Short Course in 


Oil Heating and Oil 


Burner Servicing... 


Part 11 of a Series 
Direct Vaporizing (Pot-Type) Burners 


By FrEepD FEIGENBAUM 
Oil Heating Instructor 
New York City 


THE BURNERS DISCUSSED thus far in this series 
have been of the spray type; those which deliver 
the fuel into the combustion space in small par- 
ticles broken up by some mechanical means, such 
as a nozzle or rotating fuel distributor. These par- 
ticles are vaporized in transit, as they approach 
and enter the fire. It was shown that this treat- 
ment is used to prevent certain undesirable ef- 
fects resulting from the fact that fuel oils are not 
simple liquids, like water or alcohol, which have 
single vaporizing points. They have a continuous 
range of vaporizing temperatures from about 110 
to 700 degrees, so that any partial vaporizing 
might result in the deposit of carbon solids in 
the combustion chamber. 


They Seldom Cause Trouble 

However there are successful oil burners de- 
signed in complete disregard of the necessity of 
atomization. These are the direct vaporizing burn- 
ers, generally called pot-type, which operate at 
good efficiency and reasonable freedom from 
trouble without complex preparation of the fuel. 
They constitute a large segment of the domestic 
burner market, and are particularly adaptable 
to the small home where the burning rate is less 
than one gph. Originally designed to burn fuel 
oils not heavier than No. 1, many are now oper- 
ating successfully with the standard No. 2 fuel 
used by atomizing burners. 

The fuel flow mechanisms are of the simplest 
type, and the main safety control is a mechanical 
device to prevent fuel flooding. 
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The pot-type is almost the only conversion bur- 
ner which comes equipped with its own combus- 
tion chamber; for this reason the quality of its 
flame is not dependent on calculations by the 
installation mechanic. The burner and combus- 
tion chamber are a single assembly, integrated 
by the manufacturer. 

This is primarily a gravity-flow oil burner. The 
fuel tank is installed somewhat higher than the 
fuel receiving chamber of the burner. Where the 
tank cannot be installed at a higher level, for ex- 
ample with floor furnaces installed through the 
basement ceiling, a small transfer pump is used 
to maintain a supply level at the correct height. 
This is used also where the fuel tank is buried. 


How Pot-Type Burners Work 

The pot-type principle is to introduce the fuel 
at a controlled rate into a substantial vessel in the 
lower part of a furnace or boiler, vaporize it from 
the vessel, and mix the vapor thoroughly with 
air as it rises through a mixing chamber to the 
combustion area above. There have been many 
variations in method for doing this in the develop- 
ment of this burner type. Most present day pot 
burners have been reduced to the simplest pos- 
sible form, both mechanically and electrically. 

The outside assembly consists of a motor-driven 
blower of standard design, a constant-level valve, 
a fuel meter, and an anti-flood safety control. Suit- 
able oil and air tubes connect to the inner assem- 
bly, or pot. Certain pot type burners have no 
motor, utilizing natural draft to draw air into 
the mixing chamber. 


Construction of Inner Assembly 
The pot, or inner assembly, is a combination 
vaporizing vessel and mixing chamber. There are 
two standard forms, round (Fig. 1) and rectangu- 
lar (Fig. 2). Oil flows into the vessel by gravity 
(Please turn to top of next page) 
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OIL. VAPOR 
VAPORIZING POT 


SUPPLY TUBE TO POT 


Fig. 1 illustrates a round pot-type burner. The out- izing vessel and mixing chamber. Air enters the cham- 
side assembly consists of a blower, a constant-level ber through the many perforations in the inner wall. 
valve, a fuel-meter and an anti-flood safety control. The baffle causes the familiar sunflower effect, throw- 
The inner assembly, or pot, is a combination vapor- ing the flame close to the furnace walls. 


Oil Burner Servicing 


(Continued from bottom of preceding page) 
from the constant level valve, and vaporizes from 
the heat of the vessel. The vapors rise through 
the mixing chamber. 

The mixing chamber is the upper part of the 
pot. The surrounding enclosure is double-walled. 
The inner wall is perforated with many small 
holes, so that the air entering the chamber from 
the blower is divided into a large number of thin 
streams which merge with the warm oil vapors. 
When operating at full fire most of the combus- 
tion takes place above the mixing chamber. 


How Ignition Systems Work 

Earlier pot-type oil burners operated by means 
of simple on-off control systems. The fire went 
out at the end of each operation. These burners 
required an ignition system, which was generally 
a constant gas pilot burning at the bottom of the 
pot. At each start the inflowing oil was ignited by 
this flame. This method limited the use of this 
type burner to cities and to homes where gas was 
used for other purposes. 

But since a great number of these burners were 
to be used on farms, in country homes and bun- 
galows far from gas supply, other means were 
devised for ignition. Various kinds of electric 
ignition methods have been tried. The high ten- 
sion electric spark used with gun-type burners 
is not particularly adaptable to anything but 
sprayed oil. The glow-coil method, using standard 
or very low voltages, has been more successful 


with direct vaporizing burners. 

The majority of today’s pot-type burners solve 
the ignition problem by not having any ignition 
system at all. The burner is kept running continu- 
ously; the fire never goes out. It just varies from 
high to low. The low flame in most installations 
is hardly more than a pilot flame. When the con- 
trol system calls for heat the oil begins to flow 
at the high-fire rate. Between calls for heat the 
flame falls to the low-fire rate. This simplification 
has expanded the field of use for this burner 
enormously. 

With blower-type pot burners this method calls 
for continuous operation of the motor. If the 
heating plant supplies year-round domestic hot 
water the motor is never stopped. When used for 
heating only the motor is started in the autumn, 
and runs continuously until spring. The pilot 
flame is lit manually at the beginning of each 
season. If the blower were not operated for the 
low fire the flame would be smoky; the combus- 
tion chamber and the furnace heating surfaces 
would be quickly fouled with carbon. 


Power Consumption Is Low 

One might assume from this that the electric 
power consumption would be very high. This is 
not so. Owners rarely complain of high power 
bills. Pot burner motors are of very low power, 
usually between 1/20 and 1/100 hp. It might also 
be thought that there would be a higher ratio of 
motor failures than with other burners, as a re- 
sult of continuous operation. Actually there is 
likely to be much less motor trouble. These mo- 
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tors are designed for continuous duty; many have 
lifetime lubricated bearings. They have no me- 
chanical starting switches, and are started only 
once a season, as against several thousand starts 
by other burners. 

For simplicity of control some pot-burner mo- 
tors are run at constant speed throughout the 
season. In others, the motor is operated at vari- 
able speed, dropping to very low rpm during the 
low-fire intervals. This is accomplished by a sim- 
ple switch-and-resistor control circuit. The blow- 
er is prevented from delivering excess air to 
chill the furnace between operations. 


Fuel Control and Electrical System 

With modern pot-type burners designed for 
high-low-fire operation the fuel control and elec- 
trical system are integrated into one unit. The 
lower part of this unit is the constant-level valve, 
which receives the oil from the tank by gravity 
and maintains it at the necessary height above 
the bottom of the pot to insure free flow into the 
vaporizing vessel. At this level the fuel cannot 
overflow the vessel should the fire go out for any 
reason. 

The constant level valve is practically the same 
as used with vertical rotary burners, described in 
a previous chapter. It consists of a float chamber, 
in which a float controls a needle type valve 
against the incoming oil. In the high position 
of the float the valve is closed. At any lower posi- 
tion the needle is lifted, admitting oil from the 
tank. In practice the float finds a level at which 
the needle valve is open just enough to admit 
the fuel at the exact rate of delivery to the com- 


Fig. 3: The electrical system 
or “control head” for pot- 
type burners is shown 
here. A continuous run- 
ning motor operates 


ari sistor. 
through a variable resist GROUND 


a 


bustion chamber. It does not rise or fall once it 
has established equilibrium between the outgoing 
and the incoming rates of flow. 

An automatic metering valve is incorporated 
in the float chamber to control the flow of fuel 
to the fire. This valve opens and closes in re- 
sponse to the thermostat and limit controls. 

As with other types of automatic oil burners 
there must be protection against the flooding of 
fuel in case of operation without fire. With atom- 
izing oil burners this protection is in the form of 
a rather complex electrical mechanism, the com- 
bustion safety control, or stack switch. This is 
not necessary with pot type burners. An anti- 
flood valve is used. This device responds to any 
unusual rise of the fuel level in the constant level 
float chamber, stopping the inflow of oil com- 
pletely. 

In certain valves a second float is used in the 
float chamber for this purpose. In case of failure 
of the operating float to control the fuel level 
properly the safety float comes into action at a 
slightly higher level, releasing a trigger which 
allows a strong spring to press the inlet valve 
more securely into its seat. Oil flow can be re- 
stored only by resetting a manual lever. 


How Other Anti-Flood Valves Work 
In most other constant level valves only one 
float is used, both for operational and safety pur- 
poses. Under normal conditions it rises no higher 
than the fixed cut-off level, at which point the 
inlet valve should be completely closed. Should 
the fuel level continue to rise in the chamber, as 

(Please turn to top of next page) 
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The oil valve remains 
partly open to maintain low 
fire. When the thermostat 
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calls for heat, the resistor 
then heats the bi-metal 
which opens the oil meter- 
ing valve slowly. The bi- 

















metal also closes the motor 
switch (M), by-passing the 
variable resistor. The motor 
then runs at top speed to 
supply air for high fire. 
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Oil Burner Servicing 


(Continued from bottom of preceding page) 
a result of a defective seat or other causes, the 
float rises further until it releases a trigger me- 
chanism which causes the inlet valve to be seated 
with some force. This device must likewise be 
reset by hand. 

The serviceman will encounter several vari- 
ations of these methods of anti-flood control. It 
would not be practicable to describe them all 
here. The devices are reasonably simple, and in 
most cases their action can be tested by removing 
the upper assembly from the float chamber and 
moving the float by hand. 

The upper assembly (sometimes called the 
head) of the control unit contains the necessary 
electrical equipment for operating the burner 
motor and fuel controls. Among other things it 
is the junction box containing terminals for all 
the external high and low voltage wiring. Fig. 3 
is an electrical diagram of one of the systems used. 

The 115 volt line, hot and ground, are con- 
nected to terminals H and G. Internally the step- 
down transformer which generates the thermostat 
current is permanently connected to them, so 
that it is constantly energized as long as the main 
switch is turned on. 


Thermostat and Limit Control in Series 

Note that the thermostat and the limit control 
are in series with each other, both in the low 
voltage system. In some hookups the limit con- 
trol interrupts the high-voltage side of the step- 
down transformer. In both cases its action is the 
same; in the off-position it cuts off the supply of 
current to the thermostat and de-energizes the 
oil-metering resistor. 








AIR INLETS 


CONTROL HEAD 





REAMER 






MOTOR CONSTANT LEVEL VALVE 


Fig. 2 shows a rectangular pot-type burner. Oil flows into 
the vessel by gravity from the constant level valve and 
vaporizes from the heat. The vapors then rise through 
the mixing chamber which has an inner wall perforated 
with many small holes. Air entering the chamber from 
the blower is divided into a large number of thin streams 
which merge with the oil vapor. Most combustion occurs 
above the mixing chamber. 


The entire purpose of the low-voltage system 
is to energize the resistor (R) on a call for heat 
by the thermostat. Heat from this resistor causes 
the bi-metal strip to bend upwards. This action 
lifts the oil valve needle away from its seat, allow- 
ing oil to flow from the float chamber into the 
combustion chamber. 

A second action of the heated bimetal strip is 
to operate the motor switch (M). Until this hap- 
pens the motor is running at low speed, deliver- 
ing only enough air to the combustion chamber 
to supply the low fire. When M-switch closes the 
motor picks up to full speed and begins to deliver 
the full quantity of air needed for the high fire. 


The Bimetal Closes the Oil Valve 


When the thermostat or the limit control is 
satisfied the low voltage circuit is broken. The 
resistor begins to cool down, and the bimetal 
begins to close the oil valve. The motor continues 
to run at full speed as the flame reduces in size. 
As it approaches the low-fire size the bimetal 
opens switch-M and the motor is left operating 
through the low-fire resistor (VR) at reduced 
speed. 

As the sketch shows, resistor VR is variable. 
The serviceman can adjust it to control the mo- 
tor to any speed needed to maintain a smokeless 
low-fire. The oil valve is likewise adjustable both 
for the high-fire and the low-fire size. For certain 
operating conditions it might be desirable to main- 
tain a fairly large low-fire, but in most installa- 
tions it will be set at about pilot size; just large 
enough to prevent its blowing out during off in- 
tervals. The maximum high-fire size will naturally 
be at a point where a clean fire can be maintained 
at maximum blower speed. With the majority of 
pot type burners this is less than one gph. 

The serviceman ordinarily has little difficulty 
in adjusting either the high or low fire to burn 
without smoke, but he must spend some time to 
check out his adiustments. There is really no 
quick way to do this, as with other types of burn- 
ers. The flame size must level out after any change 
in setting. Leaving the job without thorough 
checking of both high and low fire invites smoke 
and odor problems. 


Transitional Fire May Cause Trouble 

The transitional fire, as it rises and falls in re- 
sponse to the controls, is sometimes troublesome. 
The oil valve and motor speed are not synchron- 
ized in any way, though both are operated from 
the same bimetal in the control head. If the mo- 
tor switch is slow in closing at the start the oil 
flow will get ahead of the air supply, thus caus- 
ing a smoky period until the excess oil is burned 

(Please turn to top of page 216) 
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THE MOBILE laboratory is spending the summer in Austin, | 
Tex., studying the performance of cooling systems in 22) equipped with units of different types. A test lasts ten days. 


The Warm Air Lab Hits the Road 


tems that have been installed in 


This time it is making a study of cooling 


systems in 22 homes in Austin, Texas 


Austin, TEXAS, capital city of 
the Lone Star State, is the scene 
of a history-making project 
which will be of special signi- 
ficance to the heating and air 
conditioning industries. The first 
mass experiment in air condi- 
tioned living for the average 
family is now underway there. 

Under the sponsorship of the 
Research Institute of the Nation- 
al Assn. of Home Builders, each 
of 22 homes of varying design and 
structure in a single tract has 
been equipped with a different 
type of year-’round air condition- 
ing system. Known as the Air 
Conditioned Village, this com- 
munity is located in the north- 
western suburb of Austin. 


Why Study Is Being Made 
Purpose of the project is to 
establish a centralized area of re- 
search residences in which can 
be studied the effect of controlled 
indoor climate on the budget, 
health and home life of the aver- 
age American home-owning fam- 
ily. The air conditioned village 
was opened on June 2, this year. 
Included in the overall study 


being conducted this summer are 
investigations into the physiolog- 
ical and psychological reactions 
to summer air conditioning of the 
people living in these homes as 
well as the mechanical capability 
of the various systems used to 
provide the comfort desired. 


Warm Air Lab Gets Job 


The task of surveying and an- 
alyzing the summer cooling per- 
formance of the air conditioning 
system in each home in the vil- 
lage has been assigned to the mo- 
bile testing laboratory of the 
National Warm Air Heating and 
Air Conditioning Assn. 

Now in its fifth year of opera- 
tion, the association’s mobile lab 
has proved to be an invaluable 
investigation instrument in the 
continuous research study of 
year-round residential air condi- 
tioning. With it, the association’s 
researchers have been able to ob- 
serve and test under actual con- 
ditions of construction, climate 
and human occupancy the com- 
fort performance of the many 
and varied types of warm air 
heating and air conditioning sys- 
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homes. All homes are of varying design and structure and 


homes across the nation. 

The mobile lab will follow the 
same general procedure in test- 
ing the summer cooling comfort 
characteristics of the homes in 
the air conditioned village as has 
been found successful in its field 
test work throughout the nation. 
This procedure is directed to- 
ward determining how well the 
structure and the system work 
together to provide a continuous 
comfort environment for the oc- 
cupants of the house in which 
the test is being made. 

It is not the purpose of the mo- 
bile lab testing procedure to ap- 
praise or evaluate the specific 

(Please turn to page 228) 


Mobile lab technician explains oper- 
ation of continuous temperature re- 
cording device to Mrs. Berkley Hol- 
man (right) and guest, during test- 
ing of the system’s performance. 
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Plans and layouts for 
a shop-on-wheels . . 


ONE DAY LAST SPRING, Vic Her- 
mann, service department man- 
ager for Pasadena’s robust Ben- 
edict and Benedict Inc., dis- 
patched a letter to the more than 
3000 “actives” in his file. 

Said the letter, “We of the 
service department at Benedicts 
are looking forward to 1954 and 
the opportunity to provide more 
efficient, courteous and depend- 
able service, largely because of 
the addition of a fleet of new 
service trucks. These ‘walk-in’ 
type shops-on-wheels—a com- 
plete departure from the pre- 
vious concept of service trucks— 
have been designed with just one 
thought in mind—to provide 
more efficient and consequently, 
more economical service—” 

Hermann was announcing 
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what alert Pasadenans already 
knew: that Benedicts’ blue and 
white trucks had been on the 
streets for 12 months and had 
already proved themselves. 

The trucks had proven them- 
selves, that is, as an impressive 
advertisement for prompt, qual- 
ity service in their traveling 
through the Los Angeles area. 
But a big question still was to be 
answered about these vans, “Was 
their added cost compensated by 
greater efficiency?” 

“We think so,” Hermann told 
Domestic ENGINEERING in an ex- 
clusive interview, as a reporter 
prepared to analyze the trucks. 

First off, Benedict and Bene- 
dict purchased four of the trucks 
to replace the previous fleet. 

“That’s all they do for us— 
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SERVICE TRUCKS 


DOUBLE-BARRELLED: Van-type 
service trucks at Benedict & Benedict, 
Pasadena, Calif., are promoted aggres- 
sively; 
frequent sales letters (left). 


with signs (below) and with 


Benedic 


handle repairs,” said Hermann. 
“They aren’t sent on contract 
jobs, nor on such specialties as 
commercial work. They’re strict- 
ly for the in-town, repair service- 
man.” 

As such, Hermann adds, they 
early proved a valuable means of 
advertising. The trucks were es- 
pecially designed to present a 
clean appearance that suggests to 
prospects in the well-to-do Pasa- 
dena area the neatest of Bene- 
dicts’ residential operations. To 
back up this point, each truck is 
washed regularly and porcelain 
signs are used to give a “spark 
ling” appearance. 

Front, back and sides of the 
truck bear Benedicts’ name. Side 
displays give a note of stability 
with the slogan—“Since 1914... 
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DO DOUBLE-DUTY AT BENEDICTS .. . 


1- They are promoted frequently in sales letters to customers 


2- They cut costs by increasing the output per man-hour 


We Sell, Install, Service.” 
Plumbing, heating and applianc- 
es are featured prominently. 

Since the truck is distinctive 
and seen frequently on Pasadena 
streets, Benedicts’ frequently use 
it is an identifying symbol. Its 
picture or outline may appear on 
the firm’s newspaper advertising, 
mailing pieces, billing, etc. 

The truck symbol, Hermann 
believes, is one that prospects 
will identify with a progressive 
plumbing contractor, and he 
never misses an opportunity to 
get an extra dividend from the 
new trucks in this prestige ad- 
vertising. ; 

Yet the primary value of any 


such vehicle is its efficiency in 
service work. Hermann says the 
truck layout (page 140) speaks 
for itself in performance. 

The one-ton capacity vans af- 
ford 76-inches of headroom— 
enough for a journeyman to 
stand and work at various cabi- 
nets and benches installed in 
their interiors. There’s 714-feet 
of inside body—from the driver’s 
seat to the rear doors. The wheel 
base is 102-inches and provides 
a ride, “sort of like a bus.” 

Benedicts bought the vans for 
about $3500 apiece. In addition, 
Benedicts’ shop designed and 
constructed the unique interior. 
Material for each of these con- 


versions ran about $150, labor 
about $200. 

For this investment, Benedicts 
got a superb’ shop-on-wheels 
which boasts: (1) a workbench, 
complete with vise and other 
bench tools; (2) a truck in which 
repairmen can work out of the 
rain in bad weather; (3) more 
“side” advertising space than it 
had bargained for; (4) an eye- 
catching vehicle which literally 
shouts to customers that Bene- 
dicts is prosperous and progres- 
sive; (5) a truck with space 
enough in aisles to haul crated 
major appliances. The 3 foot-2 
inch wide aisle can handle stoves 

(Please turn to top of next page) 


You Can Install These Features in Your Own Shop-on-Wheels ... 





WITHIN REACH: Tool chest with all hand 
tools is located at driver’s right. ready to 
| be taken into the job. Interior design places 2 
tools and parts in order usually used on the 
job. See layouts on pages 140 and 141, 
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ALWAYS CLEAN: Benedicts’ vans are a 
traveling advertisement. Therefore they 
are always kept highly polished. Service 
department manager Vic Hermann (right) 
watches a morning van clean-up. 


+ + « continued 








continued ,.. 





SPACE SAVERS: Brass pipe is stored in 

é its own doored cabinets and held upright 

3 by short runs of dowels. The cabinet is d 
designed to protect brass against damage 
by bumping and jostling. 





MOBILE SHOP: Each of Benedicts’ four 


vans is equipped with a complete work 
ench, Note paper towel (upper left cor- 


er) 


which encourages journeymen to 


ractice neatness on the job. 


Ideas for Your Shop-on-Wheels 


(Continued from preceding pages) 
and refrigerators; (6) the van’s 
“walk-in” feature means less 
bending, less hunting for parts. 

Inside the van beside the driv- 
er’s seat is a wide, flat shelf 
(under which is the engine). On 
this shelf is an open, divided 
hand-tool kit. Beside it is the 
repairmen’s quick-call tool chest. 
Above the driver’s seat is a 
truck-wide compartment, used at 
Benedicts to store various parts 
and service manuals. It’s a kind 
of traveling technical library. 

Flanking the driver on each 
side are sliding panel doors. To 
his right is a work bench, and 


behind that, cabinets whose com- 
partments stock regulators, pipe 
cutters, saws, putty, paints, and 
handtools. Under the work bench 
are four drawers, each locked 
while in transit by means of a 
spring sash latch (page 139). 
These drawers contain work- 
bench tools and also brass goods, 
water closet parts, dishwasher 
parts, etc. They’re right at hand, 
within easy reach of the repair- 
man as he works at the bench. 

On the same side is a fittings 
rack reached through the full- 
panel, split backdoor. Above the 
workbench is a miscellaneous 
shelf and a hand-towel dispens- 
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er, with rolled, paper towels. 
Benedict wants its repairmen 
neat and clean on the job. Next 
to the bench is a salvage box. 

“That salvage box,” said Her- 
mann, “is one of the efficiency 
features of the vans. Time was 
when we chucked old parts into 
the customer’s wastebasket, or 
simply left them in the ash can. 
Now every salvagable scrap of 
metal is carried back to the van 
and returned to the shop. Profits 
from this saving alone pay for 
washing the vans on a twice- 
monthly schedule.” 

Across from the workbench— 


(Please turn to center of page 140) 
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LOTS OF ROOM: The walk-in vans give 
journeymen plenty of room to work in 
during bad weather. The trucks’ aisles, 
3 feet 2 inches wide, are large enough to 
haul crated major appliances, 


PROTECTION: Work bench drawers are 
equipped with sash locks so they will not 
open while truck is moving. All tools and 
material is secured by various devices to 
avoid damage from jostling. 
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GOODBYE WASTE: A salvage bin near 
the right front door takes all scrap that 


once ended up in customer’s wastebasket. 


Now scrap is retained, reclaimed and pays 
for washing trucks. 


SIGNS: Porcelain enamel signs are used 


on four sides of each van. The California 
firm has found such signs cost half as 
much as the ordinary ones whose life span 
is comparatively short. 
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LEGEND: 
1 PIPE RACK 


LADDER 


wis. |W WN 


SHOVEL 


BATH TUB, SHOWER PARTS 


BOXED LAVATORY PARTS 






3-6" 


6 PERSONAL LOCKER 
7 BRASS PIPE 

8 SINK PARTS 

9 SMALL PARTS 

10 TOILET SEATS 


ay 
as 





ERATE: 


LEFT SIDE 





/ 


— 


11 NIPPLES 

12 COPPER TUBE & NIPPLES 
13 FOLD DOWN SHELF 

14 SNAKES 

15 SOLDER TORCH—BUTANE 


Layouts for Your Shop-on-Wheels 


(Continued from preceding pages) 
behind the driver’s seat—is an- 
other cabinet section. Directly 
behind the driver is a brass pipe 
rack. Brass of various diameters 
and lengths is held upright by 
short-lengths of dowels. When 
not in use, the rack is protected 
by a sliding door. 

Behind the racks are closed 
cabinets—sections which contain 
tub and shower parts, nipples, 
sink parts, toilet seats, copper 
tubing and boxed lavatory parts. 
Dominant feature of this section 
is a swing-down door which be- 
comes a shelf. Behind this door 


are two rows of neat metal boxes, 
containing a wide variety of 
parts. Each box is labeled. 
Below is a compartment which 
holds two snakes, soldering 
torches and fuel cylinders, and a 
48-pound cylinder of butane for 
melting lead. An iron pipe rack 
completes the van—and an in- 
ventory totaling more _ than 
$1000 worth of fixtures and parts. 
Another interesting feature is 
the display advertising. Bene- 
dicts has found that porcelain 
enamel signs are exceptionally 
durable. Each truck has two 
side signs, one across the back 
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(split) and another above the 
windshield. 

There are some who may figure 
up the cost of outfiitting and 
equipping and turn thumbs 
down. But Benedicts is looking 
years ahead. Customer attention, 
advertising value, and easier 
working conditions, says Bene- 
dicts, will prove through the 
years that van-type rigs are 
practical for the repairman. 

“They’re doing yeoman work 
for other repair and_ service 
industries—why not for the 
plumbing contractor?” asks Her- 
mann. END 
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SALVAGE BOX 
HAND TOWEL 
MISC. SHELF 
VISE 

SMALL TOOLS 


What 
the Well 
Equipped 
Shop-on- 

Wheels 
Carries 





21 BRASS GOODS 


22 CLOSET PARTS 











STOCKS & DIES, 
PIPE CUTTER 


23 APPLIANCE PARTS 26 PUTTY, PAINTS, ADHESIVES 
24 WORK BENCH 27 HAND TOOLS 
25 REGULATORS, SAWS, 28 FITTING RACK 


WATER CLOSET PARTS 

2—reg. grade ballcocks 

1—bottom supply, quality grade 
balicock 

1—back supply, quality grade 
balicock 

1—flush valve w/vacuum 
breaker 

1—one piece flush connection 

6—assorted tank balls 

6—float rods 

4—refill tubes 

3—trip levers 

1—1-in. overflow tube 

1—1% in. overflow tube 

3—plastic float balls 

2—lift wire guides 

1—2 x 5 x 7 in. flush ell 

1—2 in. spud 

1—1% in. spud 

1—2 in. spud washer 

1—1'% in. spud washer 

4—china bolt caps (round) 

6—toilet screws—complete reg. 

4—toilet screws—complete long 

6—toilet bots—complete reg. 

3—sets seat bumpers screw type 

2—sets seat bumpers pin type 
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6—lower lift wires 

6—upper lift wires 

4—leather flush washers 
1—pearl toilet seat 

1—white toilet seat 

3—repair units for flush valves 


TUB AND SHOWER 

1—waste and overflow 

l1—waste and overflow (chain 
type) 

1—bath faucet 

1—bath faucet 

1—pair bath supplies 

1—bath spout 

1—tub filler washers 

1—tub and shower valves 

3—shower heads 

2—shower arms 

1—flow control 

1—overflow plate and screw 

1—pair shower rod flanges 

1—stem and handle exchange 
unit 


LAVATORIES 
8—angle stops 2 x 7¢ 


2—6 in. P.C. plugs 

1—1% x 1% CP traps 

1—1% x 1% CP tubing traps 

3—pair cross handle basin 
faucets 

1—pair lever handle basin 
faucets 

l1—center set lavatory fitting 
w/Ppop up 

1—combination lavatory fitting 
w/pop up 

2—pop up drains 

1—1% in. threaded tail piece 

1—1% in. extension tail piece 

1—pair crows feet 

1—basin chains 

2—chain stay (post type) 

3—chain rings 

2—cross bars 

1—small cap strainer 

4—'2 x 7 in. CP slip joint nuts 

2—faucet hole covers 


RUBBER STOPPERS 

2—2 in. rubber stoppers 
2—1”% in. rubber stoppers 
2—1% in. rubber stoppers 
(Continued on page 209) 








Jersey Contractors Urged to 
Exploit Modernization Market 


Attantic City, N.J.—The| New officers of the associ- 
modernization market and ation are James Falcone, 
an_ educational program | president; Howard O'Dell, 
were chief topics of interest | first vice president; Edward 
at the recent 24th annual | Molchon, second vice presi- 
lconvention of the New| — 
Jersey State League of| >» : 
| Master Plumbers here. Reg- | 











i 
a ati 4 ° - Henry Gerber, president | 
Gas Heating Hits New High; Up |ot weodbridge Sanitary | 
30 Percent Over Last Year 


New York Ciry—Ship- 
ments of gas operated cen- 
tral house heating equip- 
ment soared to a new 1954 
high during May and in- 
creased 30 percent over the 
same month of last year. 

This observation was 
made by Edward R. Martin, 
director of marketing and 
statistics for the Gas Appli- 
ance Manufacturers Assn., 
in reporting that 75,400 fur- 
naces, boilers and conver- 
sion burners were shipped 
to dealers and distributors 
in May, compared with 58,- 
000 units shipped in May, 
1953. 

Gas furnace _ shipments 
were 23 percent above May 
of last year and 11.3 percent 
above the same month for 
the first five months of this 
year. 

Gas conversion burners 
jumped 44.3 percent over 
May, 1953 and increased 5.1 


istration, totaling 485 mem- 
|bers and guests, was the 
|highest recorded by the | 
| group. 





Bese Falcone O'Dell 
| Pottery Corp. analyzed gen- | , 
| eval business conditions and | dent; and Armin Axelrad, 


encouraged members to join | third vice president; and 
Domestic ENGINEERING’s | Martin Van Ostenbridge, 


h 
months of this year, the | | modernization campaign. | | fourth vice president. 


sc ve hi _ |Charles Kates, president of | 
wudieonins Onser shiP- | Union Malleable Mfg. Co., | 
ments were up 38.6 percent | |Ashland, Ohio, and Arthur | Fan Association 
over May, 1953 and were 2.5 Hanson, L. O. Koven & Bro.| Elects Officers 
percent higher for the first | ICo., Inc., Jersey City, also 
five months than the same slides the convention. 
period a year ago. 


percent for the first five | 





DeTROIT— New Officers 
were elected by the National 
Assn. of Fan Manufactur- 
ers, Inc. at a recent meeting 
in White Sulphur Springs, 

|W. Va. R. W. Nelson, vice 
Warren, On10—A summer | reduced price with the pur- | president of American Air 





Summer Kitchen Campaign Set 








sales campaign is_ being 
sponsored by Youngstown 
Kitchens division of Mullins 
Mfg. Corp. for its dealers to | 
help stimulate kitchen re- 
modeling activity. The pro- 
motion features an offer of | 


chase of any deluxe model | 


cabinet sink, ensemble sink 
or dishwasher. 

The promotion which ends | 
|Sept. 30, includes specially | 
prepared sales aids for the 
contractor and advertising 


Filter Co., Inc., is the new 
| president and C. C. Chey- 
|ney, vice president of Buf- 
| falo Forge Company, is vice 
president. 

G. W. McCormick, Jr. 
| secretary-treasurer. 





Unarco Expands 
Sales Coverage | 
Cuicaco—Union Asbestos | 
& Rubber Co. extended its | 
nationwide sales coverage 
to 45 cities recently with the 
appointment of the E. H. 
Langdon Co., Seattle, as/| 
representative for its line of | 
heating and cooling equip- | 
ment. Langdon will cover | 
central and western Wash- | 
ington and all of Alaska. | 
Established in 1926, it is | 
headed by E. H. Langdon, | 
E. P. Langdon, R. L. Lang- | 
don and T. C. Langdon. | 


a food waste disposer at a|/support by Youngstown. | (NEWS continued on page 144) 


Hajoca Corp. Names New Management Team 


PHILADELPHIA — W. A.| West III to the board of di- |member of the Philadelphia 
Brecht, president of Hajoca/rectors to fill the vacancy | law firm of Barnes, Dechert, 
| Corp., has announced the/|created by the resignation | Price, Myers & Rhoads, has 
| election of Wm. Nelson/of C. C. Lowrey. West, a/been legal counsel for Ha- 

' |joca with his father, W. 
|'Nelson L. West, for many 
| years. 
| The board also appointed 

S. Muir Stroh vice president 
and sales manager of the 
|plumbing, heating and air 
|conditioning division, and 
re W. Breese vice president 
jand sales manager of the 
|industrial division. 

| R. B. Davis, manager of 


| Representing one of the largest plumbing and heating whole- | \the refrigeration supply di- 
salers in Europe, K. C. Andresen, manager of Dahl Bros., Ltd. | Vision, and M. E. Vogel, 
of London, England, stopped to visit one of this country’s | manager of inventory con- 
largest wholesalers, The Hajoca Corp. of Philadelphia. He is|trol, were named to the 
flanked by Wm. Brecht (left), president and John J. Owens. | management committee. 
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et | ’ 
moc | " “A Good Roof...a Dry Basement... and 
word - a Good Heating Plant” 








RANCH TYPE RESIDENCE 

Lake Forest, Illinois 

u) GEORGE FRED & WILLIAM KECK 

elrad, Chicago, Architects 
and 

ridge, Kewanee Round “R” Boiler 


Installed by 
ne CLIFFORD MORAN 
UT em 
Highland Park, Ill. 











fficers 
tional 
actur- 
eeting 
rings, 
, vice 
n Air 
» new 
Be TYPE "R” STEEL B 
But- a R EL BOILERS 
s vice 
e . 
Se is It’s an old adage among architects that a sound home must 
7” have a good roof, a dry basement and dependable heat. The 
je 144) j 
tastes and requirements of owners must, of course, be 
considered in the plans but on such basic matters as heating, 
the architect or heating expert should decide: 
eIphia Professionals in heating have known and used Kewanee Boilers 
& 
chert, , ne <tphes . 
on for many years. Kewanee Type ‘‘R” Boilers .. . for homes 
’ 
- Ha- and small buildings . . . are built of the same boiler plate and*in 
, W. the same faultless manner as the big Kewanees which 
many “- 
F for over 80 years have heated America’s finest large structures. 
yinted 
sident There's a Kewanee Type ‘‘R’’. . . Cottage. Round “R” and 
f the Square Heat . . . to produce 77,000 to 1,200,000 Bru hourly. 
d air An unjacketed Round ‘‘R”’ is pictured. All sizes of the 
and three series are available in handsome insulating steel jackets 
sident in two-tone green enamel. 
f the 
iP KEWANEE-ROSS CORPORATION 
l- 
eed. Division of American Radiator & Standard Sanitary Corporation 
con- KEWANEE, ILLINOIS 
» the 
e. 
A Aa none anid: induatry FP SE 
RD © AMERICAN BLOWER ¢ CH e KEWANEE BOILERS @¢ ROSS HEATER © TONAWANDA !/RON 
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Myers Names 
New Salesmen 


ASHLAND, OHIO—Five new 
salesmen have been assigned 
territories by The F. E. 
Myers & Bro. Co., manufac- 
turers of water systems and 
water conditioning equip- 
ment here. 

Robert R. Garn will cover 
Southern Michigan and 
northern Indiana, Dennis N. 
Morr will cover Wisconsin 
and the northern peninsula 
of Michigan, Thomas E. 
Bloom will cover eastern 
New York, and Paul E. 
Fackler will cover Ken- 
tucky, Tennessee and south- 
ern Indiana. All four will 
handle the complete Myers 
line. The fifth, William G. 
Browne, will travel as a 
water conditioning special- 
ist. 

All men are graduates of 
a three month course on 
products conducted here and 
have spent time in the field 
gaining sales and servicing 
experiences under the guid- 
ance of skilled salesmen. 


Magic Chef Forms 
Canadian Subsidiary 


St. Louis, Mo. — Magi 
Chef, Inc., home appliance 
| manufacturer here, has an- 
/nounced the formation of a 
| Canadian subsidiary, Magic 
| Chef of Canada, Ltd. 


Canada and will be headed 


at 42 Queen Elizabeth Blvd., 


Toronto, Ontario. 


American Sanitary 
Contest Closes 


ABINGDON, ILL.—A three- 
month sales contest con- 


tary Mfg. Co. here came to 
a close last month as win- 
ners were named. Leading 
salesmen were Jack Verner, 
Galesburg, Ill, and Bob 
Becker, Tarrytown, N. 


Detarr, N. J.—Production 
of electric welded steel tub- 
ing has begun at Wheatland 
Tube Company’s new plant 
here in the Delaware Valley. 


with the latest equipment 





| coordinated with the orig- 


by Leon Zakrzewski, presi- | 
dent. Headquarters will be | 


ducted by American Sani- | 


The new building is equipped | 


and laboratories and will be | 


Boiler Sales Campaign Set for 


PITTSBURGH —— American- 
Standard is 


heavy advertising schedule 


|with a series of sales aids} Campaign, is 


to form an integrated fall 


=e 
Mau. America Kocehen 


The all-Canadian organi- | 
zation will direct the sale | 
and manufacture of Magic | 
Chef domestic products in | 


| 





|“Mrs. America” of 1955, Mrs. 
| Wanda Jennings of St. Louis, 
| shows her husband the new 
| kitchen presented to her by 


American Kitchens Division of 


Y.| Aveo Mfg., Connersville, Ind. 


Wheatland Tube Raises Output 


inal plant in Wheatland, Pa. 
to expedite deliveries 
throughout this area. Ed- 
ward F. Maneely, president, 
says the mill also will pro- 
duce butt weld steel pipe, 
in addition to electric weld 
| pipe, and maintain facilities 
| for hot dip galvanizing. 


Toledo Desk Launches Big Expansion Program 


MauMeEE, On10 — Toledo 
Desk & Fixture Corp. be- 
gan a two million dollar ex- 
pansion program here last 
month by breaking ground 
on a 22 acre site. The ex- 
pansion, the third by the 
firm in the last eight years, 
includes new buildings and 
new plant equipment. 


Frank M. Crook, presi- 
dent, told Domestic Encr- 
NEERING that a new finishing 
and enameling system for 
producing the firm’s line of 
steel kitchen cabinets and 


Company. This modern and 
scientific system, he said, 
will make possible the most 
accurate control of paint 


\\ 
VASA 4 


preparation and application 
and baking of the enamel 
for smooth, uniform and en- 
during finishes. 





bathroom vanities has been | A two million dollar expansion program of Toledo Desk & 
designed and will be in-| Fixture Corp., was begun last month in Maumee, Ohio. A 


stalled by The 


DeVilbiss | sketch shows how the new facilities will look when completed. 
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combining a| contractors. 


: Fall By American-Standard 


heating sales campaign for 
The program, 
Boiler-Maker 
slanted to- 
ward the _ modernization 
market and will help deal- 
ers kick-off their sales 
drives early in the heating 
season. 

A kit especially developed 
for the campaign contains 
cooperative eds of various 
sizes and types and special 
tie-in ads, three direct mail 
pieces printed in two colors 
and illustrated with room 
installations, three televi- 
sion and six radio commer- 
cials, and posters and dis- 
plays for the store. It also 
has a heat loss calculator, 
a check list of promotion 
ideas, a business card and 
a sales demonstration port- 
olio. 

The portfolio presents the 
complete story of hot water 
heating systems. 

Dealers may obtain the 
kit through wholesalers. 


the 


| called 


Patterson Named 
V.P. By B and G 


MorRTON 
Grove, ILL. — 
Ralph A. Pat- 
terson was 
elected vice 
president of 
Bell & Gossett 
Company 
here at a re- 
cent meeting of the board of 
directors. Patterson, form- 
erly general sales manager, 
is establishing an office for 
the company in New York 
|City and will supervise all 
|Bell & Gossett activities in 
New England, eastern New 
York, New Jersey, eastern 
Pensylvania and Delaware. 

“This development is the 
first consolidating link in an 
expansion program that has 
|been underway for some 
time on the East Coast in- 
| volving production, engi- 
neering and sales facilities,” 
explained R. E. Moore, ex- 
ecutive vice president, to 
DomEsTIC ENGINEERING. 
(NEWS continued on page 146) 
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COPPER AND BRASS INCORPORATED 
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60’ coils of soft temper re- 






yr 
| “over 10,000 sati 
: | OVER IV, Satisfied 
1 for 
sre Maryland Home Owners Attest to the Outstanding 
to- ee 
44 
ation Qualities of REVERE COPPER WATER TUBE— 
leal- 
les Says, Anthony W. Keene, President, ANTHONY W. KEENE, INC., 
ating Heating & Plumbing Contractors, Baltimore, Md. 
oped i 
tains 
rious : : 
ecial “T’ve been vg geo in the Baltimore area for over eighteen 
i. years,” said Mr. Keene. ““Typical of the 10,000 units in 
a which I have — Revere Copper Water Tube is the WHY REVERE COPPER WATER TUBE 
lors Meadow Lane development which you see on the wall of my 
‘oom office. I have worked with various builders and they have IS PREFERRED BY— 
erwin told me they wouldn’t specify anything but enduring copper Architects, Builders, Plumbing & Heating Contractors 
Nisin ! water tube for plumbing lines . . . no rustable materials for 
er'= j them. Not only that; copper is easy to bend, needs no 
dis- threaded fittings so naturally we can hold down our installa- EASY TO BEND 
also tion costs. Ever since I have been in business I have used Saves Time 
stor Revere Copper Water Tube and have never regretted one Revere Copper Water Tube 
Bae ; foot of it.” is easy to bend. Soft temper 
tion Hy Keep out of trouble with copper ... guard your reputation can be bent by hand to meet 
and a for quality work. Use enduring Revere Copper Water Tube. installation conditions. 
yort- , a Read pas yooe near you who carries a full 
stock in both hard and soft tempers. And, if you have tech- 
j nical problems, he will put you in touch with Revere’s HANDY LENGTHS 
; the Technical Advisory Service. Save Fittings... Labor 4 
rater Revere Copper Water Tube / l he 
comes in straight lengths of © ee, 
20’ in hard and soft tempers. Si 






Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Chicago and Clinton, Ill; Detroit, Mich.; Los 


duce the number of fittings 
rieeded. 


SA 
SOLDER OR 





un COMPRESSION FITTINGS 
ine Need Less Work Room 
... Save Metal 

No worry about wrench room 
when you use Revere Copper 
Water Tube with solder fit- 
tings. Compression fittings can 
also be used. No threading 
is necessary with either type 
fitting. Wall thickness of tube 
used can thus be less than for 
threaded pipe, 


mM Angeles and Riverside, Calif.; New Bédford, Mass.; Rome, N. Y.— 
Sales Offices in Principal Cities, Distributors Everywhere 


SEE “MEET THE PRESS’ ON NBC TELEVISION, SUNDAYS 
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NON-RUSTING 























id of Rustable pipe eventually clogs 

yrm- as shown in drawing at top 

ager, right. Non-rustable Revere 

. for Copper Water Tube suffers 

| no loss of flow or pressure 

_— as shown at bottom right. 

> all No allowance in pipe size 
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Mid-Atlantic 
Meeting Set for 
New Orleans 


PHILADELPHIA — The Mid- 
dle Atlantic Wholesalers 
Assn. will hold its 13th an- 
nual meeting at the Roose- 
velt Hotel in New Orleans 
Sept. 19-22. Since the meet- 
ing will be held in conjunc- 
tion with the convention of 
the American Institute of 
Wholesale Plumbing & 
Heating Supply Assns., ses- 
sions will be limited to re- 
ports of officers and com- 
mittees. New officers and 
directors will be elected. 

H. Donald Richards, sec- 
retary, told Domestic En- 
GINEERING that plans are 
being made to charter at 
least one airplane to trans- 
port 60 members to and from 
New Orleans. Richards also 
announced that the group 
would hold its spring meet- 
ing at the Shoreham Hotel 
in Washington, D.C., March 
27-29, 1955. 


Howard Given Gets Trade Relations Award 


Los ANGELES—Howard 
Given, vice president in 
charge of production for 
Given Mfg. Co., received the 
highest decoration the Ital- 
ian government bestows up- 
on citizens of another coun- 
try recently. The award, 
called the “Star of Solidar- 
ity,” was presented for his 
contribution to trade rela- 
tions between Italy and the 
US. and for assisting Italian 
manufacturers standardize 
export machinery and tools 
by American specifications. 
Given received the decora- 
tion from the Italian consul, 
Mario Ungaro, at a luncheon 


here in his honor. The Given | 
company produces food! 


waste disposers. 


| Union Malleable Announces Expansion Program 


ASHLAND, On1o—An $8 
| million expansion program 
| by the Union Malleable Mfg. 
|Co. here has been an- 
'nounced by Charles Kates, 
president and general man- 
|ager. The firm, which pro- 


time in this country when} Our facilities must be ex- 
aggressive leadership and | panded immediately to meet 
courage in business has not/the consistently increasing 
been rewarded by a_ full |demand.” 

measure of success. At pres-| Only 36 years old, Kates 
ent Union Malleable is ex- has been with Union Malle- 
periencing the greatest in- | able since 1946 and became 


| duces 5,000 types of fittings, | crease in sales in its history. 
has already begun construc- 
tion of a new foundry build- 
ing on a 50 acre site. 

Kates asserted that the 
program reflects the com- 
pany’s confidence in the fu- 
ture. “In a time when there 
has been a noticeable en- 
trenchment in the nation,” 
he told Domestic ENGINEER- : 
ING, “one might think that ‘a PA 
an extensive expansion pro- | 
gram like ours could wait, 
but there has never been a 





president last year. 





a 


A sketch of the eight million dollar plant being constructed by 
Union Malleable Mfg Co., Ashland, Ohio, in a large scale 
expansion program launched by the firm is shown above. 





Steel Boiler Rating Report Is 
Issued By Kewanee-Ross Corp. 


Kewanee, Itt.—A plan to! tail in a new booklet pub- 
standardize the presentation | lished by the firm under the 
of data concerning steel|title, “A Report to Those 
boiler ratings has been dis- | Concerned with the Specifi- 
closed here by the Kewanee- | cation, Selection, Sale of 
Ross Corporation. The plan, | Steel Firetube Boilers.” 
based on the cruising speed| Three key points are made 
of boiler operation, is called | in the booklet: 1) that the 
the Reserve Plus Rating| time-tested and approved 








Plan and is presented in de- | rating code established by 











The highest decoration the Italian government awards to 
citizens of a foreign country went to Howard Given, vice 
president in charge of production for Given Mfg. Co., Los 
Angeles, for his contribution to trade relations between Italy | 


Given; Mario Ungaro, Italian consul; and Albert Perrish, | 
| American machinery exporter, who also received an award. 
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and the U.S. Left to right are Anna Maria Alberghetti, actress; | 


the Steel Boiler Institute as 
an industry “yard-stick” is 
still the most practical code 
in use today; 2) that based 
on the SBI rating code, the 
safe way to buy, specify or 
sell boilers is at “nominal 
capacity to operate at cruis- 
ing speeds” (which should 
be 59 percent below the boil- 
er’s peak operating load): 
3) a boiler that operates 
below full capacity over a 
period of time will last long- 
er and operate more effici- 
entlv than one that operates 
at full capacity constantly. 
Conies of the booklet may 
be obtained without charge 
bv writing the Kewanee- 
Ross Corp., Kewanee, III. 





Skoglund Named 


to Carrier Post 
Syracuse, N. Y.— Theo- 
dore Skoglund, product 
promotion manager for resi- 
dential air conditioning of 
Carrier Corporation, has 
been promoted to the newly 
created position of director 
of sales training, Unitary 
equipment division. With 
Carrier since 1953, Skog- 
lund’s career in the air con- 
ditioning business spans 16 
years as a salesman and as 
president and sales manager 
of his own distributing firm. 
(NEWS continued on page 148) 
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Coach in oh CON-X-ALL/ 


The one line that offers 
every type of plastic pipe connection 


No. 4642 


There’s a Con-X-All fitting for every plastic pipe Plastic to Plastic to 
connection! Con-X-All provides a permanent, leak- Female Iron Pipe. 
proof connection for plastic-to-plastic, plastic-to-iron * 


pipe or plastic-to-copper. Simple to install with any 
clamp ... precision machined of brass. Sizes from 
1” to 7 lee 
ORDER NOW! TELEPHONE Abingdon 
162 or 172. Ask for facts and get your order TEES 


started promptly. American Sanitary’s cen- 
tral location means faster delivery. 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


No. 4640 
l. AMERICAN SANITARY ie. 
MFG. CO., ABINGDON, ILLINOIS Plastic to Plastic 
OVER FORTY YEARS LEADERSHIP IN THE PLUMBING INDUSTRY * 


vf To SERVE YOU BETTER 


CENTRAL LOCATION 





ADAPTERS 


\ ((( (is sp 





No. 4710 
No. 4600* No. 4610 No. 4620 Veiner Adaptor 
Plastic to Copper. Plastic to Male Iron Pipe. Plastic to Plastic. Plastic to Iron Pipe. 


*Unlimited versatility proved on job after job! 
Fits any A-S solder fitting. 


ELBOWS 





No. 4630 No. 4634 No. 4632 No. 4650 
Plastic to Plastic. Plastic to Plastic to Well Seal Ell 


Male Iron Pipe. Female Iron Pipe. Plastic to Plastic. 








Continued 
from page 146 





Room Cooler 
Shipments Up 


Wasuincton, D.C_—Room 
air conditioner shipments 


by manufacturers during the | 


first four months of 1954 
were about 848 percent 
above the same period for 
last year. Figures released 
by G. §, Jones, Jr., manag- 
ing director of the Air-Con- 
ditioning and Refrigeration 
Institute here, show that 
795,850 units were shipped 
during the first four months 
of 1954 compared with 430,- 


670 units last year. 


Honeywell Wins 
Literature Award 


New Steel Cabinet Line Features Wooden Doors 


Designed to serve both custom and mass markets 


CONNERSVILLE, IND.—A new 
line of steel kitchen cabinets 
with wooden doors has been 

|/introduced by American 
| Kitchens Division of Avco 
| Manufacturing Corp. in a 
bid to serve both the custom 
|'and mass markets. The new 
| Pioneer line offers a choice 
lof all steel cabinets and 
\sinks finished in traditional 
white or cabinets con- 
| structed of steel with birch 
‘ wood doors in natural finish. 
| As a further development to 
(meet the growing demand 
for kitchen wall and base 
cabinets that harmonize 
| with furnishings in other 
parts of the home, sink and 
cabinet drawer fronts of the 
line have a “Coppertone” 
finish. 


| Expects Bigger Market 

| Curry W. Stoup, vice pres- 
|}ident of Avco and general 
| manager of American Kitch- 


MINNEAPOLIS, M1NN.—|ens, forecasts that the new 
Minneapolis-Honeywell Re-|line will increase the mar- 
gulator won two awards for} ket for dealers and whole- 
product literature in recent} salers by almost 100 percent 


competition sponsored by 
the Producers’ Council, Inc 
and the American Institute 


of Architects. John E | 


Haines, vice president, ac- |} 


cepted the awards in Boston 
for the firm’s publication 
“Manual of Automatic Con- 
trol for Heating, Ventilating 
and Air Conditioning” and 
an advertisement, “Honey- 


in a year when the kitchen 
industry appears to be ex- 
veriencing an increase of at 


least ten percent over last} wood doors will be com- 
year’s $800 million volume. | pletely interchangeable with 

“Dealers and wholesalers,” | the steel doors of the firm’s 
he told Domestic Encrnerr- | regular line of cabinets, and 
ING. “can expect an even/|that a wood finish can be 
greater proportionate in-| brought to kitchens where 
crease in profits because of | its standard line is currently 
the inventory simplification | installed without changing 
that the flexibility of our | present cabinets. 


new line permits and because 
‘tee , : What the Line Will Cost 
stock is immediately avail- maka) 


able for custom installations. | 
The opportunity to service | nets with wood doors and 
both the mass market and } Coppertone finish, he said, 
the custom market without | will retail for approximately 
extraordinary investment in|10 to 15 percent more than 
inventory is unprecedented | the price of all-steel cabi- 
in this business to my)/nets. Features of the new 
knowledge.” line are described in this 


Prices for the steel cabi- 


Stoup explained that the) issue on page 79. 





New officers of the National Assn. of Master Plumbers and 
Heating Contractors of Canada are l. to r.: D. E. Mould, 2nd 
vice president; Adam Clark, president; C. W. Leek, Ist vice 
president; A. F. Powers, secretary; and Sam Crump, treasurer. 





Crane Co. Starts 100th Year; 
Plans New Line of Products 


Cuicaco—Crane Co. en- 


well Customized Tempera- | tered its 100th year in busi- 


ture Control.” 


It’s Moving Day 
in Richmond, Va. 


RicHMonp, Va.—A new 
address for the Heating. 
Piping Contractors, Rich- 
mond Assn.; Plumbing and | 
Heating Contractors Assn. 
of Richmond: Virginia As- | 
sociated Plumbing  and| 
Heating Contractors; 
the Virginia Heating and} 
Plumbing News has been | 


ness last month with plans 
for a centennial celebration 





| tings, the firm also produces 
fabricated piping and piping 
accessories, plumbing fix- 
tures, plumbing brass trim, 
heating equipment and 
kitchen cabinets. Before 


and additions to its current | ‘ ‘ 
long, it expects to add a line 


line of 40,000 products, One | ; anasiaeal trol 
of the world’s largest manu- {Or e ectronic controls. 


|} Crane was founded July 
facturers of valves and fit- | , 

: \4, 1855 by Richard Teller 
| Crane who opened a foundry 
‘in a one room frame build- 
}ing he built himself under 
ithe name of R. T. Crane 
Brass and and Bell Foundry. 

Growing into an organ- 
ization which now includes 
13 plants, 165 branches and 
987 independent wholesale 
outlets employing more 
than 22,500 people through- 
out the U.S. and Canada, 
it is now a multi-million 
dollar corporation which 


announced by B. Y. Kinzey, | A trailer equipped with the latest in bathroom and kitchen 
executive manager. The new | plumbing equipment is being sponsored on a tour of 17 cities 
offices will be located at 303 | by Crane Co. Jess Slaughter (right), who is touring with the 


W. Franklin St., Richmond. | exhibit, is shown describing its features to a wholesaler. 
148 


recorded $315 million in 


sales last year. 
(NEWS continued on page 150) 
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This YOLOY pipe 
has lasted 
6 times longer 


The pipe shown in the photograph of this 
large boiler carries steam for the “soot” and 
“fly ash” blower system in an Ohio electric 
plant. The service is so severe that regular 
carbon steel pipe had to be replaced as often 
as 60 days. 

A solution for this corrosion problem was 
obtained by installing Yoloy pipe. Now, 
twelve months later, the Yoloy pipe is still 
in service—hasn’t developed a single leak. 
It has lasted six times longer, and looks good 
for many months more. 

Yoloy Continuous Weld Pipe is made from 
the same nickel-copper steel composition 
that has proved so successful in the oil, min- 
ing, railroad, chemical, trucking and other 


industries where resistance to corrosion and 
abrasion is of prime importance. It is now 


available in pipe sizes, from 12” to 4”. 


Get our booklet ‘“‘The ABC of Yoloy Con- 
tinuous Weld Pipe and its Corrosion Resis- 
tance”. Write or phone the Youngstown 
District Sales Office near you. 
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YOLOY PIPE 








THE YOUNGSTOWN SHEET AND TUBE COMPANY aston. Alicy and Yoloy Steet 


General Offices: Youngstown, Ohio - District Sales Offices in Principal Cities 


SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT 
AND EMT - MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE - 


HOT ROLLED RODS - COKE TIN PLATE 


- ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 














| Thatcher Co. Forms | Heating Show Set for Philly 


Cooling Divisi 
& _ | New York Crry—The In-|al Exposition Company, 480 


rn Garwoop, N.J.—Thatcher | ternational Heating and|Lexington Ave., New York. 
honk aun $00 | Furnace Company has ap-| Ventilating Exposition will | ee. ae 

‘pointed Stuart B. Leigh as|return to Philadelphia for | we 
imanager of its newly/the 12th biennial session, r 
. A | Acme Industries 


j}ereated summer air con- | January 24 to 28, 1955. The | 
Water Heater 'ditioning division __ here. | show, sponsored by the|Names New V.P. 
. \Leigh has been with the| American Society of Heat- | 
Future Looks ‘firm since 1947 in various|ing and Ventilating Engi- | 
’ ° \sales positions, including|neers, was last held in| 
Good to White | Pennsylvania representative | Philadelphia in 1951. The 
\and New England district | ASHVE will hold its 61st 
MIDDLEVILLE, Micu.—Wa- | manager. }annual meeting during the 
ter Penge sales of White | ee as: 'same week. 
Products Corporation in the | _, | All facilities of the Com- 
‘\Chappers Gets Ad ‘mercial Museum and _ its 


second quarter of 1954 are | 
11 percent above the same| Post at Robertshaw | convention hall will be used. 
|Space reservations made by 


period in 1953, the board of 
directors reports. | GREENSBURG, Pa.—George | exhibitors already exceed 

Vincent J. Anderson, as- |S. Chappers has been named | the total for the last exposi- 
sistant advertising and sales | to the newly created post of | tion, indicating the show 
told | director of advertising and | will be the largest yet. All Millsom, who has _ been 
Domestic ENGINEERING that | public relations for Robert- | phases of heating ventilating | active in the air conditioning 
this is a continuation of a|shaw-Fulton Controls Com- | and air conditioning will be|and refrigeration industry 
rising sales curve which has | pany here. | represented in exhibits, in-|since 1935, has been with 
been evident every month| He was associated former- | cluding commercial, indus- |Acme since 1950, first as 
ly with the advertising firm | trial and domestic applica- | sales manager of the Flow- 
Cold division, and sales 





* JACKSON, 
Micu.—C ar! 
W. Millsom 
has been ap- 
pointed vice 
president of 
the field sales 


division and 


S@ 
Millsom 
advertising by the board of 
directors of Acme Indus- 
tries, Inc., manufacturer of 
heating, cooling and refrig- 
eration equipment here. 





promotion manager, 


this year. 
“We expect our business|of Ketchum, MacLeod &| tions. 


to be good for the remain- | Grove and the Armco Steel} The show is under the | manager of all field sales 
der of the year,” he said. | Corporation. 


|management of Internation- | since 1952. 

Previously he was as- 
sociated with Chrysler Air- 
temp division of Chrysler 
Corp., Dayton, Ohio. 





Pancake Party 
Set By Hotpoint 


Cuicaco — Hotpoint Co. 
has developed a “Pancake 
Party” promotion for deal- 
ers to increase range sales, 
build store traffic and ex- 
pand prospect lists. The 








a recent two-day sales meeting in Chicago. A 
new economy-size bath enclosure was in-|promotion features a new 


troduced with product application data. group of merchandising 
sales aids which includes a 


- : party planning book, dis- 

Fiat Launches New Shower Sales Campaign play material, premiums and 
direct mail pieces. 

and special mailing pieces} Clifford C. Gramer, mer- 
for the architect and builder.|chandising manager, told 
two-day sales meeting here| Spearhead of the promo-/ All this will be supported by | Domestic ENGINEERING that 
with 80 sales representatives | tion program, designed to|a heavy ad campaign. the flexibility of the promo- 
from 26 states and Canada| broaden the market for Fiat; Presentations at the meet- | tion permits dealers to stage 
where an intensified promo- | products, is a newly intro- | ing were made by Stanley | parties for as low as four 


tion program was intro-|duced economy-size bath|E. Nilson, president, C. G, |@ollers. 


duced. The meeting featured | enclosure, the Cascadette. | Magnuson, vice president in|} The planning book con- 
Other elements in the pro-| New York, W. C. Thomp-|tains complete instructions 
for organizing and staging 


visual aids, demonstrations | 

and exhibitions covering the | gram include a new 36-page|son, vice president in Los 

company’s growth, applica- catalog printed in full color,| Angeles, and C. F. Laird,}the party, demonstrations 
tions of its shower cabinet |a new folder on the complete/ vice president in Franklin hace following up sales leads. 
and shower receptor pro-| line, a new envelope stuffer | Park, Til. | (NEWS continued on page 153) 
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A large scale promotion program by Fiat Metal 
Mfg. Co. was presented to these 80 sales 
representatives from 26 states and Canada at 


Cutcaco—Fiat Metal Mfg.| ducts, sales literature and | 
Co. has just completed a| new products. 
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is something 
York. ALWAYS 
missing ? 


(to cut your profit) 
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warehousing and service are other advantages 
you enjoy when you handle the Bryant line. 
Your Bryant Distributor is equipped to help 
you on sales calls . . . to offer technical assist- HEATING AIR CONDITIONING 


a ance . . . to co-operate in local promotion . . . WATER HEATING 


dis- to promptly supply the equipment or parts you 

and may need for any job. He is as near as your . The most complete line in the industry 
telephone. And his services are backed by . Quality products—Competitively priced 

1er- competent factory district representatives, . Established name—Good customer acceptance 
told factory product specialists and traveling fac- . Broad, attractive profit margins 

that tory sales-training and service teams. %K 5. Local Distributor warehousing and service 

wel It will pay you to call your nearby Bryant . Factory district representatives and traveling 
age Distributor today. sales training and service teams 


ro Bryant Heater Div., Affiliated Gas Equipment, Inc., 17825 St. Clair Ave., Cleveland 10, Ohio 




















In jet well installation, Mills 

Plastic IV can be quickly fed 

by hand to any desired depth. 
==95, 





For irrigation, the pipe 
curves to follow trenches or 
contours, by-pass obstacles. 
Connections take 2 minutes. 


— 
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Cheapest way to move pure water, 
gases, vapors, suspended solids 


Mills Plastic IV polyethylene pipe never imparts odor or taste. It’s ideal for 
carrying liquids for human consumption, and for hundreds of other uses. Costs 
less to install because, being flexible, the line may be allowed to seek its own 
floor. Comes in coiled lengths up to 400 feet. Polystyrene fittings and stainless 
steel clamps make connections simple between lengths, or to metal pipe. 
Continental’s Mills Plastic IV is stromg. It has a service life several times that 
of metal pipe weighing nine times as much. Ask your distributor for details, 
or write for new informative booklet. 


FITTINGS MAKE LEAKPROOF CONNECTIONS QUICK AND EASY 





Insert Coupling Insert Adaptor Insert Elbow Insert Tee 

















For water service lines, 
Extra Heavy pipe is available. 





In food-processing and 
pharmaceutical industries, 
Mills Plastic 1V carries gases, 
vapors, suspended solids, 
liquids. 

















Threaded Elbow Threaded Coupling Threaded Tee Joint Clamp 


CONTINENTAL € CAN COMPANY 


MILLS PLASTIC PIPE DIVISION 


SALES OFFICE 
100 EAST 42nd STREET, NEW YORK 17, NEW YORK 


Factory: 2930 North Ashland Avenue, Chicago 13, Ill. 
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Continued 
from page 150 


Industry-Utility Team Up to 
Boost Gas Heating in East 


WATERBURY, Conn.—A 
meeting and conference to 
develop better relations and 
promotion of gas heat 


Gerber Moves Up | through plumbing and heat- 


With Woodbridge | 
Wooppripce, N.J.— Henry 
A. Gerber has been named | 
president of Woodbridge | 
Sanitary Pottery Corp. here | 
and eastern sales manager | 
of Gerber plumbing fixtures. 
The move is part of a plan} 
that eventually will bring | 
all divisions of Gerber In- | 
dustries, Inc. under the} 
company name. At present, | 
Woodbridge Sanitary is one | 
of four Gerber factories, | 
Other plants are located in | 
Kokomo and Delphi, Ind. 
and Gadsden, Ala. Central 
offices are in Chicago. 


New Filter Firm 


ing contractors was held 
here recently by The Con- 


|necticut Light & Power 


Company. Regional man- 
agers of the utility company 
outlined plans to increase 
gas heating installations in 
that area and presented the 
new price structures and co- 
operative services offered by 
the utility to help contrac- 
tors gain a greater share of 
this business. 

Ralph Towne, executive 
secretary of the Plumbing & 
Heating Wholesalers of New 
England was principal 
speaker and clarified the 
wholesaler-contractor dis- 
tribution system and how it 
would function in respect to 





Is Formed 


the utility’s plan. 
He pointed out that there 


Corona, N. Y.—A new} were 81,000 prospects for gas 


company, Filtrex Corpora- | 


heating in the area. Of these, 


tion, has been formed here | he said, 12,000 homes use 
to manufacture replaceable | gas for central heating and 


glass fiber filters for resi- 


15,000 homes have oil heat. 


dential and commercial | This, he concluded, leaves 


heating and cooling equip- | 
ment. In announcing the | 
new organization, Norman 
J. Davidson, president, told 
Domestic ENGINEERING: 

“We have developed a 
special process for making 
glass fiber soft and pliable 
to prevent glass from splint- 
ering. Fibers are separated 
and arranged in graded den- 
sities to provide dust pro- 
tection throughout the fil- 


Dunhams Goal: 


Micuican City, IND.— 
Salesmen of the C. A. Dun- 
ham Company “played 
hookey” from selling long 
enough to attend a _ two- 
week school here recently 
on the firm’s new lines of hot 
water heating equipment 





ter.” 
Other executives of the 
firm are Sidney Levine. sec- | 


retary, and John W. Clarke, | 


sales manager. 


Trane Moves Offices 

La Crosse, Wis. — The 
Trane Company has moved 
its Little Rock, Ark., sales 
office to Room 718, Pyramid 
Building. 

Rowe Hill is sales engi- 
neer in charge and will work 
through the Memphis, Tenn., 
sales office. 


Salesmen of the C. A. Dunham Co. “played 

hookey” from selling for two weeks recently 

|to study the firm’s new lines of hot water 
153 


54,000 prospects for central 
gas heating in the area. 

Towne emphasized that 
the plumbing and _ heating 
wholesalers were very much 
interested in this type of 
heating equipment and sug- 
gested that the utility could 
obtain greater participation 
in theiradvertising by 
wholesale distribution to the 
dealer. Then wholesalers 
would have no quarrel with 
the selling policies of the 
utility. 


Furthermore, Towne 


added, since the utility is 
able to finance its own 
equipment to the customer, 
it would greatly encourage 
all quantity buying by 
wholesalers, who in turn 
would distribute it through 
dealers who are the ones 
who meet the public. 


Delves Winds Up 
51-Year Career 

Cuicaco—A 5l-year 
A. A. Delves of Crane Com- 
pany with his retirement 
from the firm’s general of- 
fice in Chicago. 

He joined Crane in 1903. 


Convention Dates Set By N. Y. 


Brooktyn, N.Y.—The New 
York State Assn. of Plumb- 
ing Contractors has chosen 
this city as the site of its 
1955 exposition and conven- 
tion. The joint event will 
take place at the Hotel St. 
George, April 12-16. 

Frank Mazzarella of 
Schenectady, president, told 
Domestic ENGINEERING that, 
due to the upward surge in 
home construction and re- 


newed interest in home 
modernization, he expects 
attendance of both industry 
members and the public to 
be double that of 1953, when 
50,000 persons saw the show. 
The convention will be the 
association’s 66th. 
Arrangements are under 
the direction of Henry Pin- 
ner and convention head- 
quarters are at 1506 Nos- 
trand Ave., Brooklyn. 


Better Heating Installations 


and heating-cooling units. 
The curriculum included 
all phases of ‘construction, 
design and application on 
the firm’s complete lines of 
steam and water heating and 
cooling equipment. One full 
week was devoted to the sale 





cooling units. 


and servicing of Dunham’s 
Vari-Vac differential steam 
heating system. The sessions, 
also attended by contractors, 
were under supervision of 
Norman Sorgenfrei, newly 
appointed sales manager. 

(NEWS eontinued on page 155) 
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heating equipment and Vari-Temp heating- 


One week was devoted to the 


firm’s differential steam heating system. 
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Zone Control home of Mr. and Mrs. Joseph Jaffe, Jr., Shaker Heights, Obio. 





“For year-round comfort all over the house 


| always recommend 
Honeywell Zone Control” 


says Cleveland Heating Dealer Bernard Wolsh 


“When customers come to us with plans for 
a smart new home like the one here, we know 
they want modern comfort. We assure this when 
we recommend Honeywell Zone Control. 
“Honeywell Zone Control is a brand new 
concept and your customers can quickly under- 
stand what wonderful comfort it gives a// over 
the house. You can install it to work with both 
the heating and air conditioning systems. 
“Zone Control’s flexibility makes it easily 








adaptable for different family living habits. The 
separate thermostat system allows us to handle 
almost every heating situation. And we can 
design the system for the type of construction 
...and such conditions as wind, sun, exposure, 
glass areas, or zero weather. 

“We're always sure of satisfied customers 
when we install a dependable system like 
Honeywell Zone Control. It provides the max- 
imum in year-round comfort!” 
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Floor plan showing zoning 
of the Joseph Jaffe, Jr., 


residence. House aa 
designed by Robert Little ~\ 
and Associates, Cleveland. (| aS \) 


Heating Zoned by dealer \\ ) 
Bernard Wolsh. aD 


comfort — with Honeywell Zone Control” 


— says Bernard Wolsh. 


“When the Jaffes and their architect started the com- 
fort planning stage of their new home, they wanted 
to hear about Zone Control. And after I explained it 
to them, they readily agreed—it was the thing to have. 

“We divided their home into two zones—one for 
the living-service area, and one for the sleeping area. 

“The living-service area (Zone 1) is located in the 
first floor of the house, and one Honeywell thermo- 
stat controls the heating for the living room, dining 
area, and the kitchen. This separate thermostat com- 
pensates for the extra warmth from the living room 


Honeywell has controls for any type zoning job... 


DOMESTIC 


“These modern plans called for modern 
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B. Wolsh, seated, with Honeywell sales engineer Ray O'Hara 


fireplace and the kitchen, and from warm sun through 
the living room windows. It gives the Jaffes even 
comfort at all times. 

“The separate thermostat for Zone 2 controls the 
second floor bedrooms. It compensates for cold north 
winds and keeps this area completely comfortable 
during the day, and allows cool sleeping at night. 

“And the Zone 2 thermostat can be set back to 
save fuel when the bedrooms aren’t in use. 

“Honeywell Zone Control makes a complete com- 
fort story for any heating dealer.” 





Electric Chronotherm — fa- 
mous, fully automatic 
clock thermostat. Pro- 
vides night shut-down, 
automatic morning pick- 
up for 24-hour control. 


For complete information and application 





Electronic Weathercaster — 
located outside the house. 
It senses changes in the 
weather, and signals the 
electronic system indoors, 
automatically. 


NNEAPOL SI 





Modutrol Motor —comes in 
several versions. Gives 
fast, accurate control of 
dampers and valve as- 
semblies...many years of 
trouble-free service. 


















Honeywell 


data on Honeywell Zone Control, call the 
Honeywell office nearest you. Or... 
write Honeywell, Dept. DE-8-151, 
Minneapolis 8, Minnesota. 


















Continued 
from page 153 





Management 
Course for 
Contractors 


OKLAHOMA City—Forty- 
one plumbing contractors 
and personnel completed a 
12 week business manage- 
ment course sponsored by 
the Associated Plumbing 
and Heating Contractors of 
Oklahoma City, Ine. last 


month at the university here. 
The course included a study 
of overhead, estimating, ac- 
counting 


systems, credits 





Schoolmates at a recent 12 
week business course at Okla- 
homa City University spon- 
sored by the local plumbing 
contractors were A. H. Moore, 
76 (left) and his son (right). 


and collections, business 
letters, law, insurance, 
banking and finance and 
other business problems. 





It’s Time Out for 
Pleasure in Chi. 


Cuicaco — The North and 
West Side Master Plumbers 
Pleasure Club of Chicago 
held its annual golf party 
and dinner recently and 
honored two of its oldest 
members, Louis Goldacker 
and Charlie Burmeister. 
More than 100 members and 
wholesale _—_ representatives 


attended the occasion, in-| 


cluding Robert E. Murphy, 
president of the NAPC. 


Cooling Schools Set 
By U. S. Radiator 


Detroit — Seven - 
week air conditioning | 
schools for all field person- | 
nel are being held here by | 
United States Radiator 
Corp. The schools cover 
new products in the firm’s 
line of air conditioners, heat 
gain calculations, compres- 
sors, controls, piping and 
ducts, and plan layouts. 


Manufacturers Reps 
Start New Firm 


Currton HEeEIcHTs, Pa.— 
Martin L. Lipton and James 
F. Prushankin have an- 
nounced the formation of 
the James Martin Company, 
manufacturers representa- 
tives. 

The firm has offices at 
125-A E. Baltimore Ave., 
Clifton Heights, Pa. 





Detavan, Wis. — The Na- 
tional Assn. of Domestic and 
Farm Pump Manufacturers | 
turned the spotlight on the 
non-farm rural and replace- 
ment markets and outlined 
an optimistic sales picture 
for the balance of 1954 and 
1955 here at its summer 
meeting last month. 

In reporting that sales of 
electric water systems are 
parallel with those of a year 
ago, the industry’s third best 
year, the group estimated 
another $100 million volume 
year was in the making. 
Since much of this success 
is credited to the National 
Water Systems Month pro- 
motion sponsored annually 
by the association, plans for 
the seventh such campaign 
were proposed for next May. 

Herbert C. Angster, exec- | 
utive secretary and director 
pointed out that the farm 
market is now well over 60 
percent sold and its ultimate 
limits are well within sight. 
On the other hand, he said, 
the non-farm rural market 








|percent of the total market 


has scarcely been tapped. 
This category makes up 65 





Water Heater Shipments Hit New 
High; Up 12 Percent Over ‘53 


New York City—Ship-|five months of last year. 
ments of automatic gas wa-|During May 149,600 gas 
ter heaters hit a new 13-| ranges were shipped, while 
month high during May, | May, 1953 shipments totaled 
according to the Gas Appli- | 181.000 units. 
ance Manufacturers Assn. | eee 
Edward R. Martin, director | ° 
of marketing and statistics, | Whirlpool Names 
reported that 200,300 units| Vice Presidents 
were shipped during the| $7, Josepx, Micn—Whirl- 
month, an 11.9 percent in-| pool Corp. has announced 





crease over the same month 
of last year. 


This is the highest total | 
since April, 1953 and raised | 
year to} 
928,300 units as compared | 


the total for the 


with 958,900 shipped during 


the first five months of 1953. | 


Meanwhile, Martin added, 
gas range shipments during 
the same period totaled 
798,400 units as compared 
with 964,600 during the first 


for new installations, while 
only 25 percent is in the 
farm field. The remaining 


'ten percent of the market is 


represented by commercial 
buildings in rural and sub- 
urban areas. 

Angster also reported that 
the replacement market is 
estimated at 1,220,000 instal- 
lations during the next five 
years. 

Commenting on the po- 
tential of the industry, C. D. 
Leiter, vice president of The 
F. E. Myers & Bro. Co. and 
chairman of the association’s 
publicity and markets com- 
mittee, said that if dealers 
were to capitalize on all the 


ben appointments of Fred- 





Smith 


Upton 
erick S. Upton as_ senior 
|vice president and Mason 
| Smith as finance v.p. 


Water Systems Outlook Rosy, Producers Hear 


jrelated sales that a water 
|system sale sets in motion, 
the industry would reach a 
billion dollar level instead 
of its present $100 million. 
John Hosford, assistant 
secretary, suggested that 
one way dealers could build 
their business and upgrade 
initial water system sales 
would be to use standard 
service contracts. Under 
terms of such a contract, a 
customer would be entitled 
to service calls, replacement 
|parts and other benefits. 
|Each call would give the 
dealer a chance to make re- 
lated sales, he said. 
(NEWS continued on page 160) 








Five new salesmen assigned territories by The F. E. Myers & 
Bro. Co., Ashland, Ohio, are shown above with their instructors. 


Left to right: C. B. Sattler, 


sales training director, W. G. 


Browne, R. R. Garn, D. N. Morr, P. E. Fackler, T. E. Bloom 
and Norris Fluke, assistant sales training director. 
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Double-Profit Appliances for Plumbers 


Hotpoint's Dishwasher—Sink with Disposall provides the ideal 
combination for merchandising plumber's DOUBLE PROFITS. 
This Hotpoint combination is aimed at the biggest potential 
market in the appliance business today. And, your customers 
know they have the finest... when you install Hotpoint. 











APPLIANCES 









INSTALLATION ~’ 
PROFITS % 


Oo 







Why not pick up two checks on each job? Cash in on both 
installation and sales profits on Hotpoint Electric Water- 
Bearing Appliances! Your position as plumbing repair and 
installation man gives you the perfect ‘‘in’’ for selling. 
You're right on hand when old equipment wears out, and 
as a plumbing expert you are the logical adviser on new 
equipment. 

Stocking the complete and famous Hotpoint line gives 
you invaluable aid when it comes to closing sales. Hotpoint 
enjoys wonderful acceptance and a well-deserved reputation 
for quality and leadership. You also reap the benefits of 
heavy, nationwide promotion. 

Hotpoint’s full line includes MAGIC CIRCLE® Water 
Heaters ... Automatic Electric Dishwashers . . . the amaz- 
ing Hotpoint Disposall® Food Waste Disposer . . . Auto- 
matic Clothes Washers . . . plus the sensation of the industry 
—the new Hotpoint Automatic Dryer with Sealed-Chamber 
Drying Action. 

Make your shop doubly profitable! Learn Hotpoint's 
special plumber deal from your Hotpoint distributor. Start 
right now to double your profits with Hotpoint. 


«ee Pacemaker of Progress! 


HOTPOINT CO. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 








Rugged, Quiet Westinghouse Industrial Heaters... 


DOMESTIC ENGINEERING 


Detail of Westinghouse heavy-duty steam distributing tube-type 
heater coil. Wrought iron pipes, tapered steel fins and structural 


steel header resist abuse of continuous duty, high-pressure heating 





Designed For Continuous Heavy-Duty Systems! 


Seven Features Assure Dependable, 
Versatile Coverage of Large Areas 


Westinghouse Industrial Heaters supply ideal heat under 
difficult conditions, In plant, warehouse, garage and simi- 
lar buildings, these heaters efficiently blanket large work 


zones, even those with high ceilings, frequently opened , 


doors and expansive window areas. They also supply make- 
up air for exhaust systems . . . may be used to circulate 
ventilating air during warm seasons. Capacities in six sizes 
range up to 2,500,000 BTU/hr . . . 25,000 cfm. . . 200 psig 
steam pressure. 

Each Westinghouse Industrial Heater is a complete unit. 
That's why each can be placed where it will do the most 
good . . . whether on floor, or wall (upright or inverted), or 
suspended from ceiling. Economically selected and scien- 
tifically grouped, Westinghouse Industrial Heaters satisfy 
the needs of areas of any size or shape, and can be readily 
relocated to suit plant layout changes. 

Westinghouse Industrial Heaters have a line-up of fea- 
tures that is unique: 

1. Casings are rugged heavy-gauge steel. Front and back 
panels are easily removed. 


2. Standard motors have adjustable V-belt drive on units 
with motors up to 5 HP. 

3. Powerful, yet quiet, fans are multiblade centrifugal type 
mounted onacommon shaft. Blades are forwardly curved. 

4. Efficient steam coils are heavy-duty or general purpose. 
Former are wrought iron for extra-long life (see detail 
shown above); latter are standard or steam distributing 
copper-tube type. 

5. Discharge outlets and deflectors permit flexible discharge 
arrangements. Result: most advantageous airflow and 
heat distribution pattern. 

6. Bypass damper arrangement permits constant air modula- 
tion. Standard arrangement permits steam modulation. 

7. Rounded corners, smooth surfaces eliminate accidents, 
minimize dirt. 

These features are backed up with a Westinghouse-Sturte- 
vant exclusive—a single equipment warranty with undivided 
responsibility. This unit responsibility is your greatest guar- 
antee of dependable performance for years to come. For 
complete details call on the Westinghouse-Sturtevant air 
handling specialist conveniently located in your area. Or 
write: Westinghouse Electric Corporation, Sturtevant Divi- 
sion, Hyde Park, Boston 36, Mass. 


WESTINGHOUSE AIR HANDLING 


you CAN BE SURE...IF rs Westinghouse 
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WALWORTH 


BRONZE 





Better becatise ... Walworth has standardized 





I type its line of bronze valves to provide an unsurpassed sys- 
rved. tem of interchangeability of parts for assembly or re- 
} ares placement. You can maintain a great number of Wal- 
uting worth Bronze Valves with a small inventory of basic 
parts ... you minimize part replacement problems. For 
harge | further information, ask us for our Bronze Valve Stand- 
and ardization Chart. 
ula- Parts are carefully machined and finished to 
oe Choose from complete lines of Walworth Bronze close tolerances, thereby assuring accurate fit 
‘s Valves — including gate, globe, angle, check, and teat ates eee 
urte- | lubricated plug types. Walseal® Bronze Valves and Valve with stainless steel plug-type seat and 
ided Fittings are also available for making silver-brazed disc, heat-treated to a minimum of 500 Brinell 
suar- — hardness. 
” For Joints. : . 
ngs For full information on Walworth Bronze Valves 
: Or and Fittings, call your Walworth Distributor, nearest 
Divi- Walworth Sales Office, or write to Walworth Com- W ALWOR TH 
' pany, General Offices, 60 East 42nd Street, New 


York 17, N. Y. Manufacturers since 1842 


valves... pipe fittings . . . pipe wrenches 
60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT JHE _wortp 












Continued 
from page 156 


to members of the industry | 
G.E. Forms Sales ‘° 


Planning Unit 


BioomriELp, N. J.—For- 
mation of a sales and distri- 
bution planning unit in Gen- 
eral Electric’s Weathertron 
department has been an- 
nounced by H. L. William- 
son, department manager of 
marketing. 

Heading the new unit will 
be William G. Cox, formerly 
manager of product plan- 
ning for the department. 


Zurn Gets New 
Vice President 


Erte, Pa.—John Henry 
Zurn has been appointed 
vice president of sales by 
the J. A. Zurn Mfg. Co., 
American Flexible Coupling 
Co., and its affiliates. Zurn 
has been associated with the 
firm since 1946 and has 
handled sales in New York 


and Philadelphia. 


ad 
at 
2 





Carr 


(see below) 


Zurn 
(see above) 


Century Names 
Sales Manager 


Cepar Rapips, Ia. — The 
appointment of A. E. Carr 
as sales promotion manager 
of the heating division of 
Century Engineering Corp. 
here has been announced by 
W. S. Moellering, general 
sales manager. Carr will di- 
rect advertising, sales pro- 
motion and related activities 
for the company. He had 
been assistant sales promo- 
tion manager of the heating 
division of the Coleman 


Company in Wichita, Kan. | 


Insulation Tester Is Available | 


New York City —A new} 
scientific apparatus for | 
|making comparative heat- | 

| flow tests of various thermal | 


| | 
jinsulations is being offered | 


a two-week trial use 
basis by Infra Insulation, 
Inc. This joist-space heat- 
tester simulates actual joists 
and building spaces and em- 
ploys all three methods of 
heat-flow: convection, con- 
duction and radiation. 

The device will test and 
compare, simultaneously, 
under similar conditions any 
two materials or insulations 
for up, down or wall heat- 
flow. 
exposed to heat-flow from 


the surface of a heated board 
in much the same manner as | Air Conditioning Supply Co. 
ceiling or|of Phoenix, Ariz., 


occurs in floor, 


be both non-metallic 
metallic or one of each kind. 
Compact and lightweight, 





I-B-R Publishes 


New York Crity—Ratings 
for boilers and baseboards 
of all types currently being 
produced are featured in 
the sixth and latest edition 
of “I-B-R Ratings”, pub- 
lished by The Institute of 
Boiler and Radiator Manu- 
facturers. 

The ratings cover boilers 
made by 25 American and 
Canadian manufacturers and 
baseboards of 26 manufac- 


turers. 
R. E. Ferry, general 
manager of the Institute, 


stressed the increasing im- 
portance of the I-B-R em- 
blem and ratings in an- 
nouncing the large number 
of additions to the booklet 

He explained that an 
I-B-R rating is the output 
of equipment used in hot 
water and steam heating 
svstems determined under 





and which rating has been 
approved by the Institute. 
Any manufacturer may 
obtain a rating by conduct- | 
ing tests and submitting all 
observations and results on 


Both insulations are |lumbus, 


wall spaces. Insulations may | 
or |merly executive vice presi- 


the code issued by Institute, | 


|tain two Taylor thermome- 
| ters. Samples of types of in- 
| sulation are also available to 
the heat tester consists of | plumbing and heating con- 
two similar interchange-| | tractors who write to Infra 
\able units that fit together | Insulation, Inc., 525 Broad- 
into a portable case and con- | way, New York 12. 





S. W. 


Los ANGELES — Rheem |} | 
| 
| 


Supply Gets Rheem Line 


Mfg. Co. has named South- 
west Air Conditioning Sup- 
ply Co. a California distrib- 
utor for its line of heating | 
and air conditioning equip- | 
ment and appliances. 

George P. Mandel, former | 
regional sales manager for | 
Norman Products Co., Co- 
Ohio, has joined 
ithe new firm as sales man- 
| ager. A. J. Wild, owner of 











Albert Wild and Don Piper are 
shown closing the deal that 
forms Southwest Air Con- 
ditioning Supply Co., which 
will distribute products of 
Rheem in California. E. R. 
Whitney, Rheem regional sales 
manager, is shown looking on 
at center of photo. 


is presi- 
dent and Don Piper, for- 





basen of Norman Products, is 
vice president and manager. 





Boiler and Baseboard Ratings 


levels of maximum heating 
effect. Baseboard ratings 
are based on active length 
rather than total length and 
der test, plus 15 percent.|manufacturers’ literature 
This percentage is credited|shows the difference. All 
to the baseboard unit be-|baseboard water ratings 
cause this type of radiation | based on steam tests have 
is usually installed at low | | been cancelled. 


forms provided to the Insti- 

tute for its approval. 
Baseboards are rated on 

the output determined un- 


Kitchen Remodeling Drive to Be 
Launched By American-Standard 


PittssuRGH—A program|tional package for dealers 
designed to help dealers containing a window ban- 
start a wave of kitchen re-| ner, advertising reprints, a 
modeling activity will be|counter display card, home 
launched next month by | planning booklets, a kitchen 
American-Standard. The|brochure and a salesman’s 
campaign, which will fea- | portfolio is part of the cam- 
ture a package of kitchen| paign. 
products, will be held in| In all, there will be ten 
| September and October as a | starter units in five sizes and 
| special fall promotion. in various styles and com- 
During this period, deal-|binations. As a bonus to cus- 
'ers will be able to offer cus-| tomers who purchase two 
tomers a sink, base and un- |or more wall cabinets with 
dersink cabinets and coun- | one of these starter units, a 
tertop at reduced prices as al pair of wall shelves will be 
start for a complete kitchen | presented without charge. 
‘remodeling job. A promo-' (NEWS continued on page 163) 
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During the past few years both plumbers 
and plumbing wholesalers have witnessed 
a growing preference on the part of home 
owners for kitchen equipment of Stainless 
Steel. The sale of Stainless Steel Sinks 
would have been even greater had costs 
been more competitive. 

Now comes CARLTON to manufacture 
the finest of Stainless Steel Sinks on a mass 
production basis. And on a competitive 
basis, too! High costs is no longer a sales 
obstacle. Anyone who can afford a porce- 
lain-on-cast iron sink can now afford a 
CARLTON Sink of Stainless Steel. Be- 
cause of this thousands will now buy them 
in preference to all others. Not only on 





DOMESTIC 





WOW “eartton’s EXCLUSIVE 
FINISH AND MASS PRODUCTION 
PRICES SWITCHING BUYERS 


TO STHIMESS STEEL SINKS/ 


Carlton puts the once expensive 


LUKURY UN within the reach of all 


price, but on beauty, too. For CARLTON’S 
twenty-five years of experience working 
exclusively in Stainless Steel has evolved 
a@ process that gives our sinks a surface 
finish never before achieved. 

With such a sink available plumbers 
can assure a lifetime of satisfaction to 
their customers. No longer will your dealers 
receive demands for replacement from 
customers who have chipped their sink 
bowls. No longer will the weight and 
vibration of garbage disposers cause cracks 
in the finish and create customer dis- 
satisfaction. No longer will ‘‘in transit” 
damage cause delays and complaints. 

We want you to see the new CARLTON 
Sink . . . compare its appearance with any 
other sink on the market. Pin the coupon 


ENGINEERING 







! STAIMLESS STEEL 


to your letterhead and let us send you our 
catalog, specifications, and schedule of 
prices. With them we will also send our 
offer to place one of these CARLTON 
Sinks in your hands for inspection on 
memorandum charge. The swing is to 
CARLTON Sinks. Be prepared to let your 
organization profit by this swing. Send for 
this information today. 


Light as a feather . 
bright as a mirror 
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COMPARE Ee | Stak Pv e107 — 
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1 coittes ie reenty ore CARROLLTON MANUFACTURING CO. ry 
matches ee from one CARROLLTON, OHIO 4 
seamlessly Aron pam, 
ach be nless Si ® : 
25 Tins eo ted with effective 
S¢ vy ee material. bowls 
wall between twin __ reduces 
Aa Narrow, bowl capacity — | i 
cr 
wi - yA nly 17 Ibe. Easily Sink Division NAME i 
Twin bowl weighs ot Carrollton Manufacturing Co. 
5 installed by 07° ly pitched f | Carrollton, Obie " | 
Bowl bottoms . Please send Folder showing tat 
6 complete aie t trimmed to - | ographs of Carlton Sinks. | 
Fiangs.ox Frames (1%4” radius). \ tions, and price list. city JONE___STATE____. 
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A Myers Submersible Pump... 


out ob 
sight 








You can install it and forget it! 


Thousands of trouble-free hours of actual 
operation prove a Myers Submersible 
Pump will perform quietly for years with- 
out attention. 

These same records reveal that installa- 
tion is the key to good submersible per- 
formance, and the Myers Submersible 
was specially designed to make proper 
installation easy. Myers dealers can cor- 
rectly install the submersible quickly 
and easily because of features like these: 


Only one pipe is needed in the well; 


Tough, 3-wire electrical cable prevents 
troublesome breaks; 


Special connectors eliminate the need 
for tape or vulcanizing when joining 
cable to motor leads; 


No priming necessary; 
No pit or pump house needed; 
Allelectrical controls located atthe surface. 


With other engineering features just as 
—— as simplified installation pro- 
cedure, the Myers Submersible is earn- 
ing recognition among dealers as the 
best in its field. 


Write today for complete information. 
You'll see why, for more sales and fewer 
service calls... 


Mote Buyers Buy Myers! 
MYERS + srems 
‘Myers THE F. E. MYERS & BRO. CO. 





Ashland, Ohio 
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Leaky Faucets 
Can Cost you Money 
...and Customers / 


Disgruntled customers are just bad business. But leaky 
faucets don’t have to be the cause. Chicago Faucets 
— today’s most wanted faucets — have a record of 
dependable, trouble-free service that is unsurpassed 
by anything of their kind. With but occasional re- 
washering, they stay leak-free for years and years. 
They close with the pressure, not against it, lessening 
wear at the spot where leakage normally occurs, 
and assuring easy operation. If ever necessary, the 
standard operating unit, in whole or in part, can be 
replaced as easily as replacing a light bulb. The 
good will you build with each Chicago Faucet will 
pay off in business for many years to come. 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 




















Chicago Faucet Products are distributed | 


through the plumbing trade exclusively. 
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|\John Wood Plans 

|Florida Warehouse 
| Tampa, FiLa.—Art 
| way, well known through- 
out the South tnrough his 


Con- | 


a Named V.P. 
‘of Unit Heater Assn. 


Detroit—The election of 


| James W. Hosler as vice 
|president of the Industrial 


7 —————|10ng association here with} Unit Heater Assn. has been 


In-Sink-Erator 
Names Service 
Manager 


Racing, Wis.—E. J. Priaulx 
has been appointed national 
service manager by In- 
Sink-Erator Mfg. Co., 
manufacturer of food waste 
disposers, automatic dish- 
washers and electric sinks. 
He will supervise 160 service 
stations across the country. 


Ardmore Expands; 
Elects Officers 


CONSHOHOCKEN, Pa.—Ard- 
more Products Co. has 
moved to new and larger 
quarters here and named 
Allan P. Kirk president and 
Frederick L. Hill sales man- 
ager. 

Before joining Ardmore a 
year ago as sales manager, 
Kirk was Philadelphia dis- 
trict manager of Chase Brass 
and Copper Co., which he 
served 25 years. Hill has 
been with Ardmore for three 
years. 

The new and larger plant 
at 624 Maple Street will en- 
able Ardmore to carry out 
its long planned program of 
adding new products to its 
present line of “Alert” flush 
valves and other plumbing 
products, Kirk told Domegs- 
TIc ENGINEERING. 


tne John Wood Company, 
| has completed arrangements 
| to warehouse the John 
| wood line of automatic gas 
| water heaters in Florida. 
R. W. Simpson, vice pres- 
ident and_ general sales 
manager of John Wood, 
Conshohocken, Pa., told 
Domestic ENGINEERING that 
the new facilities are the di- 
rect result of increased sales 
of the firm’s line in the 
South and that prompt de- 
livery will now be available 
throughout much of the 
southern territory. 
Conway’s offices are lo- 
cated in the Star Terminal 
and Warehouse Corp., 101 
N. 12th St., Tampa, Fla. 


Producers Told: 


Attantic City, N. J.— 
With sales of steel boilers 
currently equal to the vol- 
ume at this time in 1953, 
confidence 
high level of sales of steel 
boilers of all types was ex- 
pressed by the Steel Boiler 
Institute at its recent annual 
meeting here. 

R. A. Locke, was re-elect- 
ed president of the Institute 
and E. I. Boardman, man- 
ager, Spencer-Heater, Ly- 





coming-Spencer division of 





in a continued | 


| announced here by Irving 
|W. Clark, president. Hosler, 
| manager of the merchandise 
|department of the American 
| Blower Corp., will be active 
jin the Marketing Programs. 
| 


| 


PirrsspurcH — American- 
|Standard has 
| that its 1955 calendar is now 
‘available to dealers as a 
|promotional mailing piece. 
|The calendar presents six 
modern room scenes in full 
color with brief paragraphs 


under each picture explain- | 


ing the advantages of mod- 
ern bathroom, kitchen and 


Outlook Bright 


for Steel Boilers Next 6 Months 


Avco Mfg. Corp. was elect- 


ed vice president. Locke is | 


jalso secretary and treas- 
| urer. 
John T. Dillon, president 


of The Titusville Iron Works | 


'Co., a division of Struthers 
| Wells Corp. was elected to 
|the board of directors. Oth- 
ler members of the board 
include the officers and; 


| Paul K. Adams, Fitzgibbons | 


| Boiler Co., Inc., N. Y.; C. M. 
|Baumgardner, The Nation- 


lal Radiator Co., Johnstown, 


Shana Enters Field with Air Conditioning Line 


Cuicaco—An air condi- 
tioning sales kit for dealers 
has been developed here by 
the Shana Manufacturing 
Co. to supplement the intro- 
duction of its line of resi- 
dential air conditioning 
equipment. Featured in the 
kit is a recorded sales pre- 
sentation dealers may use to 
train salesmen on the sub- 
ject. 





releases, specification sheets 
and literature on the firm’s 
line as well as a folder out- 
lining a premium incentive 
program for finding new 
prospects by using present 


|ten largest industries in the 





world within the next five 
years, and feels that it will 
|absorb much of the slack in 
what is now considered by 
| many to be an alarming un- 





customers. A guide for a|employment picture. 


telephone _ sales 
tion and a checklist of sell- 
ing points are part of the 
kit, also. 

Harry G. Shaffer, presi- 


presenta- | 
| MESTIC 


“Therefore,” he told Do- 
ENGINEERING, “we 
feel an obligation to grow 
with our distributors and 


'dealers by giving them all! 


The kit also contains | dent, predicts that air con- ‘the personal consideration 
newspaper ad mats, press! ditioning will be among the! we can.” 


163 





announced | 










Chicago Opens 
Heart to Harry Hart 


Cuicaco — The Heating, 
Piping and Air Condition- 
ing Contractors Assn. of 
|Chicago honored Harry 
Hart, retiring after 40 years 
lof service to the association 
and the heating industry, at 
its 66th annual dinner here 
recently. Two hundred 
members were present. 


‘Remodeling Promotion Is Set 


heating installations. 

A drawing of an _ out- 
dated room with obsolete 
equipment beneath each 
photograph emphasizes the 
contrast between today’s 
modern home and its old- 
fashioned counter-part. 
Space is allowed at the top 
of each calendar for the 
contractor’s identification. 


Pa.; F. V. Hebard, The 
International Boiler Works 
|Co., East Stroudsburg, Pa.; 
J. F. Johnston, Jr., John- 
|ston Bros., Inc., Ferrysburg, 
Mich.; E. M. Palmer, Ke- 
|wanee-Ross Corp., Kewa- 
{nee, Ill; H. H. Peek, Jr., 
| Lookout Boiler & Mfg. Co., 
|Chattanooga, Tenn.; H. B. 
Steggall, Pacific steel boiler 
division, U. S. Radiator 
Corp., Detroit; and J. C. 
Trefts, Jr., Farrar & Trefts, 
Inc., Buffalo, N. Y. 


Boiler Code Ready 


The sixth edition of the 
Steel Boiler Code, spon- 
sored by the Institute, was 
printed last month and in- 


cludes for the first time 
Scotch type boilers. The 
new code also_ includes 


three large sizes of residen- 
tial boilers up to 5,000 sq ft 
of net steam. 

The engineering commit- 
tee of the Institute also met 
with the Boiler output com- 
mittee of the Heating, Pip- 
ing and Air Conditioning 
Contractors’ National Assn. 





to discuss a joint code to 
rate boiler-burner units. 
Copies are being printed. 

(NEWS continued on page 164) 





| Delaware Valley 





| Trenton, N.J.—The Dela- | 

ware Valley Trade Golf 
Assn. elected new officers 
and celebrated its 35th an-| 
|niversary at a recent meet | 
here. At a banquet attended | 
by 125 members, William | 
Abernathy, Sanitary Supply | 
|Co., Avon, N.J., was elected | 
president; Warren Rainear, 
C. J. Rainear Co., Philadel- | 
phia, was named first vice | 
president, and Russell Mar- | 
gurum, Crane Co., Balti- 
more, was chosen second 
vice president. Martin Pil- 
ger, Bridgeport Brass Co.,| 
Philadelphia, was retained 
as secretary and Elmer 
Marlow, Spang-Chalfant| 
Co. Philadelphia, is the new 
captain. 


Winner 


Continued 
m page 163 


A. O. Smith Sets 
Up Test Dept. 


KANKAKEE, ILL. The 
Permaglas division of A. O. 
Smith Corp. here has an- 
nounced the formation of a 
new department which will 
fabricate proposed new 
models for testing of water 
heater and home heating 
and air conditioning lines. 

Waldo W. Higgins, chief 


engineer of the division, 





Assn. Elects | 


eign Supply Co., Atlantic | 
City. Frambes also was 
awarded the association 
plaque for his low net score 
of 67. Other golfers with low 
scores were James Cooney, 
ger Phasa noi a ee. 
: rthur Johnson, J. D. ; : 
Johnson Co.; John Conway, | ce F. Weiskopf (right) of 
e . S. Weiskopf & Son, Spring- 
Seaford Supply Co., Seaford, | field, Ill. wholesaler, was one of 
Del.; and Ken Ford, Ford | the first purchasers of Crane’s 
and Kendig, Philadelphia. | new ‘‘Sunnyday’’ boiler. 


% 





Crane Launches Sunnyday News 


Cuicaco—Crane Co. is|column, which in the first 
now publishing an external| issue was devoted to an 
house organ dedicated to in- | analysis of the outlook for 
forming dealers of the firm’s|the remainder of 1954 in 
activities in the heating field. | residential, school and com- 
The Crane Sunnyday News| mercial construction. 
George L. Erwin, Jr., vice 


told Domestic ENGINEERING 
that the “Product Model 
Shop,” as the laboratory 
will be called, will simplify 


George Lang Cup this year) motions and contains infor- 
was Larry Frambes, Sover-| mation on product applica- 
tions. 


of the coveted | provides ideas for sales pro- | 


president in charge of the 
|heating sales division, de- 
| fined the purpose of the new 





visualization of proposed|(jgo9dman Elected 
design changes and increase 

the efficiency of pilot mod-| Cuicaco—Alfred E. Ellis, | 
els. G. G. Newland, former- | president of Johnson Plumb- 
ly fabricating foreman for | ing Supply Co. here, has ap- 
Whirlpool Corp., will super- | pointed Henry Goodman 
vise the new department. ! vice president. 








Universal-Rundle Plans to Decentralize Sales 


New Castie, Pa.—Uni-)lanta, Dallas, Los Angeles, 
versal-Rundle Corp. has{| Minneapolis, Camden, N. J.,| 
announced a program of de- |New Castle, Pa., Milwaukee, | 
centralization of sales de- | um 
partment operations from 7 
the home office here to its | 
seven branches. The pro- | 
gram includes carrying | 
complete stocks in seven of | 
the firm’s 





warehouses | 
throughout the country as | 
well as its seven plants. 

“Under the new errange- | 
ment,” Stanley S. Backner, | 
vice president of _ sales, 
told Domestic ENGINEERING, 
“customer contact is han- 
dled by the district offices. 
This makes possible close 
personal relationships and 
fast handling of orders. The 
warehouses provide our cus- 
tomers with prompt deliv- 
ery service on both plumb- 
ing fixtures and_ kitchen 
equipment.” 

These facilities are lo- 
cated in Philadelphia, Bos- 
ton, Chicago, St. Louis, At- 


were: (seated, left to right) J. 
R. N. Hickey; Carl McFarlin, Sr 


Among members attending the recent summer 
meeting of the Cast Iron Soil Pipe Institute 


.. Harvey Rit- 
ter; Don Murphy; H. E. Robertson, executive 
vice president; D. W. Hallman, treasurer; F. T. 
Hamilton, president; P. J. Faherty, vice presi- 


First issue of the publica- | publication to Domestic En- 
tion featured Crane’s new |GINEERING as follows: 
Sunnyday boiler, introduced| “The Crane Sunnyday 
at the recent plumbing show |News will carry complete 
in Washington, D. C. An- | details of sales programs 
other regular feature of the | sponsored by the heating di- 
tabloid is a market outlook| vision and will present a 

| wealth of selling ideas for 
| contractor-dealers. It is our 
| way of telling dealers across 
|the nation of the success of 


Wis., Hondo and San An- | other dealers, what they did 
tonio, Tex. and Redlands, | and how they did it.” 
Calif. 


(NEWS continued on page 166) 





dent; Israel Smith; R. J. Ziegler; E. J. McFad- 
den; M. J. Harvey; C. A. Hamilton; E. S. Bob- 
bitt; J. R. Gionti; J. R. Welch; Carl McFarlin, 
Jr.; E. J. Tubman; J. H. King, III. Standing 
are Frank Dowd, III; J. F. Weather; and Dave 
Shannon. The meeting was held in Chicago 
to discuss conditions in the industry. 


M. Franklin; 
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No plenum too small for the 


CONVECTOR HUMIDIFIER | 


a as <a 


> FRR: 









The only ‘mane unit that fits both 
COUNTER FLOW and CONVENTIONAL 


warm air furnaces 






Unlike ordinary warm air furnace humidifiers, this Maid-O'- 
Mist Convector Humidifier has no fiat bottom to block the flow 
of warm air. Maid-O'-Mist's individual *” copper water 
troughs are spaced 1” apart to allow unrestricted air flow 
between the evaporator pads. This exclusive design provides 
greater evaporating working area so necessary in short cycle 
modern heating. That's why Maid-O'-Mist Convector Humid- 
ifier is ideal for the small plenums of all modern warm air 
furnaces ... conventional, counter flow and year around air 
conditioning units. 


FOR COUNTER FLOW WARM AIR FURNACES 
Maid-O’-Mist Convector Humidifiers, because of their 
narrow % inch wide trough design, can be installed in 
counter flow warm eir furnaces having a minimum air 
passage of 3 inches. As shown above, the humidifier 
can be installed on either side of the furnace directly 
above or below the burner — depending on furnace 
design. 









Patented Evaporator Pads are constructed of corrugated long 
grain paper fillers with outer layers of asbestos. The corrugations 


form capillary tubes which greatly increase the water absorbing 


qualities of the pads. 











Note how Maid-O’-Mist’s exclu- 
sive individual trough design al- 
lows the air to flow freely be- 
tween the evaporator pads... 
whether in an upward motion for 
conventional furnaces, or down 
in counter flow furnaces. The 
entire area of each of the large 
evaporator pads is in direct con- 
tact with the warm air flow thus 
providing 30% more evaporation 
surface. 





























FOR CONVENTIONAL WARM AIR FURNACES 


Installation time can be reduced by 50%. You just LESS AIR MORE BS. LESS 
cut opening in plenum and make water connections. RESTRICTION EVAPORATION INSTALLATION 
13 sizes available with evaporation capacities of 1 to IN PLENUM AREA > TIME 





10 gals. of water per day. Get full information on 
these competitively priced units from your jobber, or 
write for Bulletin 701-B. 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


4 
} 


3217 NORTH PULASKI ROAD . CHICAGO 4I, ILL. 

















Continued 
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Honeywell 
Expands 


SEATTLE, Wasu. — Minne- 
apolis-Honeywell Regulator 
Co. is expanding facilities 
for the sale of automatic 
controls in the Pacific 
Northwest and Alaska by 
opening a new 7,500 sq ft 
office and warehouse here. 
An office was first estab- 
lished in Seattle in 1942 with 
three employees. The staff 
now numbers 44 persons in 
the design, sale and service 
of Honeywell products. Of- 
fices and production facili- 
ties of the firm’s new marine 
equipment division are also 
located here. 


Drayer-Hanson 
Employees Honored 
Los ANGELES—Albert 
Hanson, vice president and 
son of the founder of Dray- 
er-Hanson, Inc. here, pre- 
sented awards to 25 em- 
ployees in recognition of five 
or more years’ service. The 
presentations were made at 
the first annual dinner of the 
firm’s management club and 
represented 297 total years 
of employee service. Han- 


son himself has been with | dustry, 


'Pleuger Plans to 


‘Manufacture Pump 

LANCASTER, .Pa. — The 
Pleuger Submersibles Engi- 
‘neering & Manufacturing 


| Company is laying plans for | 
manufacturing of a submer- | 


sible pump. 

The 
was chartered 
manufacture and sell the 
Pleuger submersible. The 
parent firm of the pump 


Lancaster 
in 1953 to 


pany, Hamburg, Germany. 


LINDEN, N. J.—The L. J. 


rently celebrating its 75th 
year as a manufacturer of 
heating, ventilating and 
combustion equipment and 
steam turbines. Founded by 
L. J. Wing, an inventor and 
pioneer in the heating and 
ventilating industry, its first 
product was a disc fan with 
adjustable blades. 

During its growing years, 
the firm was among the first 
to produce a steam turbine- 
driven fan to supply forced 
draft for boilers. The com- 
pany was also a pioneer in 
the development of over- 
head-suspended, downward 
discharge unit heaters. Both 
of these contributions have 
led to major improvements 
in the products of many 
|manufacturers in the in- 
the company be- 





the company more than 20/ lieves. 


years. 


Present officers are H. S. 


company | 


company is Pleuger & Com-| 


Engineering Fellowship. to Gyrog, 


Cuicaco — Crane Co. has 
|awarded its second fellow- 
ship for research study in 
mechanical engineering. A 
$3,300 fellowship went to 
Donald A. Gyrog, son of 
Alex Gyrog, a past presi- 
dent of the Washington 
Plumbing and Heating Con- 
tractors Assn, Gyrog com- 
pleted undergraduate 
| studies at the University of 


| Wilson, vice president and 
‘treasurer, and Charles H. 
| Smith, vice president. 


‘Son of Washington Past President 


|Iowa last June, and will do 
research work there under 
the fellowship for one year. 

The fellowships are part 
of a joint program of the re- 
search committee of the 
NAPC and Crane, in which 
the research results are 
turned over to the NAPC 
committee. 

In making the latest pres- 
entation at the recent 
plumbing show in Washing- 
ton, H. A. Bergdahl, man- 








4 ager of dealer sales for 
L. J. Wing Celebrates 75th Year ballets: va 
| Wheller, president and gen- | 
Wing Mfg. Co. here is cur-|eral manager; Walter W.| and improved ways of con- 


sponsor this search for new 


| tributing to the health and 
|eomfort of the nation 
through our industry.” 


‘C. A. Dunham Names Sales Manager 


Cuicaco—Norman F. Sor- 
'genfrei has been appointed 
'sales manager of the C. A. 
' Dunham Company here. He 
will be responsible for all 
sales under the firm’s pres- 
ent distribution system and 
will be in charge of main- 
taining close liaison be- 
tween these outlets and fac- 
tories in Michigan City, 
\Ind.; Marshalltown, Ia.; To- 
ronto, Canada; and London, 
| England. 
| Assistant sales manager 
isifice 1953, Sorgenfrei has 
‘been in the heating field for 
‘more than 20 years, includ- 


Appliance Sales Kit Announced By Deepfreeze 


North Cnuicaco, ILi.— 
Deepfreeze appliance divi- 
sion of Motor Products 
Corp. has prepared a kit of 
sales training and selling 
aids for presentation at 
dealer sales meetings on 
freezers and refrigerators. 
The kit features two color 
slide films with sound that 
dramatize sales points of 
each line and includes illus- 
trated booklets reviewing 
each film, pocket-size fact 
cards on freezers and re- 


frigerators, single-page sales|man with both a 


sheets with selling tips, and 
a 24-page booklet on appli- 
ance selling. 

“Our new films and re- 
lated materials are keyed to 
the recognition that success- 


ful appliance selling de- 
pends on how well the 
retail salesman tells the 


customer about the benefits 
and advantages of the ap- 
pliance.” J. A. Rishel, Jr., 
general sales manager, told 





| 


Domestic ENGINEERING. 
“Our kit arms the sales- 
well- 


rounded background of the 
products and quick remind- 
ers to carry in his pocket 
while on the floor.” 

The films, suitable for 
consumer as well as sales- 
man audiences, will be pre- 
sented in all 48 states and 10 
provinces of Canada. Fact 
cards setting forth product 
features in capsule form slip 
easily into a shirt pocket 
The sales sheets give con- 
|cise suggestions for direct- 
‘ing and closing sales, while 
‘the booklet goes into detail. 
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ing positions with Maid-O’- 
Mist, Chicago, as assistant 
sales manager, H. A. Thrush 
Company, Peru, Ind., and 
American Radiator-Stand- 
ard Sanitary Corp. 
Sorgenfrei will be assist- 
ed by J. S. Gregory, who 
has been product sales spe- 
cialist on the complete line 
of Dunham’s vacuum and 
condensate pumps. 


Reading Realigns 
Sales Territories 


New York City — Read- 
ing Tube Corp. has ap- 


_|pointed three new sales re- 


presentatives and increased 
the territories of two other 
representatives in the South. 
The new representatives are 
Jack Sale for North and 
South Carolina, Hermon 
Warren for Georgia and 
Clarke Hogan for Florida. 

Hobart E. Baldwin, serv- 
ing Maryland and Washing- 
ton, D.C., will now cover 
Virginia, also, and the firm 
of Harwell and Rosselot, 
now serving Arkansas, will 
add Tennessee to its ter- 
ritory. Reading’s southern 
distribution center is located 
in Atlanta, Ga. 








(NEWS continued on page 170) 
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For complete information on Watrous Flush Valves 
write for catalog Number 449-A, 











Fine tush Valves 
for Fine Buildings 


ST. EDWARD HGH SCHOOL 


Lakewood, Ohio, one of the many fine buildings 
throughout the world equipped with Watrous Flush Valves. 


GEORGE 5. RIDER C0. 


Architects and Engineers 





Among Watrous Pine Features 


Self-Tightening 
Handle Packing 


The spring-loaded packed stem GORMAN-LOVELLE PLUMBING & HEATING CO. 


in Watrous Flush Valves automat- 
ically maintains proper tension on Plumbing Contractor 


, MCKEE PLUMBING SUPPLY C6. 


real protection against leakage, 
Plumbing Wholesaler 








yet requires no periodic tightening. 









TABLE FLUSH VALVES 
AP AG 


HR M AN D PISTON TYPES 











THE IMPERIAL BRASS MANUFACTURING COMPANY 


1231 WEST HARRISON STREET, CHICAGO 7, ILLINOIS 






Distributed Through Wholesalers of Plumbing Materials 
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ENGINEERING 


MR. MANUFACTURER: 
your products 


+ wholesalers 





WHOLESALERS 
IN 48 STATES 


see your product data in 


DOMESTIC ENGINEERING 
CATALOG DIRECTORY 


SIGNED REPORTS from 56.9% of the 2846 wholesalers 
using the year ‘round catalog service of DOMESTIC 
ENGINEERING CATALOG DIRECTORY show an impres- 
sive pattern of product distribution as indicated by the 
tabulation at the right. 

Your product data catalogued in DOMESTIC ENGI NEER- 
ING CATALOG DIRECTORY is always within arms reach 
of wholesalers, jobbers, distributors, as well as consult- 
ing, specifying, and architectural engineers, PRE-FILED 
FOR QUICK REFERENCE every business day of the year. 


OCTOBER 15 





CLOSING DATE FOR 
1955 Annual Edition— 


= SALES 


August, 1954 














PERCENTAGE OF WHOLESALERS SELLING 
RESPECTIVE PRODUCTS IN THE FIELD 


SERVED BY 


DOMESTIC ENGINEERING 
CATALOG DIRECTORY 





Percentage of Wholesalers 
Wholesalers Using DECD 
Selling To Sell 
Products Productst 
Piumbing Supplies (Enameled Ware, Pottery, 
Etc.) 91.5% 2,604 
Plumbing Specialties (Brass and Rubber 
Goods, Etc.) 92.1% 2,621 
Water Heaters: 
Gas, Automatic 92.3% 2,627 
Electric, Automatic 89.6% 2,550 
Oil Burning, Automatic 57.8% 1,645 
Water Softeners ----- -- 59.1% 1,682 
Water Coolers - --------- 64.4% 1,833 
Pumps and Water Supply ‘Systems 80.0% 2,277 
Range Boilers-- 83.1% 2,365 
Heating Supplies (Boilers and Radiators) 85.5% 2,433 
Heating Specialties -- --- -- - 89.3% 2,541 


Warm Air Furnaces -- 


Do you stock Yes 63% “No 37% 


Space Heaters eee 
Prefabricated Ducts and Fittings - 
Sheet Metal 


Automatic Heat and Air Conditioning 
Equipment: 
Automatic Controls -- 
Conversion Gas Burners - - ---- 
Oil Burners 
Stokers—Domestic and Commercial 
Summer Cooling Equipment -- - 
Window Air Conditioners 
Dehumidifiers 
Attic and Industrial Fans 
Kitchen Exhaust Fans 
Registers, Grilles, Diffusers 


Motors 

Pipe, Valves and Fittings (Steel, Iron, 
Etc.) 

Refrigeration 

Insulation, Building - 

Tools for Plumbing and Heating Trades 

Tools for Sheet Metal Trades 

Welding Equipment 

Other Products 


Brass, 


Commercial 


Appliances: 
Ranges, Gas 
Ranges, Electric 
Refrigerators 
Disposers, Food Waste- 
Cabinets, Kitchen and Sink 
Dish Washers 
Clothes Washers and Dryers 
Frozen Food Cabinets 
Any Other---------------- 


tFigures based on analysis of returns from 56.9% of total wholesaler 


distribution of 2846 (1954 edition). 


82.9% 2,359 
62.2% 1,770 
71.5% 2,035 
28.9% 822 
49.3% 1,403 
53.8% 1/531 
33.6% 956 
45.7% 1,301 
50.8% 1,446 
51.6% 1/469 
36.8% 1,047 
95.6% 2,721 
10.1% 2 87 
20.6% 5 
93.7% 2,667 
34.5% 982 
19.9% 566 
20.8% 592 
25.8% 734 
22.4% 638 
13.5% 384 
74.1% 2,109 
74.4% 2,117 
36.7% 1,0 
16.0% 455 
10. 2% 290 
6.0% 171 
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Place Your Advance 
Reservation NOW... 


for the next annual 


(1955) edition of 
DOMESTIC ENGINEERING 
CATALOG DIRECTORY 


Due to the current annual edition of DOMESTIC 
ENGINEERING CATALOG DIRECTORY being 
oversubscribed two months after it was published, 
we now find it necessary to predetermine our total 
distribution on future editions a year in advance in 
order to have sufficient copies to fill all paid sub- 
scriptions during the ensuing year. 


We can’t help but feel that you are like the many 
thousands of DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY subscribers who find this 
Buyers’ and Specifiers’ Guide invaluable and that 
you, too, will want to be sure of receiving each new 
succeeding annual edition. 


Since production costs, handling, postage and other 
expenses may make it necessary for us to increase 
our subscription rates next year, placing your order 
now will protect you from any such increased rates. 


Return the special Advance Reservation form 
below, today, so we can place you on our list to re- 
ceive the DOMESTIC ENGINEERING CATALOG 
DIRECTORY service on a continuous basis. 


Advance RESER 


MR. WHOLESALER: | 
MR. CONTRACTOR: | 
MR. ENGINEER: 


ENGINEERING 


a 
‘Su 








You will be interested to know that the buying and 
specifying information in each succeeding edition 
contains better than 30 per cent new product in- 
formation and as much as 40 to 50 per cent revision 
throughout the entire volume. 


To KEEP YOUR BUYING AND SPECIFYING 
DATA UP-TO-DATE, be sure you get the new edi- 
tion of DOMESTIC ENGINEERING CATALOG 
DIRECTORY every year! 


VATION FORM 





YES .. . Place my name on your list for continuous service 


CATALOG DIRECTORY for 1955 


C) | would like to take advantage of the current low rate. | enclose my check for $10. 


Send invoice () By return mail 
1 When | receive 1955 Edition 


CT Te et coh eS 8 a ee eek at gee oa etd, 


Street 


I cas ore ta ne ee alas cry dibs wie akmanw ai 





7 Check here, if you would like information on the 3 year 
money saving rates. 


DOMESTIC ENGINEERING CATALOG DIRECTORY 120: rain ave 


PLEASE CHECK 
YOUR BUSINESS 
CLASSIFICATION 


Wholesaler 
Engineer 


to DOMESTIC ENGINEERING 


Consulting 
Specifying 
Architectural 


Contractor ... 


0 000 


bee" Government 


Municipal . 

State 

Federal 
Industrial . 
Mfgrs. Rep. .... 
Others (Write In) 


Ooo00000 


@ CHICAGO 16, ILLINOIS 
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Water Heater Sales 
Aid Available 
CHATTANOOGA, TENN. — 
Combustion Engineering, 
Inc., has issued a_ bulletin 
for use by contractors in 
spurring water heater sales. 
The booklet points out ad- 
vantages of heaters made by 
the company and includes 


information to help the con- | 
| conducted here recently by | 
heating | 
equipment | 


sumer to determine his hot 
water needs. 


A coupon in the publica- | 


|Sterling Appoints 


‘New Representative 

MILWAUKEE, Wis.—Ster- 
ling, Inc. has appointed the 
|E. M. Tarnoff Company, 
Birchside Drive, Norwalk, 
Conn. as representatives in 
Connecticut. Tarnoff will 
work with plumbing and 
heating wholesalers for 


Sterleco heating and tem-| 


perature control products in 
| that state. 


Petro Sponsors 

'Service School 
CLEVELAND—A service 

and engineering school was 


| Petro, automatic 


and power 





tion can be clipped and filled | manufacturer, for 48 dis- 
in with information useful | tributors from 14 states. The | 


to the contractor in recom- | school was held to acquaint 
mending the proper heater | Wholesalers and their deal- 
for the household. ers with the latest methods | 
of installing and servicing | 
| the firm’s oil-fired and gas- 
| fired industrial and com- 
| mercial equipment and in- 


W hite-Rodgers 


Ups Production | 
Sr. Lours—White-Rodgers | 

Ltd. has enlarged its Cana- | : 

dian production facilities to | Names in the News 
increase the output of room! gekhart Mfg. Co., Inc., Union, 
thermostats, fan and limit} N. J.—William D. Boswell, 
controls and oil burner pri- | Green Island, N. Y., has been 
mary controls. | appointed sales representative 


|cluded laboratory work and 
|a complete plant tour. Spe- 
cial emphasis was placed on 
|a new forced draft package 
junit in oil, gas and com- 
| bination oil-gas models. 
| 
| —— - 
Hoffman-Revere 
Sponsor Display 
Cuicaco — Plumbing and 
heating accessories of the 
Hoffman’ Specialty Mfg. 
Corp., Indianapolis, Ind., 
were exhibited recently to 


employees of Revere Cop- | 


Trailer Exhibit 


per and Brass, Inc. here 
where two Revere divisions 
are located. The display 
continued a company pro- 
gram designed to inform 
workers of the uses of Re- 
vere Products. 


Products on exhibit in- 


|cluded a cutaway venting 


valve, a low pressure radi- 
ator steam trap and a main 
vent valve. Brass for these 


products is supplied to Hoff- | 
‘trailers are manufactured 


man by three Revere di- 
visions. 


Jersey and the state of Dela- 
ware. 

Flexonics Corp., Maywood, 
Ill_—Harvey Wilson, office sales 


The firm, which started | covering ~~ ii tap ss supervisor of the expansion 
Canadian operations in Oc- | ican assachusetts and joints division, as field sales 
tober, now has sales, stock | Y°T™0™t engineer; and Walter Keipper 
and service branches in| skuttle Mfg. Co, Milford,| f the office sales staff to re- 
Vancouver, Montreal, Ed-| mMich.—wWilliam Davis as fac-| P!@ce Wilson in his former 
monton, Regina, Winnipeg, | tory representative in northern | P°S!#on. 

Windsor, London, Ottawa, | New York, and H. L. McNally,} Lawson Mfg. Co., New 
and St. John, with factory | formerly vice president of Kensington, Pa—Frank K. 


at 61] | Delavan Mfg. Co. in Des 


office . : 
| Moines, as representative in 


and central 


Gerrard St. East, Toronto. 
Towa. 
Salesman Honored |," Fireman Mfg. Co., 
| Cleveland—Calvin Brown as 
By Wholesalers district sales manager for 


Rocuester, N. Y.—Edward Oregon and parts of Washing- 
V. N. Myers of Allwood, | t0" and Idaho. 
N. J. was honored here by| Rochester Mfg. Co., Roches- 
75 wholesalers at a luncheon | ter, N.Y.—Austin E., Fribance 
given by the Otto Bernz Co.,| as chief engineer in charge of 
Inc. Myers, 76, has been | product design, research and 
selling the Bernz line of | development. 
torches and plumbing sup-| Marsh Instrument Co., 
plies since 1902 when he was | Skokie, Mll—Harry Kirby has 
one of 15 original sales rep- | been named to head the Cleve- 
resentatives of the firm.| land office, replacing A. C. 
With no plans for retire- | DuPerow, now retired. 
ment, Myers had one word | Maid-O’-Mist, Inc., Chicago 
of advice for new salesmen, | —Jim Edgar and Ed Black as 
“You can’t get business| representatives for eastern 
without working for it.” | Pennsylvania, southern New 





Roberts, formerly chief pro- 
duct manager of the water 
heater section of the Bryant 
Heater Division of Affiliated 
Gas Equipment, Inc., as chief 
engineer. 


Spencer Thermostat Divi- 
sions of Metals & Controls 
Corp., Attleboro. Mass.—C. A. 
Petterson as field engineer in 
the Philadelphia area, replac- 
ing R. M. Glidden, now man- 
aging advertising and _ sales 
promotion activities for 
Spencer Thermostat and Gen- 
eral Plate division of Metals 
& Controls Corp. 


Toledo Desk & Fixture 
Corp., Toledo—G. R. Luallen 
as national purchasing director 
for steel kitchens and bath- 
room vanities. He will also 
direct purchasing for the com- 
pany’s 18 distribution centers. 
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Dunn Gets Carlon 
Sales Manager Post 

CLEVELAND— The Carlon 
Products Corporation has 
appointed Thomas W. Dunn 
as general sales manager 
and E. S. Moreland as his 
assistant. Dunn, who will 
direct sales for all Carlon 
plants across the nation, has 
been associated with Ply- 
wood, Inc. of Trenton, N.J. 
as sales manager and vice 
president. 





Promotes Plumbing 


Dover, On10— A house 
trailer equipped with all the 
modern bathroom and 
kitchen facilities of a per- 
manent home is now touring 
17 cities in a joint promotion 
sponsored by Marsh Wall 
Products, Inc. here and 
Crane Co., Chicago. It will 
appear in cities where house 


(NEWS continued on page 173) 


Century Engineering Corp., 
Cedar Rapids, Iowa—John S. 
Davis as district sales mana- 
ger in the southeastern states, 
formerly with Bryant Heating 
Equipment Co. and Webster 
Corp. 


Dunkirk Radiator Corp., 
Dunkirk, N.Y.—Thomas G. 
Jones as field representative 
covering New York outside of 
metropolitan area; and Oliver 
and Brink as representatives 
for Massachusetts, New Hamp- 
shire, Rhode Island and south- 
ern Maine. 


Graver Water Conditioning 
Co., Div. of Graver Tank & 
Mfg. Co., Inc... New York— 
Harold R. Fosnot as sales man- 
ager. 


Union Asbestos and Rubber 
Co., Chicago—Rufus G. Siple 


as sales representative for 
“Unarco” heating units in 
Iowa. 


Given Mfg. Co., Los Angeles 
—Dr. Clyde A. Crowley as di- 
rector of Development Engi- 
neering and Research Division. 


Crescent Plastics, Inc.- 
Evansville, Ind.—A. L. Gordon 
as representative for Michigan 
and Toledo, Ohio. 
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| Waterbury UNVEILS PROMOTION TO HELP 
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Dunn : 
ewe | DEALERS CRACK REPLACEMENT MARKET 
as his Fi 
> will ; 
Sarl 
mhas Does 
Ply- 
, NJ. 
im o Your Home 
Have 
hing 
use i 
ll th 
= @ ‘ 
per- 
uring 
otion 
yor “Does your home have PCC?” is the 
will stimulating question Waterbury Deal- 
aad ers will be asking furnace replacement 
» 173) prospects in the near future. The ques- 
. tion will be posed by mailing pieces, 
' door hangers, and window streamers. 
corp.. Waterbury Dealers and their salesmen 
on will be ready to tell the prospects how 
tates PCC can be cured. 
ating 
_ Specific, practical selling methods and 
— effective merchandising aids are a part 
G. of the PCC Campaign, designed to 
“or give each Waterbury Dealer all the 
ws help he needs to get his full share of the 
mp- replacement market. Add this type of 
i promotion to the quality products and 
“ve sound factory-distributor-dealer policy 
hg offered by Waterman-Waterbury, and 
aa it’s easy to understand why associa- 
tion with Waterbury is good business. 
bber 
siple 
In 
he Waterman-Waterbury Co. 
_ 1134 JACKSON STREET N. E. 
i MINNEAPOLIS 13, MINNESOTA 
nec.- 
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Remember: "'S.T.P.”’ stands for SURE- S T F F [ N F 
TO-PLEASE when it comes to Flexible 

Tubes and Supplies for Lavatories, 
Closets and Deck Faucets. 
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for quick opening and closing. 


| tions and a full waterway. 


INCORPORATED 
MORGANTOWN, WEST VIRGINIA 


August, 1954 










ALL STOPS illustrated and supplied by Sterling 
Tubular Products Inc., have one-piece cast brass 
| bodies which provide a leak-free installation, 
full waterway and a double-lead acme thread 


| CONNECTORS | ELBOW CONNECTORS are sturdily con- 
structed cast brass fittings accurately 
| machined to provide proper thread connec- 


PRODUCTS 








.. a revolutionary 


View HINGED PIPE CUTTER 


e 


You can cut off 8" pipe, 


bess thau 5 minutes 










send for free literature on these amazing cutters for 
standard steel and cast iron pipe from 2/2 to 12’. 


REED MANUFACTURING CO. 
ERIE, PA. 

Without obligation, please send me descriptive literature 
on your new hinged pipe cutters. 
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NewS... continued from page 170 


during the next four months. 

The trailer is equipped 
with a double-bowl sink and 
steel cabinets in the kitchen 
and a combination tub- 


Sundstrand Completes O 
RockForp, Itt.— Burdette 
Douglass, service manager 
of the fuel unit division of 
Sundstrand Machine Tool 
Co. here, recently completed 
a tour of lectures at 15 
schools for contractors and 
their servicemen sponsored 
by the Oil Heat Institute of 
New England. The schools, 
held in four New England 
states, attracted 1,000. 


Michigan ASSE Chapter 
DetroIr— The Michigan 
Chapter of the American 
Society of Sanitary Engi- 
neering made plans for a 
large attendance of its mem- 
bers at the annual conven- 
tion of the association to be 
held in Kansas City this 
month. 

W. W. White, president, 
led discussions on recent 


{shower arrangement and 
|lavatory in the bathroom. 
| All walls have Marlite, tile 
| pattern panels in matching 
' colors. 


il Heating Schools 

Since members of the fire 
department in that area are 
responsible for setting up 
codes, inspecting installa- 
tions and investigating 
causes of fires, many of the 
classes were held in fire 
stations. This enabled fire- 
men to acquaint themselves 
with heating equipment and 
discuss installation pro- 
{cedures with contractors. 








Lays Convention Plans 
sociation and proposals that 
would be made at the con- 
vention. 

L. Glen Shields, Elmo 
Liddle, and Herb Dusen- 
dorf, past presidents of the 
local group, addressed the 
members and were honored 
at the meeting. Shields is 
a past president and Dusen- 
dorf is director of the na- 





activities of the national as- | tional association. 


Roberts-Gordon Names New Officers 


Burraco, N. Y. — Two di- 
rectors of the Roberts- 
Gordon Appliance Corpora- 
tion here have been named 
vice presidents of the firm. 
Robert I. Warnecke has been 
elected vice president of en- 
gineering and William E. 
Davis was elected vice pres- 
ident in charge of sales. 

Warnecke formerly was 


that unless some resistance 
to buying is created by a dip 
in the general economy, the 
increase in sales would off- 
set any dip caused by a drop 
in defense production. 
Other appointments an- 
nounced by the company in- 
clude Carl E. Brock, Jr., 
Middle Atlantic district 
manager in Philadelphia; J. 





chief engineer, and Davis 
served as_ assistant 
manager. 


sales | 


H. Maloney, New Orleans 
manager; Carl W. Degler, 
| Jr., Cleveland branch office 


President W. Stuart | manager and Folger H. 
Gordon, Jr., who announced | Bigelow, southeastern dis- 
the appointments, also said | trict manager in Atlanta. 


Gas Water Heater Shipments Up 

New York City—Indus-|from the Gas Appliance 
try shipments of automatic |Manufacturers Assn. Dur- 
gas-fired water heaters in| ing the first four months of 
April were 8.1 percent more | this year 730,300 units were 
than in March and .6 per- | shipped in comparison with 
cent below April, 1953, ac- | 779,900 units in the same 
cording to latest reports | period of last year. 










Money maker 
for dealers... 
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Dealerships 
available now! 


Aggressive merchandisers 
needed in several 
select territories. 

Write for details! 


INIVERSAL’S 


RUGGED NEW PACKAGE 
WATER SYSTEMS 


Here’s why: 


Outperforms other 
low-cost pumps 
Your customers will really go 
for this low-price patented, 
self-priming unit. Provides 
maximum capacity at full 
range of pressure-switch 
settings automatically with- 
out usual control valve re- 
gardiess of varying water 

levels or tank pressure. 








Cuts inventory — increases turnover 


One pump serves either deep or shallow 
wells. UNI-MAT package system with 10 gal. 
tank comes ready to plug in. Stock and sell 
it just as you would any appliance. Also 
available with choice of h.p. ratings and 
tank sizes for special orders. Quick delivery. 


To back up this price 
leader, Universal offers 
a newly-developed, rug- j 
ged line of equipment “4 
for all pumping needs 9) 
plus a potent merchan- | 
dising program and } 
} newly expanded pro- , 
t duction facilities. It's a & 
money-making combi- 
nation! Let us give you 
our complete story. 








oy 
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RUGGED PUMP FOR RUGGED JOBS 





UNIVERSAL MFG. CO. 


3333 Eastshore Highway * Richmond, Calif. 
4108 Hoffmeister Avenue * St. Lovis 23, Mo. 








Questions and Answers 


Twin Sink Backs Up, Won't Drain 


To the Editor: 

We have installed a two-com- 
partment sink and when we let the 
water out of either compartment 
there is a tendency to “back-up” in 
the opposite compartment before 
the waste water is carried off, even 
though we used 2-in. waste lines. 

We are enclosing a drawing (Fig. 
1) of the installation and we would 
like to have your opinion of why 
this piping does not drain satisfac- 
torily. 

N. Y. J.B. 
To the Reader: 

Assuming that you have a con- 
tinuous pitch of at least ¥%-in. to 
the ft on the horizontal runs, this 
piping should drain satisfactorily. 

While self-cleaning or “anti- 
siphon” traps are prohibited in 
some localities, we assume that the 
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16’ 40" 
+ HORIZONTAL RUN 
TO SEWER 





Fig. 1: A reader’s drawing shows an 
unvented piping installation in which 
each compartment of a two compart- 
ment sink is individually trapped. 
While adequate pipe sizes are in- 
dicated, “backing up” occurs. 


use of- these traps on an unvented 
line is in compliance with your lo- 
cal plumbing code. Even though the 
fixture traps are not vented, the 2- 
in, drain size should be adequate 
for drain-off unless some flaw or 
restriction occurs in either the pipe 
or fittings. 

In this event, the pipe and fittings 
may be checked by applying the 
“ball test.” This test is conducted by 
removing the cleanout in the hori- 
zontal line under the sink and us- 
ing either a 1%-in. or 15%4-in. soft 
rubber ball and sewer cable. The 
ball is inserted through the clean- 
out fitting and the plug re-inserted 
after pushing the ball into the line 
beyond the vertical connection from 
the first trap. The sink then can be 
filled with water. 

If there are no gbstructions in 
the line, the ball will be washed 
entirely through the line and into 
the 4-in. stack from which it will 
pass through the house sewer 
without causing trouble. 


What Test Shows 


In case there is a casting fin or 
slug in any of the fittings or for- 
eign objects in the piping, the rub- 
ber ball will be stopped and this 
will prevent the water from rush- 
ing out rapidly. If stoppage occurs, 
wait until the water drains out then 
pass the sewer cable in until it is 
stopped by the rubber ball. Mark- 
ing the cable and withdrawing it 
from the line will give the exact 
distance to measure and cut into 
the line to remove the obstruction. 
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Should this test not locate a 
mechanical obstruction, a minor 
change in the piping arrangement 
will reduce friction in flow. 
From the drawing (Fig. 1) sub- 
mitted there appears to be one point 
where drainage could be retarded. 
This is in the 90 deg. ell at the end 
of the line under the sink. 
(Q & A continued at top of page 179) 


Wants Heating Designs 
To the Editor: 

I am planning to build a com- 
bination structure to serve as a 
plumbing shop with residence fa- 
cilities. I would like to have a sug- 
gested layout for baseboard heat- 
ing in the house and your ideas on 
the method of heating the store. 

The enclosed drawing (see page 
179) shows the layout for the 
plumbing establishment and for 
the residential floor. The building 
will be of brick veneer with full 
stud-wall insulation of rock wool 
and loose rock wool insulation on 
the ceiling between ceiling joists. 
Storm windows are not to be used. 

Pa. C. M. 


To the Reader: 

Our engineering staff has cal- 
culated that the heat load for the 
second floor (residential area) 
would be 45,000 Btu/hr, and the 
load for the store would be 30,000 
Btu/hr. This is an estimated load, 
and one reason we have not made a 
firm recommendation is because 


the drawing submitted did not in- 
(Q & A continued at top of page 179) 
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Fig. 2 shows suggested change in pip- 
ing to eliminate one 90 deg. elbow 
and introduce a reduction in the 
horizontal branch connection to obtain 
partial restriction in flow to a point 
where both traps join the 2-in. drain. 
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No matter how well built 


the heating plant 


vou install 


: ie! de sends 
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QUALITY HAS ALWAYS BEEN 
THE WHITE-RODGERS POLICY... 


If you had spent 17 years learning how to build the very best 
product in your industry you would then find yourself 
expressing your philosophy much as we have done 

in the panel above. 


White-Rodgers has never — and never expects to — build 
anything but the finest controls that can be made. ~ 
You probably already know this, but we feel it worth 
emphasizing at this stage in our industry’s development. 


oN 
+P WHITE-ROUGERS 
Controls oe naa 


ST. LOUIS 6, MO. 
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it eats up waste! 


Food waste and waste motion. ..a modern 
kitchen disposer eliminates both quickly, 
permanently. 

Today’s homemaker never leaves her kitchen 
sink as she takes care of what used to be 
an unpleasant chore. In Many of America’s 
best-known food waste disposers an Emerson- 


Electric motor does this work for her. 


Emerson-Electric specializes in building 
motors for products that eliminate waste 
motion, that perform efficiently for the 
home, on the farm, in business and industry. 
It has done so for 64 years, and offers stand- 
ard motors in ratings from 1/20 to 5 h.p., 
and hermetic motors 1/8 to 20 h.p. Your 


inquiry is invited. 


THE EMERSON ELECTRIC MFG. CO. 
St. Lovis 21, Mo. 






JET PUMP 
MOTORS 


Build dependability into your Jet Pump by 
specifying Emerson-Electric Jet Pump Motors (1/44 
to 1 H.P.). Standard pump equipment motors 
are made in ratings 1/ to 1 H.P. single-phase, 
capacitor-start, induction run; and 11/4, H.P. 
single-phase, repulsion-start induction run; and 
polyphase motors in 1 to 5 H.P. For complete 
information write for Bulletin No. M425. 
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DON’T WAIT! SELL 


SPrerknWed CW steti pipe 


SNOW-MELTING SYSTEMS NOW 
... AND PROFIT! 


Now is the time to talk to your cus- 
tomers about snow-melting systems. 
A SPANG CW Steel Pipe snow melt- 
ing installation is the perfect answer 
to that annual winter problem of 
removing snow and ice. It keeps 
driveways, garage entrances, side- 
walks and loading platforms open all 
year around, And it offers these user 
benefits: 


* high cost of manual or mechanical 
snow removal eliminated forever 


provides increased convenience for 
customers and tenants .. . builds 


goodwill 


permits more dependable shipping 


and delivery schedules 


e prevents damage to paving from 


salt or chemicals 


ends accident claims resulting from 


falls on slippery walks 


eliminates danger of injury through 
straining or over-exertion from 
shoveling 

And a SPANG CW Steel Pipe Snow 
Melting System has additional divi- 
dends for you. That’s because SPANG 
CW is quality-controlled during its 
manufacture . . . which makes it 
easier to cut, bend, thread and weld. 
It’s thoroughly tested and inspected 
before shipping . . . which assures 
you of top-quality pipe with years of 
trouble-free service life. 





Now—-while the weather is warm 


is the time to sell snow-melting sys- 


tems. Make SPANG CW Steel Pipe 


your choice of material for the best 


results. See your local SPANG Dis- 


tributor for all your piping needs. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Two Gateway Center, 
Pittsburgh, Pennsylvania. District Sales Offices: 
Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis. 








AUTOMATIC GAS 
WATER HEATERS 





FAST... 


~ 


» 


‘Wh 


BEAUTIFUL... 


























ROUND MODELS 


in 20, 30, 45 and 66 
gallon capacities 





TABLE TOP 


Installs in 1/5 usual time 


ELECTRIC MODELS TOO! 


Round models from 10 to 100 
ele] Kola mero] oLolahi[-+ ame Ko] o) [-Mam Ke) 0) 
in 30 and 52 gallon sizes. 
Write for descriptive literature. 
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Questions and Answers 


(Continued from center of page 174) 


While the piping arrangement 
may have been necessitated by the 
position of floor joists, it would be 
better to change the piping as 
shown in Fig. 2. This provides a 
more direct flow from the food 
waste disposer, since the trap out- 
let would enter the drain through 
a 45 deg. (“Y” fitting) connection. 
It is also recommended that the 
piping in the horizontal run be- 
tween the two compartments be 
changed from 2-in. to 144-in. This 
would serve as a partial choke be- 
tween the two trap outlets and al- 
low either compartment to drain 
through the 2-in. waste without 
backing up. 

Domestic ENGINEERING will pub- 
lish readers’ opinions regarding the 
relative merits of making this same 
type of hook-up using the “contin- 
uous waste and vent system” 
(either trapped individually or 
with a single trap for the two com- 
partments) as compared to the un- 
vented waste shown in Fig. 1. Ad- 
dress your comments to the editor, 
1801 Prairie Ave., Chicago. 


Enough Water Pressure? 
To the Editor: 


In a new subdivision we have 
run 2500 ft of 1%4-in. galvanized 
pipe from the city cast iron main. 
We already have eight houses on 
this line and the question has been 
raised regarding how many houses 
could be served by the present line. 
The following conditions are pres- 
ent on this job: 

—The 1%-in. galvanized 
travels 1500 ft from the 
main to the first house. 

—From the first house to the end 
of the line there is a distance of 
an additional 1000 ft. 

—The pressure is 45-lbs to the end 
of the pipe. This is to the term- 
inal end of the 114-in. line and 
not to the junction of the steel 
pipe with the 4-in. water main. 

(Q'& A continwed on page 180) 


steel 
4-in. 


Store-Home Heating Design (Continued from bottom of page 174) 


dicate the north exposure. 

Other factors affecting the heat 
load relate to whether or not the 
show windows might be enclosed 
for display purposes; the location 
of show-cases, bins, racks and 
storage; and the period of store 
hours. All these effect the over-all 
heating design. This system (see 
Fig. 1 and Fig. 2, below) has been 
calculated for a temperature of 74 
deg. in the dwelling area and 70 
deg. in the store. 

On the basis of information sup- 
plied, we are recommending that 
the heating boiler be rated at 100,- 
000 Btu/hr output to allow one- 
third allowance for boiler pickup 
over the estimated load of 75,000 
Btu/hr for the two floors. It is 


recommended that this be installed 
as a two zone system. 

Because of the large amount of 
wall space in the kitchen that has 
been devoted to cabinets, it will be 
necessary to use baseboard radia- 
tion with the highest designed heat 
output or, as an alternative, a con- 
vector unit may be necessary. 

Unit heaters are recommended 
for the store area because of the 
heavy load and limited use during 
the periods of store hours. If the 
office area is occupied continuously, 
the 70 deg. area for the store might 
not be adequate during 
weather. The use of fin pipe radia- 
tion could be added to the office 
should additional heat in that area 
be desired. 
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A reader planning to build a structure to serve both as a store and residence 
wants recommendations for the heating system. Fig. 1 shows the suggested 


heating zone for baseboard radiation in 


the living quarters. The garage area 


would be served by fin pipe radiation of the industrial type. Fig. 2 suggests 
unit heaters in the store zone for quick pick-up. Fin pipe radiation can be 


used in the office and storage room. 
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Questions and Answers 


(Continued from bottom of page 179) 


—The 1%-in. galvanized line is straight and no ad- 
ditional friction loss is encountered through the 
use of elbows, valves or meters. 

~All houses have 34-in. water service lines. 
Could you tell us if it would be possible to add four 
more houses on this line? 


Ind. 3. Sis C. 


To the Reader: 

Per capita water requirements vary with the indi- 
vidual and his surroundings. It is assumed that an 
individual living in an apartment building where he 
does not pay his own water bill will be much more 
wasteful than the average home owner. On the other 
hand, the home owner living in a suburban area with 
a large lawn, garden, etc. may use water far in ex- 
cess of the average. The number of persons per 
dwelling likewise will reflect in the demand on the 
water supply. 

The nominal daily allowance of water per person 
has been frequently calculated at 50 gal.; with a 
nominal family of five, this creates a demand of 250 
gal. per day per dwelling. On this basis, the proposed 
12 houses would have an average daily demand of 
3,000 gal. 

Unless rates are high, it is quite likely that sub- 
urban home owners would make additional demands 
during the summer season for lawn and garden pur- 
poses. Your familiarity with the types of residents 
and the neighborhood will enable you to calculate this 
additional load more accurately than we can do from 
the information at hand. 

The number of gallons of water per minute being 
drawn at any given time determines the velocity on 
the water in the 114-in. line. This is due to the fact 
that when water flows through the pipe there is 
continuous friction as the water particles slide past 
each other and encounter the internal roughness of 
the pipe. The pressure continually decreases toward 
the end of the pipe extension because the friction 
absorbs the energy of the water pressure. 

The following table shows the pressure drop in 


lbs per sq. in. per 1000 ft of pipe, varying from a dis- 
charge of 5 gpm to 50 gpm: 


Discharge, Velocity, Ft. Pressure 
G.P.M. Per Sec. Drop, Lbs. 
Brunke uipelune kien hy ae See ere ee 1.31 
BOs ion ra vu a nieve se Ny a sivisiie's ane 4.70 
| eer vl Baa igre Sh 10.1 
DS cas sess Meee BPO acts Skee 7.2 
MOcanteaviace sce eee MRS in sie\aitiern ste dteie re 26.0 
Sa ee area” UB ee errs 94.0 


Assuming that the maximum water load for the 12 
houses would be 2 gpm per house, or a demand of 
25 gpm, the table above shows that the pressure drop 
in 1,000 ft of pipe would be 26 lbs. Multiplying 26 by 
2.5 (2500 ft + 1,000 = 2.5) a pressure drop of 65-lbs is 
indicated. Since you only have 45 lbs pressure on 
this line you can see that this demand would exceed 
the capacity of the 144-in. line. 

To use a more conservative figure than 25 gals. per 
minute, we might conclude that at no time would a 
family be using more water than 80 gph, or a total 
of 960 gph for all 12 families in a one hour period. 
This would give us a flow rate of 16 gpm. 

The table shows the flow rate for 15 gpm is a pres- 
sure drop of 10.1 lbs per 1000 ft, or a 25% lb drop 
from the reported 45-lb pressure on the line. This 
would leave approximately a 20-lb pressure on the 
line when a draw of 15 gpm is being made. 

From these examples, you can see that it is de- 
pendent upon the sum total of the water require- 
ments at peak loads which might over-tax the 1%-in. 
line already installed. 

If the eight houses that have already been built 
are also occupied, you can observe the effect these 
have on the pressure at the end of the main by check- 
ing the pressure of the main during afternoon and 
evening hours. The heaviest demand would be made 
during the time that dinners are being prepared and 
later when lawns are being sprinkled and occupants 
are taking baths. 

If the pressure does not drop below the 20-lbs at 
the end of the main during peak load periods, there 
should be no difficulty in adding four more houses 
to the line. 


Also dehumidification had to be 

















M-H Ads Win 

Minneapolis-Honeywell has won 
two first prizes for its advertising 
of an electronic temperature control 
system. The prizes were awarded 
in the 12th annual competition con- 
ducted by the Chicago Federated 
Advertising Club. 

Honeywell received first prize for 
the best black-and-white national 
product advertisement in its Elec- 
tronic Moduflow campaign appear- 
ing in Life. It also received the top 
award for the commercial an- 
nouncements used on a television 


program, “Planning Your Home,” 
over WBKB, Chicago. 


Tropical Assignment 
When air conditioning goes to the 


tropics it takes on some unfamiliar 
trappings, says Chester Stackpole, 
general sales manager of Union 
Asbestos & Rubber Co.’s heating 
and cooling division. 

Unarco recently filled an army 
order for 27 conditioners. The units 
had to be specially coated to resist 
moisture and fungus growth prev- 
alent in the tropics. 
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increased because humidity often 
reaches 100 percent with tempera- 
tures only 75 degrees. A reheat 
coil was necessary to warm dehu- 
midified air under certain condi- 
tions. 

Add to this the army’s demands 
for an open-type compressor to fa- 
cilitate repairs and a built-in tool 
box for servicing under field con- 
ditions and you see some of the 
problems Unarco faced in designing 
equipment for this hot-spot order. 
But everyone’s keeping cool, now. 
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Sell the line 
that sells itself! 


dis- 






AUTOMATIC 
ELECTRIC 

| STORAGE 

-12 WATER HEATER 


1 of 


U. S. PORCELAIN 2 
ENAMEL COMPANY Z ae.0 
































lrop 
'’y | EASY TO SELL 
s is ‘ 
«~— | FOR THESE 10 REASONS ! 
eed a 
er : . 
’ @ In style and size—in safety, economy and 
da ; ; Til 3 
otal efficiency—in dependability, durability and 
‘od. extraordinarily high quality— Rex Auto- 
matic Electric Water Heaters meet every 
es water heating need. 
—- In the Rex Round line there are four mod- 
els, in a range of eight sizes, from 10 to 120 
7 gallons in capacity. They’re easy to sell— 
de for ten good reasons: 
re- 
-in. MODEL S-8 
1. SAFETY RELIEF VALVE: Correctly located 4-Hole Faucet Ledge 
‘ “Patrol” Temperature and Pressure Relief 
uilt Valve as standard equipment. 
ese 2. ELNO ANODIC ROD: Magic anti-rust rod 
ck- checks tank corrosion and lengthens tank STYLED FOR EYE APPEAL... 
and life. Standard on Rex Heaters. 11 POPULAR BUILT FOR DURABILITY... 
ade ©, ACIORANE HERMOMATS: Ragged snsp SINK SIZES PRICED TO SELL... That's the 
action type provides sensitive automatic Ape 
and water temperature control. combination that makes 
ints 4. HEATING ELEMENTS: Quick acting, low sayeth <a U. S. Porcelain Enamel 
wattage, immersion type. transmitting heat ‘Sea Company fixtures the 
; at directly to the water. $-9: 17-1/2” x 16" x 7” easiest, fastest selling line. 
si 5. INSULATION: 3 to 4 inch thickness of ee i 
vein Fiberglas surrounds tank. ; 3-1/2" co. /' Whether it be for 
6. STORAGE TANK: Extra heavy copper- S-4: 20 6-3/4” modernization or new 
bearing steel galvanized inside and out. $8: 26" 218" 16/4" home applications, there 
7. HEATER DRUM: Made of heavy sheet metal, 3-1/2” CO is a sparkling “Lifetime” 
finished in gleaming, easy-to-clean baked $-6: 30" x 18" x 6-3/4” ai — sees 
be white enamel. 3-1/2" EO porcelain enamel finished 
ten 8. COLD WATER BAFFLE: Minimizes the DOUBLE COMPARTMENT sink to fit the specifications. 
ra- mixing of incoming cold water with heated $-2: 26” x 18"x§” U.S. Porcelain Enamel 
eat water already in _ — rae care eae ar sinks are constructed of 
1u- 9. HEAT TRAP: Built-in trap prevents re- "31/2" co heavy gauge steel for 
: circulation in hot water line. $7: 32" x 20” x 6-3/4" a ee ota 
di- $ x 20/7 x 6-3/ long lasting durability and 
10. Made to NEMA standards and approv- i olin * finished in e: ne 
ed by Underwriters’ Laboratories. sea «Yo Pky 16 nished in easy-to-clean, 
nds $8; 32” x21” x 7-13/16" triple-coated titanium 
fa- 3-1/2” CO—4 porcelain enamel of the 
ool Send For Your Complete Catalog Today! finest quality. 
on- 
the Write today for information and prices on the 
ing THE CLEVELAND HEATER CO. complete line of kitchen and bathroom fixtures. 
ler. ELECTRIC DIVISION = 
, ‘ : 4635 East 52nd Dri 
wi 2310 Superior Ave. + Cleveland 14, Ohio Los Angeles 22, Calif. 
U.S. PORCELAIN ENAMEL CO. 
— 

















ON’T let that big-profit work—remodeling busi- 

ness—get away from you. This is the last time 

that the Domestic Engineering Modernization 
Sales Kit will be offered to you at the low price of only 
$15. You have only until August 31st to order. Do it 
today. The Modernization Sales Kit will get you more 
than your share of the immense remodeling market 
which exists in your own community. 


One contractor-dealer said that he got more than 
$60,000 worth of plus business from the Modernization 
Sales Kit alone. That’s just what it is designed to do— 
increase your volume, strengthen your net profit per 
job, and establish you in your community as a leader 
and a good firm to deal with. You need the Moderniza- 
tion Sales Kit to do this in the easiest and most efficient 
way. 


Your own advertising manager 


Actually, the Modernization Sales Kit performs the 
functions of an advertising-sales promotion manager 
for you. It is a constant and fertile source of sound, 
sparkling ideas which build a reputation for you in 
your community as a modern merchandiser and a 
civic leader. If you had to pay someone else to create 
this material it would cost you several thousand dol- 
lars. It has taken Domestic Engineering thousands of 
man-hours to produce it for you. 


Key item in the kit is the Modernization Timetable 
—a week-by-week calendar of advertising and pro- 
motional] activities for you to follow, covering all 
phases of your remodeling sales campaign. The sched- 
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IN T 


LOOKING 
FOR 
BIGGER 
NET 
PROFITS} 


U CAN FIND TH 
{ MODERNIZ 
ALES KIT 
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ION 





ule was set up based upon the proven operations of 
the nation’s most successful contractor-dealers and i: 
actually tested in fact. All of the promotional material 
is tied in with the Timetable to make it easy for you 
to emphasize certain merchandise all ways during 
seasonal selling peaks. 


$15 Price Good Only Until August 31st 


With competition as keen as it is for this vast ref 


modeling market, you just can’t afford not to get this 
indispensable selling program. The cost, $15 for the 
entire year’s campaign, is set by Domestic Engineer- 


ing purely as a non-profit contribution to our industry.p 
This price is good only until August 31st. Put thef 


Modernization Sales Kit to work for you today! 
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| Material in the Modernization Sales Kit comprises 
b50 different pieces of advertising and sales promo- 
Bional items—an entire year’s merchandising campaign 

designed to get you plumbing, heating, air condition- 
ng and appliance remodeling business in your com- 
fnunity. It sells more than merchandise—it sells the 
basic ideas which will make people want to buy your 
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ALS to educate you and your employees with a 
mplete basic course in the finer points of making more 
modeling sales. Where to find the prospects, how to 
pse them, plans, finance, are all covered in detail. 
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DSTERS with traffic-appeal to add selling impact to your 
ulls and windows. Colorful and impressively designed, 
u can use these to tie in with your own seasonal pro- 
ptions to build and keep interest alive. 
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LAST CHANCE TO GET 
the Modernization Sales Kit 
AT THIS LOW, LOW PRICE #8 








1 material 
y for you 
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cmeric ENGINEERING 
1801 PRAIRIE AVE., CHICAGO 16, ILL. 


PUG SOR Msc cs sc cecccvsss Modernization Sales Kits at $15 each, 


+ 31st 


5 vast re- 
o get this 
5 for the 
Engineer- 
industry. 

Put theft 
ay! 


br which I enclose Bi vccccccveccore I understand that I will also 
ceive the 2,001 Idea Book, normally sold at $5, free of charge. 
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products, your service, your ability. It will help you 
win the battle of ideas in your local market and give 
you the jump on competition because each piece is 
specifically tailored to your own individual selling 
problems and the buying habits of your trading area. 
All these things you can do with the help of the Mod- 
ernization Sales Kit. 


ghd oh 


ger it B25 st = Mey 


Ss ae # GES 


NEWSPAPER ADS unlike any you've « wean seen before ie 
attract customers to your store. All are complete with 
copy and art work and can be tailored to your own local 
conditions and lines of merchandise you have. 











DIRECT MAIL in the form of illustrated sales letters and 
jumbo postcards will reach your prospects wherever they 
are. RADIO COMMERCIALS AND PRESS RELEASES 
will get you publicity throughout your whole trading area. 


MANUFACTURERS AND WHOLE- 
SALERS ARE USING THIS SALES 
KIT TO STIMULATE VOLUME 


If your organization cares about increasing the sales 
of plumbing, heating, air conditioning or appliances 
among contractor-dealers, the Modernization Sales 
Kit will fit ideally into your merchandising program 
at little cost. Manufacturers and wholesalers are 
ordering them for key dealers, and are using the 
material as background for intensive sales campaigns. 
Order yours now and reap the harvest of this profit- 
stimulating program. Quantity discounts are allowed. 





184 


Heres Real News ! 


A BRAND NEW 


DOMESTIC ENGINEERING 


CONVERSION GAS BURNER 





COMBUSTIONEER 


Model B 
GAS BURNER 





The only gas burner with the 
“Triple Mix’? Burner Head! 


This new conversion gas burner has everything—the 
sMaft appearance the homeowner wants and the unique 
“Triple Mix” Burner Head which gives the utmost in 
gas burning efficiency. In this burner head the primary 
air and gas mixture is sandwiched between two layers 
of air. This extra air mixture insures better combustion 
efficiency and spreads the flame horizontally so that it 
wipes every square inch of heating surface. 

And look at these other features: BTU controller 
nozzle for gas regulation . . . sliding cone damper . . . 
all controls inside cabinet . . . many other outstanding 
features you can sell! Send coupon for all the 
facts today! 

AGA listed for natural gas ® manufactured 
gas °* liquified petroleum gas ° LP gas-air 
mixtures ® mixed gases. 









Gas Burners ® High & Low Pressure Oil Burners 
Oil Furnaces © Stokers © Humidifiers 


Combustioneer Division 

The Steel Products Engineering Company 

1385 W. Columbia St., Springfield, Ohio 

Send me full details on the sensational new Combustioneer 


Model B Gas Burner. 


NAME . ew tii = 





FIRST NAME 


STREET ADDRESS sacencinseioommebii 


i re Ee “oe cg 






Service and Installation Tips 
(Continued from bottom of page 117) 


ually start to climb and may reach a level equiv- 
alent to that out-of-doors. This same condition 
will exist at any time, day or night, when the out- 
door temperature is such that only a limited 
amount of cooling is required and the cooling 
equipment operates for relatively short periods of 
time at infrequent intervals. 

One of the industry problems of concern at the 
present time is the location of the cooling equip- 
ment. When the house has a basement, it is 
usually set adjacent to the furnace where it is out 
of the living area of the house and can be placed 
on a secure foundation. In a house without a 
basement, however, there are problems, since the 
location usually determines whether a self con- 

tained or remote unit must be supplied. 

The self contained unit is a complete pack- 
age of compressor and cooling coil that is placed 
beside a heating unit with no connections that 
involve the refrigerant piping circuit. The remote 
unit has its refrigerant compressor and auxiliary 
equipment placed in a remote location and the 
cooling coil in the furnace air stream. This latter 
arrangement involves pipe connections between 
the equipment and the expansion coil for the cir- 
culation of the refrigerant between the two. 

A completely self contained unit in a basement- 
less house is usually placed adjacent to the furnace 
in a closet or nook opening to a central hall or one 
of the rooms. The furnace can usually be made 
to operate at a noise level that is not too objec- 
tionable but this may not be the case with a cool- 
ing unit, particularly if there is a wooden floor. 
While the advisability of placing a furnace in the 
center of the living area may be debated, there 
is less room for debate when the machinery with 
reciprocating parts and a two, three, or five hp 
motor is involved. A wooden floor amplifies 

vibration and sound. This sound amplification 
does not take place, of course, when the unit is 
mounted on a concrete slab. 


How Air Is Circulated 

If the cooling coil and furnace are connected 
in a series or train of cars arrangement, circulat- 
ing air either goes first through the cooling coil 
and then around the outside of the furnace com- 
bustion chamber, or the arrangement is reversed 
and air circulates first around the combustion 
chamber and then through the cooling coil. When 
the first arrangement is used there may be water 
condensation and rust formation on the inside sur- 
faces of the combustion chamber. This is due to 
the fact that the inside of the combustion chamber 
is connected to the humid outside air through the 
flue passages; circulation of chilled air against 
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the metal temperature to one that is below the 
dew point. 

With the other arrangement, heated air from 
the furnace is circulated through the cooling coil 
during the heating cycle. 

There are other installations in which the com- 
plete cooling and heating units are placed in a 
connecting garage. This eliminates noise and dirt 
from the house but places the unit at a certain dis- 
advantage with respect to installation and operat- 
ing costs. They are also installed in attics of one 
story houses where they are less accessible for 
servicing. 

Introduction of conditioned or chilled air into 
rooms is important to comfort, and is directly re- 
lated to the location of the discharge grilles. A 
number of jobs have been surveyed where ceiling 
or high sidewall diffusers were used and the tem- 
perature difference in the room air from floor to 
ceiling was 1 deg or less. If that temperature dif- 
ference were the only criteria, these would be 
satisfactory installations. Drafts and noticeable 
air movement are other factors, however. Since 
air may leave diffusers at a temperature of from 
00 to 55F at rather substantial velocities, it must 
not impinge directly upon anyone in the rooms 
nor richochet against the walls or ceiling and 
bounce back on someone in the room. 

Satisfactory operation has been achieved, also, 
with perimeter diffusers placed in the floor be- 
neath windows, discharging conditioned air to- 
ward the ceiling in a fan shaped pattern along the 
outside walls. Here, conditioned air mixes with 

(Please turn to top of page 186) 
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“| just said it doesn’t look like they make them 
with legs any more.” 
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WHY IS THIS BURNER 
REVOLUTIONIZING THE OIL 
HEATING INDUSTRY ? 








ITS TROUBLE: ; 
FREE. 
tats way! 


PRICED RIGHT FOR PROFITS! 


The whole industry has been trying to develop a “bug-free” 
low pressure oil burner —Combustioneer has done it! Now 


you can sell all the advantages and better combustion efficiency 
of a low pressure burner—without worrying about service 
difficulties! It’s the outstanding engineering achievement in 
the oil burner field! 


If you’re not selling these features, you’re not 
selling the last word in oil burners! 


© 2-stage air mixture! 

© Easy oil flow adjusiment —while burner operates! Ad- 
justs from 50 to 3.00 gallons per hour! 

© “Free Floating’ Piston for dependable oil metering! 

© “Flo-Mist’ nozzle forms vapor that is almost a gas! 

s Clog-free nozzle opening 30 to 40 times larger than or- 
dinary burner nozzles! 

© Foam and bubbles removed from oil before metering! 


> Gmbusitorscer 


Combustioneer Division, The Steel Products Engineering Co. 
Springfield, Ohio 


Low and High Pressure Oil Burners * Gas Burners 
Oil-Gas-Coal Furnaces * Stokers ® Humidifiers 


MAIL COUPON for all the facts on the 
Profitable Combustioneer Franchise 


Combustioneer Division 
The Steel Products Engineering Company 
1387 W. Columbia St., Springfield, Ohio 


I want more facts on the money-making Combustioneer Franchise, 
and on the sensational Combustioneer Low Pressure Oil Burner. 


NAME 





FIRM NAME ee 





STREET ADDRESS SEES Se 





city __._.ZONE | eee 














186 


INDUSTRY'S STANDARD FOR YEARS 
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SPECIFY / Agualfuile 
LIFT-TURN SOLO VALVES for 


Longer, Leakproof service 





Rubber Seated Multi-Port Valves 
for Water Softeners, Pressure 
Filters and lon Exchangers 


AquaMatic Solo Valves pressure-seat on 
long-wearing, resilient rubber ... no 
metal-to-metal contact . .. no leakage 
from port to port. Lift-turn principle 
eliminates sticking, scoring, and wear... 
insures long valve life. With single lever 
control, Solo valve cannot be turned until 
lifted from seat. One multi-port Solo valve 
handles a complete regeneration cycle... 
built-in ejector and backwash controls 
are part of the valve. 


All pipe connections are made in back- VALVE SEATS ON 
plate member ... Solo valve can be dis- ee 
PROOF 


mantled, inspected, and serviced without 
removing pipe. 

Tens of thousands of installations have 
proved the durability and reliability of 
AquaMatic Solo Valves. Investigate them 
TODAY. 


AVAILABLE IN 3/4 TO 4-INCH Sizes | / 7 i 


Write tor FREE Catalogs // ™ =y/ 





= A 4 
Ugueladite INC, Formerly Automatic Pump & Softener Corp. 


ROCKFORD © ILLINOIS 
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(Continued from center of page 185) 
the warm air in contact with warm walls and glass 
areas, starting the cooling process where the ma- 
jor portion of the heat enters. The low sidewall 
register beneath the window also gives satisfacto- 
ry operation provided it discharges air toward the 
ceiling. 

With proper diffusion there is very little possi- 
bility of air impingement upon people because 
the envelope of air is discharged practically 
straight upwards from locations in restricted areas 
not normally occupied. 

While the temperature variation from floor to 
ceiling is an index of the distribution of condi- 
tioned air in the room, it is not the most significant 
temperature difference. We are much more con- 
cerned about the temperature between the floor 
and 5 ft 6 in. level, the space in which folks live. 
Consequently, relatively warm air at the ceiling 
has no effect upon occupancy comfort and may 
give a bit more economical operation. 

Never overlook the fact that the house must 
be heated in winter as well as cooled in summer 
for it is imperative that the register locations be 
such that they will not only properly cool the 
house but heat it as well. 

Once in a while you may find a job with a very 
stale and odoriferous indoor atmosphere. This 
can be corrected by introducing outdoor air into 
the system. An amount equivalent to one air 
change per hour seems to do an effective job, but 
it will increase operating costs since the cooling 
of air and outdoor temperatures requires addition- 
al cooling capacity. 

There are, of course, unresolved problems in the 
control of residential cooling systems. Some engi- 
neers believe that the thermostat should have a 
very narrow differential and be responsive to very 
slight changes in room air temperatures. Such a 
thermostat would cycle the cooling unit at fre- 
quent intervals during periods when cooling re- 
quirements are less than those of full load. 

Such operation may provide closer control of 
room air temperature but the effect upon the 
maintained level of indoor relative humidity has 
not yet been fully explored nor has the reaction 
of the power companies to such type of operation 
been fully determined. Some utilities may oppose 
this type of intermittent load asserting that the 
frequent cutting in and out on residential distri- 
bution lines has a serious effect upon voltage 
regulation. 

Whether the fan should operate continuously 
or if it should operate only when the cooling unit 
is operating in response to a thermostatic demand 
is yet to be determined. A number of jobs with 
continuous fan operation show a tendency for the 
relative humidity to rise at the end of each com- 
pressor operation cycle. 

(Please turn to top of page 189) 
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MO 272 Operators 


SPECIFY 






































Equipped Water Heaters 
... Are The 
HEATERS 


That Assure 
The Greatest 
DEPENDABILITY 
& LONG-LASTING 
PERFORMANCE 


KEYSTONE 













*« * SOLDER FITTINGS FLARED FITTINGS 


wy 


AMERICAN 
CONTROL 


Responsive dependability is 
what your customers want 
in operating a water heater. 
That is the very thing they 






BALANCING VALVES 





get in an AMERICAN SNAP-ACTION DRAINAGE FITTINGS 
CONTROL, Snap-Action, 
Thermostat operated Thermostat 


water heater VALVES 


known as the heart of 


Model No, 12 
the heater. It is assur- 
t tom- a 
ers that through the AMERI- Aenes Why! 


CAN CONTROL, the heater 
they buy will automatically 5S , PRECISION FINISH 
Accurate, full depth cup 


maintain hot water in the tank @® 
bores; clean, true threads; and 


at all times. animeeeem, | 
The AMERICAN CONTROL —— full, unobstructed waterways 
Thermostat is torture-tested, | make Keystone Copperflow 
strong and dependable—backed fittings easier to install and com- 
by engineers and craftsmen | pletely dependable in service. 
who, in the production of this | This precision finishing is made 
remarkable control appliance, possible by Copperflow’s more 

rugged designs... which provide 


have 25 years’ experience to | , 
back them up... that over a PRECISION) the greater weight and wall thick- 














million of their thermostats MANUFACTURED ness needed for sound, pressure tight castings and 
have been gainfully used in top- FOR GREATEST accurate machining. In weight, workmanship and sheer 
quality water heaters. SATISFACTION worth, Keystone’s complete line gives your customers 
more for their money and saves you time and trouble. 
WRITE FOR COMPLETE | Tell your favorite jobber you want Keystone 

DETAILS TODAY! Copperfiow . . . always. 


Keystone Copperflow fittings have been rec- 
ognized for dependability since their introduction in 
1928. They are backed by the skill and experience 
of three-quarters of a century in casting and finishing 


non-ferrous metals. 
WRITE FOR CATALOG No. 513 











KEYSTONE BRASS WORKS 
ERIE, PENNA., U.S.A. 



















Lo-BLAST 
Economite 
Gas Conver- 
sion Burner 










POWER-TYPE GAS 
CONVERSION BURNER 


Regardless of the size of the heating 
plant, Lo-BLAST Gas Burners deliver 
more heat per fuel dollar. In 19 years 
of actual operation, these power-type 
units have consistently cut fuel and serv- 
ice costs. 

Because primary and secondary air 
is perfectly controlled from a blower 
source, the Lo-BLAST Burner is inde- 
pendent of variable natural draft. Hence 
it is particularly well suited for down- 
draft boilers. Combustion is completed 
in an incandescent firebox, with radiant heat ap- 





SEE plied to cruwu sheet as well as side walls. 

= Other fe: »§ include sof iet flame and 
EE ther features include soft, quiet flame... stand- 
S= ard controls with positive acting pilot and blower 


\\ 


> 


safetys... sturdy, fool-proof design ... easy to in- 
stall because completely assembled and factory- 
tested on gas... competitively priced. 


ALo-BLAST dealership 
is profitable! Complete 
range of capacities 
ond a nation-wide 
reputation for econ- 
omy make this burner 
@ strong seller. Write 
for information. ' 





















The standard Lo-BLAST 
Gas Conversion Burner 


MID-CONTINENT 


1, Oi 9-0 ae 2-20) D) OL Ow OL OP 
1960 N. Clybourn Ave., Chicago 14, Ill. 
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Now cold spots are easy to heat with 


CARRIER CABINET UNIT HEATERS 


Entrances, lobbies and drafty corridors are but a few 
of the many spots where these compact Carrier units 
can vigorously yet gently distribute fan-propelled steam 
or hot water heat. 

Notice above how neatly the floor model can be 
installed in a modern vestibule. Its design, construction 
and control features are unsurpassed. Here are a few 
(which are similarly embodied in its mates designed 
for ceiling, wall and semi-recessed installations) : 


August, 1/54 


1. Modern cabinets of sheet 
steel with reinforced top panel. 
Rounded corners. Gray finish. 
2.Coil connections permit con- 
cealed piping inside the cabinet 
or external through end-section 
knockouts. 

3. Non-ferrous tubes and fins in 
heating element suitable for op 
erating pressures up to 150 psi 
saturated steam. 


4.Coil can be pitched in either 
direction. Fitted with air vent 
and air chamber when used in 
hot water installation. 

5.Twin centrifugal type fan 
wheels mounted on resilient 
double-shaft motor. Operates 
quietly. 

6. Kach model size employs the 
same fans, motor and heating 
element in all styles. 


JOBBERS AND DISTRIBUTORS— WRITE for full information in- 


cluding details of protected franchise. 


Syracuse, New York. 


Carrier Corporation, 





AIR CONDITIONING + REFRIGERATION + INDUSTRIAL HEATING 
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(Continued from bottom of page 186) 
While the next operation of the compressor will 
cause it to drop back somewhat, it does not seem 
to go back to the same level as it was at the end 
of the preceding cycle. This results in a gradual 
buildup of the indoor relative humidity during 
periods of intermittent compressor operation. 

This buildup was less noticeable on several jobs 
with intermittent fan operation. A number of 
reasons for this increase have been advanced but 
not fully explored or substantiated. One is that 
the water remaining on the coil at the end of a 
compressor operation is re-introduced back into 
the rooms by the air stream. It is also suggested 
that interruption of dehumidification during the 
off cycle of the compressor results in a natural 
buildup of indoor relative humidiy. 

Even so, it may not be practical to operate the 
blower intermitténtly since the absence of air 
circulation through the house during the non- 
operating periods presents the possibility of air 
stagnation and stuffiness within the air condi- 
tioned space. An air conditioned house is usually 
sealed tight and there is very little natural air 
circulation within it. The feeling of slight air 
movement and the dissipation of odors as a result 
of it may have a pronounced psychological effect 
upon those occupying the house. 


Problems in the Changeover Operation 

One major problem in the changeover operation 
from summer to winter operation is the adjust- 
ment of the air flow rate. As a rule, more air is 
required for cooling than heating. The usual air 
flow rate through a cooling coil is from 300 to 
400 cfm per ton. On the other hand, the air flow 
rate required for a heating system adjusted for 


a 90 to 100 F temperature rise through the fur- 
(Please turn to top of page 191) 
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quantity and fast delivery of finished die cast- 
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(Continued from center of page 189) 





nace will usually be anywhere from 25 percent 
or more less. 

Therefore, some means must be provided to 
make this air flow adjustment. It can be done by 
changing the speed of the blower motor, placing 
an additional blower in the air circuit when in- 
creased air flow is required for cooling, adjusting 
the ratio of the pulleys on the motor and blower 
shafts so that the blower runs faster during the 
cooling cycle, or by the adjustment of dampers. 
There is a diversity of opinion on this. 

The final rejection of heat from the house, which 
occurs at the tail end of the cooling process when 
the warm refrigerant gases are cooled for re-use, 
seems to pose a problem. The simplest method is 
to cool the refrigerant by water from city mains 
that is discharged into the sewer or otherwise 
disposed of such as by sprinkling the lawn or cool- 
ing the roof. This takes a lot of water and may be 
more costly than the electrical energy to operate 
the system. This heavy use of water has been 
prohibited in some cities due to inadequate water 
supply and insufficient sewerage capacity. 

So in the interests of economical operation and 
the conservation of water, the cooling water is 
often sprayed into a cooling tower where its heat 
is dissipated to the atmosphere and the water 
cools sufficiently for re-use. This reduces the wa- 
ter consumption about 10 percent. 

There are other methods of cooling the refriger- 
ant such as a combination of water spray and out- 
door air that is blown directly over the refrigerant 
coils in the condenser. Air cooled compressors 
are effective, too. It should be pointed out, how- 
ever, that as the demand for cooling increases with 
warmer weather the output of the cooling equip- 
ment has a tendency to become less. 

There are, of course, many other factors that 
could be profitably discussed, and of necessity, 
much has been left unsaid. However, many of 
the things I have called attention to will enable 
contractors to eliminate at least some of the head- 
aches and problems they might otherwise face as 
they become more involved in the growing market 
for residential air conditioning. END 





Upturn Seen in Wet Heat Sales 


A SHARP UPTURN in the sale of hot water and 
steam heating equipment will begin in the fall of 
1954 and is likely to last until 1960. 

This forecast was given last month (p.114) in 
a preliminary report of the 39th annual meeting 
of the Institute of Boiler and Radiator Manufac- 
turers held recently in Absecon, N.J. 

Manufacturers noted that the unprecedented 
volume of new construction added to the usual 
seasonal demand during the fall months will re- 

(Please turn to top of page 193) 
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(Continued from bottom of page 191) 


sult in a strong market. The slum clearance pro- 
gram in metropolitan areas is also setting the 
stage for the increased sale of hot water and steam 
heating equipment, manufacturers said. 

Reports by Robert S. Waters, chairman of the 
board of the National Radiator Co., and R. E. 
Ferry, general manager of the Institute, discussed 
progress of the Institute’s work and outlined plans 
for the future. Waters was re-elected chairman 
of the Institute and Ferry was re-elected general 
manager and treasurer. 

In addition to the reports by Ferry and Waters, 
the convention heard reports from the following: 
Arthur L. Wales, field training director of the 
Institute; Warren S. Harris, research professor, 
University of Illinois; R. J. Martin, associate di- 
rector, engineering experiment station, University 
of Illinois; H. F. Randolph who reported for S. K. 
Smith, chairman of the research committee; R. M. 
Stockwell, chairman of short course committee; 
John Reed, chairman of the publicity committee; 
J. Balter, chairman of the installation committee 
on snow melting; D. D. Couch who reported for 
Howard Steggall, chairman of the intra-industry 
cooperation committee; M. W. McRae, chairman 
of the boiler technical committee; and Norman J. 
Radder, secretary of the Plumbing and Heating 
Industries Bureau. 

The convention heard addresses by R. S. Dill, 
chairman of the research committee, ASHVE, and 
L. N. Hunter, president of the ASHVE. 

The Institute has invested $1,500,000 in the last 
14 years in educational, promotional, and research 
activities for the advancement of the boiler heat- 
ing industry, Ferry told the meeting in his annual 
report. 

There have been 165 I-B-R Schools of Modern 
Heating since the first school was held in April, 
1950, he said. These schools have brought new 
ideas on designing and installing hot water and 
steam heating systems to 9,000 students. Yet only 
five percent of installers have had revresentatives 
in attendance at the schools, Ferry said in empha- 
sizing the need for the continuation of this educa- 
tional program. 

Harris reviewed the research work in hot water 
and steam heating carried on at the University of 
Illinois during the last year in cooperation with 
the Institute. This program is now in its 14th 
year. 

The chief subiects covered in the research pro- 
gram during the last 12 months were summer 
cooling utilizing the same piping and distributors 
as for winter heating; a study of heating with the 
equipment used for summer cooling; and a study 
of the costs and operation of a snow melting svs- 
tem. All of these projects were carried on in the 
I-B-R research home. 

(Please turn to top of page 194) 
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Harris also reported on work in panel heating 
done in the floor slab laboratory of the engineer- 
ing experiment station of the University of 
Illinois. 

Originally cooling-heating units were installed 
in every room in the I-B-R research home. How- 
ever, it was found that the building could be 
cooled by using only two units. This was done 
during the summer of 1953 at a cost of only 87 
cents a day, Harris told the members of the Insti- 
tute. When windows were opened at night, the 
cost dropped to 40 cents a day. 

The operation of a snow melting system in- 
stalled under the walks and driveway of the 
I-B-R research home in no way interfered with 
the house heating system, Harris reported. It 


| took only 20 minutes to heat the entire walk 


and the cost of melting snow was five cents an 
hour. 

“It obviously costs much less to melt snow with 
the hot water heating system than it does to pay 
someone to shovel it,” Harris remarked. 

Harris also compared the costs and operating 
characteristics of ceiling panels and floor panels 
as disclosed in studies carried on in the floor slab 
laboratory. END 


Gas Appliance Outlook Favorable 


Forecasts of a favorable sales year despite a 
slow start, and determination to combat adverse 
gas legislation, highlighted the 19th annual con- 
vention of the Gas Manufacturers Assn. held re- 
cently in Chicago. 

The 315 convention registrants unanimously 


' approved a resolution condemning the Hunt bill, 


now before the U. S. Senate commerce subcom- 
mittee, that would prevent the expansion of the 


' natural gas pipeline into the Northwest, the one 


(Please turn to top of page 197) 
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The Penn Series 154 pressure control for water 
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section of the country that does not have access 
to this fuel. 

GAMa urged the Federal Power Commission 
to act tavorably on applications now filed with it 
to extend natural gas pipelines to the northwest 
trom Canadian and domestic gas fields. 

T. T. Arden of Lynwood, Calif., now serving 
as first vice president of GAMA, was elected 
president to succeed Sheldon Coleman of The 
Coleman Co., Wichita. The entire slate of new 
officers, division and group chairmen and vice 
chairmen will assume their duties next October. 
Arden is executive vice president of the Grayson 
Controls division of Robertshaw-Fulton. 

Also elected to GAMA office were W. F. Rock- 
well Jr., president of the Rockwell Mfg. Co., 
Pittsburgh, first vice president; and A. B. Camer- 
on, president of the Ruud Mfg Co., Pittsburgh, 
second vice president. 

Lyle C. Harvey, president of Affiliated Gas 
Equipment, Inc., Cleveland, was_ re-elected 

treasurer. 

Coleman declared that the outlook for the sale 
of gas appliances was never better. Coleman 
gave three reasons for his statement—the fact 
that pipeline construction is scheduled to continue 
at a rate in excess of a billion a year through 
1956; the forecast that utilities will add a million 
new gas customers annually for the next few 
years, and the boom in the home modernization 
market. 

He said that many of the delegates he talked to 
were optimistic over sales potentials despite a 
slow first-quarter start because they intended to 
balance this by increasing their advertising and 
promotional activity at the local level. 

However, he warned the group in his keynote 
address that the gas appliance business must 
undergo some self-improvement. He pointed out 
that the profit margin for industry as a whole is 
five percent while for the gas appliance industry 
it is only two and one half to three percent. 
Coleman said it is in this area that the industry 
should concentrate its efforts at improvement. 

Later during the convention, Harvey, who also 
serves as chairman of the GAMA gas industry 
development committee, took some manufacturers 
to task for their apathy towards the “10-City 
Demonstration Program’—a pilot operation of 
the G.I.D. plan now being conducted in ten scat- 
tered communities—and reminded the members 
that all have a stake in the outcome. 

He warned that manufacturers concentrate too 
much on production techniques and not enough 
on the distribution of their products to the ulti- 
mate consumer. 

“We sweat and slave and invest capital to cut a 


(Please turn to top of page 198) 
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Save On Tuuentory and Tnvediment 
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\\ HY tie up your money 


and space in a bulky inven- 
tory of old fashioned shower 
cabinets? Feature Tiletone, 
the quality line that gives 
you this exclusive profit mak- 
ing feature: interchangeable 
receptors in three different 
materials! 


TICON STONE 


Yes, with Tiletone you can 
practice to the fullest the 
hard selling merchandising 
principle of “give your cus- 
tomer a choice.” Tiletone lets 
you give them a wide style 
and price choice in the cabi- 
nets, themselves, plus a choice 
of three different receptors in 
each cabinet model. “ei? “ies 


STANDARD 


(Porcelain Steel) 


Choose Tiletone so your cus- Saaies 


tomers have a choice! TERRAZZO “S 
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DRIVE a better bargain 


in bid competition with 
the safer, action-packed 


etociry-rowf] DRIVER 


Because getting the job done faster, for less, is important in 
today’s bid competition, the speed and safety advantages of 
the Velocity-Power Driver are vital in your contracting picture. 

With this tool, fastening and anchoring jobs are finished in 
seconds! Just load, position, fire! Job’s done. Interchangeable 
barrels let you drive either 44-inch or %-inch studs from same 
firing unit. Wide selection of studs—and cartridges and studs 
are integral to eliminate time-wasting matching and fitting. 

Safety features include a spring-loaded safety arm that 
prevents accidental discharge; permanently attached spall- 
shield; center-fire cartridges; color-keyed cartridges to assure 
right load for job; and a barrel design that avoids flash, 
ricochet, recoil. Write for details. 


ae 

Spall-shield can be retracted, or a portion of 
shield rotated out of the way for easier work 
in narrow spaces or close-to-the-wall jobs. 


ALSO AVAILABLE 


Velocity-Power Driver with separate spall- 
shield for extensive work in deeply recessed 
areas, 
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percent or two off the factory cost,” Harvey said, 
“and then give away ten per cent on the selling 
price in the way of price cuts and concessions.” 

Distribution is even more important, Harvey 
said, in view of the fact that we are in the midst 
of an expanding market with spending power 
five times greater than in 1940; with 65 per cent 
more children than in 1940, the birthrate last 
year having been the highest on record; and with 
67 per cent of the nation’s dwellings more than 
20 years old, a fact which, he said, sets up a tre- 
mendous replacement market. 

Four new divisions were formed during the 
convention after approval by the board of direc- 
tors at the first of two board meetings. The divi- 
sions and their chairmen are: 

The conversion burner division—E. P. Hayes, 
vice president of C. A. Olsen Mfg. Co.; gas boiler 
division—N. E. Westphal of Weil-McLain Co.; 
recessed heater and floor furnace division—Ralph 
E. Solomon, director of engineering of Samuel 
Stamping and Enameling Co.; and gas furnace 
division—G. W. Denges, vice president of Wil- 
liamson Heater Co. 

Formerly all were included in the gas house 
heating and air conditioning equipment division. 
All chairmen of the new divisions will become 
members of GAMA’s board of directors. 

The domestic range division asked its promo- 
tion committee to examine the possibility of par- 
ticipating in the “Mrs. America” contest after 
hearing a report on this year’s contest by Hansell 
Hillyer, president of the South Atlantic Gas Co. 
of Savannah, Ga. Hillyer said that more than ever 
this year qualifications for the state and regional 
contestants will emphasize homemaking abilities. 

The promotion committee tentatively ear- 
marked $10,000 for the contest subject to approv- 
al of the full division and providing that the com- 
petition would be run as outlined by Hillyer with 
utilities representing 35 per cent of the gas meters 
in the country. 

At the first general session luncheon on 
Wednesday, J. R. Doscher, manager of sales pres- 
entations for Life magazine, gave a slide talk on 
conserving and improving America’s housing. 

He pointed out that the greatest single asset 
this country has is a 220 billion dollar housing 
stock, a “natural” resource that should be con- 
served just as we conserve forests, farm lands 
and mineral wealth. 

He said that our housing is becoming “blighted” 
through lack of proper upkeep and repair and 
called for support in a national program that 
would encourage homeowners to keep their 


homes in good shape. 
He called such a program a challenge to free 


(Please turn to top of page 201) 

















Augt 





fo 





August, 1954 DOMESTIC ENGINEERING 


DEMAND THE GENUINE 


Spiral Self-feeding 
RATCHET REAMER 


Proved best by thousands of 
users through years of on-the- 
job performance. 


a \\ me NO PUSHING/ 
~ VA 


This forged steel cone has spiral 


flutes with patented cutting edges 


Whenever you want to werk which feed the tool into the pipe 


with pipe .. . ask for a REED pipe tool. to CUT the burr quickly and easily. 


ERIE, PENNSYLVANIA 


EASIER HOOKUPS 
ame. cantiiex 


~ SIMPLIFY 
\ INSTALLATIONS 


connections for automatic washers 
gas dryers and other appliances are SPARTAN 
easily and economically made with BY 
Dresser Fittings 

Simply stab ends of connecting “Fit for a King”... although you 
could pay more, you couldn’t get a 
better or more beautiful shower 
stall. Spartan full length, deep- 
groove, slip-on construction for 
extra rigidity, easier assembly and 
prolonged life. Choice of 4 smart 
Spartan receptors. The shower 
that leaves nothing to be desired. 


pipes into factory-assembled Dresser 
tighten the end nuts and 


‘ All Spartan Showers Made of 
Literature on Request Galvanized-Bonderized Steel 


See your local supply store ~ PA R TA N 
for a COMPLETE LINE of couplings, ells, tees, adapters, etc. Ny H 0 WE R STA L L ¢ 0 9 IN ¢ a 
cae) CD en « gry 7 — __.. 814 Meeker Ave. Brooklyn 22, N. Y._ 
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outstanding design, engineering, and construction. 
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é Macler Climatrol 


Type 10 Gas Boiler 


Nine sizes, 54,000 to 378,000 Btu 
input — for domestic radiator and 
radiant heat and hot-water supply 


Easier to sell — Gives you the added sales 
appeal of the famous, nationally advertised 
Mueller Climatrol name, with its reputation for 


Adds the eye appeal of a glistening white finish. 
2 Easy to install — Efficient sectional design 

simplifies installation. The Type 10 is readily 
adaptable to hot-water heating, gravity or forced 


circulation, steam or vapor heating, radiant heat- 
ing, or hot-water supply. 


3S Greater customer satisfaction — Engi- 

neered for years of trouble-free service. Spe- 
cially designed cast-iron sections permit rapid heat 
transmission — economical use of fuel. Drilled- 
port burner with “inverted V” venturi provides 
quiet flame extinction. 


Yes, from start to finish, the Mueller Climatrol 
Type 10 makes your job easier, more profitable. 
Write for facts and figures. 


G Mueller Climatrol z 








2033S W. Oklahoma Ave. ® Milwaukee 15, Wi 
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SPEED AND SIMPLIFY BORING 


OF PIPE-SIZE HOLES IN WOOD © 





WITH GREENLEE PIPE BIT SET 


2c anes — 


Designed especially for plumbers, steamfitters and 
electricians to | agicg fast, easy boring of accurate 
holes in wood for 14” to 2” pipe and conduit. Makes 
swift, easy work of an otherwise tedious, hard job... 
assures clean “tailor made’’ openings for a neat job. 
The set is furnished in a A: 4 attractive metal box 
with convenient carrying handle. Bits have 14” shanks 
for use in portable electric or pneumatic drills and in 
stationary boring machines. An adaptor is provided for 
standard auger bit braces. Adaptors are also furnished 
for using standard 34” pipe as an extension for deeper 
boring and longer reach. Get facts today on these 
timesaving GREENLEE tools. 


GREENLEE 


Greenlee timesaving tools for plumbing and heatin ag 
Tubing Benders * Hydraulic Pipe Pushers Pipe 
Seutiae Chisles and Many More, 


. Hydraulic Pipe Benders 
Bits * Auger Bits ral 
Write fer details. Greenlee Tool Co., 


2368 Twelfth Street, Rockford, Illinois, 


1954 
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enterprise since it would pump 16 or so billions 
per year into our economy, increase real estate 
values and mean a tremendous market for home 
appliances. 

E. J. McGowan, general manager of E. A. Mat- 
tison and Associates, outlined a new plan of 
financing called “Bankplan.” He said that in the 
present era of vigorous competition in the appli- 
ance industry, “Bankplan” is a simple, conveni- 
ent program that will induce banks to provide 
wholesale “floor plan” facilities to distributors and 
dealers of major gas appliance manufacturers. 

McGowan said that his firm presents the pro- 
gram to banks on behalf of manufacturers. 
Among its advantages, he said, are that it per- 
mits dealers to increase sales by acquiring and 
displaying floor stock through local bank fi- 
nancing. It also enables distributors to finance 
purchases from manufacturers and allows distri- 
butors inventory financing for sales to dealers in 
lieu of ‘open account” or consignment sales. 

Dolph Jansen, Jr., vice president of Fuller & 
Smith & Ross, Inc., reported to the convention on 
his survey of the progress of the ten “demonstra- 
tion” cities in the GAMA Gas Industry Develop- 
ment Program. 

J. Theodore Wolfe, chairman of the AGA gas 
industry development committee and executive 
vice president of the Consolidated Gas Electric 
Light and Power Co., of Baltimore, reported on 
utility participation in the program. 

At the second general session, H. Leigh White- 
law, managing director of GAMA, outlined the 
association’s activities in countering anti-gas legis- 
lation and introduced the resolution which put 
the convention on record against the Hunt bill. 
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The woman barged into the doctor’s office carrying 
a ten-year-old boy in her arms. 

“Doctor!” she shrieked. “Xavier swallowed our 
mantel clock!” 

“Lord!” gasped the doc. “Does it bother him?” 

“Bother him?” exclaimed Mama. “Me it bothers!” 

“But why should it bother you?” 

“Every time I go to wind it, he bites my finger.” 

X-L. Couplings 

Have you heard about the thin man who married 
the Tattooed Fat Lady of the circus? He had heat 
in winter, shade in summer, and moving pictures all 
year round, 





X-L Nipples 
If you don’t already know about all their con 
veniences, ask your jobber to tell you about “X-L” 
Packaged Pipe Couplings and Pipe Nipples. They’re 
easier to handle, store and inventory 
temper these hot days. 
them, send us his name. 
X-L Couplings 
The nut had his ear pressed up against the wall. 
“Listen!” he whispered. 
The new attendant listened intently, then finally 
confessed: “IT don’t hear a thing.” 
“IT know,” the nut said darkly. “It’s been like that 
all day!” 


and save your 
If he doesn’t know about 


X-L Nipples 
When you use “X-L” Couplings and Nipples, you 
can be certain you are using the finest made. They're 
accurately machined in strict accordance with indus- 
irv standards. assuring trouble-free joints all wavs. 
Ask vour jobber for “X-L” brand—there just aren't 
any finer; and it costs no more to use the best. 
; X-L Couplings 
Overheard: “One good thing about television, you 
know where your children are. Theyre at the 
opticians,” 
X-L Nipples 
Poet’s Corner: 
The honeybee is funny. 
i Tt’s functions seeming double: 
One end gives us honey. 
The other gives us trouble. 
X-L Couplings 
A middle-aged playboy suddenly dropped dead one 
night in a small nightcluh on New York’s East Side. 
He had heen living it up. The coroner called to the 
| scene examined the formally-attired body, then ques 
tioned members of his party. He was told name, age, 
address, etc. Then he asked the religion of the de 
ceased. No Catholic, Protestant, Jew, Buddhist, Hin- 
du, Mohammedan or Bahai he. 
“He was an Atheist.” someone supplied. 
The doctor looked down again at the white tie and 
tails. “What a pity.” he drawled. “All dressed up 
and no place to go.” 


— X-L Products 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 





PRODUCTS COMPANY 


WHEELING, WEST VIRGINIA 
FACTCRY PHONE: WOODSDALE 3296 
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VS TRIMRAD 
> Se 
BASEBOARD RADIATORS 





Slash installation costs with KOVEN TRIMRAD, the 
dependable two-way baseboard radiator. Engineered 
if by KOVEN, one of America’s leading steel fabricators, 
~ TRIMRAD is installed so quickly and easily the job is 
finished in no time ...completely frees floors and walls 
for decorating. For extra profits make your next 
installation KOVEN TRIMRAD. 














‘ 
® NO DRAFTS OR COLD POCKETS . m. 
f ® UNIFORM HEAT from floor to -4 ’ 
i ceiling . j 
® NO FINS TO CLEAN or get clogged MORE HEAT 
with dust 


BY RADIATION 
- 50% convected heat 
-—50% radiated heat 


© LIGHTWEIGHT — one man can 
handle longest length 


® MILL-ROLLED WELDED STEEL 
gives maximum heat conductivity 
® 3 BIG WATERWAYS back front panel 


—hold more water, store and emit 








heat longer 
® FOR NEW OR OLD WORK ALMOST INVISIBLE — 
Practically flush with 


NATIONALLY ADVERTISED the wall 


WATERFILM BOILERS, INC. 
o division of L. O. KOVEN & BRO., INC. 
36-40 New York Ave., Jersey City 7, N. J. 


Piants Jersey City, N.J. * Dower. N.J. * Trenton, NJ 





Labor Shortage Forecast 


IN A REPORT LAST MONTH (p.116) of the 65th an- 
nual convention of the Heating, Piping and Air 
Conditioning Contractors National Ass’n. held re- 
cently in Atlantic City, Martin P. Durkin warned 
of a labor shortage in the future and advised con- 
tractors to act now. 

Durkin, who is general president of the United 
Assn. of Journeymen and Apprentices of the 
Plumbing and Pipe Fitting Industry of U.S. and 
Canada, pointed out that there were around 2,600 
plumbing apprentices graduated to journeyman 
status last year, but the industry needed 3,400 to 
replace those who had died or left the industry. 

Durkin offered some advice for contractors on 
how to meet the growing problem and what his 
association was doing to alleviate the pinch. 

Last month’s article also reported on other ac- 
tivities of the HPACCNA, including the fight 
against bid shopping, the apprenticeship program 
and technical reports. 

Another highlight of the meeting was an address 
by Bernard H. Wittmann, assistant to the vice 
president in charge of sales of The Peoples Gas 
Light and Coke Co., Chicago, in which he stressed 
the need for closer relations between utilities and 
plumbing and heating contractors. 

Wittmann told the association that although 
much has been said about true contractor-utility 
cooperation on a national scale, seldom has a real 
program, such as that experienced in the Chicago 
market, been worked out. 

The restrictions on gas heat in the Chicago area, 
Wittmann said, made necessary a program be- 
tween the utility companies and the contractor 
and steps were worked out whereby supplies of 
gas were made available for heating. Emphasiz- 
ing the success of the program, Wittmann noted 
that prior to the limitation order of 1946, an 
amount in excess of $13 million in heating busi- 
ness was conducted within the limits of the City 
of Chicago and that since the inception of the 
limitation order, over $50 million in heating busi- 
ness has been realized. Also prior to the limita- 
tion order, intense direct-selling activity was 
executed by the utility, which then subcontracted 
the installation to the heating contractor. How- 
ever, since the advent of the restrictive order, all 
business has been written directly by the contrac- 
tor, Wittmann said. 

Both trade associations and the utility com- 
panies must share a sincere understanding in 
order to strive for mutual benefits, Wittmann em- 
phasized. 

At the opening session on May 25, the associa- 
tion’s Distinguished Service Award for 1954 was 
presented to Ray L. Spitzley, retired head of R. L. 
Spitzley Heating Company, Detroit. 

Spitzley, a past president of the association 
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(1931) and director, was cited for “his services as 
a director and a president and his contribution to 
the program of the national association through 
his work on committees in the field of air condi- 
tioning, employer-employee relations, legislation, 
standards and trade promotion, in all of which he 
contributed freely of time and energy, thus aiding 
in the upbuilding of the national association.” The 
award is given each year to the HPACCNA mem- 
ber who has rendered outstanding service to the 
industry. 

Spitzley’s career in the heating and air condi- 
tioning field is well known to the profession. After 
graduation from the University of Michigan in 
1911, he held several construction positions until 
1918, when he organized the present R. L. Spitzley 
Heating Company. The firm has been responsible 
for many notable installations and is now well into 
its 36th successful year. 

Spitzley is a member of the American Society of 
Heating and Ventilating Engineers, Engineering 
Society of Detroit, American Society of Military 
Engineers, American Society of Sanitary Engi- 
neering and other groups. He is also active in 
many civic affairs. 

Proof of the gigantic growth of the air condi- 
tioning, heating and piping industry during the 
past past year was solidly established when re- 
sults of the association’s annual overhead survey 
were revealed by Frank V. McBride, Paterson, 
N.J., chairman of the trade promotion committee. 

McBride said that a 14 percent response from 
more than 1,200 members indicated that the total 
volume of business of the association in 1953 ap- 
proximated $1% billion. The figure is arrived at 
by projecting the returns to include the total 
membership. Purchase of materials from manu- 
facturers and suppliers, shows a total outlay of 
about $700 million for the year 1953. This repre- 
sents an increase of nearly $75 million over the 
purchase figures reported for 1952, McBride said. 

Other general committee reports included the 
subject of trade relations, given by chairman 
Wray M. Scott of Omhaha, Neb., and publicity, 
covered in a report by Arnold H. Goelz, Chicago, 
who represents the association on the board of 
directors of the Plumbing and Heating Industries 
Bureau. 

George P. Nachman, Cleveland, reported for the 
boiler output committee on the Testing and Rat- 
ing Code for boiler-burner units. The code has 
been completed and printed and the board of 
directors has given its approval. 

Nachman pointed out that the code is a perform- 
ance code—no restrictions are placed on design or 
manufacture. Safe limits for stack temperature 
and CO. and minimum efficiencies are set up, 
based on conservative practice for heating boilers 
(Please turn to top of page 205) 
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Tinie AS MUCH 
SALES APPEAL 
oe 
CPR owen. 


even 


the 
SEAMLESS 


DOUBLE 
GLASS LINED 


automatic 


GAS 


WATER 
HEATER 


Here’s the glass-lined water heater that packs a 
double sales punch — because it features not a 
single... but a double glass lining. Prospects are 
instantly attracted by the tough, super-protective 
double glass lining in the KOVEN Super Glass... 
they know it means abundant, sparkling-clean hot 
water. That’s why when you tell the powerful 
KOVEN Super Glass story of twice as much 
protection against rust you're on your way to 
increased sales and higher profits. 











© RUST-PROOF 
@ SEAMLESS — MADE IN 1 PIECE 
© POSITIVELY CAN NOT CHIP, CRUMBLE OR CRACK 
© HIGH PRESSURE RESISTANCE 
© SAFER ~ LONGER-LASTING 


OTHER FEATURES OF KOVEN SUPER GLAS 


e LOWER FUEL COSTS 

@ 100% AUTOMATIC SAFETY 

@ SMART LOOKS — STURDY CONSTRUCTION 

@ HEAVILY INSULATED TO PREVENT HEAT LOSS 
@ LONG-LIFE 355 LBS. TEST TANK thoroughly 

galvanized by hot-dipped process 
© TROUBLE-FREE OPERATION 
© PRECISION ENGINEERING 
NATIONALLY ADVERTISED 


L.O. KOVEN & BRO., INC. 
154 Ogden Avenue, Jersey City 7, N. J. 


Plants: Jersey City, N.J. * Dover, N.J. * Trenton, NJ. 









NO ONE GAUGE FOR 
All INSTALLATIONS 


with the newly improved 


Xacleegek UNIVERSAL” 


oil tank gauge 


IT’S WEATHERPROOF! .. . Ideal for both indoor and 
outdoor use. You have to stock only one gauge for 
all installations. 


NEW TYPE PLASTIC HEAD is hermetically sealed . . . 
makes it absolutely leakproof, dustproof and shock- 
proof, Pressure-tight, too. 

POSITIVELY PREVENTS FUMES and seepage from leak- 

ing out. This is because there are no holes. A per- 

manent magnet transmits float-arm action. 

EASY-TO-READ ‘‘DUAL DIAL” saves time and effort in 

checking and filling tanks. 

EASY TO INSTALL and stocked by lead- 
ing wholesalers everywhere for all 
standard oil burner storage tanks. 
Underwriters’ approved. Rochester 


Manufacturing Co., Inc., 19 Rock- 
wood Street, Rochester 10, N. Y. 


. | ely ACCURACY 


MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS GAUGES AMMETERS 
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Guard against boiler 
breakdowns with 


CORNING GAUGE GLASSES 


Corning brand STAND- 
ARD gauge glass for 
normal conditions up 
to 100 psi—for highly 
efficient, long lasting 
glasses for vats, coffee 
urns, boiler and other 
steam equipment. 


MACBETH brand FLAT 
gauge glasses are avail- 
able in plain or reflex 
styles. They offer top 
Safety for pressures 
ranging from 350 to 
5000 psi, and special 
cases up to 15,000 psi. 












a Pyrex brand HIGH-PREs- 
SURE gauge glass for pres- 
sures up to 300 psi, and for 
high temperatures. Resistance 
to breakage from heat shock 
means added boiler safety. 


b Pyrex brand HEAvy-WALL 
gauge glass for pressures up 
to 300 psi, and corrosive con- 
ditions. Sturdy construction, 
high resistance to chemical 
attack mean long life, easy 
reading. 


¢ Pyrex brand RED-LINE 
gauge glass uses color to in- 
crease visibility. For locations 
where illumination is poor. 





Your Industrial Distributor stocks the complete 
line of Corning gauge glasses, Call him today, 


to protect your customers’ boiler investment. 





wi CORNING GLASS WORKS 


Corning, New York 
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which are generally accepted. 

In another technical report, Peter B. Gordon of 
New York City, chairman of the radiant panel 
heating committee, told members that Part VI of 
the association’s Engineering Standards—Radiant 
Heating—has now reached the final rewriting 
stages and that the bulletin will be ready for pub- 
lication shortly. The committee also reported it 
has received approval on an outline for radiant 
panel heating and snow melting information which 
is to be incorporated in the proposed revision of 
the Instruction Manual for Steamfitting Appren- 
tices. This material is due to be completed shortly. 

Herman W. Goldner of Philadelphia, chairman 
of the market research committee, reported on 
results of a special survey to study the heating 
preferences of architects and engineers for resi- 
dential work. 

The committee surveyed eight areas: Phil- 
adelphia, San Francisco, Kansas City, St. Louis, 
Cleveland, Pittsburgh, Houston and the New Eng- 
land and New Jersey areas. Among the questions 
asked in the survey were: If cost was not a factor, 
which type heating system would you prefer? 
Why do you prefer this type heating system? 
Which fuel do you prefer? Do you think there will 
be a demand among new clients for summer cool- 
ing? 

Complete results of the survey are contained 
in a pamphlet issued by the association. No at- 
tempt was made to draw conclusions from the 
data presented. Copies of the survey results can 
be obtained by writing the association at Suite 
1843, 30 Rockefeller Plaza, New York 20. 

A number of resolutions were presented to the 
convention. Among those approved were: (1) 
A resolution that the national board of directors 
make every effort to have the National Assn. of 
Plumbing Contractors and the HPACCNA hold 
their conventions on as nearly consecutive dates 
as may be found possible. 

(2) A resolution reaffirming the association’s 
direction to its officers and board of directors to 
continue to make every possible effort to obtain 
revision of discriminatory clauses and interpre- 
tations of international agreements toward the 
end that local working conditions may be returned 
to an equitable basis arrived at by local bargain- 
ing. 

(3) A resolution that the president appoint a 
committee to investigate all of the proposed re- 
visions of the Taft-Hartley Act and that the com- 
mittee be directed to take affirmative action to 
formulate, in conjunction with other contractor 
associations, such amendments as may directly 
benefit the association and the entire building and 
construction industry toward the end that such 


(Please turn to top of page 206) 
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thot Boosts Your Profits 


© FORCED AIR FURNACES © COUNTER-FLO FURNACES © HORIZONTAL FURNACES 
80,000 - 100,000 - 60,000 - 80,000 BTU Input 


80,000 - 100,000 - 120,000 - 


THE 


GAS FIRED 


140,000 - 160,000 BTU Input. 120,000 BTU Input 


© FLOOR FURNACES 
27,500 - 35,000 - 50,000 - 
65,000 - 75,000 BTU Input 





@ DUAL WALL @ VENTED RECESSED 
FLOOR FURNACES WALL HEATERS 
50,000 BTU Input 27,500 Single Wall — 45,000 


Dual Wall BTU Input 


A Type And Size To 
Meet Every Heoting 













































Requirement ! 





ALL ARE ~ 


M Factory Assembled ~~ Economical Operation 


Fire Tested. 
M Ready to Install 


Smart Appearance 
M Cast Iron Burners 


 Competitively Priced + 10-Year Factory 





Warranty 


Distributed By Outstanding Wholesale Supply 
Houses @ Write or Wire @ Get The Facts! 











APPROVED BY THE 
AMERICAN 
e GAS e 

ASSOCIATION 
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of The F. E. Myers & Bro. Co 
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This 65R 
Threads 1’’ to 2°’ pipe 


with 1 set of dies 
»+. and it won’t jam! 


You won’t find a die stock to equal this pop- 
ular 65R—anywhere! It saves time—one set 
of self-contained high-speed dies adjust to 
1”,1%", 1%” or 2” pipe or conduit in 10 
seconds! Mistake-proof self-centering work- 
holder sets to size instantly! It saves trouble 
—lead screw won’t jam, it kicks out auto- 
matically when standard length thread is cut. 
Clean perfect threads, fast! For trouble-free 
extra-easy pipe threading buy 65R at your 
Supply House. 


THE RIDGE TOOL COMPANY: ELYRIA, OHIO, U.S.A. 












(Continued from bottom of page 205) 


action may tend to counteract existing evils which 
have not received recognition in the Act. 

(4) A resolution suggestion that all members 
of local associations who work within the juris- 
diction of other local associations join such as- 
sociations as participating members in accordance 
with the constitution and by laws of the other local 
associations. 

(5) A resolution that the board of directors be 
urged to take steps looking to the removal of the 
HPACCNA’s national office to Washington, D.C., 
subject to lease and other commitments. 

While this last resolution was approved, the 
move is not expected to take place for some time 
since the association has a five year lease on its 
present quarters. 

In other convention business the association 
elected J. DeWitt Morrow of Houston, Tex. as 
president for the 1954-55 term. Mr. Morrow is 
president of the Warren Company, Houston. 
Edward Jungbert, Coral Ridge, Ky., was elected 
vice president and George Hall, Madison, Wis., 
was elected treasurer. 

Newly elected directors of the association are 
Merrill W. McKinstry, Seattle; Douglas W. Bell, 
Denver; George J. Johnstone, Minneapolis; J. 
DeWitt Morrow, Houston; Gustav Nottberg, 
Kansas City, and K. A. Stephenson, Atlanta. 

Joseph S. Kearney, Chicago, replaces past presi- 
dent R. W. Lawinger, Chicago, on the governing 
body, and McKinstry replaces W. E. Beggs, 
Seattle. 

Prominent guest speakers included Robert E. 
Murphy, new NAPC president, and Kendall B. 
DeVoise, of the law firm of Breed, Abbott & 
Morgan, New York. 

















“George, that has nothing to do with how my 
wedding ring fell down the drain!” 


August, 1954 
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AN UNBEATABLE COMBINATION 














A major reason why General FUEL OIL FILTERS are profitable 
business is that fuel oil users regularly need additional equipment 
and services from the heating contractor: seasonal cartridge re- 
FUEL OL FILTERS placements, heating system cleaning service, burner maintenance, 

Preferred By More and so on. Performing all of these various jobs is an important 
Than a Million Users and profitable part of the contractor's business. 


hi Increase Your Profits as Much 


Ss y = as $15 Per Hour! 


For example, AT LEAST ONCE A YEAR, every cartridge you sell 
CARTRIDGE should be replaced with a genuine General element — a job that 
CHANGES 











takes about four minutes and earns you at least $1 profit (or a 
rate of $15 per hour). 
Pre-season cleaning of customers’ heating systems is equally 


important. The entire job can usually be done in a few minutes 


Pre-Season with Clean Right Soot Remover — often during the same service 


call in which you overhaul the burner and replace the filter cart- 


CLEANING ridge. When all of these needed services are combined, overhead 


m er call goes down and profits go up! 
with CLEAN RIGHT °° “°° we 
7 SOOT REMOVER eT dee eee 


















GET THE HABIT! 
Replace Every General GENERAL FILTERS, INC. 
Cartridge You Sell At 43800 GRAND RIVER AVENUE « NOVI, MICHIGAN 


Least Once a Year. CANADIAN GENERAL FILTERS, LTD. * 39 CROCKFORD BLVD. ~ (SCARBORO). TORONTO, CANADA 





- , , | BOCK WATER HEATER 


MOVABLE TANK 
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Tank may be removed 
and replaced at low cost. 


. @ EXTRA heavy galvanized 

4 tank, REMOVABLE 

@ Sectional combustion 
chamber. Taken in and 
out of inspection door 

@ Use No. 2 oil, same as in 
your furnace 

@ Wide public acceptance, 25 
years making good oil 
water heaters 

@ Also a complete line of 

heavy-duty oil or gas fired 

water heaters, 
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WORCESTER BRUSH 4*° SCRAPER CO. 
Dwision of 
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/ 


wt ~=CORP. 
110 §. DICKINSON ST. 
MADISON 4, WIS. 


MASON-WORCESTER CO. 
WORCESTER,MASS. 
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FOR COPPER 
PIPE FITTINGS 


The illustrations show three stages in 
the sweat soldering of copper pipes. 
With Fluxolder, solder and flux can 
be applied precisely where they are 


required. Fluxolder reduces tinning 
and sweat soldering to their simplest 
essentials. 

« 


WRITE FOR FREE SAMPLE 
and Address of Nearest Jobber 


FLUXOLDER 
PRODUCTS CO. 


511 West Larned St., Detroit 26, Mich. 





Fluxotder 


JAS IT 


The Original 
Solder Paint 





TINS-: .AS iT SOLDER. 















| 











1. Apply Fluxolder by 
brush to tube and 
fitting. 


for Sweat Soldering and Tinning 


Fluxolder Solder Paint 
Does 3 jobs in 1 Operation 


FLUXOLDER SOLDER PAINT is a uniform mixture containing 
cleaner, activated flux and powdered solder—all in one can. 


3. Heat, touch ends of joints 
with wire solder to check 
correct heating. 


2. Assemble tubes and 
fittings. 
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With a complete line of efficient, 
dependable, and attractively 
priced Electric Water Heaters . . 

ranging from 4-gallons to 82- 
gallons . . . a size for every need 
and purpose . . . plus, a line of 
proven efficient Water Softeners. 


Write today for descriptive litera- 
ture and prices of complete 
SPEED-O-MATIC line. 





You Profit 
With 
Haas Fixtures 


Yes! You can profit with 
this complete line of long- 
wearing, trouble-free fix- 
tures. It’s Haas fixtures 
for all your needs .. . and 
they're easy to install! In- 
crease your business with 
Haas fixtures. 




















Send today 
for your 
illustrated 
catalog 
and price 
list or 
see your 
nearest 


iobber. 




















418 East First St. 
Dayton, 2, Ohio 
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SINKS 
4—sw 
1—twe 
1-1Y, 

Pat 
1-1Y, 

low 
1-lY 
2—dec 
1—wal 
1—pai 
1—pai 

fau 
1—pai 

fau 
2—duz 
1—flat 
1—2”% 
12% 
2—2 ir 
4—l”% 
1-1” 

nut 
2—-l” 

sior 
1—two 

pie 
2—2 in 


LAUND 
3—swi 
1—pair 
1—pair 
1—tray 
2—paii 

mac 
1—was 
4—pip 
1—CP 
PIPE F 
8—Ki 
2—'r i 
2—' | 
4—hi 
4—hi 
4—ri 
5—eacl 

gal. 
3—ni 
4—hri 
2—% ii 
2—% ii 
2—% j 
3—%H i 
4% j 
4% ji 
3—%H i 
4% i 
4—acl 

gal. 
3—1 in 
2—1 in 
2—1-i 
2—1 in 
2—1 
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2—1% in. rubber stoppers 
2—1'% in. rubber stoppers 
2—1% in. rubber stoppers 
2—1% in. rubber stoppers 
2—1% in. rubber stoppers 
2—1 in. rubber stoppers 


SINKS 

4—swing spout faucets 

1—two part waste 

1—1'% in. R.B.R. Los Angeles 
Pat. trap 

1—1% in. R.B.R. Los Angeles 
low Pat. trap 

1—1% in. CP tubing trap 

2—deck swing spout faucets 

1—wall type spray-brush 

1—pair spray-brush deck arms 

1—pair long shanks CP sink 
faucets 

1—pair long shanks CP sink 
faucets (hose end) 

2—dual strainers 

1—flat strainer 

1—2¥ in. sink strainer 

1—2'% in. dual strainer 

2—2 in. strainer plate 

4—1'% in. R.B. slip joint nuts 

1—1% in. x % in. slip joint 
nut 

2—1% x 6 in. slip joint exten- 
sion tailpiece 

1—two part waste tee w/tail- 
piece 

2—2 in. baskets 


LAUNDRY TRAYS 

3—swing spout faucets 

1—pair CP tray bibs 

1—pair satin finish tray bibs 

1—tray spud 

2—pair by-pass washing 
machine valves 

1—washing machine tee 

4—pipe-to-hose couplings 

1—CP hose end only 


PIPE FITTINGS 

8—' in. gal. ells 

2— in. gal. st. ells 

2—'% in. gal. 45-degree ells 

4—' in. gal. tees 

4— in. gal. unions 

4— in. gal. caps 

5—each of all lengths of '% in. 
gal. nipples 

3—' in. plugs 

4—' in. couplings 

2—% in. gal. ells 

2—% in. gal. st. ells 

2—% in. gal. 45-degree ells 

3—% in. gal. tees 

4—% in. gal. unions 

4—% in. gal. caps 

3—% in. gal. plugs 

4—% in. gal. couplings 

4—each of all lengths of % in. 
gal. nipples 

3—1 in. gal. ells 

2—1 in. gal. tees 

2—1.-in. gal. unions 

2—1 in. gal. caps 

2—1 in. gal. plugs 

2—1 in. gal. couplings 

2—each of all lengths of 1 in. 
gal. nipples 

2—1% in. gal. caps 

2—1% in. gal. plugs 

6—1% in. gal. nipples 

1—1% in. gal. unions 


What the Shop-on-Wheels Carries 
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2—each of 11% in. gal. nipples 
1—1% in. gal. union 

3—1'% in. gal. couplings 
2—1% in. gal. caps 

2—1'% in. brass plugs 

1—1% in. gal. tee 

2—1% in. gal. ells 

1—1% in. long screw 

2—% x V2 in. red. tee 

1—% x % x % in. red. tee 
1—% x 42x % in. red. tee 
1—'2 x “% x ¥% in. red. tee 
1—1 x % in. red. tee 

1—2 in. threadless coupling 
1—' in. threadless coupling 
1—1 in. threadless coupling 
1—% in. threadless coupling 
1—2 in. pipe clamp 

1—1'% in. pipe clamp 

1—1 in. pipe clamp 

1— in. pipe clamp 


BRASS GOODS 

1—% in. lawn sprinkler valve 

1—1 in. lawn sprinkler valve, 
plain 

1—% in. lawn sprinkler valve, 
plain 

3—rolls plumbers’ tape 

2—1 in. gas service stop 

2—¥% in. gas service stop 

2—'2 in. gas service stop 

2—stops 

4—' x Yin. tubing connectors 

4—% x % in. tubing connectors 

50 ft. roll % in. copper tubing 

2—1 in. R.B. garden valves 

2—% in. R.B. garden valves 

2—' in. R.B. garden valves 

2—% in. R.B. hose faucets 

2—"% in. R.B. hose faucets 

2—" in. straight comp. stops 

2—¥% in. straight comp. stops 

2—¥% in. angle comp. stops 

2—'% in. gate valve 

1—% in. gate valve 

1—' in. angle log lighter valve 

1—'% in. straight log lighter 
valve 

1—'% in. horizontal check 

1—% in. pressure reg. 

1—' in. relief valve 

2—% in. boiler drain cocks 

2—% in. long shank R.B. hose 
faucets 

2—quarter spray sprinkler 
heads 

2—half spray sprinkler heads 

4—full spray sprinkler heads 


TOOL LIST 

Meter Key 

pipe cutter 

reamer 

stock and dies 
single jack 

closet auger 
oxy-acetylene tank 
drop cloth 

Y% in. snake 25 ft. 
Y in. snake 50 ft. 
garden hose 50 ft. 
24 in. pipe wrench 
18 in. pipe wrench 
light cord 

gas gage 

water gage 

portable electric saw 
electric drill 
complete kit of hand tools 
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Sherman Power Diggers 
Make Small Jobs Profitable 


Get all the advantages of power 
digging, even on smaller jobs where 
you can’t afford to use heavy equip- 
ment. 


Mounted on a rubber-tired trac- 
tor, the Sherman Power Digger 
makes a compact outfit that gets in 
and out of tight spots quickly and 
easily, moves from job to job at top 
tractor speeds. 


It gets digging done in a fraction 
of the time and cost of manual la- 
bor. It digs as deep as 10’ below 
grade in mud, hardpan, gravel, 
shale or stony ground. Wide arc 
of swing allows ample reach for 
piling or loading. Instant fingertip 
control harnesses forces up to 10,- 
000 pounds at shovel teeth. 


The Sherman Power Digger is 
low in initial cost, economical to 
operate and maintain . . . often pays 
for itself on the first job. Write to- 
day for free descriptive bulletin No. 
V51R. 






‘The Sherman Power 





Heavy, sticky “gumbo” mud 
presents no problem for the 
Sherman Digger. 





y” wie A 


Digger 
operates in spots where bigger 
machines can't. 





Designed, Engineered and Manufactured Jointly by 
SHERMAN PRODUCTS, Inc., Royal Oak, Michigan 
WAIN-ROY CORPORATION, Hubbardston, Mass. 


Patent No. 
2,303,852 
Other patents 
pending 
© SHERMAN 
PRODUCTS 
INC., 1954 


Sherman, 


PRODUCTS, 


INC. 


ROYAL OAK, MICHIGAN 
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210 





DOMESTIC ENGINEERING August, 1954 


ves, While Glas, 


is another of 


reasons why you'll do 
better by switching to 





Automatic Water Heaters 


Electric or Gas 





LINING 
Can't rust... EVER! An 
essential sales point in many 
areas—inportant in all. 





NATIONAL ADVERTISING 
White WATER-HOTTERS are 
and have been consistently 
pre-sold for you in large, 
color advertisements in lead- 
ing consumer magazines over 
many, many years. 








Plus 14 other 
strong competitive 
advantages! 


Stand a White Glass 
lined WATER-HOTTER 
alongside any com- 
peting make—on your 
own floor, before your 
prospect’s eyes—and 
compare them point 
for point. In every de- 
tail you can prove your 
White equal or superi- 
or—which means in 
all, adding up point by 
point, you and your 
White clinch the sale! 
That’s why more and 
more dealers every 
week are switching to 
White. Why wait? Get 
the facts now. Write! 


WHITE PRODUCTS CORPORATION 
Dept. D-8, Middleville, Michigan 

Export Office: 201 N. Wells $t., Chicago 6 
Woter Heating Specialists Since 1930 

AN EDWARD LAMB ENTERPRISE 


Electric—Round or table top models 


Gas—Round models only 





6.9% MORE 
HOT WATER 


than most utility 
requirements, in 
electric models, 
because of H hite’s 
exclusive WATER- 
HOTTER baffle. 








ee OS oe 


FILM OF FLAME 
Single port burner 
in gas WATER-HOT- 
TER means NO 
clogging ever. Am- 
azingly fast “ pick- 
up” for PLENTY of 
hot water always. 





) big selling points 
@ for faucets with 


SPRING-FLO 


AERATORS 








MAKES WATER 
TASTE BETTER 


Faucets with Spring-Flo aerate 
water...replenish oxygen. Mil- 
lions of bubbles trap foreign tastes 
and odors then disappear. Cloudy 
water is made crystal-clear. 


STOPS SPLASH 


The bubbles act like tiny cush- 
ions to stop splash. You can use 
the full force of the stream with- 
out splattered clothes, walls or 
floor. 





SPEEDS WASHING 


The bubbly non-splash stream 
clings to surfaces...makes wash- 
ing and rinsing faster, easier. 
Abundant suds appear in an in- 
stant. The bubbly stream works 
harder...saves water. 











ON ALL LEADING MAKES OF FAUCETS 


SPRING-FLO 
_» AERATORS 


AGHNIDES U.S. PATS. 2.210,046—2.316.832. CHASE BRASS & COPPER co. 
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We Turned Volume Into Profits 


(Continued from center of page 123) 

though it cost us nothing it would be a good in- 
vestment even if it had. One by one we have put 
the recommendations into effect and reached the 
point where we want to see if another manage- 
ment survey can help even further. We have en- 
gaged the services of a management consultant 
firm for another survey. We want to check on 
what we have done and be sure we don’t over- 
look any bets for future development.” 

Air conditioning, both residential and commer- 
cial, which played a very small part in the initial 
years, has become the cinderella business of the 
company. Last year it accounted for 65 percent 
of the gross volume and bids to reach an even 
larger percentage this year. 

In the company’s air conditioning jobs can be 
found good examples of the firm’s aggressive ex- 
ploitation, sales promotion and service. Central 
air conditioning last year ran the range from a 
three-ton job to a 200-ton job. Every phase of the 
work is handled by the firm including room air 
conditioning, sales of several types of central units, 
service contracts and engineering work for the 
special air conditioning jobs the firm designs and 
installs. 

“We consider any job that has profit possibili- 
ties,” explains Dennis Monroe, “and we have some 
tough ones put to us. On one job we had to solve 
the problem of reduction from saturated steam 
to 72 degrees at a relative humidity of less than 
30 percent in the matter of a few minutes. We 
were called in to remodel the air’ conditioning in 
operating and emergency rooms at the $5 million 
U. S. Veterans Hospital in Birmingham to correct 
a condition where the original installation was 
circulating dangerous gases from one room to an- 
other.” 

At Bob Jones University, Greenville, S. C., the 
company installed a 200-ton capacity system to 
air condition an auditorium seating 3,000 persons. 

Shortly after the job was completed the Univer- 
sity called on the firm to solve a problem in its 
museum where original and valuable works of art 
were deteriorating because of inadequate air con- 
ditioning. 

The company is recognized by all government 
agencies and does work for several army bases in 
the Southeast. Three major jobs have been done 
at Redstone Arsenal, Huntsville, Ala. Besides 
air conditioning, plumbing, heating and refrigera- 
tion, the firm is qualified with government agen- 
cies to handle electrical work. 

Though requests to bid come from all parts of 
the country the work so far is confined to nearby 
states in the Southeast. On the out of town jobs, 
duct work is fabricated in the shop and shipped 


(Please turn to top of page 212) 
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MALLEABLE IRON 

FITTINGS GET AND 

HOLD A BULLDOG GRIP ON 
a lee) ae | 






























































NUT 


NEOPRENE 
RUBBER 
GASKET 


Eleven different 
types, more 
than 100 
different sizes, 


Y" through 2”. 








CLUTCH 
RING 








Patent 
Applied 
For 








C.... section view of typical Telsco Fitting above shows 
how teeth of Clutch Ring (Patent applied for) bite into 
and grip pipe when nut is drawn up. The Neoprene Rub- 
ber Gasket, under pressure from the Clutch Ring on one 
end and the fitting body on the other, completely seals 
the connection against fluid leaks. 

Telsco Fittings are tested to hold at traction forces ranging 
from 1,450 to 3,600 Ibs. They hold at hydrostatic forces 
ranging from 450 p.s.i. (on 2” pipe) to 8,250 p.s.i. (on 
2” pipe). 














pruatlalle in 


Couplings (Long and Short), Adapters, 


Standard Packaging 


The six most popular Telsco Fittings 
are available in conveniently labeled 90 
standard packages that make storage, 
identification and inventorying quick 
and easy. 


TRCN: mom 
Literature 


Complete information about Telsco 
Fittings: Ask for your copy of Price 
List C, just off the press. 


Elbows, Tees, Fitting Reducers, 
Fitting Increasers and Metal Stiffeners 
for use with Plastic Pipe 


Telsco Fittings are available from 
plumbing supply jobbers in most prin- 
cipal cities. The name of the jobber 
nearest you will be promptly furnished 
on request. 


TELSCO FITTINGS DIVISION | 
| 









5421 REDFIELD STREET, DALLAS 19, TEXAS 
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PIPELINE TO PROFITS 





21 PE 


BERMICO—._. 
BERMICO 


Wik 
easiest 





BERMICO 


SEWER AND PERFORATED PIPE 


Bermico builds bigger profits for you because you can 
sell it for so many uses: 

e Foundation drains 

@ Septic tank disposal beds 
e Land drainage 

@ Irrigation 


e New house connections 
e New sewage systems 
e Down-spouts 

e Replacements 


for repeated sales turnover and steady profits—plus 
faster, easier, better installations, Bermico is by far 
your best buy. It is root-proof .. . corrosion-proof ... 
gives water-tight joints without requiring joining 
compound .. . lasts a lifetime . . . comes in all sizes 
from 2- to 6-inch diameter in 8-foot lengths, and with 
a complete line of fittings. 
For complete information, 
write Dept. AB-8 at our Boston office. 








BROWN 


General Sales Offices: 150 Causeway Street, Boston 14, Mass. 
Dominion Square Building, Montreal, Quebec 


mary COMPANY, Berlin, New Hampshire 
ig CORPORATION, La Tuque, Quebec 


SOLKA & CELLATE PULPS ° SOLKA-FLOC ° 
NIBROC TOWELS * NIBROC KOWTOWLS «+ 
BERMICO SEWER PIPE & CONDUIT « 


NIBROC PAPERS 
NIBROC TOILET TISSUE 
ONCO INSOLES °« 


CHEMICALS 


DOMESTIC ENGINEERING 
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| to the job. The foreman assigned to the job hires 


local mechanics as needed. Most of the out of 


| town work is handled on a “bid and spec” basis, 


some is negotiated and some done on a time and 


| material basis. 


Engineering is a prime factor in the success of 
the company. The sales engineer executes plans, 


| drawings, layouts, proposals and bids on major 
| air conditioning and other contracts. It is his job, 


along with that of Dennis Monroe, to maintain 


| frequent contacts with consultants, architects, 


engineers and contractors on pending or contem- 


| plated contracts, In addition he assists in locating 


and developing sources of industrial and com- 
mercial heating and air conditioning jobs. 

“The sales engineer is an invaluable member 
of our staff,” Dennis Monroe points out. “Tech- 


| nical problems are solved without delay and in 


the most economical manner. Time and money 


_ is saved on pre-engineering and there are fewer 
| call backs.” 


Having an engineer on the staff pays off in 
better customer relations, added prestige and 


_ added business at a profit. “We still bird dog a 


lot of business,” Dennis Monroe explains, “and 
get the leads through our regular contacts, in 
the building field, building permits, and service 
contacts. The percentage of negotiated contracts 
is increasing. We were fortunate to take over 
some negotiated contract work from a successful 
firm that quit certain phases of air conditioning.” 
Other leads come from radio and newspaper 
advertising. “We have found that radio and TV 
advertising is more effective for us than news- 
paper advertising,’ says Dennis Monroe. “Each 
year we get good results from air conditioning 
advertising in June, July and August. In early 
fall months we switch to heating advertising.” 
Employees are sent to service schools conducted 


| by equipment manufacturers and to air condi- 


tioning and heating schools conducted by whole- 
salers in Birmingham. 

Dennis Monroe is conducting his own organiza- 
tion training meetings with emphasis on manage- 
ment functions as they affect the organization’s 


_employees, job duties, responsibility and au- 


| 





thority. He believes it is impossible to secure 
complete teamwork among employees unless, and 
until, all know, understand and accept the objec- 
tives of the organization and believe sincerely 
in the worthwhileness of their accomplishment. 

Having been saved from possible business dis- 
aster by the management consulting services, the 
Monroe brothers are firm believers in calling in 
these outside experts when puzzling problems are 
faced. Dennis Monroe sums up advantages of us- 
ing an outside consultant as follows: 

1. The consultant brings specialized knowledge, 
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which the contractor may sometimes lack. 

2. The consultant, with an outside viewpoint, 
‘an often see things crystal clear and notice faults 
which have escaped the owners. He is impartial. 

3. The outside adviser has the advantage of 
wide experience with many concerns under dif- 
ferent circumstances and can select a course of 
action most suitable to the contractor. 

4. The consultant digs out facts and makes 
decisions that are more scientific and based on 
detailed knowledge. 

5. The consultant-engineer saves time of the 
owner-manager by working on long term prob- 
lems so often neglected in the rush of day-to-day 
details. 

To make sure he is getting the right consultant 
a contractor can turn to the advice of his banker, 
friends or business associates, or the local Cham- 
ber of Commerce. He can also contact one of the 
management engineering associations. (A list of 
these management consultants will be sent upon 
request.) 

However, it should be pointed out that it is 
frequently unnecessary to seek professional serv- 
ice in regard to management problems. There is 
much that the individual contractor can do to 
streamline his operation to make it a close-knit 
organization with a minimum of wasted motion 
and duplicated effort. 

How to approach and solve the problem of good 
management will be told in step-by-step fashion 
in a new series beginning soon in DomEsTIC 
ENGINEERING. 


Gas Appliance Discussion 


THE FUNDAMENTAL PROBLEM of the gas industry 
is not matching the advantages of competitive 
ranges, but that of incorporating in practice the 
many advantages of gas ranges. 

This challenging statement sounded the key- 
note of the ninth annual Research and Utilization 
Conference held in Cleveland, June 2-3, under 
the auspices of the American Gas Assn. Commit- 
tee on Domestic Gas Research and the A.G.A. 
Utilization Bureau. 

The speaker was Leon Ourusoff, Washington 
Gas Light Company. He told the 400 delegates 
in attendance that more intensive research in 
laboratories and prompt industry response to find- 
ings achieved through such research can bring 
about renaissance in the markets for domestic 
gas. He outlined the present competitive position 
of gas appliances and spoke in detail on gas ranges 
and air conditioning. 

The two-day program opened at the Hotel Stat- 
ler with Keith T. Davis, Bryant Heater Div., 
Affiliated Gas Equipment, Inc., presiding. The 
conference was a Promotion, Advertising and Re- 

(Please turn to top of page 214) 
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Use quickdraft 7} 


THE DRAFT CREATOR 


that makes all chimneys friendly 
































ON MODERNIZATION AND 
NEW CONSTRUCTION 


bigger profits... 
warmer friends 


Now you can assure your customers against 
trouble with condensation on gas-fired heating 
plants—puffing, sooting and pulsating on, 
oil burning equipment—smoking, puffing and 
clogging on coal furnaces—common_ diffj- 
culties caused by faulty or inadequate draft. 


Short chimneys used in today’s one-story and 
basementless homes do not provide sufficient 
draft to support full combustion and carry 
off all troublesome combustion products. 
Popular outside chimneys require longer to 
heat up and establish necessary draft. Long 
runs and els in smoke pipes and angles in 
chimneys cut down draft. 


quickdraft overcomes these faults immediately 
and effectively. It creates full draft when 
firing begins and drives combustion products 
up the chimney. It operates through the 
firing period but does not “build up” excessive 
draft. quickdraft places no obstructions 

in the smoke pipe. 


Simple, fool-proof, built for long service, 
quickdraft is reasonably priced . . . consumes 
no more current than a lamp bulb... and 
quickdraft is as easy to install as a length 
of smoke pipe which it replaces. 


To make bigger profits and warmer friends, 
use quickdraft to prevent draft trouble on 
new construction, and 
to correct draft 
trouble on moderniza- 
tion work. 
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DIVISION OF THE HALL’S SAFE COMPANY, INC | 







1150-F South Erie Bivd., Hamilton, Ohio 
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djusteShower Featured 
®, in P&H Model Home 


Tam | 


P&H PIONEER HOME 


aise Compete at a PROFIT 
with ADJUSTO Showers 


Now you can make your bids hit PAY DIRT with extra 
ADJUSTO business—and do it at a PROFIT. Builders 
of PRE-FAB homes are always looking for that EXTRA 
feature to close sales faster ... and ADJUSTO has it. 
Your bid gets attention because you can offer an AD- 
JUSTO Shower and Tub filler for the same cost as most 
tub fillers alone. 

ADJUSTO fixtures can be installed on the outside of the 
wall—after tiling and decorating is complete—eliminating 
chances of theft or damage. One set of valves cuts in- 


stallation time in half. 
1p cial eae: 


FULL HEIGHT SHOWER 

The Adjusto regulates to any 
height and puts the water where 
you want it. Never any need 
for a shower cap. Hair stays 
dry and attractive 


CHILDREN’S SHOWER 
|,4 Adjusto swings down for chil- 
|} dren’s use . . . eliminating the 
fear of long spray (as in regular 
shower) . . . makes children’s 
bathtime a pleasure. 


SHAMPOOING 

Adjusto offers luxurious sham- 

pooing with both hands free. 
_ No awkward spray to hold with 

one hand while trying to rinse 
: with the other. 


& a : Consult your master plumber or write 
* : | direct for Adjusto prices. ‘1 


now to include Adjusto in your 
YLAN production and sales plans. 

CLIP coupon and mail today for FREE details 
MILWAUKEE FAUCETS, INC. 
(formerly Milwaukee Flush Valve Co.) 
Dept. D, 317 East Reservoir Ave. 


Milweukee 12, Wis. 
cCOomsination 





PO sss 
ADDRESS 
CITY & STATE 
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search (PAR) activity and many sales executives 
were included among the delegates. - 

Mr. Ourusoff blamed the lag between theory 
and practice in range design on a “lackadaisical” 
attitude by some sections of the industry. He 
pointed to the experimental units developed at the 
laboratories as a demonstration of the real flexi- 
bility of gas. The cold range field test brought 
modern gas ranges near to complete automaticity, 
he said. The next step is to develop ranges that 
can be installed without preadjustment or read- 
justment. 

The gas industry is not getting its share of the 
air conditioning load, Mr. Ourusoff said. He 
recommended that the industry concentrate on 
the promotion of residential absorption units, 
and that research that will bring further improve- 
ment of absorption systems should be encouraged. 
The industry also should initiate without delay 
the long-range development of other applications 
of gas to air-conditioning based on the findings 
derived from current studies and surveys, he said. 

Redoubled efforts and expenditures for re- 
search also were urged by Sheldon Coleman, 
president, The Coleman Co., and president, The 
Gas Appliance Manufacturers Assn. Speaking at 
a luncheon, he said the gas industry on a na- 
tional average spends less than one cent of each 
profit dollar on research. The industry should 
spend double that amount, he declared. 

Air conditioning research occupied a prominent 
spot in the conference. R. J. McCrory, Battelle 
Memorial Institute, reported on the present in- 
vestigation under the PAR research program. 
Some of the air conditioning systems surveyed 
show considerable promise of being adaptable to 
gas operation, as do some novel systems conceived 
during the investigation. 

A report on an investigation of air distribution 
in rooms for all-year air conditioning was given 
by Harold Straub, University of Illinois. 

Research projects devoted to gas water heating 
were reported. Dr. R. C. Weast, Case Institute 
of Technology, presented a paper on corrosion of 
galvanized steel water heaters. Two discussion 
groups were devoted to water heating, with R. E. 
Reynolds, Bastian-Morley Co., presiding over the 
research phase and C. George Segeler, AGA, pre- 
siding over the utilization phase. 

A discussion on heating and air conditioning 
was directed by Frank Ryder, South Wind Div., 
Stewart-Warner Corp., for the research phase, 
and William Miners, New Jersey Natural Gas Co., 
heading the utilization phase. A group meeting 
on incineration and clothes drying was moder- 
ated by Dr. F. E. Vandaveer, The East Ohio Gas 
Co., research, and Ira Rapson, Michigan Consoli- 
dated Gas Co., utilization. 
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*NEW, IMPROVED 
BASKET STRAINER 


Permanent Brilliant Finish 


BASKET 
STRAINER 














Frost Trouble-Free Performance 





SK This Strainer brings Good News to 


At fl New Low Priep . the Trade. Beautiful in design — action al- 


ways smooth and positive — drains quickly 


FROST COQ — fits ALL sinks including stainless steel. 
e Rapid turnover item — profitable for you, 
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Quality Plumber's Brass Since 1902 Mr. Wholesaler. For Mr. Plumber, fewer 
j Main Office and Factory: 
; Sold Only Through 6523 14th Avenue, Kenosha, Wis. call-backs, more satisfied customers. Avail- 


Wholesalers. This 
Trade Mark Indi- Wereheuses: 


atinials AND bes Angeles—James A. Riordan Co. | able now through Wholesalers everywhere. 
LABOR. San Francisco—Earl H. Jones & Co., Inc. : 
! 








nationally-recognized 


DIAMOND—” 


retails for only $8g°° 











Now you can meet low price 


competition with a guaranteed water MURCO Grease Trap has ever 
softener backed by one of the old 
















been returned because of 





established manufacturers of water 
treating equipment. operational failure. 
Diamond Jr., a full 30,000 grain water 
softener retails for only $88. A 50,000 
grain unit only $132.. 

Each is eres - are shipped 






































} ready for i di tallati Write 

i Sold only through 

for complete literature and prices. phavbing wheleanitn, D. J. MURRAY 
Diamond Softeners are sold through See Domestic Engi- 

“ neering Catalogue Di- 
Plumbing Supply Wholesalers. rectory page E-39 MANUFACTURING CO. 
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OSHKOSH FILTER and SOFTENER CO. [aaa 


WISCONSIN 





UST GLH PA 


216 





MAN’S QUEST FOR 


DEPENDABLE HEAT 

























Primitive Man 
cherished fire as it 
provided him with heat 
and comfort. But despite 
his care, accidents sometimes 
extinguished the flame. 
Being unable to produce fire, 
he might be without it for 
months or even years. 


It's no wonder then, that the 
man who found and brought 
back fire produced by lightning, 
or some other natural means, 
was hailed as a hero. and 

often made chief of the tribe. 


Man has come a long way 
since those early times in 
insuring his comfort. Yet, 
even today, dependability 
of heating equipment | 
is vital. 








YOU GET 
DEPENDABLE 
HEAT WITH oe 


TRULLI] 


THE 
WORLD'S FINEST 
OIL BURNER 


THE 
WA'V Nu - Way vole) 110) 'F-Wile).| 


ROCK ISLAND, ILLINOIS 
Sold through jobbers and distributors 
The adopted standard on leading furnaces and boilers 


“Automatic Oil Heat Exclusively Since 1921" 
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Oil Burner Servicing 
(Continued from bottom of page 134) 


away in the chamber. A smoky shutdown is 
caused by the motor switch opening too soon 
Both these troubles can be corrected by adjusting 
the motor switch to close on the earliest possible 
movement of the bimetal, always making sure 
that it will open again before the bimetal reaches 
its lowest position. 

As with other gravity-fed oil burners a per- 
centage of service problems with pot-type bur- 
ners revolves around oil flow. It does not require 
much of an obstruction to cut off the supply of 
fuel and starve the constant level valve. This will 
cause the flame to become very small, with a low 
level of fuel in the float chamber during oper- 
ation. 

The first place to look for restricted fuel sup- 
ply is in the strainer of the constant level valve. 
This normally needs cleaning only once a season 
or so, but in older installations it may require 
attention oftener as a result of accumulated sludge 
in the tank. Gravity line strainers are easily 
cleaned by holding them under a stream of fast 
moving water. They should be dried thoroughly 
before being replaced in the housing. 

Accumulated dirt or sludge may finally restrict 
the gravity line to the burner. When this condi- 
tion is encountered a tire pump can be used to 
free the line. The best practice is to pump back- 
wards to loosen any dirt that might be caught 
on the tank side of a fitting or kink. The contents 
of the line may be discharged through a hose into 
a closed top container such as a two gallon oil 
can. Some mechanics make a practice of leaving 
the line connected at the tank, pumping the sludge 
right back into the tank. This is a clean method 
of disposing of it as long as the matter is given 


























“Well, lets see—suppose we start you off in 
faucet washers and work you up gradually!” 
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time to settle before filling the gravity line again. 
During this 20 minutes or so the mechanic can 
be cleaning other parts of the burner. 

The working parts of the constant level valve 
should be removed and cleaned on any call in- 
volving sludge or water in the fuel system. Water 
in particular plays tricks in a gravity system. 
It separates into tiny beads which behave like 
jelly at any narrow point in the line, causing 
intermittent restriction of oil flow. This often 
causes wide fluctuations in flame size. 

Where traces of water are found the service- 
man can be certain that there will be many call- 
backs unless all the water is removed, not only 
from the burner and the gravity line, but from 
the tank. It will also be necessary to discover 
the cause. The fillbox, vent cap, and outside pip- 
ing are checked. A loose fill-box gasket can give 
a lot of trouble; likewise a fill-box located too 
close to the ground, or in a pocket at ground level. 

Oil flow trouble between the float chamber and 
the vaporizing pan is rare. The most likely cause 
is carbon deposits at the pot inlet. This seldom 
results in a service call. In many burners the 
supply line is equipped with a metal poker to 
break up such carbon, and the owner is instructed 
in its use (Figs. 1 and 2). When the burner is not 
so equipped the carbon must be broken from in- 
side the pot. A piece of stiff wire can be used. 

The metering valve can become dirty or stuck, 
causing poor oil flow to the pot. If the fire does 
not increase from the low-fire size on a call for 
heat the trouble may be in the low voltage system 
operating the oil valve resistor. Thermostat con- 
tacts may be dirty, the transformer may be de- 
fective, or there may be a loose connection. Oc- 
casionally the resistor itself may be found to be 
burned out. Under any of these conditions the 
resistor and bimetal will feel cold to the touch. 

When the reset lever is found in the tripped 
position the fire will be out. The serviceman must 
determine the cause. If the pot contains consid- 
erable oil he can assume that the fire went out 
first, very likely because of low-fire trouble, or 
because of accumulated carbon at the oil inlet. 
In either case there must be a leak at the float 
chamber inlet valve, whether caused by faulty 
float action or by a dirty or eroded seat. The 
latter is the most probable cause of the tripped 
lever, the secondary problem. 

If the pot is dry the float chamber will likewise 
be empty; therefore the lever was tripped while 
the burner was operating with fire. The oil burned 
out of the system after the lever was tripped. This 
is also a problem of poor seating, either because 
of dirt or erosion; but in this case it is the primary 
problem. Accidental tripping can be looked for, 
especially in buildings where there is vibration. 


(Please turn to top of page 218) 
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* 
ODF TANK GAUGE 
gives exact reading level 
of oil in tank 


at pomntt Of delivery / 


Located outside of building at fill pipe, 
this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 
of oil in tank at all times! Saves costly, 
time consuming trips to basement and 
unnecessary unreeling of hose . . . Per- 
mits delivery without disturbing cus- 
tomer and eliminates spills as there 

is a “stop filling” indicator on cali- 
bration. Made of weather-proof 
materials throughout with thermom- 
eter indicator securely encased in 
plastic dome that will not fog or cloud 
up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order, 
Write for complete information and low 
cost unit prices on this modern “delivery 
point” remote reading gauge today. 


TYPE ODF-1/, Fits 
1%," tank «ening 


TYPE ODF-2 Fits 2” 
tank opening. 






*OIL DEALERS’ 
FRIEND 
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KRUEGER, SenZey GAUGES 


GREEN BAY «+ WISCONSIN 
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@ Weather-tight plastic dome 
calibration assembly. 

@ Easy-to-read indicator. 

@ Shows exact reading level 
ot all times. 

@ Made of quality oil, 
weather and corrosive 
resistant materials. 

@ Durable, heavy-duty 
construction. 








































@ No complicated mechanism. 

@ Simple and quick to install. 

@ Lowest cost remote reading 
gauge on market. 















On guard—24 hours a day 
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That Nicholson radiator traps cut heat-up time and fuel 
costs is repeatedly demonstrated by institutional installa- 
tions. Nicholson traps feature: (1) Vapor-pressure principle; 
as a result they operate on lowest temperature difference 
between steam and condensate. (2) Larger valve orifices, 
effecting greater dis- 
charge. Size, 42” and 
%": vapor and vacuum; 
press. to 25 Ibs. 


BULLETIN 452 







190 Oregon St. 
Wilkes-Barre, Pa. 


UE NICHOLSON 


TRAPS: VALVES: FLOATS 

















Baked on Plastic Lined Tanks 
last longer—cost less 


NOVELON baked on plastic lined carbon steel tanks can 
often replace more costly installations of steel alloys and 
non-ferrous metals. 

FIVE BASIC ADVANTAGES (1) Low initial cost, (2) Heat 
resistance up to ° F., (3) Smooth, non-porous surface 
which can be readily cleaned, (4) Imparts no color, odor, 
or taste to contents, (5) Will not deteriorate with age. 

Guaranteed for 10 Years. 

Novelon offers a wide selection of other linings such as 
cement, rubber, lead and copper, to meet the many cor- 
rosion problems of industry. 

If you are planning to install new tanks or to wpheew 
old worn out tanks, contact us now. Our complete fabri- 
cating and lining facilities will save you money and add 
years of usefulness to your tanks. 


For free literature and information write or phone . . « 


NOVELTY STEAM BOILER WORKS, INC. 


sy. emp Remms 
e: Plaza 2-0425 ° New Y 
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The majority of cases of poor seating are th« 
result of wear or erosion at the seat. The service- 
man usually instructs the owner about the reset 
lever, making a note for his office that the unit is 
to be changed if the tripping occurs again. While 
it is possible to repair most constant level valves 
in the field it is not found practicable by most 
service departments. Since the valve is a safety 
control it is important to test it thoroughly before 
leaving, a time-consuming job that should be done 
in a shop equipped to do it properly. 

The use of fuel oils with high temperature end- 
fractions can cause smoke and soot troubles with 
pot-type burners which do not exist with spraying 
burners. Small carbon deposits in the pot can 
build up rapidly until soon the whole pot is full. 
The air inlet perforations become blocked causing 
the flame to become air-starved and dirty. The 
furnace walls become heavily coated with soot. 

This type burner was not intended to burn the 
kind of oil that passes for No. 2 in some areas. 
When correctly adjusted they burn No. 1 or range 
oils throughout the season without much carbon 
trouble. 

When the air perforations are blocked with 
carbon they can be cleaned with a stiff wire brush, 
though if heavily plugged they may have to be 
punched out individually. Baffles and other re- 
movable parts should be taken out to facilitate 
cleaning. Some burners can be removed entirely 
from the furnace. This makes for an easier and 
more thorough cleaning job. 

Poor draft or improper adjustment can also be 
the causes of dirty burner operation and carbon- 
ized pot troubles. After any burner cleaning it is 
important to clean the furnace and check the 
chimney draft. If a draft regulator is used it is 
wise to set it to provide a minimum of .04 at the 


, fire. Even though the burner is able to keep a 


clean flame at a lower setting it is good practice 

to allow somewhat more margin than with atom- 

izing burners. The pot-type burner is more sen- 

sitive to adjustments affecting combustion air. 
(To be continued next month) 


New Facts on Plumbing Fixtures 
(Continued from bottom of page 127) 


water at the fixture end of the trap is maintained 
at essentially zero concentration by instantaneous 
dissipation—the rate of gas transfer by diffusion 
only can be computed if the concentration gradient 
is regarded as constant. 

Computations, based on the conditions assumed 
above, indicate that the volume rate of transmis- 
sion of ammonia by diffusion would be equivalent 
to 0.000,000,049 cu. ft/hr. If a house containing 
8,000 cu. ft of living space were closed up air- 

(Please turn to top of page 221) 
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) . 
THE Right Tool... 


5 


FOR Close Work! 





FITS 2 INCH 
DRILL 


Grips Right Angle Head 


Manufactured by 
PRICE & RUTZEBECK 


SOLD ONLY THROUGH JOBBERS 
P. O. BOX 30 HAYWARD, CALIF. 
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and equipment painted or 


No mixing, no cleanup. Just shake 
hand-size aerosol can and release 
fingertip spray valve .. . guaranteed 
non-clogging. 


Green @ Bright Red @ Medium Gray 
e Royal Blue @ Ivory @ Bright 
Gold @ Copper-plate @ Yellow @ Clear 
Plastic @ Black, White and Aluminum 
Lacquer (water and oil proof) and 


Zinc Chromate Primer. 


See Your Jobber Today! 


REPS: 
Some territories open . 


“Me! D2101 to 2121 N. Elston Ave. 
write today for full details. 


Chicago 14, Ill. 
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. « when you want parts | 


touched up in a matter of seconds! | 


COLORS: Chrome Aluminum @ Gloss | 
White e@ Gloss Black @ Meadow | 


CHAMPION BRONZE POWDER | 
& PAINT CO. Inc. 








| * AUTOMATIC 
| 2 TUBE BLOWER 
| 





Chesterton 


: 


MANUFACTURERS OF 


BOILER TUBE 
mp SCRAPERS 
> & BRUSHES 


TUBE BLOWERS 
PACKING TOOLS 
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ELLIPTICAL SCRA 


"FINE WIRE BRUSH 
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A new concept in Unit 
Heaters—new inside and out. 
Stimulating styling that sells... 
plus more engineering achieve- 
ments that surpass all others. 
| Efficiency and rugged construc- 
tion for the toughest heating task. 
Top flight quality to suit even 
the most conservative buyer 
has established the name — 
Peerless — that has been 
counted on for depend- 
ability for 70 years. 





SEE YOUR DISTRIBUTOR 


60,000 BTU — 80,000 BTU 
TODAY OR WRITE US 


| 100,000 BTU — 150,000 BTU & 200,000 BTU 


PEERLESS MANUFACTURING CORP., —— LOUISVILLE 10, KENTUCKY 
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ELL-MADE TANKS 


Manufactured by 
METAL COATING CORPORATION 


Mlaniton's Soniiast Quality ee 


Look for these features in the tanks you buy. They represent the 
difference between quality and an ordinary tank. These are ex- 
clusive features with the “WELL-MADE” TANKS. 


e ENTIRELY SUBMERGED ARC WELDED CONSTRUCTION e RIGID 
“SURE-WELDED” SHELL SPUD e ASSEMBLED AND WELDED UNDER 
PRESSURE e MADE AND GALVANIZED IN ITS ENTIRETY BY THE WORLD’S 
LARGEST JOB GALVANIZER e TEST PRESSURE 150# ... . WORKING 
PRESSURE 754 
"WELL - MADE" 


PRODUCTS 
*« Pneumatic Tanks 
* Range Boilers 
* Expansion Tanks 
* Softener Tanks 











For the benefit of wholesalers, Metal 
Coating Corporation was the first 
tank manufacturer with a jobber 
distribution policy ...a policy orig- 
inated by Metal Coating Corporation 
to enable the wholesaler to economi- 
cally buy pneumatic tanks direct 
from the tank manufacturer. WRITE 
FOR FULL DETAILS TODAY! 

















1217 WEST 37th STREET 


Cash In On the Big Demand for 


NEW IMPROVED 


FREEZELESS 
HYDRANTS 


1OWA HYDRANTS—THE FAVORITE FOR 
MORE THAN 35 YEARS. 

















Outside Water Regardl of Temp 
ture—Upright Pipe Automatically Drains 
After Each Closing. 


*LESS HANDLE MOVEMENT—with quick 
acting toggle lock lever. 







BRASS 
NOZZLE 


28'/2" FROM 
STATED 














BURY 
XADJUSTABLE—Link provides easy, positive ae 
adjustment of lock-in tension after long use. HOSE 
NOZZLE 


ROD GUIDE—Eliminates side pull on oper- 
ating rod—reduces wear on packing, packing 
nut and stem. 






VARIABLE FLOW—Improvements in valve 
arrangement will permit small to full flow 
without leaking out the drain hole. 









BETTER PARTS SERVICE—Although im- 
portant improvements have been made, the 
same parts will service IOWA hydrants 
made for the past 35 years or more—this 
makes it easy for jobbers and dealers to 
stock parts for prompt service. 











DRAINS 
HERE 
with 
ftaCr 
VALVE 
CLOSING 





Contact Your Wholesaler or Write 


WOODFORD HYDRANT CO. 


1628 DELAWARE ... DES MOINES 17, IOWA 
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HEAD SEAM 


RIGID-WELD 
SHELL SPUD 


BACK-UP WELD 
BOTTOM SEAM 


August, 1954 





e = 





rg 








— 


All welding done by 
submerged arc pro- 
cess. 


‘letal Coating Corporation 


CHICAGO 9, ILLINOIS 





@ The startling 


APCO is its longevity. 
granular structure is like granite— 
and this pipe is practically ever- 
lasting when used as a soil, waste 
or vent line, house drain or build- 
So you can bet it won't 

disintegrate nor rust 


ing sewer. 

rot, decay, 
away. (Any thin 
surface acts as a 


YOU DON’T HAVE TO TAKE 
OUR WORD FOR IT — cast iron 
pipe laid 288 years ago in France 
is still in use. Over a century in 
U. S. is commonplace. Our word 


for it is APCO! 


Gelato You 


APCO Waste and Revent Fittings 
and Stringer Fittings, too. Specify 
them and you specify satisfaction. 


ices: 


In Canada: 
628 


District Sales Offices in 
New York, Chicago, San 
Francisco, Portland, Los Angeles, 
Kansas City, 


Oakwood Ave., 









fact of life about 
Its natural 











coat of rust on its 
protective agent). 
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Seattle and Denver. 
WATSON AGENCIES 
Toronto 
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. (Continued from bottom of page 218) 
tight for a period of 30 days, and four fixture traps 
each delivered ammonia to the interior at the 
rate indicated, a concentration of only about two- 
hundredths of one part per million would be 
obtained. This concentration probably could not 
be detected. 

Since ammonia is considerably more soluble in 
water than any of the other gases usually found 
in sewer atmospheres, the rate of diffusion for 
other gases would be slower. 

Computation of the volume rate of transmission 
of hydrogen sulfide, under the condition assumed 
in the previous example, produces a figure of 
0.000,000,000,089 cu. ft/hr. through a single trap 
seal. For the 8,000-cu. ft house with conditions 
as previously described, a concentration of only 
about three hundred thousandths of one part per 
million would be obtained. 

Since the two example computations given rep- 
resent the extreme upper limit of transmission of 
gases where only diffusion is considered, other 
factors indicate that the actual rate of diffusion 
may be even less than that shown. 

The following conclusions may be made: 

1) On the basis of the information available, 
the danger of diffusion of sewer gases through 
the water seals of plumbing fixture traps is neg- 
ligible under the usual service conditions. 

2) The decomposition of organic matter adher- 
ing to the inner surface of fixture overflows and 
drain pipes normally exposed to the room atmos- 
phere may produce some gases of a nuisance 
nature, but this cannot be attributed to trans- 
mission through the fixture trap seal. 

(To be continued next month) 


A New Kind of Technical Specialist 


(Continued from bottom of page 119) 
speech, and they are required to take several 
electives in psychology, business administration 
and the like. 

Q. In the junior and senior years, does the train- 
ing become more specialized? 

A. Yes, in the latter two years the required 
courses include a wide variety of specialized sub- 
jects: electric circuits, strength of materials, en- 
gineering mechanics, fluid mechanics, electric 
mechanics, thermodynamics, basic electronics, 
commercial law, technical writing, heat-power, 
sanitation and bacteriology, heating, air-condi- 
tioning, refrigeration, structural layouts, fire 
sprinkler systems, plumbing estimating, water 
treatment and sewage disposal. There are also 
several non-technical required subjects like oral 
expression, literature and philosophy. 

The four-year course, incidentally, leads to a 
Bachelor of Science in Engineering. 

Q. That’s an ambitious curriculum, Mr. Duncan. 
(Please turn to top of page 222) 
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IT’S WORTH “ROWS ee 


—— ABOUT THE _ 
- WALUE in| 
PITTSBURGH VALVES! | 


VALVE g : 


Ends Precision Reamed 
Assuring Uniform Size 













Double Lead Stem 
Threads for Quick 
Opening and Closing 


Designed for 
Unobstructed Flow 


ae 
ee 


Sturdy Cast Body, 
Bonnet and Wedge 


— and this is our... . 


117 ERONEE CHECK VALVE 


iia Walls 
Assure Long Life 
e 
Full Pattern 
Permits Free Flow 
e 


Insure Positive Seal 
@ 
Pipe Threads 
Full Length and 
Accurately Tapped 





Illustrated Circular on request * Sold Through Leading Wholesalers 


PITTSBURGH 


VALVE COMPANY 
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Our Guarantee... 
Your Safeguard 


The “K” on a drainage fitting, or on any other fitting, is our 
signature—and behind that “K” we stand four square. A host 
of distributors and plumbers also back precision-made “K’s” 
right up to the hilt and they emphasize these three vital points. 
“K’s” are easy starting and their chamfered entrances 
prevent thread damage. 
“K’s” make tight joints because the threads are full and 
clear. 
“K’s” do not crack under strain—because the walls 
are uniform and sound. 
If you would avoid time losses and grief tell your distributor 
that you want fittings that carry the “K”—the precision-built, 
thoroughly inspected “K” line. They’ve been a leader for close 
on to 70 years. 





PIPE FITTINGS 








CAST IRON AND MALLEABLE 
3,000 Shapes and Sizes 


Catalog upon official request. 







THE 
KUHNS 
BROTHERS 
COMPANY 


1801 McCALL ST 
DAYTON 1, OHIO 


Established 1887 
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(Continued from bottom of page 221) 


Where are you obtaining authorities in these sub- 


| jects to conduct your classes? 





A. Well, the basic engineering courses are be- 
ing given, of course, by our regular faculty mem- 
bers. Our “plumbing engineers” attend classes 
along with other engineering students, The spe- 
cialized plumbing courses will be concentrated 
in a student’s senior year and these classes will 
be conducted largely at night with outstanding 
industry authorities serving as instructors at these 
nighttime sessions. 

Our first senior classes, incidentally, will begin 
next fall and our “advisory committee” is right 
now at work recruiting instructors for these im- 
portant evening courses. 

Q. It is obvious that the curriculum contains 
a minimum of courses in business administration 
and management. Is that by design? 

A. Yes, very definitely. We are not training 


| plumbers to go into business for themselves, but 
| plumbing engineers who, as we see it, will func- 


tion at the professional level, for example, in co- 
operation with architects, designers and builders. 
Like our other engineers, these students will learn 
the fundamentals of economics and commercial 
law, but there will be no emphasis on business 
management or selling. 

Q. In other words, it is quite clear that you are 
not training students to be apprentices or ulti- 
mately master plumbers, but engineers special- 
izing in plumbing? 

A. Yes. In fact, we emphasize to students tak- 
ing the course that they are in training for a new 
type of career that will lead them into such posi- 


' tions as consulting engineers, designers, esti- 


mators on federal, state and municipal govern- 
ment projects, as well as positions with plumbing 
contractors, utilities, architects and manufactur- 
ers of plumbing fixtures and appliances. 

Q. Are your undergraduates receiving prac- 
tical experience along with their academic and 
laboratory training? 

A. Practical experience is a very important 
part of our plumbing engineering curriculum as 


| well as all our other engineering training. About 
_ three-quarters of our engineering students are 


engaged in part-time work that gives them prac- 
tical on-the-job experience, and almost all of our 
plumbing engineering students are engaged in 
paid part-time work as apprentices for plumbing 
contractors in this area. For this practical expe- 


_ rience, a student receives two academic credits 


each semester. However, one requirement is that 
a student work at a different type of on-the-job 


| activity each semester, in order to give him broad- 
| er experience. 


There is no uniform pattern on this outside 


(Please turn to top of page 225) 
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>MAKE UP TO 
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THIS SEASON 
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FREE “ON THE JOB” DEMONSTRATION 


Does the job 4 times better in 1/3 the time! Fa Sy et 
et our representative dO an actua 
1. ONE MAN OPERATION — Complete Safety. Operator does not handle the sewer-cleaning job free to prove the 


2 oe a Turns either right or left -oessgiepiiaiaadliimesdaamaaall 
° — tur 1 rri f “ 
3. AUTOMATIC CLUTCH—Pull back to lock -Push forward to open. Mail Coupon Today! 
1 —M tn 1 cear reductign A SS SS SS SS SS SS ST TE 
4. Y hp 10,000 R. P. M. MOTOR—20 to 1 gear reduction ‘e ior sage eoneonener gr 


5. TAREE SPEEDS —right or left-125, 250 and 500 R. P. M. 
6. HEAVIEST COIL ROD MADE. Safe, quick action, patented coupling every 25 ft. 


FLEXIBLE PLUMBERTOOLS, INC. 


3782 DURANGO AVENUE, LOS ANGELES 34, CALIFORNIA 
FRANK DONOVAN COMPANY, 9 S. CLINTON ST., CHICAGO 6, ILLINOIS 


3782 Durange Ave., Los Angeles 34, Calif. 


(C) Send illustrated catalog 
{] § wish an *‘ON THE JOB’’ demonstration 








ADDRESS 
CImTY...... ; 
LOCAL JOBBER 
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PLUMBING SPECIALTIES 
GRAY IRON CASTINGS 


“JIFFY” or 
HUB TYPE 
FITTINGS 


SERIES No. 200 











Hub Top Fittings furnished in heavy 
or light weight. Large stocks carried 


at all times to give prompt shipment. 











CAST IRON DRAINAGE FITTINGS 


SERIES No. 400—All types made in straight and standard 
reduced sizes, from 11%” to 2’. Large stocks carried. 


Ask for CATALOG of COMPLETE LINE Complete Line of 


Plumbers Tubular Brass 


Tie WILMINGTON CASTING Co. 
WILMINGTON, OHIO THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN CONN U.S.A 
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° -Dispense ing . . . including manufacture of ONLY VIRGIN : 
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ee ids 3 full effort with the kind of sales helps shown here! j A 
ae woo-t. Get a man-size share of the big-money plastic erat 
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(Ez best-selling CRESLINE PIPE! . = 
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WRITE FOR FREE LITERATURE AND P 
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THE TOP LINE OF PLUMBERS CHEMICALS | in 
The Right Compound for the Job! — ee 
@ Sure Seal Stainless Plumbers Putty ad : anc 


'e Sure Seal White Pipe Joint Compound 
@ Sure Seal Plastic Lead for soil pipes 
@ Sure Seal Wax Bow! Rings Gaskets 


@ i | , 
ot 


PIPE JoINT | 
COMPOUND ne¢ 
5 ele 


@ Sure Seal Fiberated Eo gpa | of | 
Furnace Cement 








..» Effective immediately, all Alberene sinks will 





en; 

. . . : @ Sure Seal Thread } 
be special sinks, built to order to fit any space, in Cutting Oil ° ine 
any dimensions. Manufacture of production-run © Sure Seal Licks Rust- Ii 4% ' 
laundry trays has been discontinued. eae NEW-MoDE Me thi 

Just send us complete dimensions (ask us for STAINLESS PUTTY 

our easy-to-use order forms). There are nine Say - 
types you may choose from. If you have any Sure Seal Products, formerly ef the LICHTEN \ we 

trouble in design, phone our local representative, country. Well Knows fer top euality. omeloncy | 
. | ae and dependability, Sure Seal is your assurance of = en: 

or write to — the right compound for the job! ASK YOUR | 
JOBBER FOR DATA ON SURE SEAL. ed 


ALBERENE STONE CORP. thi 


OF VIRGINIA {SURE SEAL PRODUCTS}, | 


| (Formerly Lichten Co.) & 
419—4th Ave., New York 16, N. Y. | 1210 N. HOYNE AVE. e CHICAGO 22, ILL. ] 
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(Continued from bottom of page 222) 


work. Some students carry about 20 hours of | 


academic work and about 20 hours of outside 
work each semester. Others study a semester 
and then work a semester, and still others man- 


age to complete their on-the-job training during | 


vacation periods. Most of our students, it should 
be pointed out, do not complete their courses in 
four years because of this outside work, but even 
though the program extends over five or six years, 


they usually have had so much practical expe- 


rience they go right into a good paying job upon 
graduation—normally with one of the firms with 
which they have worked part-time. 


Q. Have your students had any difficulty in ob- 


taining part-time work? 


A. No, we have found contractors most coop- | 


erative in giving our students well-rounded prac- 
tical experience. However, our advisory commit- 
tee is now developing a list of “approved employ- 
ers” (for academic credit) who understand just 
what we are trying to accomplish and will see to 
it that students learn every possible phase of 
practical on-the-job plumbing. 

Q. What do you feel is the employment outlook 
for students taking the plumbing engineering 
course? 

A. Well, frankly, I could scarcely be more opti- 
mistic as to their employment possibilities. As’we 
have said, the “opportunities are unlimited” in 
a great variety of professional pursuits. We feel 
that a plumbing engineer is assured a successful, 
secure and highly profitable’ future, and the en- 
thusiasm of prospective employers in our program 
certainly supports our optimism. 

Q. “Plumbing Engineering” is a new profession 
in California. What about state regulations and 
examinations? 

A. That’s certainly an important consideration, 
and one that we have thought about. Our plumb- 
ing engineering graduates will be qualified, of 
course, for the state registered engineer examin- 
ation. At present, the state recognizes four engi- 
neering titles: civil, structural, mechanical and 
electrical. We feel confident, however, that when 
the time comes, state officials will see the wisdom 
of establishing still another title, that of plumbing 
engineer, one that is most certainly needed in 
industry today. 

Q. What has been the reaction of students to 
this new course? 

A. This, of course is an entirely new curricu- 
lum, and very few young men realize the tre- 
mendous opportunities in the field of plumbing 
engineering. So we have had to do considerable 
educational work among young people who could 
think of a hundred other possible careers before 
even considering plumbing engineering. Our first 


(Please turn to top of page 226) 
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HANDY HANGER ? 
STRAPPING | 


IN E-Z PULL CARTONS 
E-Z TO CARRY. E-Z TO USE 


34” by 20 gauge black, cold 

rolled, galvanized, copper coat- 

ed steel and genuine copper in 
50 ft. and 100 ft. coils. 


BUILT Laundry Tray Stands 


Heavy duty cop- 
struction: collap- 
sible. Easy to set 
up. All sizes for 
1 and 2 part 
porcelain or ce- 
nent trays. 


SPOON KEYS 
e 


STOPCOCK KEYS 
GRAPPLERS 
4YDRANT RODS 





BETTER 








Send for Catalog, price sheet hi 


TINICUM METAL COMPANY, INC. 


PHILADELPHIA 42, PA, 


85th ST. & TINICUM AVE 





The Trend Is To 


AUTOMATIC DRYING 
Ph Saut-Dre 


ELECTRIC 
HAND, HAIR 
and INDUSTRIAL 
DRYERS 







4 Get your share of the ever in- 
4 creasing number of automatic 
) drying installations. PROFIT 
}2 WAYS!—Sales plus in- 
stallation and service. Write 
Today! 2 

ONLY SANI-DRI GIVES YOU 

ALL THESE FEATURES! 


~ prot 
ps | Tl TIE s ®@ More concentrated air stream 
oppoRTUN! ae? pee drying. 4 


ey 
$ Ftd ®@ Larger Blower and Motor. 
$ $ a r © New circuit breaker to pre- 


vent damage. 
SCHOOLS, © Instant starting. 

FACTORIES, HOTELS, @ Longer life—rugged cast iron 

TERMINALS, THEATRES, ETC. construction finished in life- 
time porcelain enamel. 

All Sani-Dri Electric Dryers are GUAR- 
ANTEED, and have carried the Under- 
writers Seal of Approval for over 18 years! 


Send for New Brochure and Jobber Price List 


THE CHICAGO HARDWARE FOUNDRY CO. 
“Dependable Since 1897” 


5684 Commonwealth Ave. ° North Chicago, Illinois 





















































checkout and control easy 
with Thons Fu avaa eee 





Nipple G Fittings Boxes 


If it hurts you to see a $3.00 per hour 
journeyman searching for the proper 
fitting, going back to the truck or 
shop for a 15¢ item, then Thon’s 
Double-Faced Nipple & Fittings Boxes 
are for you. Reduce loss, theft, dam- 
ege. Pay for themselves on first job. 
N-20 1%” nipples .......... $11.50 
Other models for %”, $12.50; 
~ & 1%7, 39.3; 3%" 6 2, 
10.95 
sturdy 
20 gauge 
steel; 
electric 
d. 


Fittings Box, right, holds 202 fit- 
+ings—enough to plumb a two-bed- 
room house! A real time and mon- 
ey saver! 


F-60 14, $8.95; F-70 34", $11.95 


WRITE FOR FREE FOLDER or see 
your wholesaler. Remit in full for 
prepaid shipment. 


Jobber inquiries welcome. 


2 
e DOUBLE- 

e FACE 

e@ NIPPLE & 
e FITTINGS 
e BOXES 


114 Broadwey = Owatonna, Minn, ° 








one for the money! 


coum 7 Par 


the great Thrift-Master 


water softener 


Dollar for dollar—Feature for fea- 

ture—you just can’t equal the new 

THRIFT-MASTER. Backed by 

more than 20 years experience in 

softener engineering it’s THE low 

feet softener with know-how 
uilt right in. 


© Backwashing provision enables Thrift- 
Master to handle iron and sediment— 
recognized as an iol requirement 
by all leading softener manufacturers 

© Lower height larger sized tanks—ample 
freeboard 

¢ Interchangeable piping manifold for 
fast easy installation from either side 

« High capacity triple duty Thriftex mineral 
—softens—removes iron, sediment 

e internal piping and easily accessible 
strainers 





* FREE complete water analysis—caids in 
proper selection 

© Three popular sizes—fits any home 

* Automatic rinse control, optional 

* Priced to sell at full profit to you 


YES, THRIFT-MASTER’S GOT EVERYTHING 
YOUR CUSTOMERS WANT IN A SOFTENER 
— AT A PRICE THEY CAN AFFORD! 


You will be amazed at the THRIFT-MASTER 
retail price—the lowest on the market 
TM-25 ...$79.50 TM-50...$119.50 
TM-75...$154.50 


Add $12.00 for TMA models equipped with 
automatic rinse time control 


Write today for full details—Dept. TM 


Il () I) ? K I] WATER EQUIPMENT COMPANY 


West Chicago, Illinois - Div 
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SAVE time and money, | 


(Continued from bottom of page 225) 


courses began in 1951 with just a few students 
Now we have almost 20 undergraduates anc 
every one of them is an enthusiastic student. | 
can tell you quite frankly that interest in the 
course is growing, and we are getting more and 
more inquiries about the course every month. 
However, it is a new program, and naturally it 
will have to develop like all new curricula that 
strike out into another specialized field. 

Q. Your graduates will, no doubt, be trained 
also to keep abreast of the latest technological de- 
velopments that will influence plumbing engineer- 
ing? 

A. Yes, indeed. That is an important phase of 
this type of training. As engineers, they will not 
only become familiar with the latest technological 
improvements today, but they will learn how, as 
engineers, to stay abreast of scientific progress 
after graduation. 

Q. One final question, Mr. Duncan. We under- 
stand that at least one active plumbing contractor 
has enrolled in your course. Is that correct? 

A. Yes, not long ago we were happy to enroll 
Mr. Charles Arndt, who has been a plumbing con- 
tractor for more than 60 years, has patented 
several plumbing items, and in 1941 headed the 
Associated Plumbing Contractors of Los Angeles. 
He was frank in telling us that he wanted to at- 
tend the plumbing classes in order to study the 
latest developments in the business. 


What industry leaders say about the 
plumbing engineering course 


William A. Notthoff, past president, Associated 
Plumbing Contractors of California: “A pressing 
need exists for additional men with more thor- 
ough training in the field of plumbing engineer- 
ing. It would be difficult to express my enthu- 
siasm toward the splendid opportunities which 
this program presents to our future plumbing 
engineers.” 

Dr. George M. Uhl, Los Angeles city health 
officer: “I recommend plumbing engineering as 
a profession for young men who want a good 
future in which they can make a positive contri- 
bution towards the advancement of our society. 
As advisors to builders, architects and plumbing 
contractors, these professional workers will hold 
key spots in construction planning and health 
protection.” 

William H. Baldwin, past president, Western 
Plumbing Officials Assn.: “The course, plumbing 
engineering, certainly presents an opportunity 
of a lifetime for a prosperous, successful career.” 

Stephen I. Smoot, chief of plumbing division, 
Los Angeles department of building and safety: 
“The civil, structural and mechanical engineer- 
(Please turn to top of page 228) 
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ROOF DRAINS + FLOOR DRAINS + SHOWER DRAINS | 
~ @ARAGE DRAINS + WALL HUNG CLOSET EQUIPMENT _ 
GREASE INTERCEPTORS + INDUSTRIAL DRAINS | 
SWIMMING POOL DRAINS « DRAINAGE STAPLES 








i ee | 
ALL HUNG cLostr 4 Adjustable Carriers for Wall Hung Closets 
instalia- L-1695 ADJUSTABLE CHAIR CARRIER FOR BLOWOUT BOWL 

















L-1695 


High waste position for blowout bowls. Complete with studs, chrome- 
plated brass cap nuts and washers, steel spacing nuts and washers, 
adjustable threaded closet connection, graphited asbestos gaskets, 
locknuts and V type support feet. Also included are cap and plug for 
facilitating testing of line. Optional: For screw pipe (L-1695), lead 
pipe (L-1705), soil pipe (L-1700). 





For further particulars, ask for Blake Catalog No. 16 


es nes : Blake Division of 


bees ‘HOFFMAN SPECIALTY MFG. CORP. 


ge es ing 1001 York Street « Indianapolis, Indiana 








Again Available Wesco 
Solid Copper Tube Straps 









Made of solid copper = 
Tit in sizes %4” to mA 














_ sizes available ieheut “BEEKMAN” te 
For Buildi ° 
TIT ~— gry: Stores Hig 
PEPPERMINT cnertes tt . and 
TEST MACHINE ories High Municipal 
Available in 3 Sizes Applications 






WESCO (Tit) Tube Straps SAVE TIME; 
CUT LABOR COSTS. The quick, easy 
“SNAP-ON” feature leaves hands free to 
line-up and — Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 


@ Ask Your Jobber for Wesco Hangers 
® Straps for Copper Tubing. 


WESCO MANUFACTURING CO. 45-16 162nd Street 
P. 0. BOX 175 WELLSVILLE, OHIO ~| MUTUAL MANUFACTURING CO. grusnine 58. N.Y. 


BLOWERS 


Of Course PEMCO 
it’s | and MOTORS 
te WATER HEATER | edimond OIL & GAS BURNERS-FANS 

















S70. Veit, A.C., 
Shaded Pole, induc- 
tion motors. Blowers 
available single or 
double from 50 CFM 
to 220 CFM. Morors 
available from 1/6 
H.P. to 1/500 H.P. 
in stud mount or base 
mount for fan and 
mechanical dury. 

We carry one of the largest stocks in the world. 
Write for catalog and prices. 


oe QUALITY 
Pty Sa PAYS OFF 
-* FOR YOU! 











Phila. Electrical & Mfg. Co., 














a te 1200 N. 34st St, Phila. 21, Pa, | CYCLO-FREEZ CORPORATION 
Wi a wince eae | P10. 80x NO. 6, DEPT, De mnemnnnous 16, panne 
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Sarco Camlift 
Bucket Trap 


Cams lever valve off 
seat; slot and pin 
provide maximum 
valve opening 











handles more 
volume 
in less time! 


Sarco uses the principle of the 
fulcrum and lever in this newly 
designed trap and gives you 
greater discharge at no increase 
in trap size. Result: more for 
your steam trap dollar. 

It’s all made possible by the 
Sarco Camlitt valve mechanism 
which provides the force needed 
to open the large valve without 
a corresponding increase in trap 
size. 

See for yourself how this small 
inverted bucket trap gives you 
maximum capacity. 

Write for free trial trap giving 
pipe size, capacity, and pressure 
conditions. 


SARCO COMPANY, INC. 








EMPIRE STATE BUILDING, N.Y. 1, N. ¥. 








I'VE MORE*! 2: 
CALL BACKS 

ON NEW HEAI- 
ING SYSTEMS- 








Even new steam or hot 


compound, 


KENnITE 





cleaning. Use KEK to remove foreign matter (oil, 
etc.) and save coll os 








NO TROUBLE 
FOR ME-| USE 
KEK - IN 

EVERY voB 





water systems need 





k expense. 


LAB. 





MAD 
NEW 


S10), 


JERSEY 








KAINER | ///) 
QUALITY 


for Over 30 Years! 


There's always. less selling 
effort needed when you sell 
KAINER—the name that, for 
over 30 years, has signified the 
best in heating specialities. 


Folder on Governors sent 
request. 


Ask Your Jobber About 


THE Standard of QUALITY 


New 
upon 


c-3 


The KAINER LINE! 


KAINER & CO. 


761 LEXINGTON STREET 
Exe VCA GD: 7, #1 i. COR 










NEW TRAP | 





(Continued from bottom of page 226) 


ing professions have advanced so rapidly in recent 
years, they have created an urgent need for a 
completely new profession to handle the increas- 
ingly difficult problems confronted today in 
plumbing engineering.” 


Scholarship Announced 


A $10,000 scholarship program designed to help 
qualified second-year students complete their 
training as plumbing engineers at the Los Angeles 
City and State College was recently announced 
by the Familian Pipe & Supply Company, Los 
Angeles. 

Two $1,000 scholarships will be available an- 
nually for a five-year period, 1954 through 1958, 
to qualified students selected jointly by the college 
and the Associated Plumbing Contractors of Cali- 
fornia. 


Warm Air Lab Hits the Road 


(Continued from bottom of page 135) 
equipment incorporated in the system being 
tested, the association says. Rather, it is the ob- 
jective of each test to learn how the design and 
lay-out of the entire system meets specific struc- 
tural needs in providing house-wide comfort 
under all weather conditions presented by a 
typical Austin summer. 

In the mechanical study of each of the air con- 
ditioned village homes the mobile staff will con- 
centrate on an analysis of the design, lay-out and 
installation of the air conditioning distribution 
system to determine how effectively it meets the 
specific comfort provision needs of that home. 

In testing the performance and operating char- 
acteristics of the systems in these homes, the 
mobile lab technicians will check, among other 
things: 

. . the efficiency of heat removal from the 
structure. (Can the system keep the residence 
comfortably cool under all outdoor temperature 
conditions?) 

. .. the air flow quantities and air distribution 

pattern throughout the structure. (Will the sys- 

tem adequately handle the cooling needs of each 
room in the house?) 

. air temperature patterns and floor-to-ceil- 
ing temperature differentials in each room. (Is 
each room comfortably cool, regardless of 
whether one is standing or sitting in any part 
of the room?) 

. effect of the location of supply and return 
air registers on comfort in the house without 
being conscious of the system’s operation—such 
as being subjected to noticeable air motion, 
etc? 

. indoor effect of changes in outdoor tem- 

peratures and solar radiation. (Does the system 
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react quickly to outside conditions so as to not 

create any noticeable change in the indoor com- 

fort environment?) 

. relative humidities and _ temperatures. 
(Does the system maintain adequate and ac- 
curate conditioning control over indoor air, both 
from the standpoint of temperature and mois- 
ture content?) 

It is anticipated that a period of 10 days will be 
required to obtain an adequate test picture of the 
performance and comfort characteristics of each 
home. Three homes will be tested simultaneously 
in order to permit the technicians to test all 22 
homes in the village during the season. 

The recorded test data obtained from each sur- 
vey will be subjected to scrutiny by research an- 
alysts of the warm air association as soon as each 
house is tested and a specific performance report 
of each air conditioning system will be submitted 
to the industry and to the home builders associa- 
tion. 


Sales Opportunities in Cooling 


SALES OPPORTUNITIES in the growing market for 
residential cooling were emphasized in a talk at 
the recent annual meeting of the Oil Heat Insti- 
tute of America in Philadelphia. 

In exploring the subject at some length, T. H. 
Smoot, sales manager of Primor Products, Inc., 
Adrian, Mich., has some good advice for plumb- 
ing and heating contractors. _ 

Excerpts from Mr. Smoot’s talk are given 
below. 

Any evaluation of sales opportunities in resi- 
dential cooling inevitably leads to several con- 
clusions and I’d like to offer mine right at the 
start. 

First, plans concerning residential cooling 
should no longer place emphasis on the future but 
should be based on the recognition that it is big 
business today. 

Second, it is not a luxury but a practical and 
even necessary adjunct to better living and as 
such has an assured growth in the future. 

Third, residential cooling is economically with- 
in the reach of enough people who want it to 
permit its classification as a mass market com- 
modity. 

Fourth, I think the contractor is the logical 
channel through which residential cooling systems 
should be sold, installed and maintained. 

Before presenting statistics that bear these 
points out, let me state my conviction that the 
contractor’s most logical interest eventually will 
be in the central system rather than in the indi- 
vidual room cooler. It is necessary, however, to 
quote figures on sales of room coolers in the resi- 
dential market, as well as the central systems, in 

(Please turn to top of page 230) 
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DQ} you install gas venting... 


METALBESTOS 


will save you money ! 











EASY, FAST INSTALLATION 


It doesn't take a crew to install Metalbestos — one man 
can easily handle the lightweight sections. Special 
couplers align pipe accurately, speed vent assembly. 
Adjustable fittings simplify installation problems, elimi- 
nate cutting and fitting. 


i ee ee ek 


Metalbestos is an all-metal vent — it will not crack or 
break. The sturdy outer pipe resists damage during han- 
dling and installation, serves as a protective jacket for 
the inner aluminum “‘hot stack.”’ 


yO Oe) 


You can install Metalbestos and forget it. Its double-wall, 
insulated design... permanently gastight joints .. . and 
sturdy, durable construction assures safe, dependable 
venting with no costly repairs or replacement. 





A COMPLETE LINE 
OF TYPE B VENTS 


Approved by Underwriters’ Lab- 
oratories. Correctly designed for 
use with all approved gas ap- 
pliances requiring Type B vents. 
(Not for use with oil-burning ap- 
pliances or gas-fired ineinerators.) 
QC METALBESTOS 
Round Vent—for standard vent- 
ing applications where space is 
not restricted. 

WV METALBESTOS 

Oval Vent-—specially designed 
for in-the-wall venting. 








Complete line of fittings available for 
both round and oval vent systems. 


TYPE B-W INSTALLATION KIT 

Simplifies venting of recessed 
wall heaters — fits inside 2 x 4 
walls without furring out. Con- 
tains all fittings and directions 
needed to make safe, officially 
correct installation. Designed for 
use with WV Metalbestos pipe. 
Approved by Underwriters’ Lab- 
oratories, Inc. 





USE METALBESTOS FOR THE BEST JOB AT THE LOWEST COST 
Stocked by principal jobbers in large cities. Factory warehouses in 
Atlanta, Dallas, Philadelphia, Kansas City, Chicago, New Orleans. 


fg, METALBESTOS wn 


OMPANY BE 


veebens 








bo 
8 







230 


VOR-TEX Traps, made of cast brass, are 
finished either in chrome or rough brass. Avail- 
able in various styles to adapt to almost any 
installation of sink, trays, lavatory, bath tub, 
shower stall, disposer, dishwasher, etc., as a 1/2 
S, or full S trap with iron pipe size inlet and 
_ outlet, copper to copper, and copper to I. P. S. 
in swing and solid style. 













No. 101 
Bath and 
Cabinet 

Trap 






No. 102 
Shower Bath 
and Floor 
Drain Trap 





VOR-TEX 
SWEAT TRAPS 
Designed for 
BATH 
SHOWERS 
SINKS 
DISH WASHERS 
AND 
GARBAGE 
GRINDER UNITS 


ae 
No. 107 Adjustable 
to Roughing 


101—Vor-Tex 112" Cast 
Bath and Cabinet 


U. S. Pat. No. 
2468360 


Threaded Cast Trap, 
Rough Brass 

107—Vor-Tex 112” Ad- 
justable Cast Brass 


203—Vor-Tex 114” § 
Chrome Plated Anti- 
Syphon Cast Trap 


Trap 
102—Vor-Tex 2” Cast 


/ ra 
Shower Bath Trap 108—114" 8, Polisheen, 


) 204—Vor-Tex 1 
” 
103—Vor-Tex 114” C. Tub- General Purpose 


4” P 
Chrome Plated Anti- 


Syphon Cast Trap 
ing Inlet, General Pp 205—Vor-Tex 114” 
Purpose Trap 109—114” P Polisheen, Threaded Cast Trap, 


106—Vor-Tex 1’ General Purpose Trap Chrome Plated 


ASK YOUR WHOLESALER FOR VOR-TEX TRAPS OR WRITE US. 


THE DRESSEL MANUFACTURING CO. 
KINGSTON, NEW YORK 


‘The No. 80-A 








> ee? = DF. ati ot £2) 

SPEEDY »« ACCURATE + DEPENDABLE 
Here is the handy Copper Tube Cutter for quick, easy and 
efficient operation, Will cut up to 1” O.D. Tubing. Is sturdy, 
light and compact. Simple to adjust to cutting contact. Re- 
placeable cutter wheels. Long-lasting and dependable. Should 
be a part of every Plumbers Work Kit. 


ORDER YOUR NO. 80-A TODAY! 


ZOERMAN CLARK MFG. CO. 


INDLEY'S 
PLUMBERS’ 
SPECIALTIES 


~—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to 
use im emergencies—prerequisite 
in finishing many a plumbing job. 


53 John St., Valley Falls, R. |. 


JACKSON 
MICHIGAN 











HINDLEY MFG. CO. 
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)Vor-Tex Traps 





(Continued from bottom of page 229) 
order to present a complete picture of the mar- 
ket and establish that it is big business now. 

Over 1,000,000 window units were produced in 
1953. This is three times 1952 production, and 
more than 800,000 were sold at retail at an aver- 
age price of $390.00. The window unit industry 
grew and prospered largely on office applications 
but for the past two years, offices have taken only 
approximately 20 percent of the units sold. 

Window unit manufacturers now have their 
major sales effort directed at the residential mar- 
ket, and it is estimated that more than 500,000 of 
the window units sold in 1953 were for residential 
applications. This means that the 1953 window 
unit residential market had a retail value of ap- 
proximately $200,000,000. 

The 55,000 central residential cooling systems 
installed in 1953 at an average price of approxi- 
mately $1,600.00 each produced a retail market 
value of $88,000,000. The retail market for resi- 
dential cooling in 1953, therefore, produced a 
total volume of $288,000,000. 

Let’s examine the classification of residential 
cooling as big business now, in 1954, by consid- 
ering only the central system on the basis of in- 
dustry forecasts and planning. The industry fore- 
cast for 1954 is best represented by the figure of 
120,000 central systems as published by the 
American Institute of Management. If we now 
apply a lower assumed figure of $1,500.00 per 
installation, we establish a market value of $180,- 
000,000 for all sizes of the central system of resi- 
dential cooling for this year. I consider that 
$1,500.00 would represent the average cost of resi- 
dential central systems, for both new and exist- 
ing homes, of all sizes, and that the part of the 
cost of a year ‘round system on new construction 
that would be allocated against the cooling sys- 
tem would be substantially less than $1,500.00. 

Water chiller systems will be aggressively sold 
during 1954 for use in connection with hot water 
heating systems employing forced air convectors, 
but cost information is not yet available from 
which a representative price can be estimated. 
The cost estimates I have given represent the re- 
sults of my search for this information and must 
be considered as being an attempt to establish an 
average price. Prices necessarily will be affected 
by local conditions, the type of equipment used, 
the volume of installations made, the quality of 
the installation and the experience and skills of 
the installer. Add-on 2 and 3 hp water cooled units, 
without tower, have been installed for as low as 
$1,000.00 and $1,100.00 respectively, and for less 

on large housing projects. Needless to say initial 
efforts in residential cooling should not antici- 
pate lowest costs and estimates should include an 


experience factor. 
(To be continued next month) 
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The ECONOMICAL Sewage Pump 


The WEIL Screenless Heavy Duty Non-Clogging Sewage Pump is a 
completely factory assembled unit, economical to install — only 
one piping connection is required. This foolproof unit is installed in 
LESS time and because it is factory tested it does not require 
“callback” servicing. 
This sewage pump, with the famous NON-CLOG Impeller, is sturdily 
built to insure long years of use, yet is priced economically. 
“ina Weil factory representatives are available in all 
parts of the country to assist you at all times. 
The NON-CLOG Impeller (see Figure C-9001) 
F \ built into the WEIL Screenless Sewage Pump 
| supplies the ideal method of pumping sewage 
or other unsereened liquids containing solids. 


This unit successfully handles difficult pumping 
jobs such as waste from public toilets, canning 


ae plants, hospitals and industrial installations. 


Fig. C-9001 


weil PUMP CO, isi:1renonrs: 























that makes 


REICHERT 
COPPER FLOATS 


different... really stronger, 


ABSOLUTELY LEAK-PROOF. 
They're GUARANTEED to be just that! So 














for years of trouble-free service use Reich- 
ert Floats. You can install them and forget 
them. Write for free folder on complete line. 















Send for NEW 20 page 
Bulletin C-900E with 
complete engineering 
data. 


CHICAGO 22, ILL. 


MODEL 109 


j DUAL DRAINAGE CONTROL VALVE 
HAS BOTH... 





THE REICHERT FLOAT & MFG. CO. | General Soles Office 


2238 Smead Avenue Toledo 6, Ohio 5281 AVERY AVENUE 
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|... To Protect i... Sewer Back Flooding! 


Properly installed according to local building codes, the 
Boosey Model 109 will provide dependable protection 
| for stored merchandise and valuables. Basement flood 
conditions due to back pressure flooding from the street 
sewer can now be controlled either manually or 
automatically with the Boosey Model 109. 


SEND FOR SPECIAL LITERATURE ON 
BASEMENT FLOOD PROTECTION 


NORMAN BOOSEY MFG. CO. 
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SITUATIONS OPEN 





PLUMBING SALES MANAGER: 


Well known manufacturer of drainage 
products with national distribution re- 
quires experienced man for directing 
compary’s sales activities, which in- 
clude supervision of 50 odd sales offices, 
development of approximately 120 men 
to sell specification products to archi- 
tects, consulting engineers, mechanical 
contractors and plumbing supply whole- 
salers. Position does not call for high 
powered salesman, but person who is 
able to lead men, and has had actual 
experience in management. Qualifying 
would 
sales 


experience include _responsi- 
bilities 


sales manager of plumbing manufac- 


as manager, assistant 


turer, owner or sales manager of large 
plumbing supply wholesaler or owner or 
manager of large mechanical contractor. 
Salary is completely open to the right 
man. Will require relocation in midwest- 
ern city, but all such factors on plus 
side. If you believe you are qualified, 
please write resume of experience, edu- 
cation, personal background, etc. to Key 
365-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
All information will be kept in strictest 
confidence. 


SALES REPRESENTATIVE WANTED: 

Established Ohio and western Penn- 
sylvania territory. Nationally adver- 
tised, complete line of home water sys- 
tems, softeners, water heaters, cellar 
drainer, and oil and gas furnaces, con- 
version burners and boilers. Sell to 
franchised wholesalers and dealers, 
Give age, experience and personal data. 
Address Key 361-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois 


Large midwest specialty house handling 
a complete line of plumbing specialties, 
including copper tubing, galvanized fit- 
tings, high quality rubber line, fixtures, 
covering approximately 8,000 items 
from over 400 manufacturers, selling 
exclusively to the plumbing contractor. 
Many items are exclusive with our com- 
pany. Exclusive territory franchise. 
Experienced specialty men only. We 
have the following territories open: 


1. North and South Carolina 

2. Utah, Idaho and Nevada 

3. Missouri and Southern Illinois 

4. Kansas 

5. Northern Texas 

6. Louisiana 

7. Eastern Arkansas and Western 
Tennessee 


Address Key 371-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 


heading and address. 


Minimum advertisement, $3.00 per insertion. 


For keyed address count seven words. 


Rates for bold 


face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGINEER- 


ING, 1801 Prairie Ave., Chicago 16, Illinois. 


All Classified 


Advertisements are payable in advance! 











SITUATIONS OPEN 


SITUATIONS WANTED 





PLUMBING SUPPLY SALESMEN WITH 

own following among plumbing, heat- 
ing contractors and hardware stores 
Drawing account guaranteed. New York 


warehouse. Full details first letter. Re- 
plies confidential. Address Key 364-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


PLUMBING & HEATING MAN 


To do purchasing for large supply 
house; must be thoroughly experienced 
in the business. Good salary and oppor- 
tunity. Confidential. P. O. Box 1125, 
Columbus, Ohio. 


Company salesman by old and well-es- 
tablished manufacturer of valves and 
fittings to call on plumbing wholesalers, 
manufacturers, and water and gas util- 
ities. Salary and commission, plus trav- 
eling expenses. Two territories open: 
New York and New Jersey; and Ten- 
nessee, Louisiana, and Mississippi. Ad- 
dress Key 368-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





SITUATIONS WANTED 





A THOROUGHLY EXPERIENCED AU- 

tomatic heating man: Desires posi- 
tion with old and reliable manufacturer 
of oil burner equipment: Has over 28 
years experience in creating dealers 
and wholesalers in the automatic heat- 
ing industry: Knows both the domestic 
and heavy fue! oil equipment: Can make 
productive wholesalers to sell the trade 
salesmen: Service and installation men, 
also is equipped by experience to ren- 
der field engineering and service to ac- 
counts established. Has a very good 
following with the plumbing and heat- 


ing wholesalers in both the New Eng- 
land States and northern New York 
State: Can and will supply references 


as to ability: Integrity and know how: 
Well known in the heating trade: Ad- 
dress all enauiries with full particulars 
to: “G. S. E.,” Box 966, Moosup, Con- 
necticut. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 234 AND 236 














MANAGER-SALESMAN WITH NaA- 

tional plumbing jobber desires great 
er opportunity. Good sales imagination 
and ideas plus management responsi- 
bility and character. Have handled 
warm air and wet heat, plumbing and 
industrial sales in both eastern and 
western market areas. Any location. 
College degree. Age 39. Address Key 
358-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 





REPRESENTATIVES WANTED 





AFTER 25 YEARS OF SUCCESSFUL 

eastern distribution, we now seek 
country-wide representation for ACE 
MARBLE PROTECTION PAPER. Write 


today for details . . ACE PAPER 
COMPANY, 426 West Broadway, New 
York City. 


REPRESENTATIVES WANTED 


Incinerators are in demand. Excellent oppor- 
tunity for eager manufacturers’ representative 
to take advantage of the incinerator market. 
Sixty-three years of manufacturing experience 
behind you. Many good testimonials. Sizes for 
residential, commercial, and municipal. Ex- 
clusive territories if possible. Good commission. 
Address Key 159-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 


EXCLUSIVE PROTECTED TERRITO- 
advertised 


ries open on nationally 
plumbers’ special packing to agents 
calling on plumbing supply houses. 


Unique demonstration sells 8 out of 19 
on first call. Excellent for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


We need representatives in the follow- 
ing territories: 

Texas — Oklahoma 

New England States 
Philadelphia and Eastern Pennsylvania 

Dominion of Canada 


We want men who are not afraid of 
hard work and will give us good cover- 
age. Our line of plumbers cast brass 
goods is nationally known, assuring you 
of large commissions. 

Address Key 360-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
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ON EVERY 


SCHOOL soe... 


THE NEW 


HAWS 














HAWS 


Series 


DECK TYPE 
VANDAL PROOF 
DRINKING FOUNTAIN can be installed with practically 
any combination of HAWS Fixtures... -bubbler type 
Fill Glass Faucets or HAWS Emergency Eye Wash 


Fountain! The ideal deck type drinking fountain for all school class- 


Pantry Faucets.. 


Drinking Faucets... 


room and laboratory requirements, Adaptable for industry, too! Fin- 


ished in acid resisting white enamel with stainless steel mounting rim. 


@ WRITE TODAY for brochure showing versatile 
applications and details! 













CHROME PLATED 
FLEXIBLE AND IRON PIPE SIZE 
LAVATORY * CLOSET * SINK 
SUPPLY PIPES 


CHROME PLATED BRASS PIPE 
AND SHOWER ARMS 












A | PIPE HANGERS 





Fig. 255 Fig. 316 








Fig. 269 Fig. 254 


GATEWAY 


COMPANY of OHIO 


Fig. 251 
GATEWAY 















GATEWAY 


ENGINEERING COMPANY 





DOMESTIC 


Model No. 2000 


Pat. Applied For 


DRINKING FAUCET CO. 


RTH STREET (Since 1909) BERKELEY 10, CALIFORNIA 












Ask for Catalog No. 452 covering Hangers & Inserts 








Fig. 258 


1966 


Fig. 312 


ENGINEERING CO. of MD. 


” 
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There is a 


PLUMBINGWARE 


Bathtub and Sink 
for every type installation 


PLUMBING 


LUMBINGWARE 


MANUFACTURING COMPANY 


66 West Carroll Avenue 
Chicago 10, Illinois 













FIXTURES 


Plumbingware Protects 
the Health of the Nation 











Write — for This 
FREE CATALOG of 


SPAN 


COPPER TUBE 


AD 4 hd ma 
FITTINGS 
yne of America’s largest inventories of hig 
quality Copper Tt he Fi ttanes, manufac 
tured by Span ar es stocked for immediate - 
shipment Ma ard today for entalog 


and price list. 


SPAN BRASS MANUFACTURING COMPANY 
700 Wilson Street e Otsego, Mich. 


ae faerie - 


BALL 
COCKS 











SHERWOOD NO. 86-A 


YOUR ENTRE TO GREATER PROFITS! 
Think of the advantages of installing a SHERWOOD No. 


86-A Anti-Syphon Ball Cock in every home. Think of the 
many extra jobs you could solicit as the SHERWOOD 
serves your entré for new and greater business. The No. 
86-A is a top rated Ball Cock for Quiet, Long-Lasting and 
Dependable Operation. Worth looking into today! 


SHERWOOD BRASS WORKS e 6331 E. Jefferson, Detroit 7 


al 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 








NOW CALLING ON 

plumbing and heating contractors 
wanted to carry our line of all types 
of pipe fittings and nipples at very at- 
tractive prices on a commission basis in 


SALESMEN 


the following territories: Delaware, 
Maryland, Virginia, Pennsylvania, 
North and South Carolina, and New 
England States. All territories fully 


Address Key 
ENG INEERING, <a 
Ilinois. 


protected 
MESTIC 
Ave., C hic ago 16, 


Manefastuver seeks to onpend sales 
coverage of its line of 


Gas Fired Hot Water Boilers 


Popular Sizes Up To 
400,000 B.T.U. 


A.G.A. & A.S.M.E. Approved 


These boilers incorporate many solid 
features and advantages. Suitable for 
all wet heat applications; also for hot 
water requirements for restaurants, ho- 
motels, apartments, etc. Special 
Inquiries 


335-E, 
1801 Prairie 





tels, 
models for swimming pools. 
solicited from established manufactur- 
ers’ representatives. Please furnish in- 
formation re history of your organiza- 
tion, lines now representing and terri- 
tory covered. Address Key 357-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 
REPRESENTATIVES WANTED aa 
manufacturer of quality vitreous 
china combinations and lavatories, 
white and color, needs experienced man 


selling plumbing supply jobbers in each 
of following states: Alabama, Georgia, 


Connecticut, Illinois, Indiana, Kentuc- 
ky, Louisiana, Maryland, Michigan, 
Minnesota, North Carolina, northern 
New York, northern New Jersey, South 
Carolina, Tennessee, Virginia. Address 
Key 359-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


BATHROOM CABINET REPRE- 
SENTATIVES WANTED. CHOICE 
TERRITORIES NOW OPEN. 
Long established eee known and 
advertised line of ts of: 
Fluorescent and inenndicoent lighted 
and unlighted bathroom cabinets—2 
mirror sliding door and ShelvesInDoor 
cabinets. Only manufacturer of exclu- 

sive “Juniorette” cabinets. 

Consideration will be given to finan- 
cially responsible and established repre- 
sentatives with proven sales records 
Warehouse facilities desirable but not 
essential. Attractive commissions and 
wareh exp Write giving full 








particulars — ‘territory covered — age 
— education — how long selling — lines 
handled and types of wholesalers call- 


* GENERAL CABINET CORP. 
1056 N. Wood St. 
Chicago 22, Ill. 








ESTABLISHED NAME BRAND MANU- 

facturer of outstanding quality boiler 
conditioner, boiler repair, joint com- 
pound, etc. Seeks qualified representa- 
tives in many key territories. High 
commission. Excellent repeat volume. 
Address Key 372-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


MANUFACTURER OF FULL LINE IBR 

rated fin tube radiation and baseboard 
seeks qualified manufacturers repre- 
sentatives with knowledge of heating. 
Many key territories available. Address 





Key 373-E, “DOMESTIC ENGINEER- 
Tilino 1801 Prairie Ave., Chicago 16, 
nois. 


MANUFACTURERS REPRESENTA- 

tives wanted: Leading plumbing fix- 
ture manufacturer desires aggressive 
representatives to cover active whole- 
sale jobbers of plumbing, heating and 
mill supplies to sell a quality line of 
plumbing fixtures and sump pumps. 
Rich territories of Texas, Oklahoma, 
Arkansas, Mississippi, Kentucky, Ten- 
nessee, Indiana and southern Illinois 
available. Please state age, experience, 
territory covered, lines handled and 
other necessary information in first let- 
ter. Address Key 331-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


SOUTHERN MANUFACTURER | OF 

full line gas and electric automatic 
water heaters. Deluxe, regular and 
project models. Competitively priced. 
Establishing new-coverage operations. 
Through wholesalers only. Send resume 
of background, qualifications, lines now 
carried. Confidence maintained. Address 








Key 354-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





REPRESENTATIVES WANTED | 
PLASTIC PIPE 


Manufacturer of quality flexible plastic 
pipe, currently expanding operations, 
wants aggressive sales representatives 
now calling on distributors of water 
well driller’s supplies, agricultural im- 
plements, pipe, plumbing and heating 
supplies, etc. Choice territories open 
in Illinois, Indiana, Iowa, Minnesota 
and Wisconsin. Commission basis. 
Write, stating present lines handled 
and territory covered. Address Key 
355-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


MANUFACTU RER’S REPRESENT A- 

tive calling on legitimate plumbing 
jobbers in Alabama and Mississippi to 
handle nationally advertised tools and 
Cc. I. specialties. Must be able to do 
promotional work. Liberal commission. 
Contact C. MANGIERI, P. O. Box 3241, 
Charlotte, North Carolina. 


LONG ESTABLISHED MANUFACTUR- 
er, with complete line of plumbers 
cast and tubular brass products, de- 
sires solid representation through 
manufacturers’ representatives selling 
wholesale jobbers of plumbing, heating 
and mill supplies. Territories—Idaho, 
Wyoming, Colorado, Minnesota, Iowa, 
Nebraska, Kansas, Oklahoma, Arkan- 
sas, Mississippi, Louisiana. Please state 
actual territory covered. Address Key 
363-E,. “DOMESTIC ENGINEERING, vm 
1801 Prairie Ave., Chicago 16, Illinois. 





MANUFACTURERS AGENT WITH SIX 
major lines and warehouse needs 
salesmen on split commission basis. 
Two for New York City area and one 
each for northern New Jersey, southern 
New Jersey and eastern Pennsylvania. 
No objection to one or two non-com- 
peting side lines. Address Key 356-H, 
“DOMESTIC ENGINEERING,” 110 East 
42nd Street, New York, New York. 





Representatives wanted to call on 
wholesale plumbing and hardware hous- 
es in all territories, two new items, will 
not conflict, repeat sales, excellent side- 
line. Address Key 369-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


LINES WANTED 








OUR ACTIVE SELLING AGENCY, 

well established, solicits one or two 
accounts with potential repeat business 
through active calls. Coverage Minne- 
sota, few points in the Dakotas, Wis- 
consin except Milwaukee and East. 
Warehouse facilities if need be with 
trackage. Address Key 349-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 





Ave., Chicago 16, Illinois. 
LINES WANTED 
Capable hard hitting manufacturers 


representative with thorough cover- 
age in Florida and Georgia desires ad- 
ditional lines. Calling on the whole- 
sale plumbing jobber, heating and air 
conditioning trades. 


DON C. HALL COMPANY 
4055 N. W. 17th Avenue 
Miami, Florida 
CABLE ADDRESSES: 
“GASQUIDIS" "“DOALL" 


MANUFACTURERS’ REPRESENTA- 
tive established in the state of Flori- 
da, calling on all plumbing and heating 





jobbers, desires a few more lines to 
promote. Located at St. Petersburg, 
Florida. Address Key 181-E, “DOMES- 


TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


MANUFACTURING MARKETING 


We are interested in expanding our line 
and if you have products, designs, ideas, 
that fit into the plumbing-heating-hard- 
ware-mill supply field we have expert 
manufacturing and marketing facilities. 
We call on 3000 jobbers internationally 
and sell 2000 of them. Address Key 366- 
E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 232 AND 236 
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R so-SOFT 


TOVE 
: SOFTENERS 


WATER 


Sure, low price usually lowers sales 
resistance—but when low price is 
combined with top quality, long es- 
tablished name, recognized princi- 
ples of design and operation .. . 
mister, you’ve got the key to the 
water softener market. 


That’s exactly what the new SO-SOFT has 
Ws— 

low in price 

high in Stover quality 

carries your full profit. 


What more could a water softener offer? 
The biggest exclusive feature of all—! 
Famous Stover INTEGRITY— that 
priceless ingredient that for over 30 
years has made Stover Kinc or THEM 
ALL. Pioneer and Pacemaker since 1924, 





Write— a today, for full details 


STOVER 


WATER SOFTENER COMPANY 


ST. CHARLES, ILLINOIS 

















Installation use... &) 


APOLLO 


FLEXIBLE SUPPLIES 


For Speed, Accuracy and Profits 
use APOLLO Flexible Supplies, 
Stops, Fittings, Supply Lines, 
Nipples and Escutcheons. They 
help you meet the most difficult 
jobs. 


ezine... WRITE FOR FULL DETAILS TODAY! 


APOLLO INDUSTRIES “= 


2831 JESSAMINE ST. CINCINNATI 25, OHIO Straight! Female 
Cheaper in price — but not in quality .. . 


HANDY <oreer TUBE STRAPS “ir 
REINFORCING 


LOOK FOR <r xy, RIB 
I 
set ORCING HANDY solid copper tube straps 


—with the reinforcing rib—do 
+ everything your present straps 
do—and do it for less! HANDY 
solid copper tube straps are 
priced to sell! Boxed in units 
be of 100 or in bulk. Write on 
Y% your letterhead for samples and 
prices. Please state quantities. 





















For Speedy and Accurate — 
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AIR CHAM 


Large capacity air chambers... 





cubic inch capacity. 





for 


5 BOA 
3% 
cubi 


This 
M.I. 






PAT. 
PEND. 


ARBESCT CAPACITY 





per construction . . . large wrench gripping 
surface ... % female pipe thread on tube... 
furnished with either %, %4, 3%, 1%4 and % male 
pipe thread adapter on bottom. . 
two sizes, #5, 6 cubic inch capacity. #10s, 10 


! 
SQUATTY | 
Air Chamber | 

| 


Designed 
LOW CABIN- | __ ae 

ETS, BAS 

™ CONVECTORS with built-in dampers or 
we «so shu fters. 


er clearance; 2%” diameter gives six full 


for use with ARBEST Flexible Air Vents 
or ARBEST #400 Coin type Air Vents. 


Write for further information or order 
the ARBEST line from your wholesaler. 







dn 
ow 
wm 








LARGE 









BERS 


one piece cop- 

















. available in 



























a. “<egI4 ; 
RD CONVECTORS or CABINET 









” over all height allows ample damp- 







c inch capacity; %” F.I.P. on top 








chamber made %” - 4" - %” - %” 
P. bottom thread. 










G ~H Manufacturing Company 
3047-49 Amber St., Phila. 34, Pa. 













CTNPS. cs 


BOILER 






* Sand Holes 

* Poor Threads 

° Split Nipples 

® Cracked Castings 


40 Years the Leader in the Field 











"X”” LABORATORIES, inc. 
J J al ~* W. 45th ST., NEW YORK 36, W. Y. 





ee. 





ENGINEERED QUALITY 


STEEL BOILERS 
by Portmar 


are rated for their 
dependability and ‘‘know-how”’ 


WINDSOR 
“Horizontal Tube Series” 


12 Sizes: 

77,000 to 720,000 BTU/hr. 
Steam: 320 to 3,000 sq. ft. 
Water: 510 to 4,800 sq. ft. 
Oil or gas fired Water Heat- 
ers and Heating Boilers avail- 
able in all capacities. 







































Contact your Portmar Boiler Company lnc. 
3 Seventh Street Brooklyn | NY 


jobber > 
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LINES WANTED 





LINES WANTED 





THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 8, Minn. 


Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 


ENTIRE STATE OF OHIO 


M. M. MATHES & SON 
1836 Euclid Ave., 
Cleveland 15, Ohio 


Serving the plumbing jobber 


CALLING ON PLUMBING 
wholesalers in northern 
seeking additional line. 
May consider warehousing. Reliable. 
Experienced. Address Key 362-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois 


LINES WANTED 


A good complete competitive line of 
tubular brass. 10 years experience for 
Virginia, West Virginia, Ashland, Ken- 
tucky, Ohio River cities. Address Key 
325-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


SALESMAN 
and heating 
New Jersey 


PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5, 
California 
Lines for plumbing, hardware and _ industrial 


jobbers, only. Perfect coverage in California 
and Arizona for past twenty years. 


LEADING FLORIDA MANUFACTUR.- 
ers’ representative sales organization, 
now covering Florida only, desires few 
more lines. Years of experience plus 
leadership in sales records, plus reputa- 
tion and results! Address Key 261-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


Western Pennsylvania and West 
Virginia 
D. S. SCHWARTZEL 


254 North 16th Avenue 
New Brighton, Pennsylvania 


Representing the Manufacturer 


A well established Ohio manufacturer 
serving more than 1200 plumbing and 
heating wholesalers is seeking addition- 
al products to sell these same accounts. 
Company offers warehouse facilities 
and sales organization. Address Key 
353-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 





ENTIRE NEW YORK STATE: 

established agent with 500 active 
plumbing and heating supply jobber ac- 
counts desires basic volume line. 
Staples or specialties. Address Key 370- 


E, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
WANT ADDITIONAL 
PLUMBING LINES 
Headquarters in Chicago. Established 


clientele. Prepared to do a real selling 
job. Warehouse facilities available. Ad- 
dress Key 319-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


NEW ENGLAND: LONG _  ESTAB- 
lished manufacturer’s agent (since 
1922) with three aggressive salesmen 


covering jobbers and gas utilities in six 
state areas has room for two lines. Ex- 
cellent opportunity for right manufac- 
turer. We maintain Boston office, show- 
room and operate our own warehouse. 


Address Key 348-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois 


M. L. QUEEN 


61 Glenstone Road 
Dexter, Missouri 
Established with plumbing jobbers in the states 


of Missouri and Arkansas, giving prompt cov- 
erage to manufacturers represented. 


BOSTON | 


manufacturers’ representative with long 
experience selling to New England 
plumbing and heating supply jobbers, 
can give personal aggressive represen- 
tation to additional quality line. Address 
Key 333-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, II. 


ESTABLISHED MANUFACTURERS’ 
agent, making bi-monthly calls on 
100 jobbers three fastest growing coun- 


ties suburban New York City, seeks 
additional line. Address Key 351-E, 
“DOMESTIC ENGINEERING,” 1801 


Chicago 16, Illinois 


TEXAS 
kkk wk 
EDWIN B. SMITH & 
ASSOCIATES 


Box 274 
Tyler, Texas 


Prairie Ave., 


Warehousing Nationally-Known Lines 
PLUMBING LINES FOR REPRESEN- 

tation on Pacific Coast and Hawaii 
Fixtures, plumbing brass, water heat- 
ers, etc. Well acquainted in these areas. 
Sales promotion a specialty. Address 
Key 352-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


WELL 





FRANK MORRIS & CO. 


424 S. Cheyenne St. 
Tulsa, Oklahoma 


Kansas, Oklahoma, western Missouri, 
and Arkansas. 





FOR SALE 





Plumbing, heating, sheet metal and ap- 
pliance business in town in central 
Pennsylvania. With trading population 
of over 35,000 in business 46 years, with 
the business goes good will and the per- 
sonnel. 


Building has 7,800 sq. ft. floor space. 
Will sell or lease the building. 
Good reason for selling. 


Write to ERNEST E. DEMI, 116 E. 
Pine St., Philipsburg, Pennsylvania. 
CLOSE OUT—15 21x32 WELL KNOWN 
make white flat rim double compart- 
ment sinks drilled for ledge supply less 
spray. $12.00 FOB, New York City. C. D. 
GREENBAUM COMPANY, INC., 2408 
Amsterdam Avenue, New York City. 


Plumbing and heating and air condi- 
tioning business, seashore, southern 
New Jersey, 3 miles from new Garden 
State highway, 30 miles south of Atlan- 
tic City, good income property and busi- 
ness. Price $65,000.00. Reason for sell- 
ing ill health. Address Key 350-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


CAPITAL TO INVEST 


WANT TO INVEST IN OLD ESTAB- 

lished factory as partner. Specialized 
in production of brass items. Engineer. 
Age. 43. Address Key 367-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Tllinois. 


BOOKS 
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“LABOR AND MATERIAL.” ESTI- 

mates for plumbing and heating. 
Adaptable for making estimates for any 
type of residence or multiple-story 
building. Stop losing jobs and money 
because of bids that are either too high 
or too low. This book gives you all the 
facts you need to make the right bid. 
Helps you avoid the pitfalls of hidden 
labor and material costs that frequent- 
ly mean the difference between profit 
and loss. Diagramatic drawings clarify 
the installations discussed. Charts show 
labor, time and materials required. Use 
it to determine overall costs and to 
verify detailed estimates. 125 pages, 


size 54%” x 84%”. Price postpaid $2.50. 
300k Department, DOMESTIC ENGI- 


NEERING, 1801 Prairie Avenue, Chicago 
16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 232 AND 234 
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A ONE-PIECE 
WRENCH for 


THESE FEATURES ARE NOT 
FOUND IN ANY OTHER WRENCH 


Complete Ratchet Action, Open End 
Five-Point Roller Contact With Fitting Means 


Positive Grip 


Obtainable 


NM SRALY wo 


in %" and 7 





Pays For Itself In Time Saved 

Precision Parts and Workmanship 

Will Not Mar Chrome Plated Fittings 

Finest, Fastest Open-End Roller Ratchet Wrench 


. Now available in V2" and 56”. Available soon 
ind V/a"' 


tchet Socket Wrenc 





OPEN END ROLLER RATCHET 
CHROME PLATED FITTINGS 


Circles Around 
Tubing 


LEFT: A positive acting 


RATCHET OCKET 
WRENCH is w fur 
ned bh serle n the 
nished by Peerless in the Rollers Seat on 
Yo" and %” size. A sin Fecee 
ple adapter added to 
the ratchet wrench 
changes it to a socket 
wrench 


Contact your Jobber or 
h Write direct to factory 





Boa 


RL Oe ee 








| INDUSTRIES, INC. 











es 


Manufacturers of 
Supplies Since 1940 
8050 N. Territorial Road 


Write Direct to 









ben 
rad 


No 


vk 


bronze unions with % 


Peerless OWIK-ON Flexible 


Plymouth, Michigan 
D for Descriptive Catalog 


Ratches Without 
Damage to Surface 


EASY ANGLE CONNECTORS 
for Radiant Panel Board 


Dept 


SIMPLE e INEXPENSIVE 
TIME AND LABOR SAVING 


C-B’'s are the easy method of connect- 
ing corners of cast iron radiant panel 
baseboard. Fittings are % male pipe 
thread x % O. D. compression sleeve 
O. D. type K copper tubing 90 
d. To install make % M.P.T. end of unions into 
iant panels, next place tubing bend with nuts and 


sleeves in place and then tighten nuts to make _ joint. 


sweating required. The sleeve of the specially de- 


signed fitting allows for correction of misalignment in 
installation. 
Koven, 
Panels. 
ment. 


Crane, 
Radiant 
ship- 


use on American, Burnham, 
Utica and Weil-McLain 
before 


For 
U.S. Radiator, 
Fittings are tested and assembled 


SEE YOUR WHOLESALE 


C. R. BERNSTROM INC. 


183 HARTFORD AVE. 


PROVIDENCE 9, R. I. 












5223 W. Armstrong Avenue 


Write for Catalog. 


ARMSTRONG BROS. TOOL CO. 


ARMSTRONG BROS. 


Thread I” and 2” pipe with power! 
This light (26 lb.) compact Portable Power 
Pipe Threader, goes to the job—is operated 
witha % ” portable electric drill. 1 set of High 
Ss Steel Chasers do all sizes—just move 
indicator to 1”, 14", 1%" or 2” marking. 
Clamp on pipe and apply drill to drive square. 
The rest is automatic. oe on anti- 
friction bearings with automatic lead, it’s a 
fast, easy way togetsmooth, accurate threads. 






"The Tool Holder People” 
Chicago 30, Illinois 














DOMESTIC ENGINEERING 


| three thin, specially heat-treated, sharp cutter 
| wheels 


| GENUINE BARNES’ is a pipecutter that will 


Genuine Barnes 


Heres Why You Can 
DEPEND ON the 












































OR genuine adaptability to pipe cutting... 
Gg): speed, precision and durability ... you 
can’t beat a GENUINE BARNES. Look it over. 
Note its balance . . . its comparative lightness 

. its sturdy construction. Then look at its 


and you'll know that here in 


cut all wrought, steel and cast iron pipe. 


ORDER YOUR GENUINE BARNES 
FROM YOUR WHOLESALER TODAY 


The BARNES TOOL CO., Inc. 


NEW HAVWEN, CONN. 


CANNIBAL 


DRAIN PIPE CLEANER 


“EATS EVERYTHING IN THE PIPE" 


NEW formula works in 
cold and hot water 


youn SUNSHINE CHEMICAL co., inc. 


600-606 W. Lake Street, Chicago, Illinois 











Makes Any Fire Door 
A "SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’’ on the job. Gentle spring 
tension allows door to swing open on slow 
or faulty ignition of burner and then close. 
Wedge holds door open when necessary. It's 
easy to install with the NEW SPRING 

HOLDER. 
MADE IN 3/16”—1/4”—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.10—$1.15—$1.20—$1.25 


See your jobber or write us. 


INLAND MFG. CO. 












Pat. #£2,605,097 








1120 N. CICERO, CHICAGO 51, ILLINOIS 
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FIRST AID to Heating 


REMODELING JOB 


$350 


POSTPAID 


send me postpaid 





is enclosed. 


Convector Rating Book 
($3.50 each) 


My () check [) money order in the amount of $.......... 


It is understood that if | am not completely satisfied, | may retum 
these books within ten days and full purchase price will be refunded. 


DOMESTIC ENGINEERING 





August, 1954 

















| HOW TO USE THIS BOOK 

























































































Every heating man doing remodeling work is 
called upon to revamp jobs having existing 
convectors. It is vital for him to know the 
ratings of these convectors, either in Btu or 
e.d.r. Normally he has no ready way of iden- 
tifying the convectors or establishing their 


‘sesame sesessesesss 
DOMESTIC ENGINEERING 
COMPANY 


Book Department 
1861 Prairie Ave., Chicago (6, fli. 





THE CONVECTOR RATING BOOK 


| SAVES YOU TIME, ASSURES ACCURACY IN IDENTI- 
: FYING AND SIZING INSTALLED CONVECTION 


rating. The new Convector Rating Book solves 
this problem with the greatest of ease. 


This long awaited book has been designed to 
remove every element of chance from all 
convector jobs. Now it will be possible for 
you to determine quickly, accurately, the 
exact rating of hundreds of types, models and 
makes of convectors. 


No matter what size convector may be in- 
volved or who the manufacturer may be the 
new Convector Rating Book will take the 
guesswork out of your heating survey. Since 
you will want to take this book to the job, it 
has a flexible but durable cover. 


Diagrams, clear cut illustrations and accur- 
ate rating charts are used profusely through- 
out to greatly facilitate the use of this book. 


When you follow the simple step-by-step in- 
structions you just can’t go wrong. 


You can’t go wrong either if you order your 
copy of the Convector Rating Book now. 
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new FIROMATIC 
TANK VALVE 
For Bottom Outlet Tanks 


PRODU CT Ss F - @ One Piece Design Eliminates 


Chance Of Leaks 


inne ; cide @ Curved For Ease Of Installa- 
ipheenioee , ik 
<pphppepeber * 


Handwheel Easily Accessible 


FIROMATIC PRODUCTS..The For Shut Off 


Standard Of The Industry For Available In Fusible or Non- 


Nearly A Quarter Century Fusible Types 


Designed For Filter or Non- 
Filter Connections 


Order By Figure Nos. 





THE MORSE-SMITH-MORSE CO. 
NO. 140-T 2” IPS (m) x 34” IPS (f) Non- 


fusible 165 Dexter Avenue 
NO. 140-TF 2” IPS (m) x 34” IPS (f) Fusible rT Mass 
NO. 141-T 2” IPS (m) x 34” IPS (m) Non- ; } 


fusible Firomatic Design Can Be Imitated — But Firomatic Quality And Service 
NO. 141-TF 2” IPS (m) x 344” IPS (m) Fusible Can Not Be Duplicated 











MAT a A... Announces 


nal, j NEW 
Aion “ FLOORLEVEL 


PROFIT PLAN! 


FLOORLEVEL . . . mass-pro- 
duced in a giant new factory 1—FREE SALES HELPS! 
. is now America’s most 2—FAST, EASY INSTALLATION! 
profitable baseboard heat- 3—LOW INVENTORY! 
ing! 4—COMPLETE PACKAGE! 


77 i J 
yi in NOt Water systems. ° 


it’s BROTHERS 


A dependable filler and relief valve tor control- 
ling pressures in hot water heating systems. All 
bronze construction. Factory settings 12 Ibs. 





SALL Fittings greatly im- 

prove efficiency of entire 

hot water system. Only one 

ict les fitting on return line is 

FLOORLEVEL is tas needed. This directs free 
' flow of water through ra- 
style-conscious, too! Fama diator. 


WRITE NOW 
GENERAL AUTOMATIC BROTHERS COMPANY 


Representatives ” —i ul J sane sine tore 2324 Kishwaukee ® Rockford, Illinois 


in principal cities. Baitimore 13, ™ 
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First Essential to SAFETY 
CADWELL Vitvis 


Cadwell 


No. 25 


Cadwell 


No. 25E 
Same as No. 25 
except it has 6” 

extension. 


eee 


No. 35 oe HOURLY INPUT 


Pressure Relief Valve OF 


Diaphragm - 

Yo" or 34”. LPS. 850,000 B.T.U. 
Listed A.G.A. Can be 
furnished with fusible 
plug for temperature Thermostatic Element always out 


relief. (Not self clos- Iv —'s , : ‘ 

rae on Semperetare : ae = of water except when discharging. 
relief) : ' : “ : 

a CY — Easily taken apart for inspection 

and easily cleaned without dis- 

turbing temperature or pressure 

relief. Available in Male 2”, 

4%” & 1”. Female diam. 2” in 


all cases. Listed A.G.A. 





RELIEF VALVES FOR EVERY PURPOSE 


P, erfection 


FLOOR G CEILING 
PLATES... 
. - . add neat appearance to all piping jobs. No. 
10 Sheet Steel. Sizes 4” to 6”. Copper Tube Size 
%” to 3”. No. 11 Same with Set Screws. Copper 


emt Cubull Tube sizes 14” to 3”. 


No, 75 No. 105 


Adjustable Poppet Poppet Type Pressure | 
Type Pressure Relief Relief Vaive. %” 
Valve. 14” LPS. LPS, Listed AGA. re h e B E A T eo N 


Types Nos. 75 and 105 can be furnished with fusible plug 


een & CADWELL 
i: . orc. CO. 


Ie MSpilain 





























